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There's no stopping 
short of success 


It's little wonder that the Webster 
Franchise is the talk of indepen- 
dent stationers—for when these 
three > > > Organization, Stand- 
ardization of complete line of 
Products,andaPLUS-Value-Sales 
PLAN > > > get together and 
mesh smoothly, nothing can stop 
them from making the Dealer's 
Franchise a possession that is 
truly prized. 

How well Webster dealers 
know this! 
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4 OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
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The Office Appliance Co. 
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Chicago 
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fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


{ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 


~ : EVAN JOHNSON, President Cc. F. MALHOIT, Treasurer 2 
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composed of managers and 
agent efor the various office 
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Correspondents should give 
their names and addresses, 


machines, devices and sup- J. A. PALMER, Cir. Mgr. B.C. WALLSTEN, Mgr. Copy Dept. which will be withheld from 
plies, commercial stationery W. S. LENNARTSON, Manager Service Bureau publication if requested. 
dealers and many of the 

‘argest corporations in the C. H. EVERLY, Eastern Mgr G. C. WHEELER, Asst. Mer. { ADVERTISING RATES 


United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


1601 Pershing Square Building, 100 East 42nd Street, New York 
Phone Ashland 8319 


Le 





by personal checks, drafts 
on New York or Chicago, 


Ww 


q No person, firm or cor- 
poration, either directly or 
indirectly connected with 


upon application — only 
articles of office equipment 
or directly related products 
eligible. 


q Entered as Second-Class 
Matter, July 8, 1905, at the 


{ SUBSCRIPTION RATES Postoffice or Express Money ; Postoffice at Chicago, IIl., 
payable in advance, in the Orders, or in American Post- theindustry the journal rep- under Act of March 3, 1879. 
United States and its pos- age Stamps or currency, if resents, has any share in its 

sessions and Mexico— one sent by registered mail. ownership or voice in shap- q “Office Appliances” is reg- 


year,$2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 


CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


ing its policy, which has in 
view at all times the best 
interests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
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{ COPYRIGHT. Contents 
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ADVERTISEMENTS 


These advertisements present the products of 
the leading manufacturers in each division of 
Jecause of the ground for honest 
differences of opinion the publishers obviously 


cannot undertake to guarantee transactions be- 


however, offer their service in resolving any 
disagreements 
tomers, which result from relations established 


throuch the journal. 





Mimeograph, The 


Mittag & Volger, 


Morse Typewriter Co 
Mun-Kee Products Corp... 
Munson Stamp Pad Co... 
Munson Supply Co 


Business Show 
FiberstoK Env. 


Imperial Desk Co 


Int'l Printing Ink Corp 


nken, The Osc: 


Speed Fastener Cp 
‘eerless Wire Goods Co... 
*hillips Rib. & ¢ 


’ressteel Engineer. Corp 


65 
150 


203 


205 


205 
198 
206 


94 








OFFICE APPLIANCES 


Q 


Quality Park Envelope Co.1 
Quigley Furniture Co.....193 


R 
Ravenswood Off. Spec. Co.204 
Regal Typewriter Co.....151 
Reiner’s Rotaprint, Inc 201 
Reliable Tw. & A. M. Corp.203 
Reliance Pencil Co 206 


Remington Rand Bus. Serv.128 
Roberts No. Mach. Co.139, 40 
Roberts, Weldon, Rub. Co.170 
Rochester Rib. & Carb. Co.177 


Rockwell-Barnes Co »ot eee 
Royal Typewriter Co 133 
s 
Sainberg & Co., Inc. .198 
Sanford Mfg. Co .173 
Sanymetal Products Co...198 


Searles Elec. Weld. Wks. .189 
Sengbusch S-Cl. Inkstd. Co.157 
Shallcross Co., The tenon 
Shaw-Walker Co a 
Sheaffer, W. A., Pen Co. .86, 


Sheppard, C. E., Co er 
Sherman-Manson Mfg. Co.193 
Shipman-Ward Mfg. Co. 145 


Sibley, Edw. L., Mfg. Co. .136 
Sikes Co. ... : ovsnee 
Silverglo Lamps, Inc 200 
Simonson, R. A., & Co....201 
Simplex Gold Stamping 

Presse CO..cccs a 193 
Smith, L. C., & Corona 

Typewriters on ‘ 61 
Smith Noise & Shk. Elimr.203 
Speed Key Mfg. Co 2078 


Standard Mail. Mach. Co. .147 
Stationers’ Loose Leaf Co. 8 


Steel Equipment Corp.. 93 


Steel Fixture Mfg. Co.....1 
Stewart, R. A., & Co......124 
Storms, H. M., Co... ..167 


Sturgis Posture Chair Co.201 
Sundstrand Add. Machine. 206 


Sun Rubber Co., The... 171 
Superior Off. Spec. Co - 190 
Superior Type Co....... 124 
Swan Pencil Co., The 201 
T 
Tell City Desk Co 195 
Terrell’'s Equipment Co 97 
Tip Top Mfg. Co . .203 
Toledo Metal Furniture Co.114 
Triner Scale & Mfg. Co 194 
Turner & Harrison Pen Co.207 
Tybon Corp 200 


U 


Underwood Elliott-Fisher 

Co. eat 206, Back Cover 
Underwood Tw Back Covet 
Union Ribbon & Carb. Co.206 
U.S. Envelope Co -.207 
U. S. Lace Paper Wks....194 
U.S. Tw. Ribbon Mfg. Co.203 

Vv 
Vanderbilt Mfg. Co 71 
Van Dorn Metal Furn 78, 9 
Varityper Incorporated. ..152 
w 

Wabash Cabinet Co. 82 
Wagemaker Co ‘ 118 
Wark-Beacon SI. Furn. Co.193 
Warshaw Mfg. Co., Inc...191 
Webster, F. S., Co : 2 
Weis Mfg. Co 67, 68, 69, 70 
Weston, Byron Co dad 88 
Wiggins, John B., Co... 200 


Woodstock Typewriter Co.213 
Worcester Wire Novy. Co. .200 
Wrenn Paper Co ae 121 


Yy 
Yankee Paper & Spec. Co.189 


Yawman and Erbe Mfg. 
es udek ‘ 112, 115 








JANUARY, 1931 


Adding Machines 
Burroughs Adding Mach. Co.212 
Elliott-Fisher Co... ~- 206 
General Office Equip. Cp. . . 206 
Sundstrand Add. Machine.. .206 
Adding Machines, Rebuilt 
Reliable Typewr. & Adding | 
Mach. Corp 
Adding Machine Rolls and wrr.. 
Rockwell-Barnes Co , oe oe 
U. S. Lace Paper Works... 194 
Yankee Paper & Spec. Co. ..189 
Adding Typewriters 
Burroughs Adding Mach. Co.212 
Elliott-Fisher Co. .. 206 
Underwood Elliott-Fisher. .. 
: 206, Back Cover 


Adhesive Tape 


Quality Park Env. Co .113 

Adhesives 
(See Inks. Adhesives, etc.) 

Arch and Clipboards . 
Baxter, R. H.. Sales Cp.....158 
Free Hand Binder Co 174 
Globe-Wernicke Co .- AZo 
Rock well-Barnes Co 162 

Ball Bearings for Metal Off. Furn. 
Kilian Mfg. Co . 185 

Bankers’ Note Cases 
Art Steel Co... oo 266 
Cole Steel Equipment Co....185 
General Fireproofing Co... .101 
Globe-Wernicke Co.. —— 
Ravenswood Off. Spec. Co. .204 


Van Dorn Metal Furn 
Billing Machines 
Burroughs Add. Mach. Co 212 
Elliott-Fisher Co "206 
General Office Equip. Cp. . .206 
Underwood Typewriter Co. 
errr TT Te ...Back Cover 
Binders, Catalog and Periodic al 
Aigner, G. J., Co 204 
American Clip Co — 105 >», 6 
Blackboards (Framed) 
N. Y. Silicate Book Slate Co.206 
Blank Books 


Boorum & Pease iv ere 

Rockwell-Barnes Co 162 
Blanks for Bonds and Stocks 

Kihn Bros. .... . 202 
Blotters 

Wrenn Paper Co 121 


Blue Print and Plan File Cabinets 
Automatic File & Index Co.111 


Berger Mfg. Co ..78, 9 
General Fireproofing Co 101 
Globe-Wernicke Co ; 123 
Van Dorn Metal Furn — 


and Erbe 


Yawman Mfg. Co. 
1 


Bond Boxes a 


Art Steel Co...... , 164 
Cole Steel Equipment Co 185 
Corry-Jamestown Mfg. Corp. 95 
General Fireproofing Co... .101 
Globe-Wernicke Co >. ee 
Steel Equipment Corp ; 93 
Book Cases 
Globe-Wernicke Co 123 
Gunn Furniture Co... ..190 
Macey Co., The ; , 120 
Quigley Furn. Co... 193 
Van Dorn Metal Furn 78.9 
Weis Mfg. Co 27.6. & Fe 
Yawman 


and Erbe Mfg. Co 
; . AZ, 115 


Book Covers 


Baxter, R. H., Sales Cp.....158 
Bookholders 

American Clip Co ..105, 6 

American Electric Co......136 


Book Rings 
Carpenter, E. W., Mfg 
Bookkeeping Machines 
Burroughs Add. Mach. Co. . .212 
Elliott-Fisher Co - 206 
Gen. Office Equip. Corp . .206 
Underwood Typewriter Co 
. . Back Cover 


Co. . 206 


Box Files 


Art Steel Co.. . .164 
General Fireproofing Co... .101 
Globe-Wernicke Co . 123 
Rockwell-Barnes Co .162 
Weis Mfg. Co : 67, 8. 9, 70 


Brief Cases 
Nat'l Brief Case 
Bulletin Boards 


Mfg. Co 174 


N. Y. Silicate Bk. Slate Co. .206 
Business Shows 

Leipzig Trade Fair 187 

National Business Show Co.116 
Busses 

General Fireproofing Co ..101 

Macey Co., The 120 

Toledo Metal Furn. Co 114 
Calculating Devices 

Meilicke Systems, Inc 151 


Reliable Tw. & A. M.C....203 
Calculating Machines 

Burroughs Adding Mach. Co.212 
Calculating Machines, Rebuilt 

Reliable Typewr. & aames. 


Machine Co. ..... . 203 
Calendar Pads and Stands 
Defiance Sales Corp........190 


Carbon Papers 
(See Ribbons and Carbons) 
Card Cases, yey 
Gardner, P. Leather Wks.203 
Impr ate Binder Co 205 
Wiggins, The John B., Co. .200 
Card Index Boxes & Trays 
Y" i. ( “Saar .164 
Automatic File My Index Co. .111 
Bentson Mfg. 208 
Cole Steel Equipt. Co......185 





Currier Mfg. Co........ 181 
Diemer, John F., Co... 184 
Globe-Wernicke Co., The 123 
Imperial Methods Co 211 
Macey Co., The 120 
Pressteel Engineer. Corp 146 
Sainberg & Co : 198 
Shaw-Walker Co - 4 
Wagemaker Co., The 118 
Weis Mfg. Co 67. 8. 9. 70 
Yawman and Erbe....112, 115 
Cash Boxes 
Art Steel Co., Inc......... 164 
Cole Steel Equipment Co. ..185 
Casters, Shoes, Ete. 
"4 as ; 179 
Sun Rubber Co. . Terre 
Chair Mats 
Polar Mfg. Co.... — 
Chair Pads and Cushions 
Economy Products Corp... .204 
Fox, Geo. E.. & Co...... 85 
PO A Me noosa teees 159 
Sainberg & Co..... concn 
Sun Rubber Co...... : 171 


Dan Deer Ge... os acces 171 
Superior Office Spec. Co... .190 
Desk Pads, Glass 
Per, Gee. a. Be Gibas occccs 85 
Polar Mfg. Co... , . 158 
Ravenswood Off. Spec. Co. ..204 
Sates Ge Ge i.ocs 6.03 i0 198 
Desk Pads, Linoleum 
rem, Gon Ge @ Get vesess &5 
Polar Mfg. aap seeps 159 
Ravenswood Off. "Spec. Co. . 204 
SOM GO . 66 evades cee 198 
Superior Office Spec. Co... .190 
Wagemaker Co. .........:; 118 
Desk Pending-Letters Holders 
American Clip Co....... 105, 6 
Desk Trays 
American Electric Co...... 136 
Ast Dees Ge. BOs os acess 164 
Automatic File & Index Co. .111 
Baxter, R. H., Sales Cp..... 158 
Berger Mig. Co.......... 78.9 
Cole Steel Equipment Co... .185 
Fox, Geo. E.. &Co........ 856 
General Fireproofing Co... .101 





here, 


advertised are here classified. 


they are cordially 


CLASSIFICATIONS 


For the benefit of the subscribers the lines 


Many of the 


requirements of the modern business office are 
represented. Should subscribers be interested 
in any article of office equipment not listed 


invited to communi- 


cate with the service bureau, through which the 
information will be promptly and cheerfully 
furnished by letter, without obligation. 
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General Fireproofing Co... .101 
Globe-Wernicke Co. ....... 123 
Gunn Furniture Co........ 190 
Hoosier Desk Co.......... 96 
Imperial Desk Co.......... 180 
Imperial Furniture Co...... 166 
Indiana Desk Co.......... 91 
Invincible Metal Furn. Co..119 
Jamestown Metal Desk Co.. 75 
Jasper Desk Co........... 210 
Jasper Office Furniture Co. .186 
oe Te. err 108 
DERGGe Ge., Tied o's o'csa8 120 
Metal Office Furn, Co...... 84 
Myrtle Desk Co........... 102 
Ga We Sh ae ae es op as 198 
Quigley Furniture Co...... 193 
Shaw-Walker Co. ......... 72 
Steel Equipment Corp...... 93 
Steel Fixture Mfg. Co...... 173 
Tell City Desk Co......... 195 
Van Dorn Metal Furn....78. 9 
Wagener Gh. occccnssas 118 
Weis Mfg. Co...... 67, 8, 9, 70 
Yawman and Erbe Mie Co.. 
eek UO O0 0 66 06s 6 a aed 2, 115 
Diaries 
Baxter, R. H., Sales Cp... .158 
Display Fixtures 
Adjustit Display Spec. Co. . . 206 
Berger Mfg. Co........:. 78. 9 
Onken, The Oscar, Co...... 205 
Orthwine Mfg. Co......... 206 
Drawing Materials 
Baxter, R. H., Sales Cp..... 158 
Drinking Cups, Paper 
Orthwine Mig. Co......... 206 





a my Machines 

Canode = ‘. 21 Supp. Co. 130 
ee | eras 59 
Duplicating Mach, Supp. Cp. 155 
Mimeograph, The ......... 59 
Reiner’s Rotaprint, Inc. ....201 
Standard Mail Machs. Co. . .147 


Duplicat. ——_ > —— Rebuilt 
Mimeo Serv. 
Dugmening Machine. Suppities 
n 


Canode & O. 8. Co. .130 
DEER, Ba Bre Gio 2 6660 64 we 9 
General Stencil Co......... 137 
Illinois Paper Co.......... 188 
Shalicross Co., The........ 181 

Envelopes 
Baxter, R. H., Sales Cp..... 158 
Bushnell, Alvah, Co....... 98 
Diemer, John F., Co....... 184 
Globe-Wernicke Co. ....... 12: 


Nat'l FiberstoK Envelope Co.185 
Quality Park Envelope Co. .113 


S. Envelope Co......... 207 
welt. Celluloid 
Mateme GO, seidcorcececss 205 
Envelope 


Office Appliance Co., The. . .150 

Standard Mail. Machs. Co. ..147 
Eradicators, Ink 

Collins, % tS a Erad. Co. 202 


Ink-Out Mfg. Co........++2 206 
Eradicators (Single Fluid) 
Ink-Out Mfg. Co.......... 206 


Erasers (Blackboard) 

N. Y. Silicate Book Slate Co.206 
Erasers (Chemical) 

Collins, H. H.., oom Erad. Co. r+ +4 

Ink-Out Mfg. Co.......... 
Erasers (Rubber) 

Auto. Pencil Sharpener Co. .150 

w.. I ‘be 


Faber, A. in cee omens 2 
Faber, Eberhard .......... 
he Weldon, Rubber Co. 170 
Exhibitio 
Leipzig Trade WOR? sicccess 187 
Nat'l panness Show Co... .116 
Expense 
Defiance Sales 4, Cop peapace 190 
Harvey, Fred W., Co....... 207 
Eyelets gnd Eyelet. EERE 
Baxter, R. H., Sales Cp..... 158 
Sibley, Edw. %.. Mfg. Co. ..136 
File Boxes, Collapsible Corrug. 
Bankers Box Co..........+. 7 
-Dee Co eod soe ee 
File Boxes, Metal 
Wee Ge b dks Be cece .164 


Automatic File & Index Co. 111 
Cole Steel Equipment Co. ..185 
Currier Mfg. Co 181 
Pressteel Engineer. Corp. .146 


Rockwell-Barnes Co. ...... 162 
— Cabinets, Metal 

Axe GOOG GOu assy vcesesss 164 
Aurora Metal Cabinet Co... 99 
Automatic File & Index Co..111 
Bentson Mfg. Co.......... 208 
Berger ae ek ae 8 xd <0 8, 9 
Columbia Steel myelp- Co. ..107 
Corry-Jamestown Mfg. Corp. 95 
General Fireproofing Co. ...101 
Globe-Wernicke Co. ...... 123 


Imperial Steel Cabinet Co. . 182 


Invincible Metal Furn. Co. .119 
Jamestown Met. Desk Co... 75 
Macey Co., The. .....0+++-. 120 
Metal Office Furn,. Co...... R4 
Pressteel Engineer, Corp... .146 
Shaw-Walker Co. ......... 72 
Steel Equipment Corp...... 9: 
Steel Fixture Mfg. Co...... 17: 
Terrell's +a SP 97 
Van Dorn Metal Furn..... 78.9 
Yawman and Erbe Mfg. Co. 
ceees e+ Al2, 115 
Filing Cabinets, Wood 
Auto. File & Index Co..... 111 
Globe-Wernicke Co. .......123 
Imperial Methods Co....... 211 
Macey Co., The.......++6. 120 
Shaw-Walker Co. ......... 2 
Wagemaker Co, .......... 118 
Weis Mfg. Co...... 67. 8, 9, 70 
Yawman and Erbe _ $115 
eeeeeeeee eee eeeee 5 
Filing Sup 
Aigner, G, J., - Sits aaveee 204 
American Clip Co....... 05, 6 
Automatic File ° — Co..111 
Balto, Index Mfg. Co...... 204 
Baxter, R. H., Sales “ep $8 Gee 158 
Bushnell, Alvah Co........ 98 
Dunleavy Co., The......... 178 
Filing Equipment yw 7 
General Fireproofing Co. "101 
Globe-Wernicke Co. 12% 


Guide System & Supply Co. .198 
Imperial Methods 2 
Invincible Metal Furn. Co. .119 
Macey Ge... Beeso0 o¢0064s% 120 
Nat'l FiberstoK aes we Co. .- 
Oxford Filing Supply Co 
Quality Park Env. Co 
Rockwell-Barnes Co. ...... 162 
Simonson, R. A., 


Warshaw Mig. Tk, EDs ices 

Wabash Cabinet Co........ 

Weis Mfg. Co 

Yawman and Erbe Mfg. 

6460806264066 0448 ius’ ‘115 

Finger Pads, Rubber 

Sun Rubber Co 171 
Fountain Pen Engraving machines 

Gebansens Oe, o> cade o swans 150 

Simplex Gold Stpg. Press Co.193 
Fountain Pens 

Sheaffer, W. A., Pen Co.. .86, 7 








6 


Fountain Pen-Peneil (Combined 


Sheaffer, W. A., Pen Co 
Furniture Bumpers 
Polar Mig. Co.. 
Sun Rubber Co 
Furniture Handling Service 
Metropolitan Furn. Serv 
Furniture Polish 
Globe-Wernicke Co 


Van Dorn Metal Furn 7 


Gold Stamping 
Aigner, G. J., Co 
Gold Stamping Presses 
Goldpress Co 
Simplex Gold Stpg 
Gummed Cloth 
Aigner. G. J.. Co 
Gummed Cloth Rings 
Baxter, R. H.. Sales Cp 
Warshaw Mfg. Co., Ine 
Hotels 
Hotel Fort Shelby 
Index Card Signals 
Cook, H. C., Co 
Graff, George B., Co 
Macey Co.. The 
Moore Push-Pin Co 
Index Tabs 
Aigner, G. J.. Co 
Auto. File & Index Co 
Balto. Index Mig. Co 
Baxter. R. H., Sales Cp 
Guide System & Supply Co 
Simonson, R. A , 
Warshaw Mig. Co., Ine 


Press Co 


Inks, Adhesives, Ete. 
Canode Ink & Office Sup. Co 
Davids, Thaddeus, Ink Co 
General Eclipse Co 
Higgins, Chas. M.. & Co 
Int'l Printing Ink Cp 


Luther Ink & Stamp Pad Co 
Penene Corp 
Sanford Mfg. Co 

Inkstands 
General Eclipse Co 
Sengbusch 8-C Inkstand Co 


. 207 


123 
8. 9 


. 204 


150 
193 


204 


158 


191 


Labels, Law Books and Number 


Aigner, G. J., Co 
Lamps 
Silverglo Lamps, Inc 
Lead for Mechanical Pencils 
Faber, A. W., Ine 
Sheaffer, W. A.. 
Leather Goods 
Nat'l Brief Case Mfe. Co 
Leather Upholstered Furniture 
Gunlocke, W. H.. Chair Co 
Vanderbilt Mfg. Co 
Leathers, Upholstering 
Lackawanna Leather Co 
Letter Distributors 
Bristow, Stanley R 
Globe-Wernicke Co 
Imperial Methods Co 
Kohlhaas Co., The 
Letter Trays 


Pen Co. . 86, 


204 


(See Desk Trays) 
Letterheads 
American Embossing Co 197 
Lettering and Show Card Pens 
Bridgeport Pen Co 195 
Library Equipment 
General Fireproofing Co Lol 
Globe-Wernicke Co 123 
Linoleum Desk Tops 
Fox, Geo. E.. & Co 85 
Polar Mfg. Co 159 
Sainberg & Co 198 
Wagemaker Co 118 
Lockers and Storage Cabinets 
Art Steel Co 164 
Aurora Metal Cabinet Co 99 
Automatic File & Index Co.111 
Berger Mig. Co 78. 9 
Corry-Jamestown Mfg Corp. 95 
General Fireproofing Co 101 
Globe-Wernicke Co 123 
Invincible Metal Furn. Co. ..119 
Lyon Metal Products, Inc. . 204 
Macey Co.. The 120 
Quigley Furniture Co .193 
Steel Equipment Cor p . 
Terrell’s Equipment Co 97 
Van Dorn Metal Furn 78, 9 
Yawman and Erbe- Mfg. Co 
+ Seseeswedeses - 112, 115 


Loose Leaf Books and Systems 


Accounting Devices Co 172 
Boorum & Pease Co .170 
F-B Mfg. Co .194 
Grand Rapids L L Binder Co.178 
Lioyd, W. G., Co - AZZ 
Sheppard, The C. E.. Co 176 
Stationers L. L. Co 83 
Loose Leaf Covers, Emb. & Decor. 
Aigner, G. J.. Co 204 
Loose Leaf Envelopes, Cellulo' a 
Markilo Co : iy 
Loose Leaf Metals 
Carpenter, E. W.,. Mfg. Co. .206 
Loose Leaf Metals Co 181 
Mail Distributors 
Bristow. Stanley R 199 
Map Tacks 
Graff, George B.. Co 186 
Moore Push-Pin Co .196 
Matched Office Suites 
Clemetsen Co., The 165 
General Fireproofing Co 101 
Gunn Furniture Co........ 190 


Imperial Furniture Co. . .166 

Leopold Co., The... ..108 

Macey Co.. The....... . 120 

Quigley Furniture Co .193 
Memorandum Books 

Boorum & Pease Co 170 


Rockwell-Barnes Co. . .. A6Z 
Memorandum Devices 


Bristow. Stanley R ..- 199 

Currier Mig. Co : ; 18 

Fox, Geo. E., & Co vee 
Moisteners 

Baxter, R. H., Sales Cp 158 

Sengbusch S-C Inkstand Co.157 


Numbering Machines 
American Number Mach. Co.132 


Force, Wm. A., & Co... 129 
Roberts Num. Mach. Co.139, 40 
Stewart, R. A.. & Co 124 
Superior Type Co. .124 


Office Partitions and Railings 
Globe-Wernicke Co. ... 123 


Oil, Office Machine 


Clarotype Co. . 205 
Defiance Sales Corp 190 
Rock well-Barnes Co. . G2 


Order Books, Duplicate, Triplicate 
Kalamazoo Stat'y Co...... 188 
Pads, Columnar 


Boorum & Pease Co a 

Kalamazoo Stat'y Co : .188 
Pads, Figuring 

Baxter, R. H., Sales Cp 158 
Paintings, Etchings, Ete. 

Blum, Emery, Inc 190 
Paper 

Rock well-Barnes Co .- 162 

Weston, Byron Co SS 

Wrenn Paper Co -i2i 
Paper Clamps 

American Clip Co 105, ° 

Auto. Pencil Sharpener Co. .15 

Esterbrook Pen Co 109, 183 

Fricker Corp. 177 
Paper Clips 

American Clip Co ‘ 105, 6 

Art Wire & Stamping Co 174 

Baxter, R. H., Sales Cp .158 

Cook, H. C., Co »* 183 

Graff, George R., Co 186 

Jaclin Stat’'y Co 167 


Oakville-Amer. P.n Div : 65 


Rockwell-Barnes Co 162 

Tip Top Mfg. Co 203 
Paper Fastening Machines 

Acme Staple Co . 149 

Auto. Pencil Sharpener Co. .150 

Bump Paper Fastener Co. 151 

Defiance Sales Corp 190 


Eveready Mie. Co. of Boston.202 
141 


Hoge Mfg. Co....... 
Hotchkiss Sales Co.... .131 
Parrot Speed Fastener Corp 145 
Sibley, Edw. L.. Mfg. Co 136 
Paste 
(See Inks, Adhesives, Etc.) 
Pen and Pencil Clips 
Defiance Sales Corp 190 
Pencil Shar ers 
Auto. Pencil Sharpener Co. .150 
Graff, George B., Co 186 
Hunt, C. Howard, Pen Co 152 
Pencils, Cedar 
Faber, A. W., Inc.... co: ae 
Faber, Eberhard ..... cone. 
General Pencil Co 168 
Reliance Pencil Co...... 206 


Swan Pencil Co...... 201 
Pencils, Thin Lead, Magazine 


Autopoint Co. ......... 62 
Listo Pencil Corp... 201 
Miller Bros. Pen Co oe eBUe 
Sheaffer, W. A., Pen Co 86. 7 


Pens, Lettering and Show Card 
Bridgeport Pen Co. . ‘ .195 
Esterbrook Pen Co 109, 1 

Pens, Steel 


ert Pen Co 109, 183 
Hunt, Howard, Pen Co 152 
Miller , t- Pen Co . 202 


Turner & Harrison Pen Co. .207 
Picture Hooks 

Moore Push-Pin Co 
Pictures (Framed) 

Blum, Emery. Inc.........190 
Pins and Pin Containers 

Defiance Sales Corp 

Oakville-American 
Platens, Typewriter 


Pin Div. 65 


Amer. Writing Mach. Co 147 

Ames Supply Co ae 122 
Postal Scales 

jaxter, R. H., Sales Cp 158 

Hanson Seale Co 203 

Pelouze Mfg. Co... 189 

Triner Scale & Mfg. Co 194 
Publications 

Bridges, F. W., Ltd - 208 

Buro-Bedarf-Rundschau .209 

PE oo és 2 210 

Mon Bureau . 208 
Punches 

American Clip Company.105, 6 

Baxter. R. H.. Sales Cp... ..158 

Boorum & Pease Co 170 

Defiance Sales Corp 190 

Globe-Wernicke Co .123 
Push Pins 

Moore Push-Pin Co 196 
Ribbon Dispensing Machine 

Tybon Corp. . ..200 





Ribbons and Carbons 


Allem & GO. .cccccescoses 187 
Ault & Wiborg... A 
Buckeye Rib. & Carb. Co. ..192 
Canode Ink & Off. Supp. Co.130 


Columbia R. & C. Mig. Co 


Crown Ribbon & Carb. Co. .197 
Int'l Printing Ink Cp 110 
Little, A. P., Inc. ..184 
Manifold Supplies Co...... 64 
Mittag & Volger... SD 
Neidich Process Co... << oan 
Old Town Rib. & Car. Co 205 
Pacific Car. & Rib. Mfg. Co.175 
Peerless Carb. & Rib. Co. 202 
Phillips Rib. & Car. Co.....178 
Rochester Rib. & Carb. Co. .177 
Rock well-Barnes Co 162 
Shallcross Co., The....... 181 
Storms, H. M., Co 167 
Tybon Corp 200 


Union Ribbon & C arbon Co.2 


U. 8S. Typewr. Rib. Mfg. Co.203 
Webster, F. S., Co a” ; = 
Rubber Bands 
‘aber, me ; . 
Faber, Eberhard . : . . 80 
Rubber Stamp Machines ‘ 
Amer. Evatype Corp 152 
Rubber Stamps 
Meyer & Wenthe .196 
Stewart, R. A., & Co. 124 
Rulers and Yardsticks e 
Baxter. R. H., Sales Cp .158 
Safes 
Berger Mfg. Co.... wT. FC 
Diebold Safe & Lock Co 201 
General Fireproofing Co 101 
Globe-Wernicke Co 123 
Invincible Metal Furn. Co. .119 
Macey Co., The 120 


Meilink Steel Safe Co., The. 207 


Steel Equipment Corp . 3 
Van Dorn Metal Furn 78, 9 
Yawman and Erbe Mfg. Co.. 
eceeceecesecssess 112, 115 
Safety Deposit Boxes 
General Fireproofing Co 101 


Invincible Metal Furn. Co. .119 


Scales 
Hanson Scale Co 203 
Pelouze Mfg. Co... .189 
Triner Scale & Mig. Co 194 
Scrapbooks 
Horn, W. C., Bro. & Co .207 
Screens, Office 
Polar Mfg. Co. 159 


Sealing Wax 
Davids, Thaddeus, Ink Co 1 
Higgins. Chas. M., & Co... .192 
Luther Ink & Stamp Pad Co.197 
Sanford Mfg. Co. on 
Seals, Notary and Corporation 


Meyer & Wenthe.......... 196 
Stewart, R. A., & Co 24 
Shelf Boxes 
Art Steel Co ‘ ..164 
Berger Mfg. Co... ee, SC 
Diemer, John F., Co 184 
Globe-Wernicke Co. 123 
Shelving 
Art Steel Co.. er 164 
Berger Mfg. Co.... ..78, 9 
General Fireproofing Co. 101 
Globe-Wernicke Co. . 123 
Invincible Metal Furn Co. .119 


Lyon Metal Products, Inc. .204 

Steel Equipment Corp ess Oe 

Van Dorn Metal Furn 78. 9 
Sign Markers 

Fulton Specialty Co 204 

Hellesoe. Hans H... .194 
Slip Sheeters, Dupl. Machine 

Modern Mail. Equipment Co. 156 


Sorting Devices 
Currier Mfg. Co.... 5 <a 
Kohlhaas Co. 2 

Stamp Affixers 


Standard Mail. Machs. Co. .147 
Stamp Pads 
Fulton Specialty Co. 204 
Luther Ink & Stamp Pad Co.197 
Meyer & Wenthe....... .196 
Mun-Kee Products Cp...... 77 
Munson Stamp Pad Co 132 
Peerless Carb. & Ribbon Co .202 
Rockwell-Barnes Co. ... .162 
Stewart. B. A., Co...... 124 
Superior Type Co.......... 124 


Stands for Office Machines 
Adjustable Table Co.......17: 


Harter Corp. .......... .100 
Searles Elec. Weld. Works. .189 
Sherman-Manson Mfg. Co. .193 
Toledo Metal Furn. Co... 114 


Stationery, Embossed, Engraved 


American Embossing Co 197 

Wiggins, John B., Co.. 200 
Stationery Racks 

Imperial Methods Co 211 

Jamestown Met. Desk Co 75 


° » 
Ravenswood Off. Spec. Co. .204 
Stencils 
Meyer & Wenthe , 
Stewart, R. A.. & Co . Ze 
Stenographers’ Note Books 


Boorum & Pease Co. 170 

Rockwell-Barnes Co. . Se 
Stools 

Crocker Chair Co...... 199 


Sturgis Posture Chair Co. .. .201 
Toledo Metal Furniture Co. . 





OFFICE APPLIANCES 


Storage Cases 
Art Steel Co ‘ , 
Bankers Box Co... a 


Cole Steel Equipment Co. ..185 

Kay-Dee Co., The 197 

Rockwell-Barnes Co 162 
Swinging Typewriter Stands 

Amer, Writing Mach. Co.. 147 

Globe-Wernicke Co .123 

Weis Mfg. Co.....67, 8. 9, 70 
Tables 

Automatic File & Index Co. 111 


Berger Mfg. Co... .78. 9 
General Fireproofing Co. 
Globe-Wernicke Co 3 re 
Lyon Metal Products, Inc 204 


Macey Co., The... 120 

Quigley Furniture Co ..193 

Van Dorn Metal Furn....78, 9 
Tablets 

Rockwell-Barnes Co .162 
Telephone Accessories 

American Electric Co .136 

Baxter, R. H., Sales Cp .158 

Colytt Laboratories .... .207 
Thumb Tacks 

Baxter, R. H., Sales Cp 158 

Graff, George B., Co. 186 

Moore Push-Pin Co 196 


Oakville-Amer. Pin Div... 65 
Transfer Cases 

Art Steel Co., Inc ..164 

Aurora Metal Cabinet Co 99 

Automatic File & Index Co.111 

Berger Mfg. Co 78. 9 

Cole Steel Equipment Co 


1 
Columbia Steel Equip. Co. .107 
General Fireproofing Co lol 
Globe-Wernicke Co 123 
Invincible Metal Furn. Co 119 
Macey Co., The 120 
Rockwell- Barnes Co .162 
Shaw-Walker Co. ... os 7a 
Steel Equipment Corp sc oe 
Van Dorn Metal Furn 78. 9 
Weis Mfg. Co.....67, 8. 9, 70 
Yawman and Erbe Mfg. Co.. 
Cec eeseses . 112, 115 
Type, Ty pewriter 
Amer, Writing Mach. Co 147 
Ames Supply Co.......... 122 
Typewriter Cleaning Material 
Amer. Writing Mach. Co. . .147 
Baxter, R. H., Sales Cp .158 
Clarotype Co é "05 
Gies, Walter G. . Co 202 
o. &. A. Ge... . 203 
Sanford Mfg. Co ‘ 173 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Munson Supply Co. 146 
Peerless Key Co 6 ot 
Speed Key Mfg. Co : 207 
Typewriter Cushion Knobs & Feet 
Ames Supply Co . 122 
Azora Rubber Co ‘ .. 205 
Fox, Geo. E.. & Co... cow. 
Peerless Key Co eC 
Smith Noise & Shock Elimi- 
MOSOF .ccces 203 


Typewriter Parts and Tools 
Amer, Writing Mach. Co 1 
Ames Supply Co ; ae 

Typewriters, Mfrs. of 
Amer. Writing Mach. Co 
Barr-Morse Corp. 
Corona Typewriter . soend 


Elliott-Fisher Co i ss 
General Office Equip. Corp. 206 
Remington Rand Bus. Serv..128 


Royal Typewriter Co .. iAsd 
Smith, L. C., & Corona Tws. 61 
Underwood-Elliott-Fisher Co. 


ai6eeéens 206, Back Cover 
Underwood Typewriter Co.. . 
aebedashbéne one Back Cover 
Varityper Incorporated . 53 
Woodstock Typewriter Co 213 
Typewriters, Rebuilt 
Amer. Writing Mach. Co. ..147 
Morse Typewriter Co......204 
Regal Typewriter Co....... 151 
Reliable Tw. & A. M. C . 203 
Shipman-Ward Mfg. Co .145 
Visible Index Systems 
Automatic File & Index Co.111 
Globe-Wernicke Co. ....... 123 
Pressteel Engineer. Corp... .146 
Sheppard, The C. E., Co. ..176 
Stationers’ Loose Leaf Co.. 83 
Wardrobes 
Aurora Metal Cabt. Co..... 99 
Berger Mfg. Co 78. 9 
General Fireproofing Co 101 
Globe-Wernicke Co. ... 123 
Quigley Furniture Co : .193 
Terrell’s Equipment Co . we 
Waste Baskets 
American Can Co ; a. a Le 
Art Steel Co... ...164 
Automatic File & Index Co.111 
Baxter, R. H., Sales Cp 158 
Berger Mfg. Co 78, 9 
Cole Steel Equipment Co. 185 
General Fireproofing Co. 101 
Globe-Wernicke Co. ... - 423 
Invincible Metal Furn. Co. .119 
Macey Co., The......... .120 
Metal Office Furn. Co .. 84 


Nat'l Vulcanized Fibre Co. .17 
Peerless Wire Goods Co.. 18 
Sainberg & Co .19 
Worcester Wire N Jovelty “Co. 20 








JANUARY, 1931 





> WANTS and FOR SALE © 


The rate for Classified Advertisements Is eight cents a word. Minimum charge, $1.60. 





SITUATIONS WANTED 
NEED SALESMEN? Inside or out; age, thirty-six; married; 
good personality; fifteen years’ experience Have sold success- 
fully office machines, stationery, office furniture. Ability to 
take charge any Department. Want salary, commission ar- 
rangement Not afraid hard work nor long hours. gest refer- 
ences, surety bond if required. Available at once. P. O. Box 
1283, St. Louis, Mo 


TMENT MANAGER—Twenty years’ 
supplies, gifts and printing wants position 
With two houses the past twenty 
Good personal appearance. 


UPPLY 
in office 
salesman 


OFFICE 8S DEPAR 
experience 
as manager or 


vears. Prefer position with future. ince 
Please state full particulars in.first letter Address G-9%6, 
Office Appliances, Chicago. 

YOUNG MAN, 30 years of age, desires inside position 11 
years’ experience in general store work in office supplies and 


as buyer and 


printing, 5 years’ experience 
Address 


and filing supply departments. 
Chicago 


furniture and some 
manager of loose leaf 
R-69, care Office Appliances, 


REPAIRMAN: Alround mechanic on all makes, adding ma- 
chines Electrites, competent, fast on overhauling and rebuild- 
ing Sixteen years’ experience, married Desires to locate 
permanently with reliable exchange or dealer Consider com- 
bination proposition Address 0-106, care Office Appliances, 
Chicago 


BRANCH OR DISTRICT MANAGER—Position wanted. Thor- 
oughly experienced in office furniture and equipment lines 
Particularly interested in filing equipment business. Excep- 


and wide Address X-158, 


Chicago. 


tional producing record experience 


eare Office Appliances, 


TYPEWRITER Adding Machine Repairman, age 26, six years’ 
experience jest references. Desires to change and wants po- 
sition with good, sound organization Address 8-107, care Of- 
fice Appliances, Chicago. 

Manager of office furniture and equip 
Exceptional 
Office 


SIT 
ment department 
experience and record as 
Appliances, Chicago 


TATION WANTED 
Thorough knowledge of lines 
producer. Address A-65, care 


SUPERINTENDENT WANTED 
FACTORY IPE RIN TE NDE NT for 
Plant in lestanal Must have wide experience in this work 
and be trained in factory management. Only those willing to 
make their permanent home in England can be considered. Ap- 
plications must state age, nationality and complete record of 
past experience. Appointments for interviews will be granted 
after January Ist by Company’s representative in New York 
Address K-68, care Office Appliances, 1601 Pershing Square 
Bldg New York 


Steel Office Furniture 


SALESMEN WANTED 
ESTABLISHED office equipment house in midwestern city of 
160,000 have opening for experienced man, to make reasonable 
investment and take charge of sales. Must be willing to do 
outside selling himself. Unlimited future for right man. Con- 
cern is well financed. Owners nationally known in other lines 
of business Only applicants sending complete information 
will be considered Address C-71, care Office Appliances, Chi- 
cazgzo.,. 
available in Eastern centers to high 
Must be qualified by experi- 





SEVERAL AGENCIES 
type office equipment salesmen. 
ence to market a line of Loose Leaf Equipment, including 
Visible Record Books, Machine Posting Supplies and Form 
Printing. Liberal commission basis with territory protection, 
some established trade and full Factory cooperation. Address 
P-88, care Office Appliances, Chicago. 

TYPEWRITER SPECIALTY is being suc- 
cessfully and profitably sold by typewriter salesmen, repair 
men, supply and specialty salesmen This is a golden oppor 
tunity for anyone calling on office trade. Territories are being 
allotted now. Write for details and selling plans. Address 
E-216, care Office Appliances, Chicago 
SALE “SME N Large stationer doing a national business has 
opening for a few wide awake men. Unusual opportunities for 
salesmen calling on large corporations. Exclusive territories 
and wonderful advertising cooperation. Your inquiries held 
strictly confidential State experience. Address F-93, care 
Office Appliances, Chicago. 





OUR HIGH-GRA DE 


WE CAN USE several high grade salesmen who are calling on 
stationery stores to carry our line of brief cases and men's 
traveling kits as a side line Various territories open. Na- 
tional Brief Case Mfg. Co., 512-532 S. Peoria St., Chicago. 














DISTRI —T M. AN, AGE R S AND SAL ESMEN N expe rienced in the 
visible index field to sell “Visblex,” a visible loose leaf equip- 
ment. Exceptional opportunity for experienced men with an 
old established company Henry Conolly Company, Rochester 
Me. We 


SELL ENVELOPES—A profitable side line for salesmen now 
handling any kind of office appliance Exclusive territory 
Write fully to Outlook Envelope Company, 1001 West Wash- 
ington street, Chicago 


SALESMAN WANTED—One familiar with 
Salary and commission. References re- 
Davidson, 370 Lexington Avenue, Suite 


TRAVELING 
drawing materials. 
quired. Address M. 
1002, New York City. 








REPEATING P RODUt CTs for | salesmen calling on stationers. 
Mention territory and character of lines handled. Address 
J-73, care Office Appliances, Chicago. 


- REPRESENTATIVES AVAILABLE 


SAL ESM AN ‘who has sold his own line to dealers throughout 
the country desires to make connection as representative of 
manufacturer. Can carry additional line with his own which 
does not compete with other lines in this field, or can arrange 
to have others take care of his own business and give full at- 
tention to new line. Successful sales record for fifteen years. 
Will consider any line of merit sold to commercial stationers 
or office equipment dealers. Address M-74, care Office Appli- 
ances, ¢ vhic ago. 





RE DU ( ‘E YOU R SALES EXPENSE. Salesman with fourteen 


years’ experience in stationery field desires to represent high 
grade manufacturers on straight commission basis in Central 
West. Now selling for one company but prefers arrangement 


three non-competing lines such as leather 
goods, metal specialties, lamps, albums, rubber goods, or any 
other lines sold to stationers or Department stores. Large 
following in Ohio, Michigan, Indiana, Illinois, Iowa, Missouri, 
Nebraska, Minnesota and Wisconsin. Excellent record and 
references. Address D-72, care Office Appliances, Chicago. 


OFFICE SPECIALTIES SALESMAN with exceptional record 
in Metropolitan District and New England. 18 years as sales- 
man-manager. Enjoys confidence of dealers throughout this 
territory. Thoroughly familiar with direct sales and a broad 
selling contact with large users. Now establishing himself as 
manufacturer’s representative and open for definite arrange- 
ments. Write B-160, care Office Appliances, 1601 Pershing 
Square Bldg., New York 


BOSTON REPRESENTATIVE with six salesmen, can handle 
additional line, mechanical or staple, for Eastern N. E. or all 
N. E. Address “REC ORDERS, ” 157 Federal Street, Room 412 


to handle two or 

















- REPRESENTATIVES WANTED 


SS ORGANIZATIONS wanted to sell new 
Sells quickly 
Address 








SPECIALTY SAL 
meritorious stationery specialty direct to users. 
on demonstration. Every office a logical prospect. 
L-76, care Office a es, C hicago. 








MECHANICS | WANTED 
Ww ANTE 1D—First st class, all around» mec hanic, experienced on 
typewriters, adding and calculating mac hines and other office 
devices; steady job for good man. Wages depend on ability. 
State experience. Located in central west. Address H-76, care 
of Office Appliances, Chic ago. 











Combination repairman and salesman for type- 


Ww AN TED: 
Must be able to solicit work. 


writers and office machines. 
Krebaum Co., , LaCrosse, Ww is. 


“FOR Si SALE LE AND “WANTED ‘ro BUY 


E L L IOTT FISHER billing and bookkeeping machines bought 
and sold. Maloney, Gilmore Co., 508 S. Dearborn, Chicago. 











N: ATION: AL CASH REGISTERS, all styles, sizes bought, sold 
and exchanged. We can save you money. Henry Kass, Inc., 
Cash Register Sy stems Experts, 640 Broadway, cor. Van Tromp 
Street, Albany, N. 


ELI LIOTT- FISHER machines bought, sold and rebuilt. 
Ww arsh c o., Plankinton Arcade, Milwaukee, Wis. 


SAFES S AND CABINE 
ly used. Send us your inquiries. 
we... Wes Es Ge 


ALL MODELS ELLIOTT-FISHER billing and bookkeeping 
machines bought and sold. Robt. Novak & Co., 537 S. Dear- 
born St., Chicago. aa 


ADDRESSING MACHINES, Comptometers, Dic taphones, Edi- 
phones, Kardex cabinets, Mimeographs, Multigraphs, bought 
and sold. Hanover Office Equipment Co., 58 Greenwich 5Bt., 
New York City. 


WANTED—Late style Burroughs Bank Bookkeeping Machines, 
Must be front feed and have accumulators. 110 A. C. Also 
Underwood Bookkeeping Machines. 4 registers 14 in. car- 
riages 110 A. C. over 13,000 serials. Adding Machine Sales & 
Service Co., Sloan Bldg., Cleveland, Ohio. 
KARDEX VISIBLE CABINETS—We are interested in pur- 
chasing second hand visible Kardex equipment in all sizes, par- 
ticularly 6 x 4 in 22 drawer size. Advise immediately stating 
size, style, condition and price wanted. (Also have some used 
Kardex equipment to sell.) Address N-93, care Office Appli- 
ances, Chicago. 


- PATENTS ‘SERVICE 


Don’t give your ideas away! We develop, pat- 
Investigate, write today. Inventors 
488 Prospect Ave., Hartford, Conn. 





Teeter- 








argest stock in the country, slight- 
Acme Safe Co., 216 Centre 
































INVENTORS! 
ent and sell inventions. 
& Mnfrs. Tecn. Service Co., 
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BUSINESS OPPORTUNITIES 


The detailed inquiries which follow have been received direct from 
readers of Ofice Appliances. They are tangible business oppor- 
tunities which are well worth following. 





Wants Abroad 
Buenos, Aires, Argentina.Gierardo Rosenow, Calle 
wishes to make agency connections with United States 
office machines and commercial stationery items 


Guemes, 4790, 
manufacturers of 


Wanted Here at Home 


The Business Equipment Company, 503 Merchants Bank 
building, seeks office equipment and supply connections, for a territory 
including Steuben, Schuyler, Chemung, Toplins, Cortland, Toiga and 
Broom counties in New York, and Tioga and Bradford counties in North- 
ern Pennsylvania This business, which is conducted by Edward F 
Greene, handles among other items the complete Watson line of bank, 
library and courthouse filing equipment, Flex-Site’’ visible equipment, 


Elmira, N. Y 


DeLuxe’’ steel shelving and complete school equipment Manufacturers 
seeking distribution in the counties listed are invited to communicate 
with Mr. Greene 

Utica, N. Y.—Pfleeger Business Equipment, Inc., Oriskany West and 


Seneca streets, a new organization, wishes to receive catalogues from 
manufacturers of office equipment, etc The corporation was chartered 
recently with capital stock of $50,000, and intends to maintain stocks of 
equipment for business offices, banks, schools, etc References: R. G 
Dun & Company, and the Utica Trust & Deposit Company The officers 
have had wide experience in the office equipment fleid—they comprise 
Ralph B. Pfleeger, president and treasurer; Stanley Cooper, vice presi- 
dent; Vernon R. Evans, secretary 

Washington, D. C.—-The Commercial Office Service, Printcraft building, 
has established a commercial stationery department. This is directed by 
J. C. Runnels, an experienced stationery man. He requests that manu 
facturers send their latest catalogues and price lists 


a eel a 
Commerce Department Trade Opportunities 


Inquiries sent to the U. 8. Commerce Department from represen- 
tatives abroad Recognized business establishments can secure 
names and addresses on application to the Bureau of Foreign 
and Domestic Commerce at Washington, or to the district and 
co-operative offices, mentioning the file number of the trade 
opportunities wanted 
Appliances, office, and machines, Brussels, Belgium.—No. 49,006; pur 
chase and agency contemplated 
Chairs, folding, Calgary, Canada No. 49,185; 
Chairs, folding, of steel, Hamburg, Germany No 
sired 
Equipment, 
contemplated 
Equipment, office, London, England No. 49,226 ; 
Furniture, office, especialiy steel desks, Boguta, Colombia No 
agency desired 
Furniture, office, Brussels, Belgium No 
contemplated 


agency desired 

49,183; agency de- 
drafting, Quebec, P. Q., Canada No. 49,007; purchase 
agency desired 
48.829; 


49,006; purchase and agency 


Furniture, office, of steel, such as filing cabinets and indices, Mainz- 
on-Rhine, Germany No. 49,008; agency desired 
office, including drafting equipment for architects’ offices, 


Furniture, 
Quebec, P. Q., Canada No. 49,007; purchase contemplated 

Furniture and equipment, school and hospital, Montreal, Canada 
48,928; purchase and agency contemplated 

Furniture, school, desks and chairs with side arms, Caracas, Venezuela 

No. 49,315; agency desired 

Furniture, school, including desks and blackboards, 
be No. 49,004; agency desired 

Lockers, steel, for gymnasium, 
49,226; agency desired 


No 


Mexico City., D 


clubs, ete Montreal, Canada No 


Machines, calculating, Copenhagen, Denmark.—-No. 49,130; purchase 
contemplated 

Machines, calculating, Madrid, Spain No. 48,927; purchase or agency 
contemplated 

Machines, duplicating, especially roller type, Bremen, Germany No 


48,923 ; purchase contemplated 

Machines, typewriter, low priced, Cairo, 
desired 

Machines, typewriter, rebuilt, Madrid, Spain.—-No 
agency contemplated 

Machines, typewriter, rebuilt; French and English keyboards; 
P. Q., Canada.—No. 48,814; purchase contemp!'ated 

Machines, typewriter, Vienna, Austria._-No. 49,192; 

Nibs, pen, 14 karat gold; Heidelburg, Germany No 
contemplated 

Office novelty appliances and supplies, Milan, Italy 
desired. 

Paper, carbon, Quebec, P. Q., 
sired 

Seales, Lima, Peru No 

Stationery and supplies, Quebec, P 
contemplated 

Supplies, office, Rio de Janeiro, Brazil..-No. 49,156; agency desired 

Supplies, stationery, such as penholders, pen nibs and pencils, Milan, 
Italy.—-No. 49,318; agency desired 

Supplies, typewriter, and novelties, Milan, Italy.—No 
desired 


Egypt No. 49,271; agency 


48,927; purchase or 
Quebec, 


agency desired 
49,211; purchase 

No. 48,816; agency 

Canada No. 48,813: sole agency de- 


418,934; agency desired 


Q., Canada No. 48,841; purchase 


49,346; agency 
—_—<»— - 


Cuban Market for Furniture 


Commerce Reports] Since the promulgation of the revised tariff in 
1927, which provided for a high protective tariff on steel and wooden 
furniture, Cuban imports of furniture have declined to a point where 


they represent a very small percentage of the total domestic consumption 
in Cuba As a natural consequence, the Cuban furniture industry has 
grown with rapid strides and is now regarded as one of the important 
national industries. No factory in Cuba is operating on a mass produc- 


tion basis, and orders are filled in accordance with the wants and speci 
fications of the individual purchaser 


Very cheap, but efficient skilled 
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labor and an abundance of native hardwoods available at a low cost 
make it possible for the Cuban manufacturer to compete in equality with, 
and still undersell, the American product. 

Native Cuban mahogany, which is employed almost exclusively by the 
domestic manufacturers of furniture, is less susceptible to the ravages of 
white ants, which thrive in Cuba, than oak and the softwoods of the 
United States. In the absence of reliable government statistics, no figures 
are available showing the extent of local production in Cuba. Since the 
industry is not concentrated, but widely distributed over the entire island, 
with shops or small factories located in all the larger cities and towns, 
it is impossible to make even a rough estimate as to the value of furni- 
ture made in Cuba. 

Economic Conditions a Factor 

While the decline of exports from the United States to Cuba of store 
and office furniture may be largely attributed to the increased domestic 
manufacture, the reduced purchasing power of the country brought on by 
the existing economic conditions has been a contributing factor. Replace- 
ments of equipment and furniture, which would under normal business 
conditions be required, have been reduced greatly Moreover, numerous 
business houses have liquidated their stocks, discontinued business, and 
thrown large quantities of second hand equipment on the market, which, 
it is said, are being absorbed at a very low rate. Because of the condi- 
tion of the Cuban store and office furniture trade, it is understood that 
several large local dealers are considering discontinuing their office fur- 
njture lines 

Steel office and store furniture, with the exception of filing cases, im- 
ports of which have shown a decline of approximately forty per cent in 
1929 as compared with 1924, still enjoy a fair demand in Cuba and im- 
ports from the United States have been fairly constant, which indicates 
that steel is supplanting the wooden article to a certain extent. The local 
industry devoted to manufacturing steel office and store furniture (which 
was stimulated by the tariff of 1927, when duty on steel furniture was 
increased from $3.90 per hundred kilos to $4.50 per hundred kilos, plus 
fifteen per cent ad valorem, plus a surtax of ten per cent of duty) is 
confined to a few simple types of steel shelving and chairs 

Show cases are not mentioned specifically in the import returns, but 
observation and inquiries tend to bear out the contention that without 
exception they are assembled locally from imported plate glass and 
Cuban manufactured frames and bases of either mahogany or marble 
The preference seems to be divided equally between marble and mahog- 
any. Store counters are built in Cuba invariably 

Cuban Imports from the United States 

United States exports of wood and metal furniture to Cuba, including 

store fixtures, for the years 1926-29, inclusive, are listed here: 


Chairs of wood—(1926) $91,072: (1927) $67,934: (1928) $32,941; 
(1929) $8,000 

Office furniture of wood—(1926) $10,051; (1927) $5,911; (1928) $22,- 
462; (1929) $3,710 

Store fixtures of wood—(1926) $6,881; (1927) $9,827; (1928) $3,563: 
(1929) $4,391 

School and church furniture of wood—(1926) $4,233; (1927) $85,164; 


(1928) $74,994; (1929) $1,479 


Filing cases of metal—-(1926) $62,662; (1927) $120,904: (1928) $70,- 
298; (1929) $41,361 

Other office furniture and fixtures of metal——(1926) $19,164; (1927) 
$60,819; (1928) $30,357; (1929) $33.260 

Other metal furniture—(1926) $127,077; (1927) $100,222; (1928) $53, 
515; (1929) $57,926 

_ Office and store furniture originating from countries other than the 
United States has never been able to get a footho'd in Cuba The 
American manufacturer need only be concerned with the competition 


from the domestic industry 

Steel furniture is imported and marketed by 

equipment, or of general and heavy hardware 
—____<-——_— 
Index of Economic Reports 

More than 400 articles and reports on problems of management, which 
have been published by the Metropolitan Life Insurance Company, are 
listed in a new Index of Economic Reports just issued by this company 
The reports included in the new index represent the results of numerous 
investigations of varied management problems which are continuously 
carried on by the company’s policyholders service bureau 

The work of this bureau, according to the introduction to the index, is 
devoted to the cause of better management in business, with a view to 
helping stabilize employment and income of Metropolitan policyho'ders 
Its staff is made up of specialists in the major fields of management, such 
as production, marketing, sales management, personnel, accounting and 
finance, and the like 

Reports catalogued in the index cover a wide range of subjects. Among 
the titles, for example, are included: ‘‘Radio as an Advertising Medium.” 
“Budgeting Manufacturing Operations,’’ ‘“‘Vacations for Industrial Work- 
ers,” ‘‘Co-operative Marketing Activities in Business,”’ ““Reports for Execu- 
tive Control,” “‘Making the Plant Safe,’ ‘‘First Aid Service in Small In- 
dustrial Plants.’’ 

The index is conveniently arranged to permit ready location of subjects 
of interest. Reports have been classified in two ways. The first, is ac- 
cording to the field of management—such as production, sales personnel 
to which each relates. The second classification is according to trade or 
industry. 

Copies of the index are available to business executives interested in 
obtaining them. Address requests to the policyholders service bureau of 
the Metropolitan Life Insurance Company, New York, N. Y. 

—— 


Carbon Paper Imports of British Malaya 
Commerce Reports] Carbon paper imports are not listed separately in 
the trade returns of British Malaya The demand for this product is 
estimated to amount to about $40,000 annually. For the reason that 
there is no local production, the demand is met entirely from abroad.— 
principally from the United Kingdom and the United States 


Oe 


Canada Requires New Invoice Forms 


Commerce Reports] American exporters to Canada have gained the 
mistaken impression that the requirements of the Canadian department of 
national revenue would be met by simply pasting over their old Canadian 
invoice forms a slip of paper giving the new Clause 4 in the certificate 
of value on Form ‘‘M,”’ and the new Clause 6 in the declaration on 
Form ‘‘N.”’ Attention is directed to the fact that the old forms cannot 
be used in this manner but exporters should adopt entirely new forms 
which they may have printed themselves, or may purchase from commer- 
cial stationers 

The new forms are required for goods entering Canada February 1, 
1931, and thereafter. 


distributors of office 
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4793, 146 


(784,253 


No. {,782,109. Fountain-pen desk stand; patented November 18, 19390, A. B. Shaw, Santa Monica, Calif. (assignor, by direct and mesne songs. 
by Jules A. Fremon and Avery S. De Haven, Leeper, Mo. (assignors, by ments, to Dorothy M. Storey, Santa Monica, Calif.). Serial No. 320, 
mesne assignments to Pen Desk Set Company, a corporation of Illinois). No. 1,784,078. Device for automatically filling fountain pens; patented 


Serial No. 136,073. 


aay i 9, 1930, by Armando Simoni, Bologna, Italy. Serial No. 455,834. 


No. 1,782,647. Loose-leaf binder; patented November 25, 1930, by . 1,784,166. Filing cabinet; patented December 9, 1930, by George 
James C. Dawson, Webster Groves, Mo. (assignor to Elma N. Dawson, Tony ht Russell, Ky. Serial No. 160,926. 


Webster Groves, Mo.). Serial No. 361,132. 


784,253. Foldable copy stand for portable Pig amy patented 


No. 1,782,877. Inked stamp; patented November 25, 1930, by Thomas December 9 9, 1930, by Peter Schano, Union City, N. Serial No. 482,656. 


E. Madden, Newark, N. J. Serial No. 300,27 


No. 1,784,315. Transfer-binding case and release stand therefor; _ 


No. 1,783,146. Pencil sharpener; patented November 25, 1930, by Neal ented December 9, 1930, by Richard Fitz Power, Hampstead, London, 


G. Barnard, Minneapolis, Minn. Serial No. 268,761. 


land (assignor to Morland & Impey Limited, Birmingham, Engiand). 


No. !,783,678. Paper clip or fastener; patented December 2, 1930, by Serial No. 205,362. 


1,781,718. Sheet-metal furniture. Isaiah Co 
rad, Columbus, Ohio (assignor to F. 0. Schoe- 
dinger, Columbus, Ohio). Filed August 8, 1925 
Granted November 18, 1930. Serial No. 49,099. 

1,781,720. Typewriting machine. Gustave 0. 
Degener, New York, N. Y. (assignor to Royal 
Typewriter Company, Inc., New York, N. Y., a 
corporation of New York). Filed December 28, 
1927. Granted November 18, 1930. Serial No 
243,063. 

1,781,725. Typewriting machine. George F. 
Handley, Glendale, N. Y. (assignor to Royal 
Typewriter Company, Inc., New York, N. Y., a 
corporation of New York). Original application 
filed December 15, 1928, Serial No. 326,318. Di- 
vided and this application filed November 19, 
1929. Serial No. 408,248. Granted November 
18, 1930 

1,781,732. Detachable top-bearing caster and 
socket. William H. Noelting, Evansville, Ind. 
(assignor to Faultless Caster Company, Evans- 
ville, Ind., a corporation). Filed April 15, 1927 
Granted November 18, 1930. Serial No. 183,987 

1,781,815. Caster. Walter F. Herold, Upper 
Montclair, N. J. (assignor to The Bassick Com- 
pany, Bridgeport, Conn., a corporation of Con- 
necticut). Filed December 7, 1927 Granted 
November 18, 1930. Serial No. 238,311 

1,781,834. Stencil sheet. Louis F. D’Autre- 
mont, Dayton, Ohio (assignor of one-half to 
A. 8S. Daneman, Dayton, Ohio) Filed May 6, 
1929. Granted November 18, 1930. Serial No 
360,754 

1,782,108. Desk stand and holder for foun- 
tain pens. John C. Wahl, Chicago, Ill. (as- 
signor, by mesne assignments, to Pen Desk Set 
Company, a corporation of Illinois). Filed July 
11, 1925. Granted November 18, 1930. Serial 
No. 42,900 

1,782,109. Fountain-pen desk stand. Jules A 
Fremon and Avery S. De Haven, Leeper, Mo 
(assignors, by mesne assignments, to Pen Desk 
Company, a corporation of Illinois). Filed Sep- 
tember 17, 1926. Granted November 18, 1930 
Serial No. 136,073 

1,782,123 Package’ sealer Theodore H 
Krueger, New York, N. Y. Filed May 12, 1925. 
Granted November 18, 1930. Serial No. 29,715. 

1,782,185. Holder for paper slips. Robert 8S. 
Young, New Brighton, N. Y. Filed January 20, 
1930. Granted November 18, 1930. Serial No. 
422,210. 





wood, N. J. Filed June 1, 1929. Granted No- 

vember 25, 1930. Serial No. 367,676. 

P A T E N T S 1,783,038. Electric pencil sharpener. David J. 

Gawron, Brooklyn, N. Y. Filed August 27, 1930. 

— November 25, 1930. —_— No. 478,078. 
. 1,783,090. Fountain pen. John A. Kiedrow- 

Gapies 9 ee ee pg te ski, Chicago, Il. Filed March 21, 1930. Granted 

Washington, D. C., for ten cents each in November 25, 1930. Serial No. 437,911. 

cash, postofice money orders or certified ons hen a =... moeey aie a — 

y, Iowa. ctober 28, : ran 
check. Stamps and personal checks not {ter "55 1990. Serial No’ 402,978, 


accepted. 1,783,146. Pencil sharpener. Neal G. Bar- 
nard, Minneapolis, Minn. Filed April 9, 1928. 
~ ca J Granted November 25, 1930. Serial No. 268,761. 
1,782,274. Clock-actuated calendar. Emil 1.783.172 Attachment for calculating ma- - 
Sahner, Sackingen, Baden, Germany. Filed June chines.’ Frank M. Smith, West Orange, N. J. 
4, 1929, Serial No. 368,255, and in Germany = (assignor to Monroe Calculating Machine Com- 
June 4, 1928. Granted November 18, 1930. pany, Inc., Orange, N. J., a corporation of Del- 
1,782,344. Knockdown metal cabinet. Glenn ware), Filed March 25, 1930. Granted No- 
T. Gourley, Youngstown, Ohio (assignor to The vember 25. 1930. Serial No 438.806 
General Fireproofing Company, Youngstown, 1,783,258. Letter of credit form. Georg 
Ohio, a corporation of Ohio). Filed July 12, Opitz Berlin Germany Filed November 14 
1926. Granted November 18, 1930. Serial No. 1929. Serial ‘No 407,168, and in Germany Sep- 
121,970. aii - . tember 7, 1928. Granted December 2, 1930. 
1,782,388. Manifolding device. William A. 1,783,302. Perpetual calendar. John H. New- 
Pringle and Louis Fred Hagemann, Niagara ton, Nutley, N. J. Filed April 17, 1929. Granted 
Falls, N. Y. (assignors to American Sales Book December 2. 1930. Serial No. 355,912 
Company, Limited, Toronto, Canada, a corpora- 1.783.426. Adjustable chair. Reginald Cc 
tion of Ontario, Canada). Filed December 13, Huntley Sturgis Mich (assignor to Sturgis Pos- 
1927. Granted November 18, 1930. Serial No. ture Chair Company, Sturgis, Mich.). Filed De- 








239,648. 
1,782,647. Loose leaf binder. James C. Daw- Sertal Nae and 107, ees mer Ss, tee. 
son, Webster Groves, Mo. (assignor to Elma N. 1,783,436. Fountain pen. Emanuel Kratoch- 


Dawson, Webster Groves, Mo.). Filed May 7, vil, Chic Ill. Filed May 23. 1929 ted 
1929. Granted November 25, 1930. Serial No. December 2,’ 1930. Serial ND. 365,338. rama 
361,132. 1,783,442. Recordin per. Charlies W. 
1,782,743. Operating device for stapling ma- Mayer and Everett F. Siler. Rochester, N. Y. 
chines, tag affixing machines, and similar de- Filed February 4, 1928. Granted December 2. 
vices. Fridolin Polzer, Norwalk, Conn. (as- 1930. Serial No. 251,998. 
signor to The E. H. Hotchkiss Company, Nor- 1,783,446. Attachment for calculating ma- 
walk, Conn., a corporation of Connecticut). chines. Austin A. Overbury, West Orange, N. J. 
Filed September 20, 1927. Granted November (assignor to Monroe Calculating Machine Com- 
25, 1930. Serial No. 220,706. pany, Inc., Orange, N. J., a corporation of Dela- 
1,782,757. Computing machine. Harry Arthur ware). Filed April 9, 1929. Granted December 
Foothorap, Harrisburg, Penna. (assignor to El- 2, 1930. Serial No. 353,725 


liott-Fisher Company, a corporation of Dela- 1,783,484. Paper clip. Martin Ross, Evans- 

ware). Filed August 24, 1921. Granted Novem- ville, Ind. (assignor of one-half to Ruby Ross, 

ber 25, 1930. Serial No. 494,942. Evansville, Ind.). Filed April 17, 1930. Granted 
1,782, 877. Inked stamp. Thomas E. Madden, December 2, 1930. Serial No. 445,021. 

Newark, N. J. Filed August 17, 1928. Granted 1,783,604. Typewriting machine. Gustave 0. 

November 25, 1930. Serial No. 300,270. Degener, Brooklyn, N. Y. (assignor to Royal 


1,782,985. Desk calendar. Keith Clark, Ridge- Typewriter Company, Inc., New York, N. Y., a 
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corporation of New York). Filed February 11, 


1928. Granted December 2, 1930. Serial No. 
253,673. 
1,783,630. Fountain-pen desk stand. Walter 


A. Sheaffer and William R. Cuthbert, Fort Madi- 
son, lowa (said Cuthbert assignor by mesne as- 
signments to Pen Desk Set Company, a corpora- 
tion of Illinois). Filed August 26, 1927. Granted 
December 2, 1930. Serial No. 215,570 
1,783,661. Adjustable typewriter stand. Alex- 
ander Makoski, Joseph W. Makoski, and Walter 
J, Makoski, Grand Rapids, Mich. (said Alexander 
Makoski and said Joseph W. Makoski assignors 
to said Walter J. Makoski). Filed May 16, 1927 
Granted December 2, 1930. Serial No. 191,842 
1,783,678. Paper clip or fastener ~~ & 
Shaw, Santa Monica, Calif. (assignor by direct 
and mesne assignments to Dorothy M. Storey, 
Santa Monica, Calif.). Filed November 21, 1928 
Granted December 2, 1930. Serial No. 320,980 
1,783,679. Moistener for gummed strips and 
the like. Ralph R. Shay, Chicago, Il. (assignor 
by mesne assignments to Thomas A. Banning, 
Jr., Chicago, Ull.). Filed January 28, 1928. Se 


rial No. 250,258 Renewed April 12, 1930 
Granted December 2, 1930. 
1,783,681. Fountain pen refill indicator. Owen 


R. Terry, Detroit, Mich. Filed January 17, 1930 
Granted December 2, 1930. Serial No. 421,455 

1,783,734. Fountain pen attachment. Clinton 
E. Marshall, Brooklyn, N. Y. Filed November 
24, 1928. Granted December 2, 1930. Serial No 
321,537 

1,783,736 Pen and pencil clip. Clinton E 
Marshall, New York, N. Y. Filed January 15, 
1930 Granted December 2, 1930 Serial No 
420,875 

1,783,871 Posting tray. Philip Bergmann, 
Philadelphia, Penna. (assignor to Columbia Steel 
Equipment Company, Philadelphia, Penna., a 
corporation of Pennsylvania). Filed October 26, 
1927 Granted December 2, 1930 Serial No 
228,849 

1,783,873. Furniture caster. 
can, Jr., Newport News, Va 

Granted December 2, 
7,218 

1,783,943 
and cash register 
many Filed January 8, 1927 
159,770, and in Germany June 7, 1924 
December 2, 1930 

1,783,997. Apparatus for the manufacture of 
pencils William H. Burden, Weehawken, and 
Robert E. Friedlein, Mountain View, N. J. (as- 
signors to American Lead Pencil Company, New 
York, N. Y., a corporation of New York). Filed 
November 13, 1928. Granted December 9, 1930 
Serial No. 319,088 

1,784,047. Typewriting machine. Gustave 0 
Degener, Brooklyn, N. Y. (assignor to Royal 
Typewriter Company, Inc., New York, N. Y.) 
Filed September 18, 1928. Granted December 9, 
1930 Serial No. 306,755 

1,784,078 Device for automatically filling 
fountain pens. Armando Simoni, Bologna, Italy 
Filed May 26, 1930. Serial No. 455,834, and in 
Italy May 20, 1929. Granted December 9, 1930 

1,784,117. Perpetual calendar. William James 
Sidis, New York, N. Y. Original application 
filed December 15, 1927 Serial No. 240,214 
Divided and this application filed June 13, 1929 
Serial No. 370,713. Granted December 9, 1930 

1,784,166. Filing cabinet. George Tony Wash- 
ington, Russell, Ky Filed January 13, 1927 
Granted December 9, 1930. Serial No. 160,926 

1,784,253 Foldable copy stand for portable 
typewriters. Peter Schano, Union City, N. J 


Thomas P. Dun 
Filed June 21, 
1930 Serial No 





Combined duplex adding machine 
Ernst Kassner, Berlin, Ger 
Serial No 
Granted 





Filed September 18, 1930. Granted December 9, 
1930. Serial No. 482,656. 

1,784,315. Transfer binding case and release 
stand therefor. Richard Fitz Power, Hampstead, 
London, England (assignor to Morland & Impey, 
Limited, Birmingham, England). Filed July 13, 
1927, Serial No. 205,362, and in Great Britain, 
September 25, 1926. Granted December 9, 1930. 

1,784,700. Sanitary telephone device. Carl 
Miller, New York, N. Y. Filed August 29, 1929. 
Granted December 9, 1930. Serial No. 389,257. 

1,784,707. Paper weight. William C. Porter, 
Bogalusa, La. Filed November 15, 1929. Granted 
December 9, 1930. Serial No. 407,479. 

1,784,836. Envelope feeder. Edward C. Hess, 
Pittsburgh, Penna. Filed April 12, 1929. 
Granted December 16, 1930. Serial No. 354,555 

1,784,862. Adding machine. Glenn J. Barrett, 
Evanston, Ill. (assignor to Portable Adding Ma- 
chine Company, Chicago, Ill., a corporation of 
Illinois). Original application filed August 14, 
1925, Serial No. 50,219. Divided and this appli- 
cation filed July 26, 1927, Serial No. 208,578 
Granted December 16, 1930. 

1,784,873 Copyholder James Bundy Hay- 
wood, Hopewell, Va. Filed April 20, 1927 
Granted December 16, 1930. Serial No. 185,185 

1,784,969. Top for desks and the like. Ray- 
mond H. McLeod, Laurel, Miss. (assignor to 
McLeod Furniture Company, Laurel, Miss., a 
corporation of Mississippi). Filed January 5, 
1928. Granted December 16, 1930. Serial No. 
244,588. 

1,785,337. Chair. Leon H. Clark and William 
S. Sengpiel, Philadelphia, Penna. (assignors to 
The Sikes Company, Philadelphia, Penna.). 
Filed June 21,1928. Granted December 16, 1930 
Serial No. 287,173. 

1,785,378. Cash register. John P. Frank, 
Dayton, Ohio (assignor by mesne assignments to 
The National Cash Register Company, Dayton, 
Ohio, a corporation of Maryland). Filed Jan- 








The SERVICE BUREAU of 

Office Appliances is for the 

Exclusive Use of Subscrib- 
ers and Advertisers 


In the execution of its various com- 
missions this bureau calls upon prac- 
tically every member of the staff. It 
answers by personal letters all in- 
cue upon matters germane to the 
eld, it furnishes special reports upon 
articles of office equipment, supplies 
names of manufacturers of any article 
wanted, puts man and job together, 
prepares advertising copy, furnishes 
lists of desirable agents and dealers 
in nearly every country, aids foreign 
dealers in securing U. S. A. lines, and 
in many other ways performs useful 
service, all without charge. Subscrib- 
ers in every land have made, and are 
making, good use of this bureau; manu- 
facturers in every section of the field 
have had evidence of the service. Sub- 
scribers’ requests for catalogues to 
bring their files up to date, or to re- 
place the file in case of fire or other 
form of destruction, are broadcast in a 
bulletin which is mailed frequently to 
leading manufacturers. 
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uary 28, 1926. Granted December 16, 1930. 
Serial No. 84,350. 
1,785,408. Rotatable indexing table. Philip 


A. Frazier, Chicago, Ill. (assignor to R. R. Don- 
nelley & Sons Company, Chicago, Ill., a corpo- 
ration of Illinois). Filed November 10. 1928. 
Granted December 16, 1930. Serial No. 318,383 


1,785,421. Brake structure for caster wheels 
Hans P. Nielsen, Alameda, Calif. (assignor to 
Eames Company, San Francisco, Calif., a cor- 
poration of California). Refiled for application, 
Serial No. 247,048, dated January 16, 1928. 
This application filed February 19, 1930. Serial 


No. 429,839. Granted December 16, 1930. 
1,785,517. Recording device for addressing 
machines. Paul A. Gollnick and Frank W 


Broderick, Chicago, Ill. (assignors by mesne as- 
signments to Selectograph Company, Chicago, 
Ill., a corporation of Illinois). Filed July 26, 
1928. Granted December 16, 1930. Serial No 
295,447. 

1,785,546. Machine for making loose leaves 
for books. William Flett, Melrose, Mass. (as- 
signor to National Publishing Company, Phila- 
delphia, Penna., a corporation of Pennsylvania). 
Filed November 24, 1928. Granted December 16, 


1930. Serial No. 321,658. 
1,785,640. Calendar. Edward McNamara, 
Wolsey, S. Dak. Filed January 23, 1930. 


Granted December 16, 1930. Serial No. 422,860 

1,785,684. Loose leaf binder. John L. Mc- 
Millan, Syracuse, N. Y. (assignor to McMillan 
Book Company, Syracuse, N. Y., a corporation 


of New York). Filed March 14, 1928. Granted 
December 16, 1930. Serial No. 261,532. 
1,785,780. Index tab and method. Ralph A. 


Maish, Framingham, Mass. (assignor to Denni- 
son Manufacturing Company, Framingham, 
Mass., a corporation of Massachusetts). Filed 
August 23, 1928. Granted December 23, 1930 
Serial No. 301,641. 


1,785,881 Mechanical Richard B 


pencil 
Filed August 10, 


Tavenner, Pasadena, Calif. L 
1929. Granted December 23, 1930. Serial No 
384,973. 


1,786,038. Apparatus for map display. Frank 
H. Swanson, Chicago, Ill. (assignor to A. J 
Nystrom & Company, a corporation of Illinois) 
Filed October 7, 1927. Granted December 23, 
1930. Serial No. 224,650. 


1,786,112 Filing cabinet Leslie J. Hart, 
Valdosta, Ga. (assignor of one-fourth to Claudia 
Johnson, Valdosta, Ga.). Filed September 4, 
1928. Granted December 23, 1930. Serial No. 
303,838. 

1,786,164. Drive for the stepped drums of 
calculating machines. August Kottmann, Som- 
merda, Germany (assignor to the Firma Rhein- 
ische Metallwaaren und Maschinenfabrik Som- 
merda Aktiengesellschaft, Sommerda, Germany) 
Filed November 23, 1926, Serial No. 150,331, 
and in Germany December 10, 1925. Granted 
December 23, 1930. 

1,786,230. Calendar. Melvin H. Davis, Seat- 
tle, Wash. Filed April 13, 1929. Granted De- 
cember 23, 1930. Serial No. 354,732 


1,786,344. Intermittent grip device for copy- 
holders Harvey Harter, Paterson, N. J. (as- 
signor by mesne assignments of forty-nine one- 
hundredths to John McGowan, Camden, N. J.) 
Filed August 18, 1926. Granted December 23, 
1930. Serial No. 130,020. 








Domestic Service Stations of Commerce Department 
Branches of the United States Bureau of Foreign and Domestic Com 


merce are located in the following cities: 
ATLANTA: 538 Post Office Build- 


BALTIMORE: 22 Light Street 
BIRMINGHAM: 257 Federal Build- 
ing way 


BOSTON: 1801 Customhouse LOUISVILLE: 421 W. Market 

BUFFALO: Chamber of Commerce Street between success and failure 
Building MEMPHIS: 266 South Main Street Company). 

CHARLOTTE, N. C 1207 First MILWAUKEE: 500 Commerce ss 
National Bank Building 


CHATTANOOGA : Manufacturers’ 
Association ing 


MINNEAPOLIS: 213 Federal Build- 


154 St 


Commerce Building 
ing. KANSAS CITY: 

merce Building 
LOS ANGELES: 


Chamber of Com- 


1163 South Broad- will believe you 


Francis Street 


Chamber of Commerce 


225-A Custom- 


734 Customhouse 
406 E. Plume Street 


Room 812, 208 facturing Company). 


CHICAGO: 201 North Wells Street MOBILE 
CINCINNATI: Chamber of Com- NEWARK : 
merce NEW ORLEANS: 
CLEVELAND: Chamber of Com- house 
merce NEW YORK: 
DALLAS: Chamber of Commerce NORFOLK: 
Building. PHILADELPHIA: 
DENVER: Chamber of Commerce Fifteenth Street 
Building PITTSBURGH: 


DES MOINES: 121 Federal Building. 
DETROIT: 607 Free Press Build- 


merce Building 
PORTLAND, ORE. : 


Chamber of Com- 


215 New Post 


ing Office Building. 
GALVESTON: Cotton Exchange ROCHESTER, N. Y.: 55 St. Paul Commerce Reports] 
Building Street ber 10, and effective 
HOUSTON: Chamber of Commerce ST. LOUIS: 1216 Liberty Central manufactures from 
Building Trust Company Building Chile. 


INDIANAPOLIS: 317 Chamber of SAN 
Commerce Building house. 
JACKSONVILLE: 13 Chamber of SEATTLE : 


WILMINGTON : 


FRANCISCO : 


310 Custom- glassware, paper and 


820 Skinner Building 
409 Equitable Building 


made effective. 


When you are wrong, admit it 
Bramwords (The Bramwood Press) 


Don’t be too proud of yourself, but don’t be too humble 
(published co-operatively . } 
Faber Pencil Company, C. Howard Hunt Pen Company and Sanford Manu- 


abroad 
The list includes furniture of all kinds, office supplies, glass and 
paper products, 
An association representing manufacturers of Chile recommends that a 
flat upward revision thirty-five per cent of the present import duties be 


House Organ Philosophy 
Always be reasonably sure before you become unreasonably positive 
It’s Said and Done (Dictaphone Sales Corporation). 


The next time you are right more people 


* al al 


The difference between what you get and what you want is the difference 


Faultless Bulletin (Stationery Loose Leaf 


There is little probability that you will ever get anything out of yourself 
unless you believe there is something in yourself.—The ‘Y 
(Yawman and Erbe Manufacturing Company) 


and E’’ Idea 


. * . 
The Coach 
Eberhard 


by the Boorum & Pease Company, 


———_> —_— 


Chile Increases Import Duties 


A decree by the president of Chile dated Decem- 
February 1, 


1931, inereased the rate of duty on 
which compete with products produced in 


scales and phonograph records 
































MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 


Man's 


true progress comes through establishing these truths in his consciousness and direct- 
ing his thoughts, words and acts in accordance with principle. 


“There used to be a children’s book which 
bore the fascinating title of “The Chance 
World.’ It described a world in which 
everything happened by chance. The sun 
might rise, or it might not; or it might ap- 
pear at any hour, or the moon might come 
up instead. When children were born they 
might have one head or a dozen heads and 
those heads might not be on their shoulders 

there might be no shoulders—but ar- 
ranged about the limbs. If one jumped up 
in the air, it was impossible to predict 
whether he would ever come down again. 
That he came down yesterday was no guar- 
antee that he would do it next time. For 
every day antecedent and consequent varied, 
and gravitation and everything else changed 
from hour to hour. Today a child’s body 
might be so light that it was impossible for 
it to descend from its chair to the floor; 
but tomorrow, in attempting the experiment 
again, the impetus might drive it through 
a three-story house and dash it to pieces 
somewhere near the centre of the earth. 
In this chance world cause and effect were 
abolished. Law was annihilated. And the 
result to the inhabitants of such a world 
could only be that reason would be impos- 
sible. It would be a lunatic world with a 
population of lunatics. 

“Now, this is no more than a real picture 
of what the world would be without Law, or 
the universe without Continuity.”—Henry 
Drummond. 

* * * 

“If each examines his thoughts he will 
find them always occupied with the past 
and the future. We almost never think of 
the present; and if we do think of it, it 
is only to obtain from it guidance for the 
disposal of the future. The present is never 
our end;-the past and present are our 
means; the future alone is our end. And 
so we never live—but are always hoping to 
live. We are always getting ready to be 
happy, and we inevitably never become so. 

“When we are well we wonder what we 
should do if we were ill; when we are ill we 
take our medicine cheerfully; the disease 
settles the point. We no longer have the 
passions and the desire for pleasures and 
promenades which health brought, but 
which are incompatible with the exigencies 
of sickness. Nature, then, gives passions 
and desires which are adapted to the pres- 
ent condition. It is only the fears which are 


given us by ourselves, and not by nature, 
which trouble us, since they connect with 
the state in which we are passions which 
belong to a state in which we are not.”— 
Pascal. 

oe © 

“The world is getting better. We are 
gradually growing honest, and men every- 
where, even in the pulpit, are acknowledging 
they do not know all about things. There 
was little hope for the race so long as an in- 
dividual was disgraced if he did not pretend 
to believe a thing at which his reason re- 
volted. Weare simplifying life—simplifying 
truth. The man who serves his fellow men 
best is he who simplifies. The learned man 
used to be the one who muddled things, who 
scrambled thought, who took reason away, 
and instead, thrust upon us faith, with a 
threat of punishment if we did not accept it, 
and an offer of reward if we did. 

“We have now discovered that the so- 
called learned man had no authority, either 
for his threat of punishment or for his offer 
of reward. Hypocrisy will not now pass 
current, and sincerity, frozen stiff with 
fright, is no longer legal tender for truth. 
In the frank acknowledgment of ignorance 
there is much promise. The man who does 
not know, and is not afraid to say so, is in 
the line of evolution. But for the head that 
is packed with falsehood and the heart that 
is faint with fear, there is no hope. That 
head must be unloaded of its lumber, and the 
heart given courage before the march of 
progress can begin.”—Elbert Hubbard, on 
Ingersoll. * * * 

“Custom doth make dotards of us all. 
Consider well, thou wilt find that Custom is 
the greatest of Weavers; and weaves air- 
raiment for alt the Spirits of the Universe: 
whereby indeed these dwell with us visibly, 
as ministering servants, in our houses and 
work-shops; but their spiritual nature 
becomes, to the most, forever hidden. 
Philosophy complains that Custom has 
hoodwinked us, from the first; that we do 
everything by Custom, even Believe by it; 
that our very Axioms, let us boast of Free- 
thinking as we may, are oftenest simply 
such Beliefs as we have never heard ques- 
tioned. Nay, what is Philosophy through- 
out but a continual battle against Custom; 
an ever-renewed effort to transcend the 
sphere of blind Custom, and so become 
Transcendental ?”—Carlyle. 
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J. ADAMS KEENE 
Chairman 

The Office Appliance Trades 

tion of Great Britain and Ireland 


T. OWEN JACOBSEN 
President 
The Stationers Association of the 
United Kingdom 


PARKER DRAKE 
Chairman 
The Typewriter Trades Association of 
Great Britain and Ireland 


Associa- 











The chief executives of the leading 


organizations of the industry in 
Great Britain and Ireland, and the 
United States, whose messages of 
good will are presented on page 39 of 
this issue. Their statements are in- 
dicative of a community of splendid 
ideals that augur well for the future 
of the individual organizations they 


serve and for the industry as a whole. 








W. D. M. SIMMONS 
President 

The Office Equipment 
Institute of the U 


Manufacturers 
S.A 


E. CLIFTON WILSON 
President 

The National Stationers 

of the U. S. A 


Association 


JAMES P. WARD 
President 
The National Association of Type 
writer Dealers of the U. S. A. 
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A 
IN THE SELLING REALM THERE IS 


NO SANTA CLAUS 


Can’t Impart the How 


ELL anyone of ordinary intelligence how to 

solve a puzzle and he will solve it. Supply an 
instruction book with each puzzle and anyone ex- 
cept nitwits will make it out. But how to make a 
sale is something that cannot be imparted. Were 
that possible an instruction book in the hands of 
salesmen would ensure the success of every com- 
mercial enterprise and most business problems 
would be relegated to limbo. 

One may teach a pupil the various moves of the 
several pieces in the game of chess, but knowing 
that does not make a chess player. Chess may be 
taught up to a certain point but beyond that point 
the player must control his own destiny. So it is 
with selling. 

The positive principles of selling are obvious. 
They include confidence, honesty, intelligent indus- 
try, enthusiasm, sincerity, good appearance, good 
address, knowledge of one’s field and knowledge of 
one’s line. All these things are essential, yet one 
may have all of them and not be a successful sales- 
man. A lack of tact, of presence of mind, not know- 
ing what to say at the right time, saying something 
at the wrong time have killed many and many a 
sale. 

The successful salesman has common _ sense 
which is made up of many things—judgment, feel- 
ing, tact, patience, determination, initiative, self re- 
spect—just try to teach them! As well try to define 
pain or describe the taste of salt. They are quali- 
ties of personality and they lie deep down in those 
little known realms of subjective perception where 
a man understands instantly the right thing to do 
and avoids the wrong thing. Thus the salesman 
adapts himself to the condition he finds. This is the 
employment of the science and psychology of sales- 
manship. It is frequently employed under another 
name. 


Common Sense 

A SUCCESSFUL salesman in conversation with 
a friend declared that “this stuff about science 
and psychology of selling is all the bunk.” The 

friend took issue with so broad an assertion. 
The salesman, whom we will call Peyson, is a 
hearty, jovial chap with an ingratiating personality. 
To support his contention the friend said, “Why, 


Making a Sale Is Closing a 
Transaction. No One Can 
Impart the How, But Know- 
ledge of the Method by Which 
Others Have Achieved a 
Measure of Success Is a 
Great Help to Salesmen Who 
Have the Intelligence to In- 
terpret and the Initiative to 
Apply It 


Peyson—I don’t know a man who follows more 
closely the science and psychology of salesmanship 
than you do, but you give it another name. Now 
let’s see. Do you sell North & Company?” 

“Yes.” 

“Is Burt North the buyer ?” 

“Yes, he buys my stuff.” 

“All right. I know the company and I know 
Burt. I see you enter their store. On the way to 
Burt’s desk you wave to friends among the sales- 
men and call them by name. As you come up to 
Burt’s desk he rises, greets you with ‘Hello, Pey- 
son. Glad to see you. Have a chair.” You shake 
hands, each reaches to tender a cigar, you light up 
and have a little visit. 

“*Gee, Burt, you're looking like a million dol- 
lars.’ 

“Feeling first-rate, Peyson. 
on the road?’ 

“*Fine as can be. 
today ? 

“Sorry, got another engagement. 
you be in town?’ 

“*A couple of days. How’s the stock?’ 

“*T don’t know, but I'll have Art look it up and if 
you come in tomorrow we'll fix an order.’ 

“*Thanks, old man. Then I'll see you in the 
morning. So long.’” 

Friend: “Now is that a fair picture of your ap- 
proach and your experience at North & Company ?” 

Peyson: “Yes, that’s about what happens.” 

Friend: “And do you sell South & Company?” 

Peyson: “Yes, they are customers of mine.” 

Friend: “All right. Now you are on your way 


How’s everything 
Will you take lunch with me 


How long will 
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to South & Company only two blocks off. Same 
general lines sold under about the same conditions. 
Before you enter South & Company’s door you trim 
up a bit. Metaphorically, you pull down your vest. 
Perhaps actually button your coat. You enter and 
proceed toward Mr. South’s desk in the rear. You 
nod to any friends among the salesmen. You greet 
them in a lower tone of voice. You proceed quietly 
to Mr. South’s desk. 

“*Good morning, Mr. South. My name is Peyson. 
I represent the East & West Company and being in 
town stopped to inquire how our goods are moving 
and if you are in the market for more.’ 

“*T remember you very well, Mr. Peyson. If you 
will take the matter up with Miss Pleasant, she will 
tell you.’ 

“*“Thank you, Sir. Good morning.’ 

“*Good morning, Mr. Peyson.’”’ 

Friend: “You transact your business very 
quietly and go on your way. Now is that a fair 
picture of your procedure in South & Company's 
Storer 

Peyson: “Pretty accurate, but—” 

Friend: “Well, the point is this—in South & 
Company’s you were quite a different man than you 
were in North & Company’s. You adapted yourself 
to every condition in That’s scientific 
and psychological.” 

Peyson: “H—l, that’s only common sense.” 

Friend: “The precise term I had in mind when | 
said that you called it by another name.” 


Old N. C. R. Argument 


HE salesmen for the majority of office machines, 

practically all office systems and many office util- 
ities establish an economy in every business where 
sales are made. Users of these things, while pur- 
chasing equipment, are actually making an invest- 
ment, for by the economies these utilities effect, they 
return their purchase price in a given time and as 
long as they are used thereafter, contribute regularly 
to the profit. In this fact is contained the most con 
vincing selling argument that can be presented. 

When N. C. R. first introduced the cash register, 
it met with a good bit of resistance. Most every 
body thought the idea was capital but the old till 
with the alarm bell cost but a few dollars and the 
price of the register one small mer- 
chant expressed it, “a big sum to pay for a cash 
drawer.” 

One of the early managers worked out a 
little story to help the salesmen overcome resistance. 
It has been many years since he told it to the writer 
but it was something like this 

At the merchant’s expression of surprise that 
they would charge $300 for a machine which he 
thought could be built for a few dollars, the sales- 
man agreed with him that the company might make 
a substantial profit, but that the merchant who pur- 
chased it would make much more out of the trans- 
action 

“It wouldn’t make a bit of difference t 
if the company’s only expense for the register was 
the employment of boys and girls to pick them off 
of trees. If they cost us nothing, vou will have to 
concede that we can only make $300 when we sell 
it to you. But—the register will save you a dollar 
a day ir your till from shortage by error or by de 
When you buy the register, we have your 
That’s the last cent we can ever make on 


each case, 


seemed, as 


sales 


) ve iu 


sign. 


$300 


it. But at the end of a year of three hundred work- 
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ing days, you have your $300 back. And you have 
the register besides. At the end of another year, 
you have another $300 net profit and still have 
possession of the register. And every year that you 
keep it in operation it contributes $300 to the net 
earnings of your business.” 

The argument holds good in respect to every ma- 
chine, system or utility which introduces the factor 
of economy in the business office. 


James L. Dalton’s Wit 


HE late James L. Dalton, who developed and 
established the adding machine which bears his 
name, natural born trader.” He was in- 
stinctively a salesman. A hardware merchant in the 
little town of Poplar Bluff, Mo., he became inter- 
ested in the adding machine and devoted the re- 
mainder of his life to its promotion and development. 
Speaking of his selling ability, a friend once said 
“If it were a physical possibility for Jim Dalton to 
make every demonstration of the machines to the 
prospects, he would effect at least ninety per cent 


was “a 


sales. 

The Dalton adding machine was given its first 
public display at a New York business show. The 
writer of these lines took a group of six to see Mr. 
Dalton in action. Two of the party were connected 
with adding machine companies. The other four 
were manufacturers of other office machines. His 
fingers flashed over the ten keys and handle, pro- 
ducing the totals with remarkable rapidity. It is a 
fair speculation that the machine was particularly 
adapted to the complex problems worked out but the 
demonstration was impressive and convincing. One 
of the party asked Mr. Dalton the price for which 
the machine was to be sold. The figures have 
slipped the writer’s mind, but we will assume that 
the answer was “$300.00.” 

“Why,” further queried the questioner, “do 
think you can get that much for a machine that ap- 
parently costs so little to build?” 

“Mr. Inquirer,” replied Mr. Dalton, “there is in 
the Dalton adding machine twelve cents’ worth of as 
good felt as is turned out of the looms of the Ameri- 
can Felt Company. There is $1.10 worth of as fine 
plate glass as the Pittsburgh Company can manu- 
facture. There are $2.12 worth of as good steel 
springs as you can buy on the market. There are”— 
(and Mr. Dalton continued to enumerate the other 
parts of the machine and the costs thereof)—“all 
of them the finest products of their kind afforded by 
American manufacturers. All of these things co- 
ordinated and articulated rest upon a tubular stand 
which costs $12.00, and the quality of which I defy 
you to improve. 

“A total, Mr. Inquirer, of $42.36. This The Dalton 
Adding Machine Company presents to you with its 
compliments. It charges $300.00 for the machine 
because of the economies it will effect for you.” 


you 


The party separated and went their respective 
ways, greatly impressed with the demonstration and 
sound argument which Mr. Dalton had presented. 
The next day the writer met two of the party at dif- 
ferent times. Each of them said in effect: “That 
was a great answer Mr. Dalton made to Inquirer 
yesterday. So much was I impressed with it that 
when I went to my room last night, I figured out 
the costs of all the component parts of our machines 
and worked up a little story about them which our 
salesmen can use when the price is questioned.” 











SELLING BY TELEPHONE 


“The Voice with a Smile’ 
and Some Other Factors by 
Which ManyConcerns Make 
Telephoning Successful— 
By G. A. Bray, Divisional 
Sales Supervisor, Illinois 


Bell Telephone Company 


Note.—Several months ago, at the suggestion of a 
member of the staff of Office Appliances, Mr. Bray was 
invited to address the Chicago Office Appliance Man- 
agers Association on the use of the telephone in sales 
promotion. All who heard Mr. Bray’s remarks were 
greatly impressed with their sound logic and practical 
good sense. Believing that his ideas should be given 
wider circulation, Office Appliances asked and received 
permission to publish the address. 

At the meeting mentioned above one of the office ap- 
pliance managers recited an incident in which a friend 


ROBLEMS of production having today become 

secondary to those of distribution, it follows 
that selling plans have assumed a leading place in 
the executive office. In all such plans the telephone, 
properly used, is a considerable factor of increasing 
value as methods are studied and the correct use of 
the instrument becomes known. 

Our experience with newspaper and publication 
agencies, automobile tire companies, automobile 
dealers, druggists, grocers and others demonstrates 
the success that attends the adoption of a well-or- 
ganized system of selling by telephone. Investiga- 
tion has demonstrated that the correct use of the 
telephone enables dealers to care for increased sales 
without augmenting fixed operating costs. 

Sales can be made—orders taken—in less time by 
the use of the telephone. 

The telephone economizes time. Comparative 
cost studies have shown extensive savings arising 
from the telephone selling plan, as well as its effi- 
ciency. Ratios of cost vary with different types of 
establishments. The volume of sales obtained over 
the telephone is an index of public confidence and 
constitutes a proportional part of one’s business 
which is obtainable at low cost. 

Success in telephone selling demands the same 
general qualities required in selling by other ac- 
cepted methods. The sales personnel must be 
trained, quick and competent; merchandise reliable, 
service prompt. The best equipment obtainable for 
making outgoing and receiving incoming calls is an 
advantage. 

Women and men have demonstrated ability to sell 
successfully in the “voice-to-voice” call. Courtesy, 
alertness, competency, aggressiveness, power to con- 
vince—these are the touchstones of success. It is 
easy to develop a pleasing telephone personality by 
using a soft, low-pitched voice and distinct enuncia- 
tion. The telephone salesman must know his goods, 
their prices and must know how to sell. 

George Bernard Shaw, wit, satirist and play- 
wright, perhaps the most distinguished writer of our 
day, says: “People drop their vowels, syllables and 
everything else, and at the present time just make a 


noise. How on earth they make themselves under- 
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who sells insurance asked if he used the telephone in 
making sales. The office appliance man said, “No,” 
and opined that it couldn’t be done, whereupon the in- 
surance man asked for the names of four prospects. 
He was given some of the hard ones. Picking up the 
telephone he called the four prospects in turn and ar- 
ranged for four demonstrations to be made by the 
office appliance man. Three of these demonstrations 
resulted in sales. 

That the telephone used intelligently is a definite sell- 
ing aid no longer admits of denial. 


stood to each other is difficult to know. It is pure 
laziness but the language is fortunately being pre- 
served by telephone operators and wireless an- 
nouncers who have to be distinct and articulate.” 
(Note: One of the editors of Office Appliances at- 
tended a widely advertised talking movie the other 
evening and discovered to his chagrin that the only 
person he could understand throughout the evening 
was the man who read the government reports at 
Washington on the condition of United States 
Commerce. We are encouraged by the opinion of 
Mr. Shaw. We had feared that our ears were losing 
their original keenness.) 

The voice, then, deserves most careful attention. 
Since the telephone transmits the sounds offered, it 
is first of all important to speak correctly into the 
mouthpiece. The quality of the voice is dependent 
on the correct placement of the sound, and appropri- 
ate posture and the proper use of the diaphragm. 
A low soft-pitched voice with a slight upward in- 
flection is to be desired. Upward inflection suggests 
interest and a desire to serve. Our conversation 
must be slow if it is to be understood. This is espe- 
cially true when explaining important items. 

Price quotations are as important in your business 
as numbers are to the telephone company. To as- 
sure an universal understanding of telephone num- 
bers their operators have been taught to pronounce, 
one as wun, two as too, three as thr-ee, four as 
fower, five as fiiv, six as siks, seven as sev-ven, eight 
as ate, nine as niyen, and 0 as oh. The lips, breath, 
voice and tongue are used in varying combinations 
when saying P, B, F, V, M and W. 

Telephone personality to most of us appears diffi- 
cult of attainment because the physical beaming 
countenance is not seen. There is, however, a psy- 
chological side to personality and it.is the stronger 
of the two factors. That personality, the one we are 
interested in portraying, involves the voice with a 
smile, the refinements in the use of the language 
more commonly called courtesy, as interest in the 
opinions of others and the ability to win others over 
to your side by demonstrating an interest in their 
affairs without assuming to be curious. 

A natural voice used in a manner that prompts 
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people to say, “he acts him- 
self,” attains part of our ob- 
jective. That combined with 
the ability to employ imagina- 
tion in the description of 
goods and services so that de- 
sire is created, gives person- 
ality to the telephone com- 
munication. 
* . . 


The pre-approach in solici 
tation work is an important 
factor. Among other consider- 
ations there is the preparation 
of the sales talk and the adap- 
tation of sales records, includ- 
ing prospect cards and other 
forms to the plan. In selling 
by telephone the person with 
a telephone and the 
studied sales interview is most 
important 
true since in most cases we reach the right person 
making it imperative that we have 


voice 
Chis is especially 


instantaneously, 
something to say. 

An opening statement introducing ourselves and 
a well phrased remark ex 
\ sup 
porting mailing piece or other advertising materia! 
can be adapted advantageously to the plan if re- 
leased several days before the call, and is rather 
essential when approaching new customers who 
may not be familiar with your company, its policies, 
etc. After an opening suggestion by the solicitor it 
is well to give the prospect an opportunity to speak. 
All replies to the customer’s remarks and objections 
should be prepared in advance by an experienced 
sales representative, for without a suitable follow-up 


our company followed by 
plaining the purpose of our call is essential. 


the sale is lost. 

Observations of sales interviews have suggested 
the importance of making statements which are defi 
nite but not over positive. It is also desirable not 
to talk at great length without offering the customer 
several opportunities to give expression to his 
thoughts, and we should never interrupt him. In 
so far as practicable our conversation should center 
around the sales interview. 

* * 
few interviews one will observe 

They may be classi 
depending upon our 
mtacted the irritable 
His condition 


After a relatively 
the variations in human types. 
fied in different ways, 
viewpoint. All of us 
person commonly called the “crab.” 
may be the result of illness, ner\ 
ousness, fate or any one of many 
causes. In conversation with him 
yne will note his lack of courtesy 
and diplomacy. One may also ob- 
serve a tendency to contradict. 
Under these circumstances one 
should realize the obligation to 
maintain calmness of being. The 
salesperson should not allow the 
inflections of his voice to make the 
tvpe more difficult to deal with 

To offset the difficulties encoun 
tered in mastering the irritable per 
son one will meet the “good fellow” 
type or talkative person. He is inter 

’ 


esting. Generally he carries on a dis- AN 
, PHONE 


many 
ha e c 


peeve eeeeeeeeeeeeeeeeees 





ORDER TABLE DESIGNED ESPECIALLY FOR CONTACT 
PEOPLE WHO TALK WITH 
PROSPECTS EVERY DAY 





IMPORTANT LINK 
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outreservation. Conversations 
with people in this class are 
always lengthy, making it dif- 
ficult to close the sales inter- 
view in a reasonable period of 
time. In this kind 
one will have to take advan- 
tage of the breaks in the con- 
versation without being dis- 
courteous. This individual 
may be sensitive—a fact which 


cases of 


should warn one to avoid 
words which may be offen- 
sive. 


Deliberation character- 
izes the actions and words of 
many individuals. They are 
the slow, deep thinking types. 
If the salesman’s conversation 
is hasty it may be entirely lost 
to them. Each point empha- 
sized in the interview must be 
offered slowly and clearly if the message is to be 
effective. This person is also rather silent. In this 
case you are expected to be fluent. 

A capacity to accomplish results or a desire to 
boast may make one of the decisive type. People 
of this kind are confident of themselves and often 
impatient with others. They may expect to conduct 
their affairs in haste because of their ability to make 
quick decisions. To compensate for their impatience 
the person telephoning must be patient and respect- 
ful. It is also necessary to allow such persons to 
make up their minds with a reasonable amount of 
guidance. Throughout the conversation it is wise 
to be tolerant of their intolerance. 

Indecision describes another group of individuals. 
They are often without opinions. They do not know 
their own minds. Patrons of this kind are easy to 
handle if confidence in the speaker is developed. 
This can be done by offering a clear solution to their 
problem. Tact, however, should be recognized as an 
important factor in the conversation. 


MANY CUSTOMERS AND 


Our contacts also reveal the individual who 
doubts. He is suspicious about many things and 


likewise cynical. The ability to overcome his 
doubts demands a clear detailed exposition of the 
facts. Tolerance and patience must govern 
attitude and conversation. A loss of temper will 
increase the cynicism of the customer. 

\ discussion of types could be continued indefi- 
nitely, in each case describing the aptitudes of dif- 
That seems: unnecessary if we will 

recognize several fundamental prin- 
ciples in conducting a ’phone con- 
versation such as—patience, toler- 
ance, calmness, politeness, regula- 
tion of temper, respect and the like. 
Allowing for adaptable varia- 
tions in the conversation to satisfy 
the difference in human types, the 
close of the sales argument must 
be carried to a climax at the proper 
time. Only enough sales points 
should be advanced to assure the 
solicitor that the prospect is ready 
for the question. Experience will 
help one determine when the psy- 


chological moment is reached. 
* * * 


( yne’s 


ferent types. 


IN SELLING BY 
, ofl | hl THE SWITCHBOARD OPERATOR 
cussion of all personal problems with IN THE BUSINESS OFFICE 


Letters and statements directing 
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attention to delinquent accounts, although effective 
in many cases are often overlooked intentionally. 
The telephone call urges the customer or debtor to 
make an answer or a promise. The results are bet- 
ter from a customer’s relations point of view than 
the personal call. When a promise is made it should 
be followed up. 

Diplomacy and courtesy in the call will avoid of- 
fense to the customer. A friendly tone of voice will 
place the debtor at ease, whereas antagonism will 
arouse his temper and ill-will. Again it is important 
that the collector and the customer talk, for in so 
doing the customer may take the collector into his 
confidence. 

The employees making calls should understand 
people. Loud, bluffing individuals are procrasti- 
nators and must be followed carefully. People with 
bad tempers allow their voices to become high 
pitched and shrill, making it easy for one to detect 
them. Those with gentle soft voices, as a general 
rule, have good intentions and may be relied upon 
when promises are made. 

In summary, it may be said that the telephone 
saves money and is likewise quick in arranging col- 
lections. The interview has a good effect on the 
customer because it affords him an opportunity “to 
talk it over.” 

x * x 

When answering the office telephone, a natural 
voice, somewhat soothing and calm, will be most 
satisfactory. The “Hello” style of answering is to 
be avoided and one corresponding with “Office Ap- 
pliance Company” is to be adopted. The word “yes” 
when used in opening a conversation is as objection- 


MARY BRIAN, STAR MOVIE 
CHARACTER WOMAN, EN- 
GRAVES HER NAME ON HER 


‘BALANCE LIFETIME” PEN AND 
PENCIL.—She used the improved 
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able as “hello” and it should be relegated to the 
discard. ‘To adopt a suitable opening phrase at the 
order department it may be well to say “Order De- 
partment—Miss Williams speaking.” In answering 
the telephone at the private office of an official one 
may say, “Mr. Jones’ office—Miss Williams speak- 
ing. 

In the suggested opening phrases, one has an- 
nounced his department, has announced his name 
and prompted the. person at the other end of the 
line to do the same thing. This, then, makes it 
unnecessary to ask his name, a saving of time to 
both parties. Promptness, of course, in answering 
the call is a courtesy. 

Now assume that a call has been terminated at 
one’s telephone, and one finds it belongs to another 
department ; it would be improper to suggest to the 
calling party that they have the wrong department. 
It is desirable to suggest, “One moment please, Mr. 
Doe will offer the necessary assistance,” and then 
transfer the call by signalling the switchboard at- 
tendant and advising, “Please connect this party 
with Mr. Doe.” ‘This method of handling the call 
has been courteous and it has not informed the 
patron that their call has been completed to the 
wrong department. 

* * * 


The “voice to voice” contact to be effective must 
be tactful and in every instance it must avoid too 
much aggressiveness. A “cold approach” especially 
in selling tends to create ill will on the part of cus- 
tomers and prospects. The significance of this plan 
is recognized by the well established concern, 


““Nameograph” as supplied to deal- 
ers by the W. A. Sheaffer. Pen 
Company. It is provided with italic 
type, and employs electric heat. 
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EDITORIAL 





In impressive line there stands before us beautiful cards, letters, 
calendars and books which have come to us as messengers bearing 
good wishes and good will from friends at home and in many lands. 

For the kind thoughts that sent these messengers on their way, 


we are deeply grateful. 


Under their inspiration, we enter the new 


year with the re solution to expre ss Our appreciation in greater useful- 


ness to our fellows: 
Hegeman, written long ago: 


once. 


do to any fellow-being let me do it now. 


Keeping mind the inspiriting words of A. B. 
I expect to pass through this life but 
If therefore there is any kindness I can show, or any good I can 


Let me not defer or neglect 


it for I shall not pass this way again.” 
HAPPY NEW YEAR 


Office Equipment Man Predicts Good Times 
@@4 In a recent interview concerning the outlook for 
1931, President F. H. Johnston of the Acme Card 
System Company, Chicago, Ill., said: 

“The return of prosperity has started because of 
creative vision and attendant willing and enthusi- 
astic effort on behalf of the majority. 

“Our country has now reached the point where 
those who are not working want work, and all those 
who are working wish to do better work; they are 
giving an impetus to business. We see it every- 
where ; our negative vision has been supplanted with 
creative vision, which reveals better business, pros- 
perity and advancement for all. 

“Some institutions have started a quick recovery, 
while with others it will be gradual—for those who 
always prefer to be pulled into it through the mo- 
mentum of others.” 

The foregoing interview, from a syndicated fea- 
ture on the financial page of the Chicago Herald and 
Examiner, issue of December 16, is reprinted by per- 
mission of Mr. B. C. Forbes, distinguished writer on 
business topics. It contains both encouragement 
and food for thought, which should result in a better 
spirit and stronger resolutions to face and overcome 
obstacles cheerfully. 

o> 
We Become Preceptors in Languaye 
@@Having been instrumental in selling about 
everything mechanical, from locomotive engines to 
brass tacks, Office Appliances was unexpectedly con- 
fronted with a new role not many weeks ago. We 


are teaching English—or one of our copies is—and 
here’s how: 
M. C. McGuire, factory representative of The 


Globe-Wernicke Company in the Far East, recently 
paid a visit to the factory at Cincinnati, Ohio. He 
came by way of Russia and other European coun- 


tries, studying conditions en route. 
While traveling on the Trans-Siberian railroad 


one day the train stopped about half an hour at a 
small town named Verkhne-Udinsk, about 750 miles 
from the Chinese-Russian border between Chita and 
Lake Baikal. Here a young Russian boy boarded 
the train and in broken English asked Mr. McGuire 
for some cigarettes. These being forthcoming, the 
lad told the Globe-Wernicke man he was studying 
English and asked if the American had any English 
literature with him. Mr. McGuire looked through 
his magazines of general circulation, but found none 
that did not discuss the “Russian situation.” Finally 
he came upon Office Appliances, which attends to 


its own knitting, so to speak, and avoids politics. 

Now there’s a young Russian up in the Northern 
wilds who is poring over the pages of Office Ap- 
pliances in an effort to master the languége in which 
it is printed. He will find between its covers no 
political material of any kind whatever. But he will 
discover much useful information. 

We are a bit startled at the responsibility laid 
upon us. We sincerely hope that our young friend 
in Russia may find our English lucid and practical, 
if not always beautiful. He can get by with it 
nicely, at any rate. At the same time we are send- 
ing out a silent petition that our student may not 
encounter a language purist before he has carried 
his studies beyond the point to which one back 


number of this journal can take him. 
o> 


The Specialty Section 
@@Starting on page 125 we present the annual spe- 
cialty section. Here several dealers have expressed 
their opinion of the influence of office machines and 
other specialties upon the expansion of the commer- 
cial stationery business. The experience recorded is 
in both cities and small towns. We commend the 
articles especially to the attention of stationers. 
+e 
“Buy Now!” 
@GA gentleman prominently connected with the 
sales department of a leading manufacturer in the 
stationery field remarks that it is of little use to urge 
the public to buy now unless the dealers are pre- 
pared to sell now. If dealers are shy on stock, the 
public must put its money back in its pocket. 

Most articles sold in retail stores are for imme- 
diate use. The dealer who buys just enough barely 
to keep going does not invite prosperity. The answer 
is: Buy with reference to probable ‘demand. Use 
judgment in buying, but don’t be so cautious as to 
demand a sure thing. Poker players say it is proper 
to place a reasonable bet before the draw. It is even 
so in business. 


-o- 


Let Us Add Ten Per Cent— 

New Year resolutions the aver- 
We aren't very strong, as a 
resolves, but we believe 
ones which follow work. 


Here are some 
age man can stick to. 
rule, for these seasonal 
most men can make the 
Here they are: 

Let us add ten per cent to the time w 
making plans for our work. 

Let us add ten per cent to mental concentration on 
our work while we are doing it. 


e spend in 
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Let us add ten per cent, if we can, or even five per 


cent, to the volume of our output. 


Let us add ten per cent to our consideration for 
those who work with us—ten per cent to the joy of 
those who abide with us in our homes—ten per cent 
to our care for the safety of others 
our care for our own safety—ten per cent to our 
kindness to unfortunate people, and to dumb ani- 
mals that can suffer but cannot understand. 

Let us add ten per cent to the fine books we read 
—to the good music we listen to—to the clean and 
wholesome humor which tickles our sides. 

Let us add ten per cent to our tolerance of the in- 
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nocent foibles of others—ten per cent to our court- 


esy—ten per cent to the sincerity of our words and 


our deeds. 


ten per cent to 


less. 


Let us add ten per cent to our love of Nature 
per cent to the sunshine we absorb—ten per cent to 
the restful sleep which shall inevitably enfold us 
every night, bringing ten per cent more years of life 
to all those who add— 

The other ten per cent suggestions! 


If we feel that we must partake of liquids that 
have an alcoholic content, let us add ten per cent to 
the stiffness of a resolution to drink ten per cent 





ten 


President Wilson Sends Greetings 


The old year is drawing to a close, and as we review the past we are mindful 


that all of our hopes and desires have not been realized. 
been made and perhaps duties slighted. 


human, and as such prone to err. 
It is my belief that we, as individuals, as well as members of the National Sta- 
tioners Association, do try to profit by our past mistakes, and that we earnestly 


endeavor not to repeat them. 


We know mistakes have 
This will always be so, for we are but 


This being the case, we need not contemplate our 


“sins of omission and commission” during the past year with any degree of alarm, 


for, by striving for better things, we make them come to pass. 


Let us then look 


forward to a happy holiday season, secure in the knowledge of conscientious effort 
to do our best in all things. 
We stand on the threshold of a new year, which will present its own particular 


problems, as all years have in the past. 


But with stout hearts and renewed deter- 


mination to remember and conquer the errors of yesterday, let us work shoulder 
to shoulder, reason together, be helpful to each other, and with a definite purpose 
in view, in deed and in truth, make of 1931 

A HAPPY AND PROSPEROUS NEW YEAR, 


not only for ourselves and our businesses, but for our National Organization as 


well. 


A Conundrum 


A gentleman of years and distinc- 
tion in the typewriter manufacturing 
business called at this office the other 
day and left with us that most inter- 


esting of all things—an idea! He put 
it in the form of a conundrum: Why 
is a man like a tack? Answer: Be- 


cause a man, like a tack, can go only 


so far as his head will let him. 

It follows, then, that man’s improve- 
ment start at the head—and in 
this 


opment of the race. 


must 
thought-germ resides the devel- 

It is the differentiate 
moral from mental attributes; but they 


The 


custom to 


both belong in the same house. 


knave is a bigger fool than the con- 
genital idiot. To the mind belongs 
thought —logic — foresight —loyalty— 


responsibility—initiative. To the mind 


comes the exhilaration which follows 
the proper discharge of responsibility. 
Hardly anything else exceeds this in 
the satisfaction it brings to our inner- 


most being. 


E. CLIFTON WILSON, 


President The National Stationers 


Some Observations 
It Is Up to Management 


As the fate of a man depends upon 
his head and the quality of the thought 
that is supposed to abide within it, so 
fate of business largely 


is the every 


determined in the executive office. 
This office creates policies, establishes 
procedure, directs action. The only 
factor beyond the control of manage- 
ment condition of the 
times, but it is the chief part of the 
function of management to interpret 


trends, anticipate changes and adapt 


is the general 


operations to new conditions. In good 
times or bad the responsibility lies 


with—management. 


Prestige 


Out of character—reliability—repu- 


tation for work well done—engage- 
ments accomplished—grows that vig- 
orous tree we call prestige, whose in- 
fluence moves the multitude to bring 
its custom to one’s door. Prestige is 
an intangible asset—it is a cumulative 


force of vast power—but it exists only 


Association. 


Good merchants achieve it 
who are good in that all- 
around sense which makes men re- 
spected. We can name many. It ap- 
plies to men in all walks of life. It is 
a thing of character. One cannot be 
born with it, but must build it like a 
Its value is in proportion to 


in mind. 
—those 


house. 
what one builds into it. 

Prestige is the subtle influence of 
good reputation built up by achieve- 
ment, preparedness to meet responsi- 
bility, and good service everywhere 
rendered. Prestige is alive—a living 
force—having its roots in the past, but 
manifesting itself in the present. It 
must be guarded—it must be main- 
tained in the step and tempo of the 
times, else it will wither and die. Con- 
stant vigilance is the price of pres- 
tige. It is facile—responsive to new 
ideas and changing technique. 


Be Qualified 


We used to know a wise old lawyer 
out west who for many years held the 
position of justice of the peace in 
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Wyoming. He had a fairly 


and he 


spacious 


court room conducted trials 
with all the dignity and accuracy of a 
record He used to like to 


get the boys to come up to se¢ 


court ot 
him 


alter court had adjourned, when he 
would tell them stories of the Civil 
War and moralize upon the men and 
events of that period. One day he 


said, apropos of a little discussion of 


character, “Do you know what mad« 
General Grant successful?” We didn’t. 
“Well,” the judge replied, “he was 
successful because he was ready. Gen- 
eral Grant,” continued the judge, “was 
not a successful farmer because he was 


and had 
work. 


a soldier, 


not educated to be a farmer 


no vital interest in that sort of 
He was a soldier, trained as 
and when the call came, although he 
had to start 


volunteers, it 


as an obscure captain of 


was in the line of his 


training and he went upward like a 


rocket.” This brings us to the moral 
—that there is one characteristic to 
all who succeed—they are qualified 
Not all of those qualified are chosen 


for advancement. Qualification does 


not insure only in- 


opportunity It 
sures a place in the group from which 
Fate, 


the winner 


circumstance or design chooses 


More Folks Ought to 
Study Logic 


Hardly anybody nowadays can give 
one a satisfactory definition of syl 
logism. Most people who could have 
forgotten but it isn’t hard to see that 
reasoning from particulars to generals 
is a dangerous process. Your true 


stand of itself like a 


Che false 


svilogism will 


ed stool syllogism 


three-legs 


has only two legs and falls over. It is 
as if one were to say hens lay eggs, 
therefore, all eggs come from hens. 


hat is reasoning from the particular 
The proposition breaks 
down in the middle. We 


this thought to business by 


to the general 
can apply 
suggesting 
does not necessarily follow 
method 


place will prove suc- 


that it 


that a attains 


certain which 
success in one 
cessful in another. Communities dif- 
fer. A proposition that works in New 
Castle, Penna., may not be effective in 
New Castle, Ind. 


everybody engaged in the same busi- 


Furthermore, not 


ness in any community can have the 


same measure of success No two 


businesses are alike in all their factors. 


Esprit de Corps 


This French phrase has been prac- 
tically incorporated into the English 
language, because the English of the 
phrase is awkward and not expressive 
It implies in the 


that the 


of its full meaning 
first that 
good soldier has in the 


place vital pride 


courage, repu- 
tation, appearance and discipline of 
“Es- 


intangible 


the corps to which he belongs 


prit” is spirit—it is that 
thing that holds men steadfast in the 
face of hardship and danger—that 
from the 
admit defeat. It 


as well as in the 


wrests victory jaws of dis- 


aster—that refuses to 
is found in civil life 
It is a powerful factor 
With it there is cohesion 
unity of effort 


It is the very 


life military. 
in business. 
coordination of 


rorces. essence Of mo- 


rale—another French word which 


hasn’t anything to do with morals in 
everything to 


the narrow sense, but 


do with them in the broader sense of 


DOES PRICE MAKE SUCCESS? 
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steadfastness, loyalty, courage, re- 
sourcefulness and initiative. 

The man who has morale and esprit 
de corps is headed for somewhere. He 
may jostle some folks a bit in getting 
from where he is to where he is going, 
but that’s a part of the job. 

It is possible to compare a selling 
force with a military organization in 
which both morale and esprit de corps 
are factors. The more of these quali 
ties a given force has, the more cer- 
successful 


tain is the concern to be 


qualities inspire desire for 


They impart confidence, 


These 
knowledge. 
self respect and the respect of others, 
promote neat appearance, dignified 
and pleasing address and a well con- 
subject in 
fruit- 


sidered presentation of the 
hand without waste of time or 


less effort. 


The Crying Towels 


From no less than three widely 


separated sources come samples of 


“crying towels,” made of absorbent 
paper, bearing the following message: 

“The next bozo who comes weeping 
to you about ‘bad business,’ hand him 
this him to a 
quiet corner, and tell him to ‘go to it.’ 
When the weeping fluid has performed 


be able to see things 


Crying Towel—show 


its duty, he may 


in a brighter light 


“OUR BUSINESS IS GOOD.” 
Many concerns assure us that their 
business is good, and some of the 


Maybe 


they are seeing a rainbow through the 


others say it is getting better. 
tear-drops. Then again, probably not. 
Anyhow, a good cry calms the nerves 
and relieves facial congestion, permit- 
ting smiles to shine forth. 

Here’s to 19311! 


Is it the ability to sell for less money that brings ina volume of business sufficient to insure 


~2ece? 
SUCCESS: 


Think about it a little. 
Think about it from the success end. Consider the successful business enterprises in your 


town 


How many of them are successful because they are underselling com petition’ 


Isn't it a fact that, apart from the chain store type of institution, the successful business 
concerns are getting profit paying prices for what they sell? 
Success is not based on the volume of business done. It is based on the amount of net 
profit left at the end of the year. 


Some men are operating successfully on a high price, high quality, service basis. They are 


askin » peo le to pay to rices and they are giving to 
§ ; § § 


Pp value in return. 


Some men are operating successfully on a basis of giving as good values as the average, 
while making no claims of underselling. 
Those men who are trying, by price inducements, to make up for the lack of other effective 
appeal, are following the wrong method. What people really want is the thing sold. They may 
be interested in buying it as cheaply as they can, but the great mass of buyers are more con- 
cerned with getting what they want and the best possible service with it than in buying where 


prices are lowest 


The word “cheap” does not have a strong appeal to any but the cheap minded. The word 


“quality ” interests everybody. 


(Frank Farrington’s Business Talks) 


(All rights reserved) 
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DENVER STATIONER ADOPTS ORIGINAL 
TYPE OF ADVERTISING 


How the W. H. Kistler Sta- 
tionery Company Corrects 
Some Common Errors of 
Speech While Emphasizing 


IKE the interest of the public which follows the con- 
tinued story in a magazine is the interest manifested 


in the advertisement of a firm which 


each day. 


The W. H 


changes 


Kistler Stationery Co. of Denver holds that 
public interest through a series of advertisements com- 


its copy 


posed in a novel way, alternating several ideas. 


familiar words which 


finds to 


Making use of 


how to and his 
astonishment that he is wrong, Kistler’s 
them to 
chandise. Appropriate 


ings head each column which stamp the 


pronounce 


service or mer- 


cartoon draw- 


apply their 


advertisement as Kistler’s own. 

Each day some selected merchandise 
is offered for the consideration of the 
buying public, the advertising depart- 
ment then sets about to find the word 
that mer- 


chandise in connection with the services 


most suitable to describe 
or policies of the firm. 

For instance, in heavy black letters 
the word, “DIRECTLY,” appeared re- 
cently, the accent marked both in the 
pronouncing the word, 
The copy contin- 


usual way of 
and the correct way. 
ues, “means ‘instantly’ according to Mr. 
Webster. When you call Mr. Kquik at 
Main 516] want a dozen 
pencils or some other office supply di- 
rectly, then’s when you get a high speed 
just the 


and say you 


demonstration of what word 

means.” 
Another 

the 


which cause much interest in the 


appeared near the 
Frontier Days 
Den- 
territory bearing the cartoon of a 
the 


office 


column 
time of Cheyenne 
ver 
presence of 

girl. The 
that RODEO. 
not You'll 
of the old-time westerners call it 
they'll think 
tenderfoot when you speak of a round- 
But 
guns when it comes to Kistler’s pronun- 
stick to 
comes to ordering office supplies—that 
is, if you need Kistler’s Kquik Service.” 


frightened in 


looking 


cowboy 
an efficient 


word for day was 


“R6-da’-6, rod’-é-6. hear 


most 


‘rod’-e-o’, and you're a 


up as a ‘ro-da’-o.’ stick to your 


ciation, and Kistler’s when it 


Other advertisements in the series in- 


cluded the following: 


everyone knows 











Rodeo 


“RO-DA’-0” 
not 
ROD’-E-O 
You'll hear most of the old- 


time westerners call it ‘‘rod’-e-o’’, 
and they'll think you're a tender- 


foot when you speak of a 
round-up as a “‘ro-da’-o"’. But 
stick to your guns when it 


comes to Kistler’s prouunciation, 
and stick to Kigiler’s when it 
comes to ordermay office supplies 
—that is. if you need Kistler’s 
Kquik Service. 


This week's #»ecidis at bargain 
Prices: 
Were Now 
Peerless Ink Wells Rios) 25 


OS 
2.00 


10 te 0 pkg. 
4.00 


Odd Envelopes 
Cash Boxes 


Ad ¢ 


THE W. H. KISTLER STATIONERY CO 


“The Business Man's 
Department Store’ 


“Call Mr. Kquik, MAin 5161, 
for Kquik Service’ 


1636 Champa MAin 5161 


Se aTetete" "eeTateTe Tete tetetste® 
ao7s"s"a"o"e"s"s"s"e"ea"e"e"e"a"a"e"e"ea"S" 


the Versatility of Their 
Store and the Wonderful 
Service Abilities of ‘‘Mr. 
Kquik’’—By Pauline 


Slaughter 


“It’s a good word: ‘HOSPITABLE,’ 
and it deserves correct pronunciation— 
Hds’pi-ta-b’l, not hés-pit’-a-bl. 

“Hospitable explains the kind of feel- 
ings Kistler’s have toward the young 
women who come to their store for 
office supplies and those other things 
interesting to the feminine heart which 
they find in our Bridge, Personal Sta- 
tionery, and Gift Departments.” 

Then follows a short list of the week’s 
special bargains, and the concluding 
portion as shown in the accompanying 
cut. 

“Acumen (4-kii’-mén, not ak’-ii-mén): 
‘The faculty of nice discrimination.’ It’s 
have when you buy your 


what you 


office supplies from Kistler—because 
our stock is complete and our service 
‘Kquik.’ 

“Pronounce ‘Discourse’ Dis-kérs’ not 


Mr. Kquik 
long discourse on Kistler’s Kquik De- 


dis’-k6rs. could deliver a 
livery Service, but why waste words 
and waste time telling you how good it 
is? Let Mr. Kquik demonstrate. Prove 
to yourself the value of this service in 
saving your personal shopping time by 
calling Mr. Kquik at MAin 5161.” 

Alternated with these spelling con- 
test words Kistler’s use several para- 
graphs headed “Kistler’s Komments.” 
These comments are of an educational 
nature—light, interesting facts, num- 
bered and illustrated to increase general 
interest as of continued-story type. 

Results over a period of months of 
this advertising by the Kistler Station- 
ery Company have proved its efficacy.— 
Bartlett Service. 
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LIGHTING THE SHOW WINDOWS 


[ IS surprising how few windows are really well 
lighted Though stationery stores showed a better 
standing in a survey made of stores in a city of about 
300,000 people, yet only half of these stores had lighting 


could be « 


standards 


that nsidered as being well up to present 


There is one effective test of the quality of window 
lighting. It is to take a photograph of the entire window 
All the window from end to end and from top to bottom 
should be included in the picture. If the photograph shows 
every detail in the display and there are no white spots 
caused by unconcealed window lights, and no part of the 
lighting fixtures or reflectors show, then the window is 
lighted satisfactorily as far as the distribution of light is 
concerned. If a night picture can be taken of the window 
with a considerably shorter exposure than is required to 


btain as da negative of any of the other windows in 
the vicinity, then the window is well lighted with regard 
{ br htne 

Che brightnes fa window its relative. The same amount 
t w not give the same impression in the window 
fa store on very brightly lighted street as in the win 
dow of a store n a relatively dimly lighted street. The 
amount of light needed to secure satisfactory results from 


largely by the amount 


the 


determined 


the 


the show windows is 


t light on the street in vicinity of store. 


Overcoming Daytime Reflections 


An extreme example of this is the case of show windows 


during the daytime On a bright day there is likely to be 
a great deal reflection from the window glass. In fact, 
it may not be easy to see what is in the window unless 


the window lights are on. Even then one sees the people 
as they pass on the sidewalk, sees the passing vehicular 
trafhe and the buildings across the street as he stands 
facing the window. There is a panorama passing across 
the window glass that attracts more or less of his atten 
tion even though he may be interested in the window 
displa 

Che only way in which these reflections can be com 
pletely overcot when plate glass is used in the window 
s to increase the amount of light used until the window 
is more brilliantly lighted by electricity than the street is 
by daylight As yet windows are not lighted to this in- 
tensity It is never necessary to light them so brightly 
at might to attract attention The most brightly lighted 
window will attract the most attention If at the same 
time, it has the most effective displays, it will make the 
most sale So tar as the data already collected indicates 
and a {i rd deal has bee nm ce llected on the subject- -the 
brighter the windows are lighted, provided they are well 
lighted, the greater the volume of sales made by the win- 
dow displays 

The right type of window lighting is that which cor- 
responds closely with stage lighting; that is, lighting that 
illuminates the parts of the display that can be seen from 
the sidewalk and where all the light sources are completely 
concealed. In some respects lighting a window in this 
manner is more difficult than lighting a stage because it is 
usual to have not only the front glass, but also a side glass 
in the doorway for a single window space. This means 
that the window lights are quite certain to be in 

where ne stands 


dividing the window 


Vital Relation Between 

Light and Efficiency in 

Show Windows—By J. E. 
Bullard 


a drop from 


into two spaces by means of a partition o1 

the corner made by the two sheets of glass to the back- 
ground. This makes a small window space in the doorway) 
and a large one on the sidewalk with all lights completely 


concealed. If a drop is used, it may be in the shape of a 
banner or any other suitable form that hangs down from 
level of the the 


lights, but in the of low 


the ceiling to below the eye people on 


sidewalk This conceals the cast 


displays, enables those looking at the window to see every- 


thing that is shown. 


There are few windows that are so large that a single 


row of lights spaced close together and hung as close to 
the window glass as possible will not light properly. 
These lights should be equipped with reflectors that are 


made for window lighting and which have the proper dis- 


tribution of light The lights should be concealed by 
means of a valance, sign, or some other effective medium. 
This concealing medium should extend far enough down 
so that one cannot see any part of the light unless he gets 
very close indeed to the window glass 

One of the most common faults to be found aside from 
merely using store lighting fixtures for window lighting 


In some cases 


Though 


is the failure to conceal the lights properly. 


all the window lighting fixtures are in full view 


much difference when one is close 


a marked difference a little 


this may not make very 


to the window, it does make 
the 
and not what they are lighting and what the store desires 
to sell. 

The brightest spot is always the thing that is seen first 
and is That 
is why it is so important that the brightest spot of a win- 
dow be the display and that no light that is not reflected 


distance away It is lights themselves that are seen 


what is always directing attention to itself 


from the display is in the line of vision. Present day elec- 
tric lights are considerably brighter than were the lights 

In fact, a 
is too bright 


having the same size bulbs twenty years ago 
bare light is blinding and even a frosted one 
to be directly looked at with comfort. 


If any lights make part of the display it is highly im- 


portant that they be greatly subdued; that they be rela- 


tively dim. On the whole the best practice is to have no 
lights of any kind showing anywhere; to have every light 
source entirely out of sight. 

the the 
the display if the window is open in the back and those on 
the 
there is serious objection to a built-in background, then a 


Even store lights will distract attention from 


sidewalk can see inside the store. If, for any reason, 


shade or drapery of some kind should be hung at the rear 
of the window space, extending far enough down to shut 


off all the the 
Such an obstruction to the direct glare of the store lights 


view of store lighting units near window 


may be made decorative and add something to the at- 
tractiveness of the window. 

It also serves another purpose. It prevents any light 
from the window lights shining directly into the eyes of 
clerks in the store. In a store where there is brilliant 


built-in background 


window lighting and where there is no 
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to prevent it shining into the store, it is sometimes found 
that clerks who are most or all of their time near the front 
of the store become very irritable. Even the best tempered 
clerks will be more or less affected if obliged to work in 
creates a nervous tension that 


The eye- 


blinding light. The glare 
grows greater as the hours and the days go by. 
sight itself will be affected if working in the glare is con- 
tinued long enough. 

Both to conceal the store lights from the people on the 
sidewalk and to protect those working in the store from 
lights, it is important that there 
that the 


window be completely boxed in, or that some sort of con- 


the glare of the window 


either be a built-in background to the window; 
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cealing medium be suspended from the ceiling and hang 
low enough to cut off all glare, which means that it should 
extend down to a little below the eye level of a person 
of average height. 

When there is doubt as to whether enough light is be- 
ing used it is always a good plan to use more rather than 
Rarely is so much money spent for lighting that 
there is not a greater return in profits from the additional 
sales volume resulting from the increased amount of light 
Lighting is now about 


less. 


than the additional current costs. 
the cheapest thing that the average store owner buys. 
The cost per unit of light has dropped more than has most 


other costs. 














A PRIZE-WINNING FOUNTAIN PEN WINDOW.—The Foote & Davies Company, corner Edgewood and Pryor 
street, Atlanta, Ga., recently received notice that their window, pictured here, had won first prize of fifty dol- 
lars in a nation-wide window display contest conducted by the W. A. Sheaffer Pen Company of Fort Madison, 


Iowa 
& Davies Company 
is retained to show the balanced effect of the window 


The window was arranged by Joseph Summerford, manager of the fountain pen department of the Foote 
Much detail is lost in photographing and in the subsequent halftone reduction, but enough 
The announcement cards and articles in the foreground 


and at the ends of the window lead up to the elaborate case of pens in the rear, suggesting a perspective effect 
Emphasis is laid on the appropriateness of the fountain pen as a gift for a student.—J o 


AND SHED BE A GENERAL IN THE 


ARMY 


A RECENT innovation that has proved a decided suc- 
cess with the Berryhill Company, Phoenix, Ariz., is 
the installation of a service station in the down town sec- 
tion operating under the name of “Berryhill’s Office Equip- 
Branch.” The 


doing business in the 


ment Co., Luhrs’ significance of this name 


is evident to anyone city, for the 


Berryhill’s 
handising of 


name of is closely identified with the mer- 


office equipment and supplies, while the 


name of “Luhrs” features one entire section of the city in 


a peculiarly traditional manner. The Luhrs Building and 


the Luhrs Tower and the Luhrs Post Office are monu- 
ments to the memory of the most far-sighted pioneer of 
the state, and the best little cranny for featuring office 


supplies in all that busy center is occupied by the Berry- 
hill Branch. 

Mrs. T. E. Slusher is branch manager. 

What Makes a Manager? 
Director would be better in this case as a title for the 
head of the business for every department head in the or- 
ganization is a manager; this very capable business woman 


merely directs their efforts. 


By Roy George 


“The main thing in a branch store is to stock every- 
thing that can be held on call, and then direct the current 
of business to the main wareroom. But it doesn’t do to 
simply turn your customer loose and hope that he'll wind 
up at the address of your firm. I find it better to go into 
his needs with him to the best of a woman’s ability and 
then to bring in the salesman who naturally covers his 
territory and let him close the sale in a man’s manner. 

“Maybe that’s ‘directing’; maybe it’s ‘managing’.” 

Sales Make a Salesman 

Whatever it is, Mrs. Slusher is one of the best sales- 
men in the organization and the idea of a woman’s ability 
being limited is only a compliment to the other department 
heads. Any newswriter into the Berryhill 
3ranch with a little pencil stub and the back of an envelope 
as equipment and fails to come out with a lifetime pen 
and a box of stationery,—well, he has a good story right 


who goes 


there. 
And she’s not aggressive. 
“Good display is everything,” she says. “This location, 
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opening two ways on the corridors and with a good front- 
age right out toward the post office is ideal, for it puts us 
right in the thick of the business crowd. But we play up 
our display, day and night, as if it were an entertainment 
enterprise. Usually, I like to feature some one item, or 
at least one line and I change my display with religious 
regularity. I have the backing of the house in that mat- 
ter and the man who trims the windows is, as it happens, 
the biggest man in the firm. There’s no one in the organ- 
ization would hesitate to agree with that, for he knows 
every line as no one else knows it. He's been with the 
house for a quarter of a century. He never goes out to 
call on the trade without bringing in an order. He's fine 
every way, but he’s particularly fine as a window trimmer.” 


That’s the way she sold Mr. Bollinger. 


Impartial as a Kindergartner 

She did about as well with Mr. Whitcome. And she 
plays her various departments with the same impartiality. 
Furniture, she gives a little extra time to, mostly on the 
outside; commercial stationery she features, and makes 
her own arrangements with the printer and engraver; 
stenographers’ supplies, she gives a little publicity in the 
lump sum through her connection with the Business 
Women’s Club; and accountants’ supplies are merchan- 
dised with an eye to the crotchety old bookkeeper who 
might have stepped out of Dickens as well as an appeal 
to the dapper young auditor who is planning on stepping 
into the boss’s shoes. She has a way of classifying her 
customers and classifying her goods, and she makes her 
play for business with more directness of aim and less 
lost motion than most men are capable of. 

And sales to the respective 


then she credits all the 
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salespeople in the organization who make them. 
Stocked Like a Ship’s Cabin 

The arrangement of the interior of this profitable little 
shop is so shipshape as to deceive one as to the amount 
of stock carried. In fact it was the very limits of her 
dimensions that spurred this original executive to devis- 
ing space saving cabinets and equipment. 

“The planning of a branch must keep in mind that its 
object is to save the customer a trip to the main ware- 
He is served but poorly if he has to wait for a 
In fact, the widest 


house. 
messenger to make the trip for him. 
variety of stock must be kept on hand, right at the finger 
tips, and yet a sufficient quantity must be stored some- 
where on the premises so that any ordinary order can be 
filled in full. 

“A branch store is not a sample room.” 

That’s why Mrs. Slusher has worked out a 
double-entry system. All around the room, under the win- 
dows, are cabinets of very shallow drawers, easily worked, 
handles convenient, properly divided and subdivided to 
take care of her varied stock under the separate heads 
into which she mentally divides her customers and classi- 
fies them by their needs. 

Then above ship, or abaft the bunt line, are the dupli- 
cate drawers of larger size. If the nautical terms are 
puzzling, it is simply like a glorified kitchen cabinet. Mrs. 
Slusher confesses to a domestic streak, but her training 
She’s a 


sort of 


is all for business and her eye is out for trade. 
diplomat, but she works harder than any of the men she 
flatters by her sincere admiration. Her diplomacy is un- 
conscious as it is unpremeditated and unselfish. 


A branch on her model is worth imitating. 


WATCH YOUR STEP 
By M. L. Hayward 


When the Dealer Takes a Note 
If a customer gives an office appliance dealer a note pay- 
at the Z bank, then, of course, if the dealer presents 
bank and demands payment, it is a legal 


able 
the note at the 
presentment 
Take the case, however, where the customer gives a note 
payable at the customer’s residence, the day the note falls 
due the dealer places it on his desk, calls the customer’s 
house on the telephone, and the customer answers the call 
“I have your note before me that falls due today,” the 


dealer says, “and I'd like to know what you are going to 


do about it.” 
“Can't do anything today,” the 
“Well, I'm presenting the note and demanding payment 


right now, and you'll have to take the consequences,” the 


customer demurred. 


dealer avers 
“Nothing doing,” 
Is this a legal presentment and demand of payment? 
In a New York case involving this point a note was pay 
maker’s residence, the day the note fell due a 


the customer tells him—and rings off 


able at the 
bank about 2 miles away called the maker at his house on 
told him that the bank held the note, and 
the note was not paid, and the bank 


the telephone 
demanded payment, 
sued the endorser. 

“You can’t make me pay, for the note was never legally 
presented,” the endorser argued, and the New York Court 
of Appeals decided in his favor 

“Tf the theory on which the decisions of the courts below 
have proceeded is to prevail it is difficult to see why a valid 
presentation of a payable in Buffalo might 
made over the telephone from New York, or if that is to 
be deemed too great a distance, where shall the line be- 


note not be 


tween a sufficient and insufficient demands and present- 
ment be drawn? Will a demand for payment of an instru- 
ment payable in Buffalo be good if made at Batavia?” said 
the court, and there are other decisions to the same effect. 


* * * 


The Paper Check 

“There’s a fellow here who wants to buy some supplies 
and give a check on your bank, 

“Go ahead—the check’ll be paid,” the Mercantile Bank 
assured him, the dealer delivered the supplies, accepted the 
check, the customer resold the supplies and deposited the 
proceeds in the Mercantile Bank, but the bank refused to 
pay the customer’s check, and the dealer sued the bank in 
the Oklahoma Courts 

It appeared by the evidence that the customer had been 
a depositor of the bank for some time, and that it was his 
practice to buy supplies in small lots, giving his check in 
payment, and immediately sell the supplies and deposit the 
proceeds in the bank; and that up to the time of this tran- 
saction his checks had been paid upon presentation. It 
further appeared that he had funds to his credit to pay the 
check, except for the fact that the bank had applied his de- 
posit account to the bank, that about this time he became 
wholly insolvent, and disappeared from that part of the 
country, 

“As his checks were always paid up to the time of his 
transaction involved in the case at bar, it would be reason- 
able to infer from this course of business covering the con- 
siderable period above noted, that there was an agreement 
between the customer and the bank upon which this course 
of business was based,” said the Oklahoma Supreme Court 
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PARTY GOODS AND STATIONERY IN 
WASHINGTON’S BIRTHDAY DISPLAYS 


ASHINGTON’S Birthday is sandwiched in between 
St. Valentine’s Day and St. Patrick’s Day—two im- 
portant Washington’s Birthday is 
patriotic occasion, with sales opportunities for flags and 
party favors. This, of 
course, narrows down the scope for window displays, but 


events. more of a 


The gift aspect is entirely absent. 


the following avenues of approach are open 

Patriotic appeal with no hints of business. 

Patriotic appeal combined with business. 
Washington’s Birthday party favors and games. 

Cue to stage a sale or to offer a special. 

Make comparison between writing methods of Revo- 


wm & wh — 


lutionary Times and Today. 

These five avenues of approach are self-explanatory and 
really need no detailed explanation on our part. We hear 
you calling for some striking display ideas, without which 
you are at a loss. In picking such ideas to include here, 
we have purposely chosen those that may be properly 
classified under the five providing legitimate 
Washington’s Birthday tie-ups for your show windows. 

Clever Paper Designing to Reproduce Flag 

The window feature arranged by C. C. Navlet, San Jose, 

Made of paper car- 


divisions 


California, was a large American flag. 
nations and violets, this flag was constructed on a wire 
frame, such as is used for funeral designs by florists. The 
flag’s dimensions were three and a half feet high by about 
six feet long. Hundreds of red and white paper carna- 
tions formed the graceful flag stripes, while the “field of 
blue” The white stars were 
cut from heavy white paper and kept into place with pins. 
Everybody thought the flag was made of fresh flowers, 
which illusion was probably conveyed by banking pots of 


was carried out with violets. 


growing ferns and flowers about the mossy floor, with a 
couple of small British flags for conveying the Revolution- 
ary atmosphere. 
Commercialism Combined with Patriotism 

A high class store in one of our large cities had a timely 
window drive on modern reproductions of antique desk 
sets, including quaint quill pens, ink wells and fancy parch- 
ment writing papers. The rear paneling 
around the sides and rear was decorated at intervals with 
a crossed design of two American flags, bunched together 
at the center with artificial cherry sprays. A small hatchet 
This clever bouquet effect was 
There was 


semi-enclosed 


was spread across them. 
finished off with a red satin ribbon rosette. 
an opening in the central rear part of the paneling to per- 
mit room for a tall mound, draped with Old Glory colors 
and topped by a marble bust of George Washington, with 
ripe cherry sprays distributed about the base of the bust. 
Grouped about the floor, which was draped with billows 
of red plush, were the desk sets and personal stationery, 
with tiny and distributed 
among them. 


hatchets ripe cherry sprays 
Suggestion for Party Table Decoration 

A novel table decoration centerpiece for a Washington's 

Birthday Party was suggested in window display by a 

Southern retailer. Not more than fifteen inches around 

each of its four sides, was a backyard. This was fenced 

in with white crepe paper, cut zig-zag at the top to impart 
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a picket fence effect, which was further conveyed by run- 
ning a narrow strip of red crepe down each paling. In 
the middle of this yard was a crepe paper tree, about 
eighteen inches high, the trunk of which was of cardboard 
with a woodsy brown crepe paper covering. Green crepe 
leaves and red crepe cherries were attached to the branches, 
while a tiny paper hatchet was struck into the tree trunk. 
On the red, white and blue crepe paper floor at the sides 
was an assortment of Washington’s Birthday Party favors. 
Timely Waste Basket Sale 

The Pasadena Stationery and Printing Co., Pasadena, 
California, decided to stage a sale of waste baskets just 
a few days before Washington’s Birthday. Naturally the 
window was given an appropriate setting well adapted to 
other merchandise. The center of attraction was a large 
portrait of George Washington. This portrait was set at 
the back part of a long mound, draped with the folds of 
an American flag. The star part of the same flag was 
pulled up around the sides and over the top of the portrait. 
Waste baskets in twos, one nestling inside the other, were 
exhibited at the sides, with cards pointing out their dis- 
tinctive features. It made a very fine showing at little 
expense. 

George with a Fountain Pen 

It is not so hard as it may appear to convey the differ- 
ence between writing methods of George’s time with those 
of the present day. Andrew J. Lloyd and Co., Boston, 
Massachusetts, hit upon a good salesmanship slant in fea- 
turing mechanical pencils and fountain pens. The window 
was woven around the central feature, which was, as may 
be surmised, a statuette of George Washington. Beside 
him was placed a small American flag on a staff. For the 
purpose of comparison there were statuettes of the Amer- 
ican soldier of the Great War, in his “tin hat” standing 
at ease with his rifle, in other parts of the trim. Fountain 
pens and mechanical pencils were displayed on cards and 
loosely on the floor, with red, white and blue paper drums 
placed among them. Behind George Washington’s stat- 
uette was a large sign, captioned as follows: 

“If Augustine Washington were alive today, he 
would give his son, George, one of these—” 
From this part of the card a red streamer ran down to a 

mechanical pencil on the floor. 
The card continued: 
“instead of this—” 
Here another red streamer ran down to a small hatchet 
placed at a corresponding distance from the sign. Along 
the window ledge was a row of Old Glory shields. 


Where Judgment Is Necessary 
Display facilities will not enable you to make all these 
five avenues of approach, so you will have to do some 
elimination. However, you can very easily make at least 
two Washington’s Birthday displays, especially if you get 
busy immediately after Valentine’s Day, and make a 
weekly change. 
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OFFICE FURNITURE 


WOOD & STEEL 








OFFICE FURNITURE BRINGS TRADE 


TO DEALER’S DOOR 


‘“ HE dealer who is afraid he cannot handle office fur 


niture successfully,” said Mr. Mead, who has spent 


many successtul years in the business, “is taking counsel of 


’ 


his fears and not of his courage. There is no hard and 


fast rule to follow,” he continued. “Conditions differ ac 


} 


cording to location, class of customers, buying power, pop 


ulation, extent of territory, etc. So also do lines vary. 


But lines can be selected to fit any market. Before one 


adds a line he should know in more than a vague way what 
he can reasonably expect to do with it. And before a 
dealer can know that he must go on a few scouting expedi- 
tions to find out what his prospective customers can be 
expected to buy readily and what they can be induced to 
buy under pressure of good salesmanship. A fact that helps 
a lot is that it is not necessary for most dealers to carry 
a large stock, at any rate, until business is so well estab- 
lished that considerable deliveries are required quickly. By 


that time, if one is careful, he will have enough capital and 


reputation to back any reasonable demand for credit. 


“Contrary to ideas often entertained, the office furniture 
business is one which a dealer can grow into if he is canny 
He will make his share 


enough to learn as he goes along 


of mistakes, but if he learns how not to make the same 


ones over and over again, he will by and by bring his aver- 
age up to the point where he can look ahead with lively 
expectations of profit and a widening of his outlook and 


opportunities 
community at least two grades of office furni 
sold 


want the 


“In every 


ture can be perhaps three. Some people—not very 


many cheapest grades they can buy. The ma- 


jority of buyers, however, will purchase the commercial 


grades, midway between the ultimate of cheapness and the 


lower fringes of the more expensive offerings of fine suites 


and period de Signs This ives a deale ra eene ral idea of 


what to start with. It will direct his initial investigations 


into the problem of what he shall buy and how much of 


each grade, and may also cause him to compare like lines 


for their constructive features, finish, etc These early 


moves are educative, too, in a broader sense than one at 


first realizes. They give one a necessary insight into mat- 


ters which will come up later in sales work, for if a man 


decides after investigation to take on a line, he is pretty 


poor timber if he doesn't know and cannot tell why he 


took it. 


E. Allen Meadof the Mead & 
Wheeler Company, Office 
Furniture Specialists, Chi- 
cago, in an Interview with 
an Office Appliances Staff 
Member, Advises Dealers 
not to Hesitate in Adding Of- 
fice Furniture, but to Take 
It On and Master Its Prob- 
lems by Study 


“There 


granted. 


is another proposition which one may take for 
lo understand it will save time and may put over 


sales that might otherwise be lost. When selling commer- 


cial grades of office furniture, demonstrate constructive 


features—prove strength and durability. Learn the manu- 


facturer’s own arguments—if possible, obtain a few of what 


the actors call ‘properties’—articles which show the 


-the dov etailing, the 
built-up 


streneth of construction in miniature 


careful fitting, the fine veneering of tops, the 
smoothly running drawers, the excellent and durable finish, 
etc., all of which are points the buyer of a commercial desk 
On the 


one is selling a superfine desk priced at eight hundred or 


or chair wants to make sure of other hand, when 
a thousand dollars, for instance, the points mentioned are 
accepted as necessary concomitants of a good desk and the 
prospect’s attention is at once drawn to those features of 
style and beauty calculated to arouse desire for possession. 
Of course, if the customer is inclined to be curious about 
the construction of the highest grade desks, it is well for 
the salesman to be able to satisfy him on that point, but 
it is seldom necessary. 

“Some competition is difficult. comes direct 


When it 
from the manufacturer, it is hard to meet. Our overhead 
runs from thirty to thirty-three per cent of our gross sales. 
To try to 


man is hopeless. 


meet the price competition of the ten per cent 
We don’t attempt it. We talk value, ap- 
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pearance and quality, and get by handsomely because we 
provide all those things which can not be had at cut prices. 
Ideas and more ideas are the winning factors in the office 
furniture business as they are in other pursuits, but one 
can not always depend on ideas coming spontaneously 
They don’t often come that way. Usually one must get out 
and dig them up, but once one gets hold of an idea that 
find that it 


less than competitors by a wide 


will work, he will pays a nice dividend and 
beats trying to sell for 
margin, 

“We have two We did not start out 


with them years ago when we first went into business, be- 


interior decorators 


cause ideas of office layout and decoration, equipment, etc., 


have entirely changed in the last two or three decades. 


When we began business we were young men and we had 
ambition. We are no longer young but we still have the 
desire to go ahead and improve our business and our serv- 


ice When we 


moderate returns, but we kept conscientiously at it trying 


were young we had to be content with 
to gather ideas and to keep ourselves abreast of the times 
in which we lived so that today we do a business of sev- 
eral hundred thousand dollars a year. We can’t even com- 
While it 


was not so good as 1929, nevertheless, we have not had to 


plain in a year such as the past one has been. 
write up balances in red ink. 

“Years ago the services of an interior decorator for an 
office were not thought of. There were no period suites. 
Office furniture was plain and office men bought bare ne- 
cessities. Only a few offices were ornately decorated and 
for such offices had to be made to order at 


go into our stock and fit 


the furniture 


great expense. Today we can 
although we do make a considerable 
amount of furniture on order for specific purposes. I hard- 
ly need tell you that the great bulk of the office furniture 


used to be. It is 


out almost any office 


that is made today is better than it 
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stronger and of better workmanship than the average run 
of furniture twenty-five years ago. Of course, there are 
exceptions, for in the old days good furniture was made, 
but it was not so generally made as it is now. 

“In fitting up an office our decorators get a picture in 
their minds of what they They make 
They select samples of drapes and floor cover- 


want to achieve. 
a layout. 
ings. They select the color design so that all colors shall 
harmonize and then they submit it to the customer. Usu- 
ally their suggestions go through with very slight modifi- 
cations, unless, of course, a woman comes into the picture 
to bring the feminine conception of decoration into mascu- 
line surroundings. We have found that only a few women 
are able to get outside the feminine viewpoint and to 
understand the man’s ideas. I have in mind an office now 
which was designed in strong, vigorous lines with heavy, 
well ornamented furniture, vigorous colors, etc., but which 
was practically spoiled by the fact that the window drapes 
are of silk at the instance of the customer’s wife, when 
they should be of a heavier, more masculine material. 
Errors of this kind we have to meet as well as we can be- 
cause there isn’t much that can be said. We certainly do 
not wish to antagonize the feminine part of the population, 
for that would be very poor business.” 

While the foregoing conversation was going on, the 
gentleman interviewed answered three telephone calls and 
promised three deliveries of office furniture on the follow- 
ing Monday, it being then Friday. Between calls he ob- 
served that his house had a lot of friends, which reminded 
the writer of some philosopher’s remark that the way to 
have friends is to be friendly. Nothing could exceed the 
jollity and warmth of these telephone conversations. They 
even included a humorous story, and the writer is certain 
that some of the suggestions made by the office furniture 


man over the phone resulted in a better order than the 























THE SENATOR SUITE BY LEOPOLD, INSTALLED IN THE OFFICE OF E. M. BADGEROW, PRESIDENT OF 
THE JACKSON STREET BUILDING COMPANY, SIOUX CITY, IOWA, BY THE VERSTEGEN PRINTING 
CO. OF SIOUX CITY.—The straight line simplicity of the furniture and its beautifully matched wood are in 


perfect harmony with the richly grained wooden wall panelings 


This simplicity is exquisitely contrasted by 


colorful hangings, the beauty of which is lost to a great extent in our black and white half-tone reproduction, 


and a picture in a highly ornamented frame 


The ensemble gives a pleasing effect, creating an atmosphere of 


comfort and efficiency. 
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customer intended to give and in the end will result in 


customer. As the writer was 


showed him two 


satisfaction to the 


the office 


greater 


about to leave, furniture man 


of his recent ideas which are distinct improvements in 


oifice turniturs 

One 
construction 
top of that is a cushion made of down but the whole seat 
level of the would be were it 


Chis obviates putting a cush 


consists of a double seated chair having a box-like 


which holds a series of coiled springs. On 


is no higher than the seat 


done in cane or plain wood 
ion on the seat of the chair and bringing the body higher 


in the chair than the chairmaker intended. It also makes 





OFFICE APPLIANCES 


a seat that is wonderfully comfortable for the user. 
Another improvement he showed was a closed back flat 
top desk having a wide slide that pulls out from the back 
so that when the office man calls his secretary, she can pull 
out the slide and have what is practically a desk to work 
upon, without sitting sideways to the back of the desk, at 
the risk of marring it during the course of the note-taking. 
This slide is also useful for other purposes. It is about 
three feet wide and is so placed that it does not sag and 
is free from vibration. It goes beneath the writing bed, just 
above the center drawer of the desk, and when not in use, 


it is not visible from the usual viewpoint. 


SOME ADVICE FROM A SUCCESSFUL 


SOUTHERN DEALER 


large installations bring the most 


Cc INTRACTS for 

J satistactory immediate 
building future business because of good service performed 
In such under 


returns, at the same _ time 
and pleasant personal contacts established, 
takings price is not the all-important factor, but foremost 
consideration is given to doing the work in pursuance of 
gives the customer the maximum efficiency 
This eliminates the price cutter, who 


a plan which 
in his equipment 


cannot compete outside his chosen element. Such is the 
R. L. McMeans, president and proprietor of 
Outfitters Company, a leading concern of Bir- 


Mr. McMeans is an enthusiastic fisherman 


suggestion of 
the Ofhes 
mingham, Ala 
who drops his hook in the streams where the big fish bite. 
In business he adopts a similar practice, and finds that the 
smaller orders not infrequently follow the larger ones. 


During its existence of twenty years the Office Outfit- 
ters Company has made some of the biggest office equip- 
ment installations in Birmingham—contracts demanding 
first class professional skill in the economical and efficient 
arrangement and equipment of each office according to its 


special and peculiar requirements 


The company represents several of the leading office fur- 
niture and office equipment manufacturers, whose products 
they have placed in many of the leading public institutions, 
banks, corporation offices, etc. They represent such con- 
cerns as the Art Metal Construction 
Marble Chair Company, Doten-Dunton 
Wabash 


others 


Company, B. L. 
Desk Company, 
Joorum & Pease Company, 


Cabinet Company, 


and 


“Since we wish to be known as advisers to business men 
on their requirements in office supplies, equipment and ma- 
said Mr. McMeans, “we make every effort to con- 


tact with head executives, such as comptrollers, auditors, 


chinery,” 


office managers, and even vice- 


the smaller 


treasurers, secretaries, 


presidents occasionally. In selling items it 


isn’t necessary to go so high—some person of lesser rank 


delegated to take care of such purchases, and 


is usually 


we by no means neglect them. We are glad to have orders 
for the smaller items and supplies and give them the same 
careful attention we accord to other orders. We do not 
handle fancy stationery.” 

[The company keeps a mailing list of heads of depart 
ments in Birmingham business houses. In cooperation 
with the manufacturers they represent they send out to 


customers and prospects mailing pieces describing the well 


sell. 


known products they 


Head of Prominent Ala- 

bama House Gives Interview 

in Which He Makes Sensible 
Suggestions 


One of the most effective installations made by the 
Office Outfitters Company Jemison Real 
Estate and Insurance Company, one of the largest con- 
The new two-story 


was for the 


cerns in its field in the United States 
white front building which the realty concern owns was 
equipped from bottom to top in all departments with a 
complete installation of office furniture, counters and ma- 
chines. The business engineer of the Office Outfitters 
Company made a survey in the course of which he went 
into all departments and made a study of the records kept. 
This survey revealed the fact that the company was keep- 
ing practically identical records in its real estate, insurance 
departments—three times as much 
It was found that these records could 


and loan 
work as necessary. 

well be combined in the mortgage loan department at con- 
The equipment supplied 
was in compliance with this rearrangement. A feature of 
the Jemison job was the under-counter installation of Art 
Metal equipment which is made to fit under the regulation 


mortgage 


siderable saving to the company. 


42-inch marble counter. 

Perhaps the largest job ever placed in Birmingham was 
for the Continental Gin Company, manufacturers of the 
Munger System cotton gins. Office Outfitters figured on 
this job for twelve years and were finally rewarded with 
about a $100,000-contract. 
on this job that only one desk has been reported moved 
since the installation and that was to make way for a tele- 
type machine. The Office Outfitters Company was not 
subjected to ruinous price competition and was able to 


Such perfect service was given 


give it the service that stamps it as a lifetime accomplish- 
ment. 

An example of the kind of service that counts may be 
seen in the office of R. A. Brown & Company, insurance, 
located on the ground floor of a downtown office building. 
Steel counters and other office equipment were installed 
by Office Outfitters over a period of years, but the equip- 
ment matches up so well that the casual observer would 
not know that it was not all installed at the same time. 
They were served as they grew and by a concern that likes 
to be called a business equipment engineer. 
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The company has a sales plan whereby one day each 
week salesmen depart from their regular runs and go out 
They 


Oftentimes contracts from new 


for new customers may work every office in a 


building. tenants are ob- 


tained in this way. Calls are made on heads of depart- 


ments who seldom buy. The contact may lead to a job 


survey for an 


later. Sometimes the store makes up a j 
office and sells the job before the owner himself hardly 
realizes that he needs new furniture. 

On the days the salesman leaves off his regular run, he 
calls his customers over the telephone. One day in the 
week they don’t mind giving an order over the telephone. 
3y use of the telephone he can probably work all his cus- 
n hour where it would take all day by personal 


a lot of 


tomers ina 


calls where “seat warming” is necessary while 


waiting to see business men. (An interesting article on 


the use of the telephone in selling appears on another 








VIEWS, INTERIOR AND EXTERIOR, OF THE STORE OF THE OFFICE 


OUTFITTERS COMPANY, BIRMINGHAM, ALA.—The upper picture is of 

the office furniture display floor, showing an orderly array of Art Metal 

desks and tables. A simple and effective window display is pictured in 
the lower illustration 


Displays at the Office Outfitters store are arranged so 


effective demonstration be made 


Many office appliance stores look 


an intelligent and may 
to a business executive. 
more like warehouses where desks are huddled together in 
a dark like The Bir- 
mingham store is well-lighted both from the street and by 
The 


shelves and in modern up-to-date-looking show cases, not 


corner sheep on a wintry night 


artificial lighting merchandise is well grouped on 


too crowded. A customer can get a complete picture of 
The clerical force of the store 
is located up front easily accessible to the customer en- 
This arrangement gets away from 
the warehouse-furniture-store effect 
has to walk what seems like a block to get back where he 


the furniture on the floor. 


tering the front door. 


where the customer 


can do business. 
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The company has plenty of room for display purposes 
as it occupies a two-story building 50 by 140 feet. It is 
located opposite the courthouse in the heart of the city. 
An orange-colored electric sign invites customers into the 
store. They enter through a roomy tiled entrance with 
large show cases on each side suitable for display of heavy 


furniture. 





TWO INSTALLATIONS MADE BY THE OFFICE OUTFITTERS COM- 


PANY.—The upper view shows part of the equipment installed for Jemi- 
son & Company, who are in the real estate and insurance business. Note 
the ‘‘under-counter” equipment. The equipment that can be observed in 
the lower picture, in the office of R. A. Brown & Company, insurance 
agents, was not all installed at one time, yet it matches in every respect. 


The store itself practices what it preaches. In its own 
office the most efficient equipment in the way of filing cabi- 

The desks for the clerks are works of beauty 
The bookkeeping system is such the manager 


nets is used, 
and utility. 
can at any time get a bird’s-eye view of the business, He 
does not have to wait until the end of the year to find out 
whether he is losing or making money. 

This company could “keep” a store-house where a lot of 
furniture and stationery is “kept” in a dark corner instead 
of being sold. But it doesn’t. It could wait for the buyer 
to come in and make his wants known. But it doesn’t. 
That is not the way the big jobs are obtained.—G. H. W. 

ee ere 
Postoffice Pen Parsimony Perfectly Plain 

The postoffice pen is the favorite butt of jokes in the 
United States and abroad. A news item from England 
shows why governments seem niggardly with writing in- 
struments in public offices, such as postoffice lobbies. 

The postal authorities at Bournemouth, England, decided 
to do a bit of uplifting. One dozen public penholders 
fitted with non-corrosive nibs were placed in service. At 
the end of the first day the public appreciation soared 
so high that but two nibs were left. 


———_- -~+>>-- — 
Unless a man has horse sense he is apt to make a donkey of himself. 
—Uncle Dick in the Berloyalist (The Berger Manufacturing Company). 
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LAYING THE CORNEKSTONE OF THE NEW F 
from left to right, Miss Mabel T 
ard Russell, Mayor of Cambridge, and Joseph W 


S. WEBSTER BUILDING IN CAMBRIDGE, MASS 
Eager, president of the company; George F. Malcolm, vice-president and general manager 


Motherwell, president of the Cambridge Industrial Association 











On the platform in the large picture are, 
the Honorable Rich- 
The close-up at the right shows 


Mr. Malcom holding the silver trowel he used to distribute the mortar on the cornerstone and Miss Eager 


Cornerstone of F. S. Webster Company’s New 
$500,000 Building Laid November 22 


In the presence of some two hundred people, the corner 


stone of the new home of the F. S. Webster Company in 
Cambridge, Mass., was laid, in a biting wind and a drizzling 
rain, which failed however, to dampen the enthusiasm of 
those in attendance Among those present were Miss 
Mabel T. Eager, president of the company; George F. Mal 
colm, vice-president and general manager; Robert F. 
Herrick, treasurer; Frederick H. Caswell, secretary; Joseph 
White, one of the original founders of the company and 
manager of the company’s Chicago office for the past 
thirty years, and James Quartz, factory manager in charge 
f production for the past twenty-seven years. The City 
f Cambridge was represented by Mayor Richard Russell 
and Ralph W. Robart; the Cambridge Industrial Associa- 
tion by Joseph W. Motherwell, its president. The Carter’s 
Ink ( pany sent over a large delegation, headed by 
Charles Gordon, vice-president and general manager oft 
that firm Also in the gathering was George B. Graff, of 


the Graff-Underwood Company, Cambridge 


| e cornerstone itself, was laid by Vice president and 


Manager George F. Malcolm, using a silver trowel 


presented to him by Densmore, LeClear & Robbins, archi 
tects f the structure Mr. Malcolm enumerated the 
articles as they were placed by him in the copper box. 
These included photographs of the founders of the com 


editions of the 
Admiral Byrd 
Webster made 

MultiKopy carbon 


opies of three daily papers; tele 


gram from the Expedition, whose equip 


ment included products; a box containing 


paper and Star Brand typewriter rib 


bor i letter of appreciation from employees of the com 
pany; a picture showing the breaking of ground for th« 
! st ure, which appeared in Office Appliances for 
Oct é 1930; a complete history of the Webster Com 
pany, and a bun 1f Rosemary, for remembrance. 
Following the ceremonies at the building, a luncheon 
was tendered to the members of the company by th 
Cambridge Industrial Association, where the greetings of 
the city were extended by Mayor Russell, who character 
ized the new structure as a blow against the present indus 


] 


trial depression. He pointed out the splendid example of 


courage on the part of the directors and. stockholders of 
the company in undertaking such a program at this par 
ticular time. 
President Joseph W 
dustrial Association, presided at the 
Miss 
sponded on behalf of the officers and her fellow-workers. 


Motherwell of the Cambridge In- 
luncheon, and intro- 
duced Eager, the company’s president, who re- 

Charles B. Gordon, general manager of the Carter’s Ink 
Company, extended his firm’s welcome to the Webster 
organization, and in the course of his remarks pointed out 
these two companies 


the very friendly terms on which 


have remained down through the years, although enter- 
ing into competition with one another at all times. 


Malcolm 


of the company’s progress since its establishment, 


George F. was then presented and gave a 
résumé 
forty years ago. 

Seated at the head table with officers, directors, stock- 
holders, and invited guests, were the twenty employees of 
the company, who had been with the firm for more than 
twenty years. 


The F. 


erected in the Kendall Square district of Cambridge, by 


S. Webster Company’s new building is being 


the Turner Construction Company, and is of brick con- 


struction, containing four stories and a semi basement. 


The building will be ready for early in the 


spring of 1931. 


occupancy 


EE 


Seattle Typewriter Men Elect Officers 
The Seattle Typewriter Dealers Association have elected 
1931: President, L. Roper, The 
Martin of the 
Hoyt, 
John- 


the following officers for 
E. W 


University 


Hall Company; vice-president, J. C. J 


Mimeograph Company; treasurer, J. L 
Underwood Typewriter Company; secretary, G. F. 
son, Seattle Chamber of Commerce 


Mr. Roper, who heads the E. W 


typewriter man of long experience 


Hall Company, is a 
His organization has 
recently opened its third store, all of which are strategically 
located in 
Seattle 


Mr. Martin, the vice-president, is 


widely separated business communities of 
an experienced type- 
)rganization sells thousands of machines 


c. me 


writer man whose 


to students of the University of Washington. 
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Western Stationery House Celebrates Fortieth 
Anniversary 
“True to Type for Forty Years” is the title of a remark- 
able anniversary brochure recently gotten out by the Shaw 
& Borden Company, stationers, printers and engravers of 
Spokane, Wash. The established in 1890 
when Spokane was but a struggling city of 18,000 people. 
& Borden, printers, with 


and 


company was 


The company started as Shaw 


a modest equipment of rules borders and a 


Washington hand 
John H. Shaw and Joseph A. Borden stood at the type 
while Walter M. 


type, 
press. 
Burns pulled the press. 


cases, setting type, 


Mr. Burns, by the way, is now president and general man- 
ager of the firm. 
At the outset, things were not always rosy. Sometimes 


refused to walk. But the partners looked into 
without blinking and ill-fortune 


the ghost 
the face of circumstance 


softened into good. 
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REPRODUCTION OF 

chairman of the board of directors; 2. W. M. 
4. W. E. Frederick, department manager; 5. H. 
E. Walden, superintendent of printing; 9. E. G. 
Kalinoski, bindery foreman ; 12 
ment manager; 15. R. B. Ortel, 


Burns, 
Lindgren, 


department manager; 16. P. G. 


man; 19. C. D. Russell, salesman; 20. E. E. Matchett, auditor. 
blue, hence failed to “‘come up’’ 
The present Shaw & Borden Company occupies over 


54,000 square feet of floor space as against 336 square feet 
occupied in 1890. 

From this point there follows an entertaining story of 
the wait for business and the seeming ages before the door 
opened on the first customer in the person of Fred Mason, 
hardware 500 packet 
This job set the standard for all the other jobs to 
follow because the young printers did it as well as they 
could and produced a work of art in black and white. 

Fifteen & Borden 
Company shop into a 


merchant, with an order for note 


heads. 


years after the founding, the Shaw 
from a 
engraving stationery and office equip- 


feet of floor 


had grown modest print 


complete printing, 
ment 


concern, occupying over 15,000 square 


space. In the course of a short time even larger quarters 





THE CENTER SPREAD IN THE SHAW & BORDEN FORTIETH ANNIVERSARY BOOKLET 
president and general manager; 3. W. J. 
A. Talbot, salesman ; 
printing 
W. J. Frazier, engraving foreman ; 
Wood, salesman ; 

The names on the designs below 
in the illustration reproduced above. 


13. E. P. Crowne, department manager ; 14 
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were required, especially room for a line of office supplies, 
office furniture and Globe-Wernicke filing equipment. 

We need hardly trace the subsequent development of 
this successful concern. It is perhaps sufficient to glance 
briefly through the handsome book, “True to Type,” and 
to note its different features. The frontispiece shows the 
company’s two store fronts, one on Riverside avenue and 
the other on Sprague avenue, extending directly through 
the building. 

The next photographic illustration shows the stationery, 
office supplies and kodak departments, then come pictures 
showing a conference, a portion of the office furniture de- 
partment, a center-spread presenting likenesses of all the 
members of the company and heads of departments; the 
engraving department; mail order 
looking toward 


printing department; 
department; office supplies department, 
the main entrance, 
extent of the territory 


and finally a map showing the wide 
covered by the 


Shaw & Borden 
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1. John H. Shaw, 
vice- president and secretary ; 
Esten Ronning, salesman; 8. E. 


Ortel, 
salesman ; 7. 
Christison, 


6. H. L. Mooney, 
foreman; 10. L. 8. press-room foreman; 11. Frank 
E. R. Radkey, depart- 
salesman ; 18. A. J. Oram, sales- 


each portrait were printed in 


17. J. D. Malcolm, 


salesmen, including portions of Washington, Oregon, 
Idaho and Montana. 

The front cover design shows a hand holding a printer’s 
“stick” with the words, “True to Life,” set up in reverse 
stick. Below in red are the words, “For Forty 


Artistic in modernistic design complete 


in the 
Years.” 
the effect. 


borders 
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Book Coming on Mechanical Accounting 
Giuseppe Mandillo, 22, Viale Delle Milizie, Rome (149) 
Italy, is about to publish in Italian a critical volume dealing 
with questions pertaining to the ideas of mechanical ac- 
counting. He hopes to find a publisher in the United 
States for an English translation of this work. 
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NEW MACHINES 


and DEVICES 





“G-F” Adds to Typists’ Convenience 
The General Fireproofing Company, Youngstown, Ohno, 
accessor;ries 


items, comfortable 
and for the 


has brought out two new 


dictating machine transcriber stenog 











ast als . SS 


LINE RECENTLY.—Above, Desk 


‘G-F PRODUCTS ADDED TO THE 
Below, Typewriter 


Equipment for Dictating and Transcribing Machines ; 
Desk with Pedestal Housing 


transcribing machine at 


rapher or typist. The “Allsteel” 

tachment was designed to be attached to any of the desks 
in the “G-F” 1600 or 1400 line typewriter desks. This is 
suited equally well to the Dictaphone or the Ediphone 
machines The unit is attached quickly without bolts or 


screws. It is a cabinet containing three compartments; the 


upper houses the transcribing machine and the special 


spring-cushioned base on which it rests; this is effective 


in preventing the transmission 


writer Another compartment has nine pigeon holes for 
cylinders; the third compartment is for correspondenc« 
folders [The machine compartment is equipped with a 

ble cover to protect the transcribing machine when 


remova 
not in usé¢ 


The unit is designed to the standard wiring sup 


utilize 


plied by the manufacturer of the transcribing machine. 


Special wiring is not necessary, as holes for the control 
electric conductors are located properly, and 
wires off the floor 


tidy 


cable and 
keep the 


. 
concealed, 


The wiring is practically 


effecting a appearance. The use of this 


unit eliminates the possibility of upsetting the machine 


wl considerable space 


en mounted on its usual floor stand; 


is saved, which is often important when a large number of 


operators is employed 


A related product is a special desk with 


machine. 


a drawer for 
housing the dictating 

The “G-F” typewriter desk with pedestal housing places 
the typewriter in the right pedestal, behind a closed door. 


When the the door swings 


and the 


machine is called into service 


typewriter bed is raised through an arc to 


open, 
upright 


position; the typewriter remains 
his 


machine from dust and dirt when not in use, 


the operating 


during the movement arrangement protects the 


and gives an 
uninterrupted writing top at all times. It is a great con- 


venience where the stenographer or typist has considerable 


clerical work to do 

The door of the typewriter compartment is fitted with 
hood pulls to give symmetry to both pedestals, and is 
provided with a spring catch. A flange attached to the 


inside of the door serves as an additional support for the 
raised to the working 


is operated from 


typewriter when the machine is 
position. The drawer locking mechanism 
drawer does 


the top drawer of that pedestal. Phe 
not lock 

The typewriter bed of 
dates all standard typewriters of normal carriage width. 
housed in 


center 


this new “G-F” desk accommo- 


\ modification of this desk with the typewriter 


the left pedestal 1s available 


2 
Automatic Typewriter Announced by Electromatic 

An automatic letter writer, the Electromatic automatic, 
has been announced by Electromatic Typewriters, Inc., 
Rochester, N. Y. On this letter writer any desired number 
of form letters can be typed automatically. The equipment 
fan Electromatic typewriter fitted with a letter 
keyboard of the 


consists 


writing auxiliary which operates the 


Electromatic from a perforated roll, Uniform typing is as- 
sured keys of the 


actuated and are released mechanically by the letter writer 


because thie machine are electrically 


} 


or by the lightest touch of the finger Che date, address, 


salutation and fill-ins are typed by the same power as the 


body of the letter so that perfect evenness of impression is 
obtained 
The letter writer is mounted on an attractive stand with 


ntainer fixed in position below the machine. 


i 


a paper Ce 





ELECTROMATIC AUTOMATIC TYPEWRITER 


An important adjunct to the Electromatic system of 


automatic letter writing is the power operated Electromatic 


perforator. This machine has the same keyboard and the 
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same two-ounce touch as the Electromatic. The paper roll 


be prepared with approximately the same speed and 
letter. 


The perforator is operated in the same way as the standard 


can 
ease as the typing of a The punching is visible. 
Electromatic typewriter and can be used on any standard 
typew riter desk 

Oe 
Continuous Roll of Wire a Feature of New Stapling 


Machine 

The Bates Manufacturing Company of Orange, N. J., 
has developed a new stapling machine herewith illustrated. 
The original model came into the possession of the Bates 
people about four years ago in a somewhat crude state. It 
illustrated the principle of making its own staples from a 
The company’s engineers went to 
and four different 
years, all of them representing a 
The fourth model 


continuous roll of wire. 
this 
prepared within three 


work on product models were 
step upward in mechanical development 
was offered in 1928 and two of the largest corporations 
in New York City took it Certain 


imperfections having been discovered, the machine went 


for exhaustive tests. 
back to the engineering department for further study. In 
1929, the 
again tested with very happy results. 


was turned out and 
3y August of that 


the summer of final model 
year temporary tools and dies were completed and a few 
hundred machines were made up and placed in the hands 
Such was the performance of the product 


of large users 


that by the following February the machine was put into 





ITS ACCOMPANYING 


BATES STAPLING MACHINE WITH 
ROLL OF WIRE 


THE NEW 


production and on the first of May, a substantial stock 
had been manufactured. The Bates Company now has 
completed covering the whole United States, placing the 
machine in the hands of distributors at every important 
point. 

The new 
roll of wire which carries enough to make approximately 
The machine is 


construction 


stapler makes its staples from a continuous 


five thousand staples at one loading. 


sturdily made, being of all steel with all 


operating and internal parts cadmium plated to prevent 


rust. 


Acme Adds New Line of Visible Records 

Acme Card System Company, 8 South Michigan 
Chicago, Ill, is introducing the “Insite” card 
This places records on a standard card, or a 


The 
avenue, 
record line. 
folding card; the new line includes “Insite” listing prod- 
ucts, which provide for separate slips which are placed in 
transparent tubes and filed in trays; or for the individual 
flexible index strips known as “Flexoline.” 

“Insite” record products meet the need for a visualiza- 
tion of many types of records to which existing equipment 
in the visible filing field could not be applied effectively or 
used advantageously by small 
They can be 


profitably. They can be 
business organizations as well as large ones. 
applied profitably by every business to its less important 
records which have been maintained without the advan- 


tages of modern appliances. 
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The name, “Insite,” has been given these new records 
because they bring to light all the vital facts to executives 
of business, wherever they are used, giving an insight into 
their furthest ramifications, facilitating the analysis of con- 
ditions and permitting the direction of activities effectively 
and profitably. 

Many records which have heretofore been an expense 


only can be visualized and made profitable. A few repre- 





VISIBLE RECORDS 


ACME “INSITE” 
sentative instances where “Insite” can be used effectively 
are on records of applications, appointments, bank signa- 
tures, credit, and C. O. D. accounts, discounts, employ- 
ment, pricing, purchase, executive personal 
data records and a large variety of other information. 


equipment, 


“Insite” listing products provide convenient cabinet form 
for many single-line, or reference records, which in the 
past have been used most entirely on swinging frames. 
The tray form invites use and prompt action, and the 
cabinet, with its fire door, provides protection for valuable 
records which they did not have formerly. A few of the 
many uses of “Insite” listing products are records of order, 
trading, customers’ indices, bin indices to stock, rate and 
route, telephone lists, order and production. 

One of the pioneer minds of the visible records equip- 
ment field developed the “Insite” record products. These 
systems and appurtenances are brought out by a company 
with sixteen years’ experience in the profitable visualiza- 
tion of business records. “Insite” is regarded as one of 
the most important contributions to this field in years. 


sccniacieliataldu 
Calculating Machine Desk in “Y and E” Line 

The Yawman and Erbe Manufacturing Company, Roch- 

offers its 


ester, N. Y., new steel calculating machine 





“Y AND E”’ CALCULATING MACHINE DESK NO, 7885 


desk as a rigid, convenient support for calculating ma- 
chines, and ample working space for the operator. The 
writing bed has a “Yenoleum” surface at standard height, 
with a recessed machine bed which supports the calcu- 
machine at a convenient angle and comfortable 
height. Machines of either eight, ten or twelve column 
widths can be used in this desk. A handy drawer, fitted 
with paracentric lock, is provided at the left of the ma- 


lating 


chine, for supplies, etc. 
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New Victor Reinforced Folders 
folder which is reinforced on the 
Victor Safe & Equip 


A new hiling tab edge 
been introduced by the 


Marietta, Ol} 


has recently 


ment Company of 





This folder is double thickness where the wear comes 
oa —_ 
uu 
7 
VICTOR FILE FOLDER WITH DOUBLE THICKNESS 
AT TAB EDGE 
and has twice the strength of the ordinary folder to resist 
( nstant il I m tie les 
The body f the Victor reinforced folder is only single 
thickne where it occupies space in the files. This effects 
1 saving of six inches of space for every 1,000 folders, as 
compared to fold that are the same heavy weight 
throughout 
The New \ reinforced folders are meeting with 
succe " 1 wl find in them a solution to the 
{ blem of ’ ‘ eatest weart strength combined 
wit eC \ I ! 


Wrong Company Credited as Stamp Pad Sponsor 


In the December issue similarity of names of two com 


rtunate error Che item 


betraved us into an unfe 


panies 








= 


MUNSON STAMP PAD COMPANY'S NEWEST PRODUCT 


advantages of the new Munson stamp pad, 


Muns 


concerned the 
n Supply Company as 


and gave the 


illustrated here, 
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owner. This is incorrect. The Munson Stamp Pad Com- 
The address 


New Yu rk, 


pany manufactures the Munson stamp pad. 


of the latter company is 147 Fulton street, 
N. Y 
The 


two surfaces in one pad; 


valuable features of the pad include reversibility 

pneumatic rubber base and conse- 
quent noiselessness of operation, and re-inking by means 
of two reservoirs in the base, which afford a steady supply 
of ink of the The new pad opens at a 


touch and the top takes no extra lateral space on the desk. 


right consistency 


—<——_——_ 


New Costumer Possesses Marked Capacity 


illustration presents the latest de- 


Utilatree 


Che accompanying 
velopment in costumers 
all-steel construction, this new offering con- 


assembled in a 


Of sturdy, 


two collapsible sections, which, 


sists of 
jiffy, afford ample capacity for as many as sixteen over- 
coats and eight hats 


While new upon the market, Utilatree’s practicability is 
evidenced by its adoption by many of this country’s fore- 
and municipal departments 


most industrialists: by U. S. 


and by thousands of homes where it functions as an added 
closet or as a rack for the wraps of guests 
Utilatres 


shes—mahogany, 


is available in four standard baked enamel fin- 


walnut, olive green and ivory It is 


packed in individual cartons and shipped to the trade in 


protector case carrying six of the individual cartons. 

















UTILATREE COSTUMER 
dealers are invited to write the 


lor turther particulars, ‘ 
Products, Inc., 75 Varick 


Utilatree street, 


manufacturers, 
New York City. 
Se 
A New Addition to the Castell Line 
A.W of Newark, N. J., announces an addi- 
tion to the 


round pencil made in three degrees of hardness, 


Faber, Inc., 
well known Castell line of pencils. It is a new 
soft, nie- 
dium and hard, and is for executives who use high priced 
pencils but prefer the round to the hexagonal. The new 
a black and white 
number is 9011, and the 


No. 9000 drawing pencil 


pencil has a decorative band in combi- 


The stock 


packing is similar to that of the 
! 


nation on the end 


in¢ 








MADEIN 
BAVARIA 





NEW CASTELL PENCIL 
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A New Parker Duofold Desk Unit 


Following a survey among 500 business executives and 


| 


other ofhce workers to discover what was most wanted in 


a desk set, the Parker Pen Company, Janesville, Wisc., 
engaged the services of Everett Worthington to design a 
desk set that would fit the findings of the survey. The re- 





PARKER DUOFOLD CC DESK SET 
sulting set includes the following: (1)Bronze finished base 
measuring seven and a quarter by twelve and three-quar- 
ters inches, with ball and socket receptacle for pen (2) 1931 
Concealed ink reservoir (4) De 
Parker Duofold, 
taper for desk pen (7) Cap with 


calendar memo pad (3 
pressions for clips, pins, pencils, etc. (5) 
Jr., pen (6) Attachable 
clip to convert desk pen into a pocket pen 
ae 
The “Goldpress” Gold Stamping Machine 
Bellaire, 


Ohio, is the manufacturer of an efficient machine that im- 


The Goldpress Company, 3186 Union street, 


prints in gold or any other color desired, letters, mono- 
grams, emblems, trade marks, etc., up to one inch in height, 


leather, celluloid, hard rubber, and 


useful for 


on leather, imitation 


other surfaces. It is particularly imprinting 


fountain pens and pencils of all makes excepting those with 


metal cases, billfolds, brief cases, books, hand bags, slide 
rules, ete 

Che machine here illustrated is equipped with two heat- 
ing units of 110 volts using either A. C. or D. C. current. 


Che type holder is revolving and need not be taken from 


machine to load or unload type. A squaring up device aids 


in obtaining accurately placed impressions. The imprint 





IMPRINTING MACHINE 


‘“GOLDPRESS 


ing table is quarter inch ruled. A drawer for storing types 


and dies is in the base of the machine. The metal parts are 
black enameled or nickel plate d 
callie 
Hotchkiss Announces Improved New Stapling 
Machines 
Company, 


The Hotchkiss Norwalk, 


nounces an improvement on their stapling machines Nos. 


Sales Conn., an- 
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will be released to Hotchkiss dealers 


The improvement is in the nature of a 


1A and 2A which 
January 1, 1931. 
patented safety device which makes it impossible for an 
inexperienced operator to continually feed staples into the 
raceway. Until the first staple is clear of the channel and 
clinched, the next staple cannot descend. Thus the ma- 
chine cannot clog or get out of order. Exhaustive tests 
of the improved models were made at the Hotchkiss fac- 
tory in which every effort was made to clog the machines 
and thousands of staples were used, but not one case of 
clogging occurred. The Hotchkiss Sales Company guar- 
antees that if genuine Hotchkiss staples are used in the 
new models, clogging will not occur. 

The new and improved models Nos. 1A and 2A Hotch- 
kiss stapling machines will have all of the former im- 
provements pioneered by Hotchkiss, including the adjust- 
able anvil announced last year, which permits papers to 
be fastened either permanently or temporarily. This latter 
improvement proved a very popular one with stationers 
and their customers when it was announced and it is felt 
that the new foolproof device will be equally well received. 

sai ealiiienpeel 
Invincible Offers Period Style Desks 
A new de luxe line of period style steel desks has been 


announced by the Invincible Metal Furniture Company, 





INVINCIBLE PERIOD STYLE DESK 


Manitowoc, Wis. The period style in this new line is re- 
markably well carried out in all details. All corners are 
rounded. Inside and outside pedestal edges are curved. 
Legs are solid and the pedestal panels have base mould- 
ings. All desks in this line have closed backs. Letter 
drawers operate on a side suspension with eight sets of 
roller bearings. This drawer has the same type compact 
follower which is built into the new 1000-Line Invincible 
files. Tapered drawer heads seat all drawers in perfect 
alignment. Drawers close silently against rubber cush- 
ioned stops. This new line is built in a complete variety 
of single and double pedestal models including a concealed 
safe model and four tables. 
———E—— 
Combined Pay Envelope and Receipt 

The Atlanta Envelope Company, 505-11 Stewart avenue, 
S. W. Atlanta, Ga., manufactures the “Four-in-One” pat- 
This is an open end envelope, with 
The flap bears 


ented pay envelope. 
the flap the same length as the envelope. 
the pay record of the individual concern using it, showing 
which the pay is based. This form is 
repeated on the envelope. Records 
carbon paper: at a slight additional cost the flap can be 
carbonized, eliminating the use of manifolding paper. Each 
lot of envelopes is made up special, to order, and thus any 


the services on 


are made through 


record required can be printed on the envelope, to suit 
the individual employer. 
The “Four-in-One” is used in the following cycle: 1— 








36 


the flap over the envelope; 2—the payroll state- 


ment is filled out in duplicate; 
handed to the 
amount of 


1s place: 
3—the flap is detached and 


filled 


Statement 


employee to sign; 4—the envelope is 
called for by the 
is handed to the 


with the money 


and the envelope sealed: 5 the envelope 


employee in exchange for the signed flap, which consti 


tutes the receipt; both paymaster and employee have a 


statement showing the services rendered and the amount 


paid 


a 
Special Machine for Roll Wrapping Magazines 


A prominent printing concern in Boston, Mass., had a 
production problem to solve consisting of the wrapping 
fa monthly magazine which they publish 

Each month it was necessary to hire from eighteen to 


twenty extra help, and also to take help from different de 


partments, thereby demoralizing the entire bindery forc« 


to wrap this edition, 


For two years they searched the market for a machin« 


which would perform the work, but to no avail. Finally, 


they decided to have one made Chey placed the matter 
in the hands of a well-known engineer, who designed and 
built a machine which solved the problem most satisfa 
torily. Drawings for this special machine were started the 
early part of June, the machine built, and the November 
issue of the magazine was wrapped on the machine and 
put in the mail bag by one girl and two men. 





MACHINE FOR AUTOMATICALLY ROLL WRAPPING 


MAGAZINES 


BARKLEY 


Che magazines are automatically fed, and the wrappers 
automatically or hand fed, with safety devices to feed the 
magazine only when a wrapper is in position to be wrapped 


around the magazin« 


This machine can be equipped with any standard auto 


matic addressing machine, thereby taking the wrapper from 


a roll of paper, the address, corner mark, and postage pet 


mit printed on the wrapper, the wrapper pasted and fed 


machine and wrapped around the maga 


into the wrapping 

ine at very high speeds 

It is planned to install a conveyor system to convey the 
wrapped magazine direct the mail bag 

Fred W. Barkley and associates, of 176 Federal street, 
Boston, Mas ire the engineers and builders of this 
equipment 


> 
Moderate Priced Sheaffer Desk Pens 
Madison, Iowa, 


sk pens, mo 


\\ \. Sheaffer Pen Company, Fort 


, ate , to the retail trade two new de 


jections, 
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erately priced. While not “Lifetime” numbers these are 
made up to a standard closely approaching the higher 
priced desk pens. 

The new J3-25F, which retails at $3.00, is a jade green 


writing instrument with black “Radite” quill. The K3-25D, 
selling for $4.00, is a black and pearl pen. 
ae 


New Art Steel Counter-Height Storage Case 


The Art Steel Company of 302 East 145th street, New 
York, N. Y., has brought out a new counter height stor- 
age case known as No. 3640. This is an attractive double 





ASCO” COUNTER HEIGHT STORAGE CASE 


outside dimen- 


height, forty 


width case of substantial construction. Its 


sions are as follows: width, thirty-six inches 


inches; depth, twenty-four inches. It is declared to be 
ideal for the housing of stationery and miscellaneous sup- 
plies. The new case is finished in green, grained mahog- 
Shelves are adjustable to one- 
had without 
of the double walled 


lock. 


any ofr walnut as de sired 


half 


do rs 


centers and the cases may be with or 
When doors are fitted they are 
type, fitted with bronze handles and three-way 
—— 
A New Binding Paper Fastener 
Brennan, a patent lawyer and mechanical en- 
offices at 10 South LaSalk Chi 
has invented and patented the prong fastener shown 
sketch. This differs 


1f a similar type in that the sliding locks move out- 


Daniel A 


with Street, 


gineer main 


Cah t 


n the accompanying fastener from 


others ¢ 
ends of the 
locks 


this position 


beyond the openings in the 


Thus the 


wardly over and 


compressor, and bind yieldingly. are 


always in position to be slid over the prongs, 
being retained even after the compressor has been removed 
from the 


Manipulation of this fastener is simple, 


two prongs 


yet it attains a 





“BRENCO PAVER 


BINDER 


degree of efficiency by rendering misadjustment of 


e sliding locks practically impossible. Small round pro- 


one near the end of each prong, prevent the slid- 
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ing locks from moving off the ends of the prongs, and a 
small rib, adjacent to each projection, provides a friction 
lock. Elevated edges of the compressor coextensive with 
the length of travel of the sliding locks prevent the sliding 
locks from marring or tearing the bound paper, while be 
ing slid into locking position. When the prongs are in 


bent down position, the locks easily are slid to the friction 


locks, and upon riding over the friction locks until stopped 
by the projections, bind the tongues to the compressor and 
thereby prevent the locks from inadvertently moving out 
of locked position, 


- >. - 
Gardner Offers a Complete Line of Electrified 
Calculators 


ompany, 280 Broadway, New York, 


The 
has placed on the 


N. } 


driven ac 


Gardner ¢ 


market a new line of motor 
electrically 


the 


counting machines The operated Gardners 


weigh only two pounds more than 


Phe 


dimensions 


hand operated ma 


contained within the machines 


the 


chines motors are 


whose 


exactly 
Phe 
equipped with minus bars as well as 
sub-total keys all 


Special features of the electric ma 


aré same as corresponding 


hand operated models single counter, duplex and 
triplex machines 


Total, 


electrically ope rated 


are 


plus bars and non-add are 





ELECTRICALLY 


ACTUATED GARDNER CALCULATOR 


machine oc- 
The 


carriages of different dimen- 


chines are portability and small size. Each 


cupies a space only ten and a half inches square. ma- 


chines are offered with wide 


sions, both hand operated and semi-automatic. The semi- 
automatic carriage is said to be of particular value in tab- 


ulating work. 


\ recent addition to the Gardner line is the triplex, an 
adding and subtracting machine with three counters. On 
this machine it is possible to perform the following opera- 
tions: (1) addition in one, two or three counters individ 
ually or collectively; (2) subtraction in one, two or three 


counters individually or collectively; (3) subtraction in the 


second ¢ simultane- 


ounter and addition in the first counter 
(4) 
department totals in the second counter, and a grand total 


in the third counter. 


ously or vice versa; individual totals in one counter, 


Che triplex has all the regular Gard- 
ner features and is exactly the same size and weight as the 


single counter adding machine. It can be had either in 
hand operated or motor driven models. The total weight 
of the electrically operated machine is only twenty-five 
pounds. 
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Steel Transfer Cases by Cole 
The Cole Steel Equipment Company, 33 Crescent street, 
Long Island City, L. I., N. Y., includes in its manufactures 


which number of con- 


features important to the user, 


a steel transfer case embodies a 


struction 


The stacking 
more 


feature affords a rigid unit when two or transfer 





COLE STEEL TRANSFER CASE 


cases are built up. The rear legs of each case lock with 


the case below. Even when the drawers are heavily loaded 
they will operate smoothly and easily, without danger of 
tipping. stacked 


latter is 


These cases can be the use of 


the 
features of Cole transfer cases 


without 


a base unit, although the included in line. 

Among the outstanding 
are: 1, made of steel, electrically welded; 2, roomy, with 
generous filing space; 3, adjustable follower; 4, interlock- 
ing feature permits secure stacking; 6, roller bearing as- 
holder riveted 


sturdy handle; 9, drawer sides are cut down, 


sures easy drawer operation; 7, card 


securely; 8, 


giving easy access to contents; 


10, enclosed to protect 
contents against dust, moisture or rodents; 11, provided 


with drawer stop to prevent accidental withdrawal; 12, 
sturdy and neat appearing base; 13, olive green finish 


baked on; 14, packed in individual corrugated cartons. 
a 

Flexibility a Feature of New Rubber Stamp 
The Flexo Stamp & Stencil Company, 1201 Bleury street, 
Montreal, Canada, is the manufacturer of a rubber stamp 
with a patented spring handle that permits clear impres- 
sions even though the handle is not held exactly at right 
angles with the surface on which the stamp impression is 





FLEXO 


RUBBER STAMP WITH 
SPRING HANDLE 


made. The flexibility of the stamp is obtained by means 
of a steel coiled spring placed between the handle and the 


mounting block of the stamp. In addition to the feature 


(Turn to page 63, please) 
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Representatives of office equipmem concerns abroad, visiting the United States, are cordially invited to make the offices of 
this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, and the staff 
at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park 
Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. United States 
manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London Correspondent, Mr. W. Teignmouth Shore, 

18 Templars Avenue, Golders Green, London, N. W. 11, England. 

Mr. Shore’s knowledge of the office equipment business 
and its possibilities in Great Britain makes his 
counsel valuable to those desiring to 
cultivate the British Market. 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


Norts.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OFFICE APPLIANCES 
in the British Isles. New subscriptions should be sent to Mr. Shore. Renewal orders should be sent to OrriceE APPLIANCES 
home address, 417 South Dearborn street, Chicago, Illinois. 


London, December 2 is up to us to make them turn a ruddy red! Good fortune 
First: to express the hope that you all have had a jolly to us all: I do not sav “Good LUCK,” because I think 
( stma that word should be spelled with a P at the beginning 
Second: to wish you all a Prosperous and Happy New Cheerio! 
Year We wish that you were all over here with us! roe 
Then we could shake hands; drink “a cup o’ kindness” Bush House 
and sing “Auld Lane Syne.” But as you are not here. we Bush House is one of the business sights of London 


ill drink that cup and send our best wishes to all our and is one of the best addresses a business man can have, 


\\ 
reomt felond it being only an up-to-date man who sets up in an up-to- 
: , , : date office! 
Third: what about this opening New Year? We mean 
to make 1931 cive us better things than did 1930. As we Bush House may be said to have established itself defi- 
| 1 1 I F » busi : : j ; 
look back, we see clouds; as we look forward, we believe nitely as a part of the business life of London. No com- 
modity can establish itself and maintain a consistent sale 


ey are clearing away, and that there is sunshine coming 


unless its price bears a proper relation to quality and 


If it does not come, it will be our fault; but the 


l nk ! 
fault will not be want of strenuous effort. The past has market value. The success of Bush House is due to the 
not been pleasant, but it may still prove profitable, for I fact that its rentals are based on the economic cost of 
do believe that we have learned lessons from it. Biggest supplying the finest accommodation in London and a 
1, n, this: that we cannot meet the problems of today complete service at inclusive rates. These rates includ 
with the methods of vesterday This, of course, applies heating, cleaning, including windows and all internal glass, 
particularly to the machinery and organization of our polishing of floors and special vacuum cleaning, public 
Rn More and more, up and down the country, it is lighting, porters, lifts, toilets, and the initial installation 
being understood that if we are to meet our competitors Of partitions and decoration to standard type It also 
fairly and squarely our offices must be made as up-to-date includes the planning and design of suites. The standard 
and as fully efficient as are our factories. I am sure that form of lease used by the company is a simple and equi- 
I am right in saying that your office appliance men work table contract for which no legal fees are payable by the 
, . ' nding that this is the case and that ther. tenant. The length of lease is adapted to tenant’s reason 

fore that they are justified in believing that this New Year able requirements. 

" l e and better than last. But still there Proof of this was given by the recently added East and 
n { educational effort, especially among the West Wings, which were both let in advance of comple- 
v1 establishments, and it is the multitude of tion. Since then the remainder of the Aldwych site has 
t that in the end proves the most profitable, been acquired, providing for two further wings on the 
lettin ' e that the little man of today may be the big Strand frontage. The first of these was completed in 
ne of “ September, 1930. The group when completed will provide 


lo sum up n the whole prospects are fairly rosy; it (Turn to page 40, please) 
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E. CLIFTON WILSON, President, The National Stationers Association of the U. S. A. 

With grateful memories of the wonderful friendship accorded me on the occasion of my visit to the Montreal convention 
in the fall of 1929 and on behalf of the Stationers Association of Great Britain and Ireland as well as myself, I am glad and 
proud to send fraternal greetings and a New Year’s message of sincere good will and good wishes for the happiness and pros- 
perity of the stationers of America and Canada. 

The clouds of commercial depression are lightening and we are going forward into 1931 with increased efficiency and re- 
doubled courage. 

Above all we will maintain undiminished and untarnished the mutual respect and affection that unite the stationers of my 
country and the stationers of America and Canada, and thus play our part in the re-enthronement and consolidation of peace 
and fellowship between the English-speaking peoples. 

(Signed) T. OWEN JACOBSEN, President, The Stationers Association of the United Kingdom. 


© 


T. OWEN JACOBSEN, President, The Stationers Association of the United Kingdom 


In the multitude of daily affairs there is no more pleasant interlude than the thought of distant friends and the exchange 
of those cordial sentiments which are the substance of things unseen. My pleasure at receiving the greetings sent on behalf of 
yourself and your association will be shared by the stationers of the United States and Canada, especially by those who made 
your acquaintance at the Montreal convention. Britain has ever been fortunate in the sons she has sent to represent her. 

We share your hopes of renewed prosperity for both our countries, and with the earnestness of utter sincerity do we re- 
ciprocate the sentiments you have so well expressed. Your absence from the Detroit convention last fall was cause for keen dis- 
appointment. We hope that you will come to the New Orleans convention next October and bring as many members of your 
association as can be induced to take the journey. 


(Signed) E. CLIFTON WILSON, President, The National Stationers Association of the U. S. A. 





JAMES P. WARD, President, The National Typewriter Dealers Association of the U.S. A. 

As chairman of The Typewriter Trades Federation, I have a real pleasure in sending very best good wishes for the New 
Year to the president and members of the Typewriter Dealers Association of America. Nineteen thirty was not kind to some 
of us; may nineteen thirty-one prove a “bumper” year of prosperity and happiness to us all. 


(Signed) PARKER DRAKE, Chairman, The Typewriter Trades Federation of Great Britain and Ireland. 
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PARKER DRAKE, Chairman, The Typewriter Trades Federation of Great Britain and Ireland 

It is a pleasure to reciprocate on behalf of the entire membership of our association the good wishes you have so well ex- 
pressed in your message. It is our cordial wish that, as we ourselves look forward to better conditions in 1931, so also may 
health and prosperity attend upon you and the other members of your esteemed organization. 


(Signed) JAS. P. WARD, President, The National Association of Typewriter Dealers of the U. S. A. 








W. D. M. SIMMONS, President, The Office Equipment Manufacturers Institute of the U. S. A. 

Greetings and good wishes. On behalf of the Office Appliance Trades Association of Great Britain and Ireland and on 
my own behalf too I have great pleasure in sending you and your association our very best wishes for 1931. May the coming 
year prove prosperous and happy for you all is our sincere desire. 

Times have not been too easy, but we hope and believe that they will soon be good for you and for us. 

The great waters divide us, but we feel close to you in heart, and know that there can never be a break in our friendship, 
and that it will grow stronger with every New Y ear. 

Whenever you or any of your colleagues come to see us here you will meet with the warmest and kindliest of welcomes. 
Come soon. 


(Signed) ]. ADAMS KEENE, Chairman, The Office Appliance Trades Association of Great Britain and Ireland. 
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]. ADAMS KEENE, Chairman, The Office Appliance Trades Association of Great Britain and Ireland 

On behalf of the organization of which I have the honor to be president and for myself personally I wish to express our 
cordial reciprocation of the welcome sentiments so admirably expressed in your New Year greetings. It is our hope that the 
year 1931 will set your feet upon the road to a prosperity which shall bring a measure of content to every Briton. May the 
spirit of brotherhood and mutual regard between the people of our respective countries grow stronger with the years, and may 
we travel together that difficult but glorious road leading to universal understanding and good will. We enjoy community of 
language, of literature and of moral and social ideals. I believe that Providence has joined us in a common destiny. We welcome 
all good Britons to our shores and rejoice in the good will and the broader outlook you bring. May 1931 realize the fruition 
of your hopes! 


(Signed) W. D. M. SIMMONS, President, The Office Equipment Manufacturers Institute of the U. S. A. 
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Dutch Firm Does Far Reaching Business 

Ruys Handelsvereeniging, one of the outstanding office 
equipment and machine distributors in Holland, has an 
efhicient organization that serves the Dutch trade not only 
in Holland, but also in the Dutch East Indies. The com- 
pany has the agencies for many office equipment lines 
made in the United States, including Addressograph ad- 
dressing machine, Mimeograph duplicator, Monroe calcu- 
lating machine, General Fireproofing steel furniture, L. C. 
Smith & Corona typewriters, Ediphone dictating machine, 
the Varityper, Kardex visible record equipment, and Dal- 
ton and Powers machines. Below are pictured the prin- 
cipal offices and branches of this aggressive merchandis- 


ing enterprise 





AN AMERICAN OFFICE BUILDING IN LONDON, ENGLAND Impres 

sive entrance to the Central Block of the Bush House and a view of the 

West Wing The architectural beauty of the entrance is enhanced by 

these dedicatory words, carved in the stonework beneath the statues 
I the Friendship of English Speaking Peoples.” 


(The turn from page 38) 
alf-a-million feet of dignified, well-designed and 
finely serviced office-space in London. 
] 


These Wings follow the original design closely, and 


embody every improvement which experience has justihed 


Both they and the centre section will continue to undere 


to 


such future improvements as may be found necessary 


keep them up-to-date. 


| 





In Bush House are offices of many important Britis 
companies and branch offices of concerns of several foreign 
countries The following is a list of tenants from the 
United States and Canada All America Cables In 
American Engineering Company; American Telephone & 
Telegraph Company, The Chase National Bank of th 
City of New York; Confederation Life Association of 
Canada; Corn Products Company, Ltd.; E. I. Du Pont di 
Nemours & Company; General Ofhce Equipment Corpora 
tion; Guaranty Trust Company of New York; Merkha 
Trading Company, Ltd., handling Monroe calculating 
machines, Ditto duplicators, Multipost stamp affixers 
and Spool-O-Wire fasteners; Metropolitan Life Insuranc: 
Company of New York; The New York Herald Tribune 
Parker Pen Company; Sears, Roebuck & Company; J 
Walter Thompson Company; Universal Oil Products 
Company of Chicago; U. S. Commercial Attache; U. § 
Shipping Board; Western Electric Company, Ltd.; West 
ern Union Telegraph Company, Ltd., and Yates Ameri 
Machine Company, Ltd. 

—— 
French Syndical Chamber Elects Officers 

Chambre Syndicale de la Mécanographie of Paris 


France, held its general meeting on November 13. when 


the annual election of othcers took place. Officers for the 
ensuing year are as follows President, René Kahn, 20 
Rue Vernier. Paris (17 em - Vice presidents Jean Badel 


8 Rue Maillard, Paris; Y. A. Chauvin, 12 Rue St. Merry, 


Paris, and R. Feigel, 3 Bd. Voltaire, Paris: secretary. 





a! 
wELTEVaroEen LAmST eR Oem 


Spatz, 37 Rue Claude Bernard, (V. éme); treasurer, Phil EXTERIORS OF THE VARIOUS ESTABLISHMENTS 
ne 20% as Beal les Py Dar’ a t | la; OF RUYS HANDELSVEREENIGING OF HOLLAND 
ippe, ty Nue GU MOUN des res, Faris, archivist, Langtals Large upper picture: Main sales office (new building) 






10 Rue Joubert. Paris: auditors: Messrs Rav. 39 Rue Tho at The Hague Large lower picture : Administration 
; . . : and technical buildings in rear of new main sales office 

nassin, Lyon (Rhone) and Lefevre, 21 Rue Fontenelle, building Small pictures at top: Branches at Utrecht 
and Rotterdam Small pictures at bottom Branches 





Le Havre >. nt.) at Weltevreden, Amsterdam and Soerabaia 
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BIRDSEYE VIEW OF BUILDINGS 
AND GROUNDS OF LEIPZIG TRADE 
FAIR, AND AT BOTTOM, A CLOSE- 
UP PICTURE OF CROWDS IN A 
STREET OF LEIPZIG DURING 
FAIR.—Both are typical scenes 


. 
| 


A Stepping Stone to World Trade 


For more than 100 years American business men have 


attended the international trade fair at Leipzig to extend 


their interests in world markets. Today the historic Fair 


attracts visitors from 72 countries in all parts of the world, 
while American participation has increased in the interval 


more than a hundredfold. The success of the great world 


exchange throughout the seven centuries of its existence 
as a stepping stone to world mar- 


Fair will be held this year from 


is due to its importance 
kets. Che 
March 1-7. 


The Spring Fair will comprise 10,000 exhibits, assembled 


Le ipzig J rade 


from twenty-two countries, thus constituting the largest 
market in the The 
displayed in the 


and most varied world. exhibits of 


similar merchandise will be same or 
There are some sixty-seven 
buildings in all, including the halls 


The visiting buyers at Leipzig find it pos- 


closely grouped buildings. 


largest exhibition 
ever erected. 
sible to shop through a score of countries quickly and 
economically, 

\n attendance of some 200,000 buyers is assured at the 
The 


100 characteristic ex- 


Spring Fair, including 30,000 from foreign countries. 
United States 
hibits and upwards of 2,000 buyers from all parts of the 


will send more than 


country. A special American headquarters will be estab- 
lished and every facility offered for transacting business. 
Che wealth of opportunities offered at the Leipzig Fair 
judged from the number of exhibitors in the lead- 
The Fair will include 823 exhibits of toys; 


of rugs and textiles, 795; office appliances, 882; applied arts, 


may be 


ing divisions 





438: household goods and appliances, 895; notions and 
fancy goods, 633; clocks and jewelry, 220, and 694 displays 
of glass and ceramics. Full information concerning every 
detail of the Fair may be obtained by addressing the Leip- 
zig Trade Fair, Inc., 11 West Forty-second street, New 


York City. 


“Addressograph-er” Issued by European Staff 

Addressograph, Ltd., London, England, has commenced 
the publication of the “European Addressograph-er,” a 
folio organ published 
many years by the home office at Chicago. The initial 
issue was devoted to Addressograph, G. M. B. H., the 
Succeeding issues will feature the 


modeled on the company house 


new German company. 
English company, Addressograph, Ltd.; the French com- 
pany, Addressograph S. A.; and other general European 
news. 

Addressograph, G. M. B. H., is an extensive organiza- 
tion, with two embossing plants and factory in Berlin, with 
sales representatives in all the large cities of Germany, 
about sixty salesmen alert and active in introducing facili- 
ties for repeat writing and time saving for German busi- 


ness men. 


ee 
Valuable Greek Publication 
The Accounting Review is the English translation of the 
title of the official monthly organ of the Scientific Society 
of Accounting in Greece. 
This review, among its other departments, reserves a 
special place for the announcement of innovations and 
improvements in office equipment. 





News from Spain 


Translated from the Spanish of Rafael Bori 


Studies—The communal gov- 


Barcelona has just created the 


Institute of Commercial 
ernment of the 
Institute of { 


province of 


ymmercial Studies, which is divided into 


three courses embracing the following themes Financial 
mathematics, general economy, political economy, and 
higher accounting—first course: organization of enter- 


prises, commercial law, and statistics—second course, and 


the third course comprises studies in fiscal economy, 


money, banks and the stock exchange, theory and practice 


tf systems of distribution, customs and transportation, 


economic geography, analysis and auditing by accounting 


methods. If the beginning of the courses in each science 


may be used as a criterion, they are a great success, 


> 7 * 


The Poster in the Service of Public Schools—The reor- 


nization of primary education in the city of Barcelona, 
which has put under one head in the city hall all the 
chools and educational groups, has been entrusted to 
the assigned technical professor of the department of 


culture, that well-equipped technician, Manuel Ainaud. To 


Mr. Ainaud occurred the idea of publishing a poster to 


induce parents to register all children in the municipal 
chools In two weeks more than thirty thousand chil 
dren were registered Great success has attended this 
publicity by means of posters, a type of publicity which 
is going to be used by all the mayors in Spain who wish 
to profit by the experience of Mr. Ainaud in order to do 
iway with il y and improve the cultural status of the 
Tyé ry le 


> . 


The Commercial Schools of the Association of Account- 
ants of Catalonia opened its 


courses in the higher 


This association has just 


commercial studies and has an 


nounced that during the coming year the curriculum will 


be broadened by the teaching of sales and publicity 


Typewriter Championship of Catalonia—There was r« 


cently held at Manresa the first ntest for the typewriting 
first cham 


n of Spain at a rate of seventy-three words a minut 


Second Publicity Congress—A beautiful poster was pub- 


ed t advertise 


November t the halls of the Circle of the 
Madrid under the pr 


ublic instructi _ Mr 


place in 
Mercantil 


esidency of the I 


this congress, which took 


rimct 


> . > 


Moose Agency 


director t 


New Technical Direction—The Rudolf 
| been appointed as technical 


ertising matter, Ramon 


> = > 
Chis 


Ex« hange 


The 
cXT sit T will 


Palace in Madrid Che postp 


Third National Exposition of Organization 
ion be held next April at the Stock 


to the 


nement has been due 


pr lem of exchange, whicl as gone through a marked 


branch of commerce. The rate of the 
nproved, but it was decided not to hold the 


peseta 
expos! 


tion in November as in previous years, but instead t 


The First Regional Exposition of Organization 


ndustrial 


Im the 
center of Spat 


1930 the Gret 


there wa held from October 12 to 19, 
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CATALONIAN TYPEWRITER CHAMPIONS AND JUDGES.—1. Enrique 
Marimon, Champion of Catalonia. 2. The local (Manresa) champion, Jose 
Rosal de Argullol. 3. Rafael Bori, Director of the Week of Commercial 
Organization at Manresa. 4. Casas Huch, Secretary General 
GENERAL VIEW OF THE EXPOSITION OF COMMERCIAL ORGANIZA- 
TION AT MANRESA, SPAIN, AND A GLIMPSE OF THE LOCAL TYPE- 
WRITING CHAMPIONSHIP CONTEST 





which will in the future be held every year in an important 
center of the 

The 
ciation of 
Association of the field, under the direction of 


region, 
Asso 


De ale rs 


exposition was arranged by the Employees’ 


Manresa with the collaboration of the 


Rafael Bori 


There were on exhibit the most interesting office sys 


tems, furniture, devices, methods, et« There was also 


organized a cycle of lectures on commercial legislation, 


correspondence, retrospective history of the commerce ol 


the city of Manresa, accounting, and management. These 
lectures were given by the leading figures in each field, 
Mrs. Gay de Montella, Cortés Sabater, Aralo Serra, Gardé 


Sanjuan, and Bori Llobet 
On October 
was held. It 


of sixty 


12 a local typewriting championship con 
Argullol, at 


were 


test was won by Jose Rosal de 


an average rate words a minute Chere also 


arranged contests in accounting, stenography, commercial 


correspondence, and management, and very important 
prizes were distributed. 

At the closing session of the exposition and week of 
commercial organization announcement was made that 
the second regional exposition will be held in 1931 in the 


Tarrasa 


* * * 


industrial city of 


Imports Into Spain—In 1930, from January to August, 


inclusive, Spain imported typewriters and calculating ma 
chines as follows: 
Calculating 


Typewriters Machines 


From 
(rermany 18,519 6,416 
United States 98,840 15,465 
Peer Cree re 9) on eae 
Great Britain Sees. i° ) seen 
| ere ore 2,732 


Sweden 
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EE ee 8 ee sd 1,123 
ee eee 497 605 
Total 1930 (8 months)......... 123,827 24,331 
Total 1929 (8 months)......... 106,932 19.072 
Total 1928 (8 months)......... 164,997 16,763 


Houses Merged—Through the decease of Juan Frey, 


general agent for the L. C. Smith and the Madas, the 
house has just been merged with the agency for the 
Kardex and the Powers. The two houses will continue 


as a single organization under the name of Rudy Meyer. 
—~>—_- 


Office Equipment Trade at British West Africa 


By Luigi J. Buckle 

numerous offices have been established 
\frica increased enterprising 
There has, therefore, naturally been 


N recent years, 
at British West 
spirit in the people 
growing demand for efficient office equipment than before. 


from 


Among general office equipment, typewriters have been 
better patronized owing to their immediate and primary 
importance in office work. But with progress of business 
which is expected to be of upward tendency, all kinds of 
office equipment, light and heavy, small and large, that 
serve the useful purpose of enabling office work to be well 
done, are likely to receive equal amount of demand, which 
shall doubtless culminate in expansion of the general office 
equipment trade in this country. 

The dawn of this new year has already seen progressive 
West African business men hard at work, at several in- 
dustrial and commercial centers of the country. The new 
year’s progressive business organizations have necessitated 
usage of office equipment of various kinds which has fairly 
And with 


expectations of successful year’s work materializing, man- 


benefited the office equipment trade already. 
ufacturers can well realize the immensity of possibilities 
here for expansion of their office equipment trade in near 
future. 

this 
cotton, 


The commercial produce of country, viz.—cocoa, 
palm oil and kernels, 


tanned skins, and other minor items, however, have yet 


copra, rubber, hides and 
to receive offers of very good prices from foreign buyers 
to give impetus to their inclination of the people to well 
patronize the office equipment trade. 

It is expected here that foreign manufacturers will not 
overlook this important point in their estimates of possi- 


bilities of expansion of their merchandise trade here. 
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French Are Progressive in Office Design 

“A Modern French Office” is the title of an article in 
“Good Furniture and Decoration” for November. The 
article describes the new building of the French publica- 
tion, La Semaine 4 Paris, mentioning in detail the features 
of artistry and convenience which characterize the different 
offices of the publication. The building is not especially 
large, so every foot of the space within must be used with- 
out either the appearance or actuality of crowding, and 
still with an eye to pleasing, artistic effects. The work of 
arranging and decorating the offices of the publication has 
been done by no less than nine of the foremost decorators 
of the French capital, and two of its best known sculptors. 

The windows facing the street are attractively and in- 
geniously arranged to carry out the idea of the city’s prin- 
cipal activities, such as music, the theater, the cinema, 
museums of art, lectures, the tourist industry, restaurants, 
etc. This is said to be one of the first public or semi- 
public building in France where the creations of several 
of the modern decorators have been closely and harmoni- 
ously combined. 

The office of the editor was decorated by Djo Bourgeois 
with cream stucco walls, red rubber flooring, nickeled tube 
chairs covered with cerise and white, and with gray and 
cerise geometric designs for drapes. The effect is entirely 
pleasing and harmonious, and is apparently the last word 
in originality and comfort. 

occaeniitiiniantianla 
France Places Big Order for Marchant Calculators 

The Marchant Calculating Machine Company of Oak- 
land, California, is in receipt of what is said to be the 
largest calculating machine order ever placed by a Euro- 
pean nation. This order from the Republic of France is 
for eighty-eight Marchant calculators which, at domestic 
prices, aggregate approximately $30,000, 

The Marchant was selected after competitive tests, and 
both 
Its selection is a tribute to American manufac- 


was exclusively purchased in electric and hand 
models, 
turing ingenuity, which has developed exclusive patented 
features that win worldwide recognition. 

The calculators will be used by the Social Insurance 
Department of The 


secured by the Paris office of the Perfect Bureau, which 


Administry of Labor. order was 


represents the Marchant Calculating Machine Company 


throughout the Republic of France. 











HOME OF ONE OF THE MOST PROGRESSIVE OFFICE EQUIPMENT FIRMS IN JAPAN 


At the left is pictured the build- 


ing that houses the general offices of Kurosawa’s Business Equipment, No. 2, Ginza Roku-chome, Tokio, Japan In June, 
1929, Office Appliances carried a description of this building and its equipment, which was and is in every way modern 


Everything in it tends to facilitate the conduct of daily business affairs The company, an old friend of Office Appliances, 

has the agencies for several United States lines. At the right, from left to right, are Mr. Teijiro Kurosawa, Robert Bastow, 

foreign sales manager of L. C. Smith & Corona Typewriters, Inc., and Mr. Kei Kurosawa, eldest son and assistant to Mr. 
Teijiro Kurosawa 











EXHIBIT OF FORGES DE STRASBOURG, MANUFACTURERS OO} 
STEEL OFFICE FURNITURE, VISIBLE RECORD EQUIPMENT AND 
ADDRESSING MACHINES, AT THE BUSINESS SHOW CONDUCTED 
BY THE CHAMBRE COMMERCIALE ORGANISATION ECONOMIQUE, 
PARIS, FRANCE, LAST FALL The lower picture was taken at a din 
ner given by the Chambre, at which Forges de Strasbourg agents were 
present. We are indebted to Mr. Henri Fazol of L’Organisaiion Econo 
Moderne Paris, for these photographs (Barthelomier, Paris 
Photos) 


mique 











Belgian Dealer Gets a Few Business Points in U. S. 


A. Longini of Brussells called on Office Appliances 


busine $s 


last mont lle is proprietor and manager of the 

establ ed in 1897 by his father, the late H. E. Longini, 
it 31 Rue d ( isades, Brussells, in which year King 
Leopold awarded him the medal of the first class for meri 
torious services to societies of mutual aid, Mr. Longini 
havit been instrumental in the introduction and teaching 
f the art of shorthand in Belgium. Some few years ago 
Kine Albert I made him a knight of the Order of the 


A. LONGINI 





untiring labors in the promotion of short- 


hand and the allied arts in Belgium 

On the death of the founder the business passed to Mrs 
Longini an é n, Mr. A. Longini. 

Mr. Longini came to the United States early in October 
He C1 \ nth in New York and was present at the 
National Business Show held there in the Grand Central 


went west to Chicago and then on to 


Palac« | ate! he 
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Milwaukee, St. Paul and Minneapolis. He returned to Chi- 
convention of 
three Chi- 
besides Ad 


Cypewriter 


cago to spend a week at the sales agents’ 


the Addressograph Company. He represents 
manufacturers, the two 


Inc., and Woodstock 


planned to visit 


cago office appliance 
Ditto, 


which 


, 
wraph being 


both of 


dress« 
Company, companies he 
at the close of the Addressograph convention. Thereafter 
his itinerary provided for some time in Cincinnati, a little 
vacation in the West Indies, a trip to Washington to ob- 
serve certain office equipment installations in government 
offices, and the journey home from New York about the 
middle of January. 

in addition 


Mil- 


He also 


American lines represented by Mr. Longini 
to the 


waukee and Hush-A-Phone Company, New York 


Chicago companies are Findex Company of 


represents certain European manufacturers. His opera- 


tions extend over Belgium, Luxemburg, France and 


Germany 


Mr. Longini is a young man of enterprise and sound 


ideas. He is open to new ideas and feels well repaid for 


his trip to this country by suggestions derived from con- 


tacts with the manufacturers whose lines his organization 
sells. 
— -- wi = 
Instructive Book on Norway 
To our old friends S. Garmann Clausen A/S, Oslo and 


Nissen-Lie and Erik Johans- 
Nissen Lie, 


Bergen, Norway, and to M 


business associate of Mr. Oslo, we are 


sen, 
indebted for copies of the Norway Year Book for 1931, 
now in its second year of issue. The little volume con- 
tains more than four hundred pages and is beautifully 


bound in red and gold. The frontispiece, showing a like- 
ness of King Haakon of Norway, opens the volume which 
terminates in a map of North and South Norway, a glance 
at which discloses some of the reasons why Norway is 
regarded as a necessary point in the itinerary of so many 
tourists. 
The bo 
a number of daily papers and by authorities on the subject 
conditions, Among the 
book are the Manchester 
Guardian of Manchester, England; The Times of London; 


North Daily 


Review, The 


%k has been reviewed in a complimentary vein by 


of Norwegian life and journals 


which have complimented the 


the Boston Transcript of Boston; China 
News, Shanghai; The 
Nederlandsche Mercur, 

The b 


formation dealing with biographical history, administra- 


Hindustan Calcutta; 


Amsterdam, and others. 


ok is replete with industrial and commercial in- 


tion, finance, education, church literature, art, sports, 


sciences, agriculture, fisheries, forests, mining, shipping, 


labor, banks, 


It will come as a surprise t 


industries and other matters 
» many to learn that the most 


southerly point of Norway—land of mountains, fjords, 


rushing streams, beautiful cataracts, inspiring landscapes, 


fruitful valleys and wooded slopes—lies in the same lati- 
tude as the north of Scotland, Labrador, Alaska, the center 
of Siberia and central Russia, and its most northerly point 
latitude of the 
land, the north coast of Siberia and other chilly places—all 
that the 


is in the north magnetic pole, central Green- 


of which proves irrefutably presence of a warm 
ocean current such as the gulf stream is a full partner with 
old Sol in 


industries of civilized men 


making nearby countries fit for the arts and 


Any person who is at all interested in the history of the 
northern European countries will find this volume highly 
instructive. 


The volume before us is printed in English. There are 


interesting facts regarding the situation, boundaries, area, 


coastal waters, etc., of Norway, while its surface, moun- 


tains and waterways, its climate, its weather and its flora 


and fauna, its language, people, antiquities, history and 


other matters come in for discussion. 
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A chapter on the of Norway starts with King 
Harald of the fair hair, who succeeded in officially uniting 
ne kingdom about 1,060 years ago. 


history 


the country into « 

Following the historical sketch there is a fine summary 
of the 
other governmental matters 


constitution of Norway, its political parties and 


We learn from the chapter on prohibition that the ex- 
periment was tried and has been modified into a system 
of local option 


\nother chapter of much interest has ref- 
the literature of Norway and its position in the 


erence to 
arts and in music. 
Many other matters of interest are to be found in this 
most excellent work, 
SS a 
Miss Leimbacher Wins Swiss Typewriting 
Competition 
\ typewriting speed competition was recently held in 
Switzerland. Fourteen prizes were awarded for the finest 


example of typewriting ability. Operators of the Royal 


typewriter were successful in securing four first prizes and 
four second prizes. The typewriter contest was planned 


and conducted by the Swiss Commercial Society, an inde- 





MISS DORA LEIMBACHER 


pendent organization, and approximately 250 typists were 


entered in the competition 

Miss Dora Leimbacher of Zurich, the principal city and 
winner of two 
But little less 
Zurich 


prizes, 


commercial center of Switzerland, was the 
first prizes and twice captured second place 
proficient Miss Martha 
took prizes. In addition to the 
Miss Leimbacher was presented with a Royal portable ma- 
Theodore Mugegli, Royal dealer for Switzerland. 
— 

British Woman Flyer Uses Dictaphone in the Air 

The Honorable Mrs. Victor Bruce, British sportswoman, 
who took off from England in September in a tiny plane 


was Rigling also of who 


two first contest 


chine by 


weighing only 2,000 pounds when loaded, arrived in the 


United States early in December with a thrilling account 
of her flight over Europe and Asia, which she dictated to 
a Dictaphone en She is 
United States, and will complete her trip by flying to New 
York, Miami, the 
the Atlantic Ocean by steamship to 


Africa back to England. 


sole companion on this round- 


route now flying across the 


Aires, crossing 
flying 


West Indies and Buenos 
Africa, and 


irom 

Her 
the-world trip 
a letter to L. ¢ 


Dictaphone is her 


It is placed beside her in the plane. In 


Stowell, president of Dictaphone Corpo- 


ration, Mrs. Bruce commented on the invaluable aid of 
the Dictaphone in making a complete running account of 
everything that happens, while it is fresh in her mind. 


little room to move about,” 


impossible to make notes in 


“In my machine I have very 


she wrote, “and it is quite 
of the Dictaphone 


pencil. But with the uss I have only 


to press one button and speak to it as I fly, and at the 


4 


ow 


end of the day I have a complete record of all that hap- 
pens.” 

Mrs. Bruce in her letter also described an amusing in- 
cident that occurred in Asia when she landed in the desert 





- 


3 
yl 


* 














A. R. HAGER SUPERVISES FAMOUS FLYER’S DICTAPHONE.—At the 

right center in the above picture is A. R. Hager, Dictaphone representa- 

tive at Shanghai, China, overseeing the inspection of the Dictaphone used 

by the Hon. Mrs. Victor Bruce in recording the impressions of her world 
tour by aeroplane. Mrs. Bruce is in the center background. 


at Jask. She wrote, “I had some milk chocolates with 
me, which | little Beluchi children. Of 
course they were delighted, as they were quite savage and 
probably The 
result was that while I was sleeping under the aeroplane 
one day I awakened to find half a Dictaphone record lying 


To my horror, 


gave to some 


had not tasted anything so nice before. 


on the ground and the other half missing. 
one of the young Beluchis was sitting there eating it— 
and very cross I was because it had one of my most im- 


portant messages dictated upon it.” 














STORE FRONT OF THE “OLIVETTI SOCIETE ANONYME BELGE,” 
ORGANIZED AT BRUSSELS LAST SEPTEMBER FOR THE DISTRIBU- 
TION OF OLIVETTI TYPEWRITERS IN BELGIUM.—This shop and 
salesroom is located at 38 Rue de l’Ecuyer, which is in the commercial 


center of Brussels. Mr. Jean Marcel Fischer, L.S.C.C.F., an experi- 

enced and competent executive, has been made general manager of 

the Belgian organization. The Olivetti typewriter is made at Ivrei, 

Italy, by Ing. C. Olivetti & C. The machine is widely known and is 

said to be the first Italian typewriting machine Agencies are to be 
found in the principal cities of Italy and other countries 
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Paris Typewriting Contests, 1930 
On November 16, the of the Eleventh 
Exhibition, 


Busi- 
took 


place, including an international typewriting speed con- 


closing day 


ness Efficiency Paris, several contests 


test organized under the auspices of the Chambre Syndi- 
cale d’Organisation Commerciale et des Industries et Pre 
Rattachant, the 
Association Professionnelle des Dactylographes Francais 
More « 
In addition to those fre 


fessions qui s’y with cooperation of the 


ontestants were entered than for any previous 


event ym France, participants en 


tered from Belgium, England, Germany and Switzerland 


The organizing committee of the contests consisted of 


Presidents Rene Kahn, president of the Chambre Syndi- 


and Maurice Borgeaud, 


Sy ndi al 


cale de la Mecanographie, Paris 


d’Organisation Com- 


] 


president of the Chambre 





RENE KAHN 


mi ile, Paris; Vice-Presidents J. Gustave Hemes, hon 
rary secretary of the International Union of Office Appli 
ance Trades Associations, London; Marc Grandjean, presi 
dent of the Halls du Bureau Moderne, Paris Fair, Paris; 
\. Lecuys president of the Alliance Stenographique, 
Paris: Y. A. Chauvin, vice-president of the Chambre Syn 


dicale de la Mecanographie, Paris 


The international typewriting contest consisted of writ 


i for thirty minutes from unknown matter in the lan 
uages dicated by the contestants when entering thei 
names. Those writing fifty or more net words per minut 
were placed. The first ten records were as follows: Mell 
©. Piau, ninety-four net words per minute; Melle. Gabriel, 
eighty-eight net words per minute; Miss E. Mitchell, 


eighty-five net words per minute; Mme. H. Dupuis, eighty 
net words: Melle. L. Boulanger, seventy-three net words 
Melle. G. Vivien, seventy-two net words; Melle. A. Coua 
non, seventy-two net words; M. C. Triouleyre, seventy net 
words: Mme L. Goubet, sixty-eight net words: Mell 


Jacoby, Sixty eight net wi rds 


Esperanto typewriting contest.—This contest consisted 
unknown text in Esperanto, 
and the following Melle. Piau, 2,099 net 
Melle. Gabriel, 1,736 net strokes; M. C. Triouleyre, 
1.614 net strokes; Melle. M. Kaenel, 1,410 net strokes; 
Melle. G. Vivien, 1,345 net strokes: M. M. Dagens, 1,330 
net strokes: Melle 4. Covtnon, 1,128 net strokes: Mme 
Champonnier, 1,049 net strokes 


This contest consisted of sev 


i « pying tor five minutes 


were the results 


stroke 5: 


Perfect secretary contest 
r., taking three 
ing on the typewriter with carbon copy and letters to be 
This test lasted fifteen 


eral tests, vi letters in shorthand, transcrib 


re-typed with different addresses 


minutes [ypewriting letters with carbon copy direct on 
the machine as dictated. This test lasted for ten minutes 
Copying ten letters from submitted typewritten text for 
ten minutes. Preparing stencil with carbon copy. This 
test lasted five minutes Che final test was one consisting 

f making index cards and filing [The results were as 
follows: M. C. Triouleyre, Melle. O. Piau, Melle. Gabriel, 


OFFICE APPLIANCES 


Melle. M. Kaenel, Melle. A. Couanon, Mme. Hellin, Melle. 
Jacoby, Mme. Hug, Melle. Langumier, Melle. Flament, 
M. M. Dagens, Melle. Rivalin, Melle. Dulion, Melle. G. 


Vivien, Mme. Champonnier, Melle. Legeay, Mme. Higoet, 
Melle. Delomet, Mme Mme. H. Dupuis, Melle. 
Feuillet, Mme. Cheyrouse and Mme. Boucher. 

For all these contests, numerous prizes and medals were 


Bi ymnet; 


eiven, 
For the foregoing we are indebted to the International 


Export Review of London. 


—_——<s>_—__ 
Household Conveniences in Stationery 
It is true many things in the stationers’ line are con- 


tinually required in every household. This was the idea 


of Messrs. Zander & Co., 


envelope 


Erfurt, Germany, in issuing an 
the 
The envelope contains gummed labels 


containing many of things daily required 


from the stationer. 
for parcels, tags, thumb pins, glue, string and different 
other useful items, making the envelope very desirable for 
office 


household and 


use It is sold under the motto 
“Everything there.”—E. R. B. 
= ee — 


Inexpensive Postcard Printer 
a new postcard printer put on the market by 
GmbH., 
ventors and manufacturers of one of the newest kinds of 
writing blocks, “the permanent writing block.” If 
a knob it 
The new postcard printer has the size of a 


This is 


Printator Berlin-Weissensee, who are the _ in- 
any- 
thing is written down, by a light push on may 
be put out 
postcard in flat form. Words and writing are compiled 


by single letters. Printing is done by pressing the knob 
E. R. B. 

—~<>—__—_ 

German Device for Christmas Windows 

National 


Papier- und 


on the top of the printer 


Che Stationers Association (Reichs 


bund 


German 
Deutscher Schreibwarenhandler e. V. 
Berlin) has issued in the interest of their members a plaket 
for shop and window display showing a lady finding her 


fulfilled on Christmas eve This is the 
National 


made up its mind to support Christmas sales. 


Christmas wishes 


first time the German Stationers Association 


It makes a 
fine impression to see this plaket displayed all over the 
country, giving the Christmas buyers the assurance that 


they in these shops buy from members of a big organiza- 


tion who will sell quality at fair prices. The German 
National Stationers Association has about 7,000 mem- 
bers.—E. R. B 


—~>— 


Big Order for the Hornes 
The Horne Desk and Fixture Company, who recently 
19 Pryor street, N. E., 
celebrated the occasion by selling the First National Bank 
office building at the 
corner of Peachtree and Marietta streets. The bank will 
be equipped with Stow-Davis furniture —J. H. R 
—_— 
Typewriter Business Opened at Glasgow 
\ typewriter and office supply business has been opened 


moved into its fine new store at 


complete equipment for its new 


in the Mitchell-Terry building, Glasgow, Ky., by “Jimmie 
the Typewriter Man.” This store carries steel filing equip- 


ment, office supplies and school supplies. “Jimmie” is an 
authorized dealer for the Woodstock typewriter, and the 
Royal portable typewriter 
— 
Mr. Burger Undergoes Operation 

\. Burger, president of the Art Steel Company, New 
York, N. Y., underwent a serious surgical operation in 
November. He 


His many friends rejoice at his recovery. 


recovered satisfactorily and is now back 


on the job 
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New Home of Pacific Desk Company 

As this issue was being put to press an invitation in the 
form of a handsome folder was received from the Pacific 
Desk Company, Los Angeles, Calif., requesting our pres- 
ence at the formal opening of the company’s new building 
at 1031 South Hill street, January 5 and 6. We regret our 
inability to be present physically, to share and enjoy in 
person this evidence of the company’s progress and pros- 
perity. 

The invitation folder, done in a pleasing combination of 
buff and black ink on a light brown background, carries an 
illustration on its cover of a bark with all its sails set, and 
the words “Sailing on to 1945.” On the third page is a pen 
and ink sketch of the new building. Flanking this illustra- 
tion on the left are two smaller drawings—one of the 
original home of the company as it was in 1910 and the 
other of the building taken in 1920 and occupied up to the 
In the February issue, we expect to present 
building together with additional 


present time 
illustrations of the new 


comment and description. 
ee 


Western Office Supply Company to Enlarge Store 

It is reported that the Western Office Supply Company, 
Henry W. Salo, manager, is about to enlarge its establish- 
mezzanine was installed but 
It is planned to put ina 


ment. Sometime ago a new 
now the expansion is downward. 
basement, taking space beneath the store and placing a 
stairway at the rear of the present store to further display 
and store goods below. There will be considerable space 
on the lower level—enough for a bargain basement, per- 
haps.—C. M. L. 
— 
Paper Napkins in Germany 

It is due to the great war that paper-napkins have been 
In Germany cloth napkins during the 
For sanitary purposes dif- 


put much in use. 
war were nearly forgotten. 
ferent kinds of paper-linen were manufactured, and wad- 
dings were made from paper. Paper manufacturers de- 
voted their ability to manufacturing new styles of paper 
napkins. Paper napkins now have become a great selling 
line. They are indeed cheaper than linen napkins; they 
only cost a price that comes near the washing of linen 
napkins. But besides, paper napkins may be had in beau- 
tiful colorings and styles much nicer than linen napkins 
From the sanitary standpoint paper nap- 


It is not always the custom to 


In appearance. 
kins are to be preferred. 
have linen napkins washed after being once used. To the 
contrary the same napkins are often used more than once 
in a family household before being washed again. In ho- 
tels and restaurants linen napkins have to be washed after 
every using. For small meals they don’t give any linen 
napkins. But they now give paper napkins which are 
thrown away after use. For tea parties, etc., paper nap- 
kins have come to be very much in use, also for small 
family and children’s parties. Restaurants, dining rooms, 
etc., which never would have thought of giving a napkin, 
now offering paper napkins. Small ice napkins and nap- 
kins for glasses and bottles are great sales articles. 

The ladies in their households have found that paper 
napkins and other paper goods are of great sanitary and 
advantage. The German Women’s Associa- 
tion has arranged a prize competition for compiling a list 
of paper articles that are used in family households to find 
out if it is possible to apply still more paper goods to make 
living easier and cheaper in connection with sanitary and 
economical results.—E. R. B. 

—_—_—_@———_—_ 
New York Office Appliance Managers Elect Officers 

The New York Office Appliance Managers 
recently elected the following officers for the ensuing year: 
President, C. F. Price, Remington Rand Business Service, 


economical 


Association 
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Inc., vice-president, Arthur H. Phillips, American Sales 
Book Company, Ltd.; secretary-treasurer, Walter Strain, 
American Multigraph Sales Company. 
The annual banquet of the association will be held Mon- 
day evening, January 12, at the New York Athletic Club. 
a 


Veteran Typewriter Man Passes 

Thomas F. Crean, a veteran typewriter man, formerly 
for many years prominently connected with the selling 
organization of the Remington Typewriter Company at 
home and abroad, and more recently president of the 
Church Lane Savings Bank of Brooklyn, N. Y., died late 
last month at his home, 78 Midwood street, Brooklyn, 
after an illness of three weeks. Mr. Crean was sixty-two 
years of age. He was born in Brooklyn. After retiring 
from the typewriter business, he established a new savings 
bank on Church avenue, Brooklyn, known as the Church 
Lane Savings Bank. This was in 1925. He was its first 
and only president. Two months ago the bank was merged 
with the Lincoln Savings Bank, and Mr. Crean was made 
a vice-president and director. 

During the World War he was a deputy under the Alien 
Property Custodian. He was a member of the Montauk 
and Crescent Athletic Clubs and was active in the affairs 
of the Knights of Columbus. 

Surviving are his wife, Mrs. Mary Mulhern Crean; a 
daughter, Mrs. Lillian Johnson, and a grandson, Crean 
Johnson. 

Funeral services were held on Saturday morning, Decem- 
ber 27, at the Church of St. Francis of Asissi. Interment 
was at Holy Cross cemetery. 

Many of those associated with the typewriter industry 
in its earlier years will recall Mr. Crean’s activities in this 
field, and will experience much regret at the passing of 
still another pioneer. 

——— 
Evansville, Ind., Stationer Passes Away 

Joseph Cohen, 42 years old, living at the corner of 
Green River Road and the Boonville Highway, formerly 
office manager of the Evansville Office Equipment Com- 
pany, Evansville, Ind., died Friday, December 26th, at 
the Mayo Clinic at Rochester, Minn., following an opera- 
tion. The body was returned to Evansville and funeral 
services were held Monday afternoon, December 29th, 
from the Schaefer morgue with burial in Rose Hill ceme- 
tery. Mr. Cohen is survived by the widow, Pauline, one 
son, three daughters, two brothers and two sisters. He 
had a large circle of friends who join the bereaved family 
in mourning.—W. B. C. 

SE <a 


Death of Prominent Missouri Stationer 

Office Appliances notes with profound regret the death 
of Charles J. Botz, founder of the Botz Printing & Sta- 
tionery Company, Jefferson Citv, Mo., and chairman of 
the company’s board of directors. 

Mr. Botz passed away’ on Saturday, November 16, in his 
seventy-third year. He was widely known and highly re- 
spected. His death is a loss to his community. 

<cninimniliigidanias 
Brother of Oklahoma Typewriter Man 
Suffers Illness 

J. F. Hall, formerly manager of the Remington office at 
Fort Smith, Ark., but now located at Ponca City, Okla., 
was called to Fort Smith in November on account of the 
serious illness of his brother. 

—— 
Ponca City Concern Adds Stationery 

Joseph Hall, the Ponca City, Okla., typewriter man, re- 
cently added a stock of commercial stationery and labor 
saving office devices. 
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Fountain Pen “Racketeers” Busy Again 


According to information recently received at the head- 


quarters of the W. A. Sheaffer Pen Company, Fort Madi 


son, lowa, the “fountain pen racket” is being successfully 


worked in various parts of the country, to the pecuniary 


“racketeers” and to the disadvantage of 


advantage of the 


pen dealers, pen producers and the general public. 


The latest evidence of this type of “merchandising” ap 


Allentown, was rented on 


this ad 


peared in Penna., where space 


the premises of a reputable business hous In 
ation the bogus pen men held a sale from 


to eight o’clock 


vantageous lo 


twelve o'clock noon on a recent Saturday 
in the evening of the same day. The event was well ad- 
vertised in a newspaper of the town 


The advertisement appeared under the heading, “Dis 
continued Colors of Schafner Lifetime, Guaran 


teed $5.00 Self-filling Fountain Pens on Sale at $1.00." The 


Genuine 


purpose of the wording of the advertisement is obvious 
The and terminology is sufficiently like the 
to suggest to the casual reader that the pens are products 
The body 
of the was as equivocal as the heading in 
that it think that the 
Sheaffer Lifetime pen was offered for sale at $1.00 

efforts that are being put forth to 
culling the publi 
practice continues. The L. E. Water 
York, N. Y., is also a victim of this 


referred to 


natinc¢ genuine 


of the well known fountain pen manufacturer. 
advertisement 
was phrased to make the reader 

In spite of extensive 
apprehend the persons responsible for 
by this method, the 
man Company, New 
fraudulent selling where . the 
All fountain pen dealers, in fact, all re 
urged to beware of these un- 


type ol pens are 


as “Watersons.” 
tailers everywhere, are 
scrupulous workers who are duping the public by resorting 
Their refusal to sell by mail or tele- 


basis and their haste to get away, are 


being 


to unfair practices. 


phone on a C. O. D 


practically tacit admission of questionable and improper 
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Inasmuch as the officers last year had done such an ex- 
cellent job, it was decided to re-elect them for 1931, with 
that of a corresponding secretary and pub- 
[Thompson was 


one addition 
licity man, to which position George A 
elected 

William governor, and Jack Kendrick, 
retail director, were Mason 
gave an interesting talk on how the travelers can help the 
National Kendrick made a numbe1 


of timely suggestions of especial interest to travelers. The 


Mason, district 
present at the meeting. Mr. 


Association and Mr 


club went on record as favoring a two-day convention in 
June at Colorado Springs. 

The following members of the 
meeting \. V. Crush, W. J. Clemmons, D. 
I. W. Hankins, R. J. Mitchell, C. E 
hauser, C. E. Robinson, J. J. Simmers, H 


\. Thompson 


present at the 
H. Gullett, 
Runge, J. P. Ober- 
A. Shields and 


club were 


George 


—— 


Philadelphia Office Appliance Managers 
While the organization above mentioned is known as the 
Office Appliance Managers Association, it takes in the 
managers of allied industries, such as steel office furniture 
operation of 


and manufacturers of material used in the 
office appliances. 
The association, which meets each Friday at some suit- 


able place in Philadelphia, consists of twenty-eight active 
members. After luncheon discussions are usually devoted 
to such subjects as better business methods and merchan- 


dising. It is not unusual to listen to a general sales mana- 
ger or traveling representative of some company within 
the group who happens to be visiting his Philadelphia 


office on the day of the luncheon 


The association’s social activities are confined to several 


afternoons of golf during the summer and an annual 


Christmas party. 
President, B. L. 











methods of merchandising The officers of the association are 
— : MacChesney, manager of the Tabulating Machine Com- 
Rocky Mountain Travelers Meet pany, 1225 Arch street; vice-president, Kenneth Mac- 
The annual meeting of the Rocky Mountain Travelers Gregor, manager of the Addressograph Company, 1211 
Club was held at the Albany hotel in Denver, Colo., on Arch street; secretary-treasurer, Thomas T. McCarthy, 
December 22 The meeting was well attended and the manager of The General Fireproofing Company, 1425 

regular routine of business was carried out. Chestnut street. 

BIG SCHOOL SALE OF TYPE 


This picture shows 113 
Woodstock typewriters purchased 
from M. S. Ginn & Company, Wash 
ington, D. C., by the District of Co- 
lumbia Public Schools The staff 
shown above is complete except for 
the employment manager and Louis 
F. DeWilde, president of the com- 
pany M. S. Ginn & Company sell a 
complete line of commercial sta- 
tionery and office appliances 


WRITERS 
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WHEN FROWNS IN OLD KEN 
TUCKY TURNED TO SMILES The 
Retail Merchants Association of 
Louisville, Ky., sponsored a parade 
and street carnival given on the 
night of November 28 It was in- 
tended as a “gloom chaser and to 
instill a holiday feeling in the minds 
of the community The affair was 
such an unexpected success that it 
is intended to repeat it annually It 
took the entire parade two hours and 
a half to pass a given point. An es 
timated crowd of over two hundred 


and fifty thousand people viewed the n oD Conic 
parade The illustration shows the Clarence R Smtthate 
float of Clarence R. Smith & Com Keniachys Lerg st 
pany The ‘‘Dutch band consisted Office Sunny 


of twelve pieces and the men in cos 
tume shown on the side of the flo t 
distributed souvenirs furnished the 
Smith Company by the Boorum & 


255.4% 


Pease Company and the W. A. Sheaf — 
fer Pen Company 











Coast Concern Predicts Good Era 

The dawn of a prosperous business era is predicted by 
officials of the Pacific Manifolding Book Company, 1703 
Sixth avenue, S., Seattle, Wash., with branches at Los 
Angeles and Emeryville, California. This dark hour is 
just before the dawn of a new epoch of prosperity. A 
great increase in demand for stationery and business forms 
of many kinds has been experienced by the Pacific Coast 
concern, which has not only closed large contracts for 
paper, but has received many orders for furnishing special 
Stationery. 

‘There are unmistakable signs on the business horizon,” 
states the book company, “that the dawn of a new pros- 
perity is at hand Our business, to a large extent, is 
a gauge—a barometer. Manufacturing for over one hun- 
dred thousand firms on the Pacific Coast all types of forms 
used in the transaction of business provides a direct in 


dication of conditions We are experiencing increased 


demand from all branches of industry. Our contracts for 
paper purchases indicate our confidence Last year we 
purchased thousands of tons of paper in the states of 
Washington and Oregon. We paid over $400,000 for this 
paper to an industry which supports some of the largest 
payrolls in the Northwest. Prosperity is at hand—a new 


a sound—a great prosperity. We urge our thousands 
of friends to prepare for the new day that is dawning.” 
C. M. L 

—>— 


Mr. Watson Presents a Forecast of 1931 

Thomas J. Watson, president of the International Busi- 
ness Machines Corporation, has made the following state- 
ment of views concerning the business outlook for 1931. 
He said 

“I confidently expect 1931 will be a better year for busi- 
ness, in general, than 1930. My opinion is based on re- 
ports received from representatives of our company in 
all parts of the country, plus the fact that we have an 
abundance of all the essentials needed for prosperity, with 
our people possessing a desire for more and better things. 

“I believe one very important element of a return to 
normal prosperity is the fact that a halt has been called 
to the indiscriminate buying of securities by people of in- 
sufficient means. These people are now using discrimina- 
tion in their purchases and keeping them within their 
means 

“Inventories of the country are low and our wage scale 
is high, with 43,000,000 people gainfully employed. I be- 
lieve if we will all have optimism, tempered with sound 
business judgment, we shall be moving forward at a satis- 


factory rate within a reasonable time.” 


S. M. Babson Finds Business Prospects Brighter 

Returning from an extensive trip of two months’ dura- 
tion spent in the western territory of the United States, 
S. M. Babson of the Bates Manufacturing Company, re- 
ports a very favorable atmosphere prevailing among deal- 
ers in that territory. The results he obtained in the 
consummation of his business proved very satisfactory. 

Mr. Babson considers business prospects considerably 
brighter than they were and his observations indicate a 
keener interest among dealers than has been exhibited 
for some time. 

— ~<— -_—— 
Conditions Improve in Southern Indiana 

Pearl J. Branch, associated with G. A. Todrank, well 
known typewriter dealer at 210 South Second street, 
Evansville, Ind., has returned from a business trip through 
southwestern Indiana and reports trade conditions better 
than they were a month or two ago. Mr. Branch makes 
a specialty of looking after adding machines and type- 
writers for public officials and he probably has done as 
much of this work as any man in southern Indiana. He 
also has worked up a large trade among business houses 
and professional men in southwestern Indiana.—W., B. C. 

——_@——— 


Hotchkiss Company Warns Patent Infringers 

The E. H. Hotchkiss Company, through C, F. Kuch, Jr., 
manager, states that they have discovered that a Chicago 
manufacturing company are placing on a market stapling 
machines believed to be a direct infringement of letters 
patent issued to Greenfield on a machine for stapling 
sheets, the patent being numbered 1,287,584, and dated De- 
cember 10, 1918, and on the Polzer stapling machine, pat- 
ent number 1,588,990, issued June 15, 1926, of which The 
E. H. Hotchkiss Company are the sole owners. The of- 
fending company has been duly notified that they are in- 
fringing on the patents belonging to the Hotchkiss Com- 
pany. Venders and users of stapling machines, infringing 
the Hotchkiss patents are reminded that the company ex- 
pects to bring suit against all infringers, and these include 
those who make, purchase or sell to others, or use stapling 
machines made in accordance with the two said patents 
named and not purchased from the Hotchkiss Company 
or its selling agents. 

The special points of the patents alleged infringed have 
to do with the mechanism for providing both a permanent 
and temporary fastening for sheets of paper which idea is 
broadly covered in the two patents above named and the 
assemblage of the staple feeding mechanism in a single 
unit covered broadly by the claims of the Polzer patent 
number 1,588,990. 
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the Inport Newsof 
~——the e Month Withs ‘an jnteresting : 






Repor} of the Notable Activities 
in Every Section of the Field. 


Underwood and Mercedes Exchange Technical 
Rights 

On December 22, 1930, the Elliott 

arrangement for interchange of 


Underwood Fisher 


Company entered into an 
technical rights and manufacturing information with Mer- 
ymaschinen-Werke Aktiengesellschaft of Get 
1 on the same date 
Mercedes Co. for cash, no 


arrangements have 


cedes Buri 


many. nderwoor acquired a substan 


tial financial interest in the 


new financing being involved These 


purpose of further developing the busi 

ness of both « Philip D. Wagoner, 

Underwood Elliott Fisher Co., stated. 
The Mercedes Buromaschinen-Werke 


clusive manufacturer of typewriters, bookkeeping machines 


been made for the 


ompanies, president ol 


is the largest ex- 


and calculating machines in Europe, and does a business 


country in the world, including a sub- 
United States. 


ympany produces a number of very highly devel- 


in virtually every 
stantial volume in the 

‘The c 
yped products, including 
operated bookkeeping machines, the 
a capacity up to $9,999,999,999 999.99 or one 
cent dollars,” Mr. Wagoner 

‘The Mercedes plant is in Germany, in the 
center of the metal industry, which makes available to it 
highly skilled labor Che company has 2,500 em- 
ployes, practically all skilled. It has the first 
skilled labor, as it offers the conditions,” 
he added 

‘This 
Fisher 


company and its hig 


electric typewriters and fully 


electrically registers 
of which have 
less than 10 trillion stated. 


Thuringen, 


very 
choice of 
best of working 


Underwood Elliott 
Me rcede S 


h technical development but because 


transaction is important to 


Co. not only because of the size of the 
a much improved position in some foreign 
previously been difficult or unprofit 


Mercedes 


its business as a sepa- 


it will assure 


markets which have 
able for American manufacturers to serve The 


company will of course continus 


rate and distinct company, maintaining its present sales 


and its full line of products and will carry out 


organization 


its existing and future sales and service agreements,” Mr 


Wagoner c 


The foregoing 


ncluded 
report was published in the Wall Street 
December 26. 

“ ihe : 
Joslin General Offices in Merchandise Mart 
Manufacturing Com- 
is well as the company’s Chicago branch, have been 
Suite 1161, Merchandise Mart, Chicago. The 
new number is Superior 4340. This is the 


quarters of Morris and Milton H. of the executive 


Journal on 


[The general offices of the Toslin 


pany, 


moved t 
head 


i¢ if pl one 
Sheras, 


manager of the Chicago branch. 


staff, and F. X. 


Space is provided for private offices and also display room, 


Mayer, 


as well as stenographic and other office facilities 

\ cordial invitation is extended to friends to visit the 
new offices and display rooms of the A. D. Joslin Manu- 
Merchandise Mart. The build- 


Bank drive, reached from the 


facturing Company in the 
ing is located at 222 North 
with a station in the 


loop district by the elevated lines, 


Mart \ 


manufacturers in a multitude of lines, 


wide variety of merchandise is displayed by 
including commer- 


cial stationery products, 


a 
Hano Paper Corporation Expands Export Business 
The Hano Paper Corporation, 80 Thirty-ninth street, 
Brooklyn, N. Y 
Africa and the 
This company has had considerable 


, is expanding tivities to cover 


Orient. 


its export ac 
export expe rience 
Latin American countries and desires to expand 


foreign business still more 


in the 


RL ES 
Sinisgalli Severs Connection with Utica Office 

Supply Company 
Retail Director 
the National Stationers Association, has withdrawn from 
the Utica Office Supply Company, Utica, N. Y. Mr 
management of the affairs of this 


Sinisgalli, District No. 2 of 


Charles V 


Sinis 


galli has been in active 





Cc. V. SINISGALLI 


company for a number of years. All his holdings and the 


management of the company has been taken over by 
Alfred G. Preston, 

For the 
except that he intends to stay in the 


take up any active work for two or three months. 


formerly vice-president 


present Mr. Sinisgalli has no definite plans 


and will not 


He has 


industry 
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under consideration several opportunities for organizing 
a new retail office equipment business. A number of man- 
ufacturers have also made bids for his services. 

Although he 
compliments the office equipment industry by saying, “I 
dificult to get office 

It has an appeal to me that I have 


has investigated other fields, Mr. Sinisgalli 


am finding it very away from the 


equipment business. 


not been able to find in other lines of endeavor.’ 


sineriailealiiiass 
Young Now With Old Town 

A. W. Young, president of the Illinois Paper Company, 

has been affiliated with Old Town Ribbon Carbon 

Company, New York, assuming the office of vice-president. 

Mr. Young has been in the ribbon and carbon business 


and 





A. W. YOUNG 


G. R. HIGH 


for a long time. Originally he was with Miller-Bryant- 
Pierce Company, whom he left in 1928 to buy a controlling 
He is aggressive in 


fur- 


interest in Illinois Paper Company. 
directing sales and has shown marked initiative in 


nishing ideas which his customers can use in moving the 
merchandise they buy from him. 


With Mr 


nection, G. R. 


Young giving his attention to his new con- 
High, vice-president of Illinois Paper Com- 
pany, has succeeded to the office of general manager. He 
has been in the company for more than four years and has 
established a record as a capable producer 
ee 

International Business Machines Reports Good Year 

In announcing the declaration of a 5 per cent stock divi- 
dend recently by directors of International Business Ma- 
Corporation, Thomas J. Watson, president of the 
that a 
the value of the company’s products, and not census busi- 


chines 


company, stated more widespread appreciation of 
ness, had been responsible for making the company’s earn- 
ings for 1930 a new high record. 


“In view of the greatly exaggerated impression that 
apparently prevails, as to the beneficial effect of the 1930 
census, it seems appropriate to state that the additional 
work of the 


governments has 


business obtained by reason of the census 
United States 


amounted to less than one and one-half per cent of our 


and various foreign 
total business for the year,” he said. 
A regular quarterly dividend of $1.50 per share was also 
Both the stock dividend and the cash dividend 
are payable January 10, 1931, to stockholders of record at 


declared. 


f business December 20, 1930 


the close 

International Business Machines Corporation manufac- 
tures and distributes electric accounting and tabulating 
machines, electric time recording and time indicating sys- 
tems and industrial weighing and counting and commercial 
The 


ported for the first nine months of 1930 net earnings of 
$5,474,426.00, an increase of 11.3 per cent over those of the 


scales and store equipment. company recently re- 


corresponding 1929 period and an increase of 42.5 per cent 
over those of the corresponding 1928 period. 
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Remington Rand Shows Reduced Expenses 

Operating economies by Remington Rand have been ef- 
fected at the rate of $2,500,000 annually during 1930. The 
company, as cited in the Wall Street Journal of December 
2, operated at seventy-eight per cent of the 1929 rate 
during the fourth quarter of 1930. This same percentage 
is expected during the first quarter of 1931. 

The company seems practically certain to show its $1.60 
annual common dividend earned in the twelve months 
ended December 31. In fact, as the three months ended 
December 31 are normally the best period of the year for 
office equipment companies, the dividend should be earned 
by a good margin. 

The same should hold true of the first quarter of 1931, 
as normally the three months ended March 31 are almost 
as good as the quarter ending December 31. 

For the nine months ended September 30, the company 
showed net profit of $2,657,955 after all charges and federal 
taxes, equivalent after dividend requirements on seven per 
cent first and eight per cent second preferred stocks, to 
$1.27 a share on 1,338,060 common shares. For the cor- 
responding 1929 period, earnings were $4,370,754, or $2.48 
a share, on 1,334,457 common shares. 

With Remington Rand in its best period, and with signs 
that the business depression is scraping bottom, the out- 
look for the company is encouraging. 

Business of the company has increased each month since 
July. Remington Rand in the seven months from April 1 
to November 1, 1930, reduced administrative, overhead and 
fixed operating expenses at the rate of $2,500,000 for the 
Thus, the company has begun to get 
and administrative 


full twelve months. 
the benefit of the 
expense expected from the consolidation. 

Result of better co-ordination of departments is prob- 
ably best shown by comparing the 1930 showing, when 
sales were lower and fixed and over-head charges rela- 
tively larger, with 1928, a good year for the office-appliance 
industry. For the nine months ended September 30, 1930, 
net profit after bond interest, depreciation, tax reserve, and 
all charges was $2,657,955 upon a gross business of $40,323,- 
854. This compared with net of $1,075,835 upon a gross 
business of $45,837,000 in the corresponding 1928 period. 
This is an increase in net of 147 per cent in the nine months 
ended September 30 compared with 1928 on a gross busi- 


smaller overhead 


ness roughly twelve per cent smaller. 

Net profit in the December quarter of 1928 came to 
$1,016,513 on a gross business of $16,206,000. Christmas 
business is important, especially in typewriters. In 1928 
holiday business was good, while 1930 is a year of hard 
times and the amount of Christmas business is uncertain. 
However, despite the depression, savings accounts have 
been growing, and this is a year when useful presents 
most likely will predominate. Under the 
it appears that Remington Rand in the December quarter 
of this year will net around $800,000. If this is borne out 
common and preferred dividends for the calendar year will 


circumstances 


be earned in full. 

While business of the 
roughly twenty-two per cent from 1929, no one department 
seems to be particularly hard hit. However, the account- 
ing machine department and the Powers tabulating divi- 
sion are showing somewhat better than the others. This 
is due largely to greater foreign demand for the company’s 
products, especially from European banking institutions. 

During recent months there has been an improvement 


company as a whole is down 


in accounting and tabulating machine sales here as well as 
abroad, and sales of larger models of bookkeeping and 
the Powers tabulating machines are now running ahead of 
1929. 

Taken as a whole, reports of all branch offices here and 
abroad are more encouraging as to outlook for all lines 








52 
of the company’s business than they have been for some 
time his is due partly to a change in business sentiment 


Hlowever, it is believed that a large part of the increase is 


due to the fact that because of wear and tear on office ap 
plances, and the policy of business managements to mak« 
none but necessitous purchases, office equipment requir« 
Chis dammed 


itself in 


ments have accumulated in large volume 


back demand from now on should begin to make 
creasingly felt 
Due to economies, increased efficiency, and reduction of 


and fixed charges, Rem- 


overhead, administrative expens« 

ington Rand would be able, on an increase of seventeen 
per cent over its 1930 business, which would bring sales 
volume back to 1928 level, to show larger earnings than it 
did in 1929. Such a volume of business with gross sales 
tf around $62,000,000, would, however, still be five per cent 
below gross sales for calendar year 1929, 

Remington Rand's earnings for 1931 also should b« 
helped by the tact that the company is to bring out twe 
important new models next spring 

_ ae — 


Addressograph International and Subsidiaries List 
Assets at Near Fifteen Millions 
On December 24 The Wall Street Journal of New York 


presented the following summary of a recent statement 


by the Addressograph International Corporation and sub 


sidiaries, including the American Multigraph Company 


his 


of a stock dividend of 79,808 no-par shares of common 


statement, after giving effect to (a) the declaration 


stock; (b) the acquisition of the net assets and business of 
the American Multigraph Co. and (c) the issuance of 160, 
405 no 
shows total assets of $14,970,100: current assets, $7,234,704 
$1,097,146, and total surplus, $4,574,7:9 


Addressograph 


par shares of common stock in payment therefor, 
current liabilities, 
Pro forma consolidated balance sheet of 
International Corp. and subsidiary companies, including 
the American Multigraph Co. (after giving effect to (a) 
the declaration of a stock dividend of 79,808 no-par shares 
of common stock; (b) the acquisition of the net assets and 
business of the American Multigraph Co. and (c) the i 

1f 160,405 no-par shares of common stock in pay 


1930, follows 


suance 
ment therefor) as of September 30, 

Assets 
depreciation, $3,616,106; cash, $1,888,126; accounts and notes 


Land, buildings, machinery, equipment, etc., less 


receivable, $2,317,002: 
stock 
advances to 
$1,023,894 


inventories, $3,029,576; employes’ 


purchase account, $180,380; investments in and 


European subsidiaries (not consolidated), 


investments, $55,702; patents, 


miscellaneous 


trade marks, development on new 


applications for patents, 
products and good-will, less amounts written off, $2677, 
$201,454; total, $14,970,100. 


stock 760,213 ne 


$8,500,000; notes and accounts payable, $427, 


$195,339: div 


800: deferred charges, 


Liabilities Capital (represented by 
par shares), 
599: sundry accruals, $280,079; federal taxes, 
$194,129; preferred stocks of 
$413,500: reserves for contingen 
capital surplus arising through acquisition 


$948 087 : 


idends payable, subsidiary 


companies, not owned, 


cies, $384,695 
surplus, $3,626,672; total, 


or pr earned 


$14,970,100 


perties, 


—_— i — 
Royal Declares Semi-Annual Dividends 
Che Wall Street 


Royal Typewriter Company has declared the regular semi 


Journal of December 24 stated that the 


annual dividends of $1.50 on the common, payable January 


17 to stock of record January 10 and $3.50 on the preferred, 


payable January 17 to stock of record January 15 
os 
Pay Roll Check Fraud Reported 
The W. A. Sheaffer Pen Company reports fraudulent 
operatior n pay roll checks, and wishes to warn dealers 


himself 


t guard against being vi imized 


\ man calling 








OFFICE APPLIANCES 


Colin H. Clark obtained employment with Puder & Puder, 


Newark, N. J., 


appearing to be issued for the 


and then secured from his employer cash 


for a check Sheatter pay 


roll tor $100 Chis was No. 845, drawn November 24 on 
the First National Bank, Chicago. Thereafter he disap 
peared. In the midwest a short time ago a similar scheme 


was operated, to the financial loss of merchants cashing 


the checks 

In Philadelphia the police hold warrants for a man who 
passed worthless Sheaffer checks, bearing the signatures 
of W. A. Sheaffer and R. E. Bell. The 
is about forty years old, light complexion, and we -ghing 
He affected a slight 


a smooth talker, and capable of commanding 


man is described 


about 200 pounds English accent, ts 


a good salary 
as an accountant. 

The W. A. Sheaffer Pen Company urges merchants to 
vise very carefully any checks purported to be issued by 
loss 


the pen manufacturer, to avoid possible 


—_—~»—— 
W. L. Reinhardt Joins Ames Envelope Company 


removal from 55 Sudbury street, 


Atlantic 
Safety 


Coincident with its 
Mass., to 610 
on December 1, the 


Boston, avenue in the same city, 


Ames Envelope Company, 


prominent manufacturers of mailing, filing and carrying 


envelopes, announced that William L. Reinhardt, for the 


assistant superintendent of the 


past twenty-seven years 
Library Bureau plant, Cambridge, Mass., has joined it 
as vice-president and manager in charge of factory oper 
ations 

Mr. Reinhardt’s record in this field has been a notable 
one. He had gained a wide reputation in the industry for 


his development of new stationery products that fulfilled 
the needs of offices more systematically and economically 
whose super- 


better 


He is also known as a production expert 


vision of manufacturing processes has resulted in 
quality and larger volume of output, and reduced expense. 

In announcing Mr. Reinhardt’s appointment, J. W. Fitz 
Ames, said that 


it is in line with the company’s efforts to achieve maximum 


gerald, president and general manager of 


economy and quality in production 
The plant at 610 Atlantic avenu¢ 


creased floor space for the larg« 


new will provide in 


amount of new, special 


machinery which is being installed. This location will also 


facilitate shipments because of its closeness to the South 


Station terminals. The 


Boston transportation 


in height, has 


and other 


building, which is six stories been com 


pletely renovated and modernized 
and carrying en 
Amestyl 


Among the numerous mailing, filing 
velopes and devices produced by this firm is the 


“Envelock,” 


institutions 


used on registered mail envelopes by financial 


throughout the country because of the pro- 


tection it assures. The company also makes special safety 
envelopes in all sizes and types to order. Branch offices 
are located in Atlanta, Buffalo, 
cinnati, Detroit, Los Orleans, 
Philadelphia, Pittsburgh, St 


Washington, and Havana, Cuba 


saltimore, Chicago, Cin 
New New York, 


San Francisco, Toledo, 


Ange le Ss, 
Louts, 


saline 
Carlisle Linn Visits Chicago Trade 

Linn-Smith Printing Company, St. 
spent a few days at the Blackstone hotel, Chi- 
Mrs. Linn accompanied him. 
Merchandise Mart, 
Quality 


Carlisle Linn, of the 
Louis, Mo., 
cago, during the holidays. 
W hile 
Mr. Linn dropped into the 


Park Envelope Company 


looking over the wonders of the 


Chicago branch of the 


a 
Chisholm Now Gestetner Advertising Manager 
Chisholm has recently taken over the reins 
as advertising manager of the Gestetner Duplicator Cor- 
Bloomfield, Newark, N. J 


Che Gestetner organization is making definite 


ind Mr. Chisholm’s duties will be 


George E. 


poration of 


progress 


comprehensive. 
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The Guest Book 

W. J. Young, 211 Cole building, Tulsa, Okla., called at 
our office November 25. His mission on his trip to Chi- 
cago was preliminary investigation as to the possibilities 
of a new article for office use not yet announced. 

Frank T. Hess, manager, and John Dornette, Jr., coun- 
sellor, of the Wood Office Furniture Inc., 
New York City, spent a short time in the this 
journal on November 26. Both were visiting 


holding 


Associates, 
office of 
gentlemen 
leading centers and office 
men in the interests of the wood office furniture industry. 


meetings of furniture 
A report of the meeting held in Chicago appeared on page 
57 of Office Appliances for December 

C. G. Morris 
December 2. Mr 
Johnson Office Equipment Company of Jackson, Mich. It 


called at the office of this 


Morris was until recently buyer for the 


journal on 


is his intention to re-enter the retail stationery business. 
O. F. (Dick) Ramseyer, Dayton, Ohio manufacturers’ 

representative, inscribed his name in The Guest Book on 

December 3. Mr. Ramseyer is widely known among Ohio 


dealers He 


on conditions in his state. 


handles several important lines, and is an 
authority 


A. Longini of Maison H. E 


was a visitor on December 8 


Longini, Brussels, Belgium, 


Some additional informa- 
tion regarding Mr. Longini’s visit and his house appears 
on another page. 

M. L. Wagner, president, Indiana Chair Company, Jas 
per, Ind., spent a short time tm this office on December 10 
Mr. Wagner is prominently identified with other interests 
in Jasper. 

G. E. Salb, secretary and manager of the Indiana Desk 
Company, Jasper, Ind., December 10 with Mr. 
Wagner. Mr. Salb reported relatively lively activities in 
the office furniture business in the Southern 


called on 


Indiana dis- 
trict, which has become an increasingly important factor 
in the office furniture industry throughout the country. 
F. E. Van Buskirk, long prominently connected with the 
typewriter industry, who recently joined the staff of Dun- 
bar Associates, New York, looked in upon us on Decem- 
\ visit with Van is always pleasant and profitable. 
valuable rich 


ber 16 
We 


store of experience and something helpful from his inter- 


never fail to get something from his 
pretation of the times with which he ever keeps in step 
and tempo. 

A. F. Taylor, Columbus, O., 
December 18. Mr. Taylor was manager of the 
stationery department of the John F. 
Columbus, recently 
Diehl Office that 
this connection he was for more than twenty years asso- 
ciated with the Schooley Printing & Stationery Company 
of Kansas City, Mo. 

Fred C. Schaefer, of St who represents the 
Sanford Manufacturing Northwest 
Schaefer is a strong association man, 


spent a short time in this 
office on 
Rees Company of 
sold to the 


Prior to 


which department was 


Equipment Company of city 


Paul, Minn., 
Company in the was 
a recent visitor. Mr 
and is widely known among stationers for his work in the 
promotion of effective displays in stationery stores and for 
his advocacy of the open display idea 

C. A. Netzhammer and one of his daughters, Miss Ruth 
Netzhammer, called on Office Appliances December 30. 
Miss Netzhammer North Side 
father, who is sales manager of the Northwestern 
Company of Milwaukee and 
visited friends in the trade and conferred with them 
good of the 


visited friends, while her 
Furni- 
‘ure active in association 
affairs, 
concerning matters he has in mind for the 
National Stationers Association and its members. 

Ward Harris, manager of the Seattle, Wash., branch of 
looked in the 3lst, 
enroute to an Ediphone convention to be held at Buffalo, 
oo 2, 3 and 4. Mr. Harris will have satisfac- 


tion in reporting to the forthcoming convention an increase 


the Ediphone Company, upon us on 


January 
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in business for the year 1930, and in expressing his belief 
that a favorable turn in business has already come. 

Ray Larter of Los Angeles, Calif., Pacific Coast agent 
for International Visible Systems Corporation, pulled our 
latchstring on the last day of the old year. Mr. Larter 
had attended a company meeting in Cincinnati. He was 
returning to the West brimfull of enthusiasm for the inter- 
national system and the book which are finding a receptive 


market. 


ee 
H. C. Grubbs Heads RCA Sales 
H. C. Grubbs, formerly vice-president of The Dalton 
Adding Machine Company and later an executive for the 
Remington Rand Business Service Inc., has joined the 
RCA Victor Company, Inc., Camden, N. J. He is in 
charge of sales activities of this organization. 


Ee 
Defiance Calls Attention to Calendar Pad Decision 
A letter to the Defiance Sales Corporation by its attor- 
neys states substantially the same facts as were recited in 
the item published last month concerning the appeals 
court’s decision in that company’s suit against the Colum- 
bian Art Works. The decision of the lower court in favor 
of the Defiance Corporation was given a modified affirma- 
tion. The Appellate Court held that the cartons of the 
Columbian Art Works were not objectionable, but di- 
rected that certain statements in their catalogue be modi- 
fied. The matter was referred to a master for an account- 
ing. 
The previous item on page 52 of the December issue of 
this journal, gave substantially the findings of the Court 
in the Court's own language. 


—————— 

Northwest Travelers Ask Suggestions from Dealers 
R. C. Clarke, president of the Northwest Travelers Club 
has addressed a letter to fellow travelers reporting that 
the club is making good progress—finances sufficient for 
the year and membership growing. A roster of the club 
has been issued and sent to every member. A letter has 
been addressed to the stationers of the Sixth and Seventh 
Regional Districts referring to the success of the sales 
promotion programs which have been carried out during 
“In view of the fact that the Club has been 
says President 


the past year. 
on the offensive for the past few years,” 
Clarke in his letter to dealers, “it seems logical now to 
pause and allow the dealers of the Sixth and Seventh 
Regional Districts to offer their suggestions as to How 
the Northwest Travelers Club Can Be of More Service to 
Them. So from now on the year 1930-1931 will be Dealer 
Suggestion Year. The Club will most gladly appreciate a 
letter full of suggestions from every dealer.” 





——> 
Dates of Regional Meetings in Districts 6 and 7 
The next regional meeting of the Sixth District is sched- 
uled to be held in Milwaukee June 15 and 16, and of the 
Seventh District at Minneapolis June 18 and 19. Additional 
information will be forthcoming later. 


a ee 
Scottish Typewriter Man Speaks Before Glasgow 
Rotary 

William Watson, managing director of Watson’s Type- 
writers, Ltd., who returned not long ago from a trip to 
the United States in the interests of Scottish trade devel- 
opment, with the special purpose of inducing American 
concerns to establish factories on the Clydeside, addressed 
the Glasgow Rotary Club’s weekly meeting on November 
18 on the subject, “The Clyde—the Workshop of the 
World.” He gave details of a definite move by a consid- 
erable number of American manufacturers to install plants 
alternatively in Canada, Britain or on the Continent, and 
urged the strongest efforts on the part of the municipal 
authorities and industrial organizations to attract these 
new industries to the Clyde. 





New York Typewriter Dealers Enjoy Evening 


Entertainment 

At the November meeting of the New York Typewritet 
and Adding Machine Dealers Association there was no 
mn il usil transacted The members set aside the 
egula usiness program to talk over the various achieve- 
ment i 7 ciation nce its organization about a year 
ak 

in Je ¢ of L. C. Smith and Corona Typewriters, 
Inc., gave a rt talk on association work. He said that 
the t vriter business is very important to the business 
world whi depends on the products sold by the typ 
writer dealers [The industry functions importantly to 


practically everyone in the world, and it is to the benefit 


tf all persons connected with the industry to make it as 
clean and nest as they possibly can. Mr. Conger said 
that the New York Association has accomplished a great 


deal since it rganization He recalled the beginning of 


the Nation Association in Kansas City in 1926, at whicl 
time hie id little thought of the association organizing as 
well and a mplishing as many benefits as it has up to 

€ present time There is still a lot to be done, but with 
the cooperation of members, conditions will be made better 
as time gor 1 We should not expect perfection, al 
thou vell to try for it In closing, Mr. Conger 


| President L. C. Neuberger on his vear’s suc 


cessful administration 

Marcu Harwitz, general manager of the Regal ype 
vriter | pany, said a few words regarding the benefits 
| ed the association lle assured the members 
that it i fine thing for them to meet and have a talk 
eve mont Such meetis encourage members to work 
for a larger membership which is to the advantage of th« 
trad Che association ts already under a good momentum 
and with a little effort on the part of its members will 

ntinue to t é 


( Typewriter Company, ex 


pre sed | leasure at being able to be a member of the asso 
itior He predicted that conditions would be greatly 
improved within anothe yea 
I. J. Cohen, vice-president of the association, and thx 
man wl did the pioneer work in its organization, said 
that he was pleased and satisfied with the attendance at all 
neetings and hoped that the members had been greatly 
benefited. He said that if they would but continue to show 
tneir nterest, there is 1 question but that the trade will 
f ird toward the elimination of the troubles now 
nfronting it and that conditions will be better for every 
ne ncerne 1 
I lore Sheaffer of the United Typewriter Company, 
expressed the opinion that the association had done good 
rk in the past and would continue to benefit the dealers 


n New York indefinitely 
entertained by 


talent engaged by President L. ¢ 


exceptionally fine 


Neuberger 


The members wert 


eunijescme 
Notes from the New England Travelers 


On January 12 the Boston Stationers’ Association and 
the } England Travelers will hold a joint meeting 
probably at the Chamber of Commerce building where a 

' served followed by an educational program 

n pictures on paper, inks and blank books The 

pplied by Eaton, Crane & Pike Company; 

Carter’s Ink Company and the Boorum & Pease Com- 
Entertainment and dancing will follow the pictures 

| ' Sar New England representative for The 
slobe-Wernicke Compat a convalescent from a serious 





Meetings--Conventions--Dinners 





Seattle Typewriter Men Elect Officers 
Roper of the E. W. Hall 
mously elected president of the Typewriter Dealers’ Asso- 
ciation of Seattle for 1931 at the last weekly meeting this 


Lynn Company was unani- 


year on December 9. James C. J. Martin was named vice 


president; J. L. Hoyt, treasurer, and G. F. Johnson, sec- 

retary. 

(,08s spoke of the excellent co- 
1930; 

Seattl 


for splendid 


Retiring President E. | 


operation received from all the members during 


gave especial thanks to Mr. Hoyt, manager of the 
office of the Underwood Typewriter Company, 
“new-dealer co-operation,” and, on behalf of the members, 
presented Secretary Johnson with a new fountain pen desk 
set as an appreciation of his services 

President Roper declared that with the aid of the other 
officers of the association 193] 
He pledged his best efforts for the growth of the organi 


should be a banner year. 


zation 


The members agreed to postpone the weekly meetings 


until the second Tuesday in January, 193] 


At previous meetings members of the association were 


questioned on down payments asked by them on new 


portables. It was found that the majority request a cus 
tomer to pay $6.50 down and $6.50 a month for nine addi 
tional months 

The intended meeting on November 25 was canceled to 
attend a general meeting of the 
Seattlh 


Chamber of Commerce at 6:30 


permit the members to 
Retail 
in the banquet hall of the 
\ special table 


dealers and a large number heard good talks and 


Trade Bureau of the Chamber of Commerce 


that evening. was reserved for the type 
writer 
business and increasing old trad 


a 


creating new 
Northwest.—J. 
sciliiaailaiaatanatnc 

Lead Pencil Institute Elects Officers 
Che Lead Pencil Institute, Inc., recently elected the fol- 
lowing Nelson B. Gaskill; 


B. Lewis Padgett: treasurer, Edward E. Huber, Eberhard 


plans for 


in the Pacific 


officers: President, secretary, 


Faber Pencil Company. The board of trustees includes 
\. C. Berolzheimer, Eagle Pencil Company; Eberhard 
Faber, Eberhard Faber Pencil Company; Richard Best, 


Best Pencil Company; George T. Smith, Joseph 


Crucible 


Richard 
Company; R. A. Weissenborn, General 
Pencil Company; J. R. Musgrave, Musgrave Pencil Com- 
pany; John S. Furst, United States Pencil Company; Asa 
B. Wallace, Wallace Pencil Company, and Samuel Reck- 
ford, American Lead Pencil Company 
a aes 

Detroit Stationers Club Does Practical Work 

Secretary H. J. Koehn of the Detroit Stationers Club, 
and general manager of the stationery department of Greg- 
states that the club, 


Dixon 


ory, Mayer & Thom Company, Inc., 
although only a few months old, has established a very 
good credit reference system among members, enabling 
them to stop the so-called “dead beat” from getting credit 
from one concern from four to six months without paying 
and then going to another stationer and doing the same 
thing. A reporting system has been put into effect so that 
when an account runs over a certain period regardless of 
who the party or concern may be, it is reported to the 
membership. It is believed that this system will have the 
effect of 
are with the average stationery store 


The club has carried on a number of interesting social 


bringing collections more up-to-date than they 


meetings and will do more good work as time goes on. 
The club is headed by Lynn B. Emery of the Lynn B 
Emery Company, Detroit, as president 


only officers of the club. 


The president and 


the secretary are the 
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Philadelphia Stationers Meet 

The rush of the Holiday season usually militates seri- 
ously against attendance of meetings, held at this time, so 
that the regular stated December meeting of the Phila- 
delphia Stationers’ Association, held at the Bellevue-Strat- 
ford Hotel, was no exception. 

Illness confining President Charles A. Connell to his 
home, Past President Francis B. Irwin presided in the 
absence of the two vice-presidents although second Vice- 
President Alvah Bushnell arrived later in the evening. 

The usual order of business was carried through and an 
unfinished item—that of the report of the committee ap- 
pointed to audit the Treasurer’s books for the past year 
was read, accepted and ordered spread on the minutes 

The meeting then resolved itself into an informal dis 
cussion of trade matters and conditions.—C, H 

SE 
Chicago Typewriter Dealers Hold Monthly Meeting 

The regular monthly meeting of the Chicago Typewriter 
Dealers Association was held in the Old Town room of 
the Sherman hotel on Tuesday evening, December 9. 
Those attending were dinner guests of Bill Claussing of 
the International Typewriter Exchange. Attendance prizes 
were donated by Arthur Froehlich of the Reliable Type- 
writer and Adding Machine Corporation, every one present 
receiving a copy of the first edition of the Business Ma 
chines Digest except W. T. Plummer and E. M. Stratton, 
who were the fortunate recipients of copies of the latest 
edition. 

President Kline called the meeting to order at 7:30. He 
first expressed the thanks of the association to Mr. Claus- 
sing and Mr. Froehlich. Routine business was set aside 
for discussion of the topic of the evening. The president 
extended greetings to new members and requested cooper- 
ation and support. He then made some remarks on port- 
able typewriter sales which were effective in convincing 
those present that some action on the part of the dealers 
was necessary. The president pointed out that some work- 
ing standard of selling should be established by the man 
ufacturers of portable typewriters. He said in part: “We 
ask this in all sincerity and do not wish to evade our share 
of the responsibility for the present condition. It is our 
desire to raise the standard of the typewriter business and 
we do not wish to take any radical stand. We are merely 
asking for a solution of the present absurd condition and 
some practical standard to follow in the advertising and 
sale of portable typewriters.” 

A general discussion then ensued which immediately 
brought up the question of recent misleading advertising 
in the sale of portable typewriters in Chicago. These 
methods of advertising were criticized and the dealers were 
informed that it had been stopped. Discounts to teachers 


by one 


were also spoken of and the information was given 
company to the effect that the practice objected to had 
been discontinued since September The _ discussion 
brought out the fact that the sale of discontinued models 
of portable typewriters is a national problem existing in 
other places as well as in Chicago 

The following resolution was passed and was ordered 
sent to manufacturers and to the president of the National 
Association of Typewriter Dealers 


“Be it resolved, that the Chicago Typewriter Dealers 


\ssociation request all manufacturers of portable type- 
writers that they arrange that future sales of such portable 
typewriters be made contingent on advertising, showing 
them to be “discontinued” or “obsolete” models, so that 
the public would not be led to believe it was getting the 
late model $60.00 machine. Also that the president of the 
National Association be informed by asking support of the 
national and local associations throughout the country so 
that the same practice will be national.” 


on 
wn 


Safe Manufacturers Elect Officers 

On November 19 the National Association of Safe Man- 
ufacturers held its annual meeting in New York City. 
On this occasion the following officers were chosen to 
serve for the ensuing year: President, R. M. Tussing, 
president, The Victor Safe & Equipment Company, Mari- 
etta, Ohio; vice-presidents, G. C. Brainard, president, The 
General Fireproofing Company, Youngstown, Ohio; E. C. 
Hyman, president, Mosler Safe Company, Hamilton, Ohio; 
A. J. E. Larson, vice-president, Art Metal Construction 





R. M. TUSSING 


Company, Jamestown, N. Y.; C. F. Meilink, president, 
Meilink Steel Safe Company, Toledo, Ohio; J. H. Rand, 
Ir.. chairman of board, Remington Rand, Inc., Buffalo, 
N. Y.: A. J. Roos, vice-president, Diebold Safe & Lock 
Company, Canton, Ohio; treasurer, H. A. Noble, vice- 
president, Diebold Safe & Lock Company; secretary, R. P. 
Dryer, 1101 Hippodrome building, Cleveland, Ohio. ’ 

The work of the two standing committees of the asso- 
ciation for the past year was reviewed and plans were 
approved for their further activity. These committees are 
the standardization committee which deals with the pro- 
duction problems and the technical questions arising in 
the fire-resisting safe industry, and the commercial stand- 
ards committee which is concerned with marketing prob- 
lems: establishment of better trade practices and the 
widening of the field for fire-resisting safes. 

— 
New Orleans Stationers Elect 

The annual meeting of the Stationers’ Association of 
New Orleans was held on Tuesday, December 9, at 6:00 
P. M.. at Alfred’s restaurant. The following executive 
committee was elected for 1931: Chairman, H. J. O’Don- 
nell, O’Donnell Brothers, Inc.; vice-chairman, A. W. Hyatt, 
A. W. Hyatt Stationery Manufacturing Company; three- 
year term, Vic. Colomb, Palfrey-Rodd-Pursell Company, 
Ltd, 

The other committees for 1931 will be appointed later 
by the chairman. 

Plans are already under way for the convention of the 
National Stationers’ Association this year in New Orleans. 
A convention committee will be appointed soon. 

It is hoped that 1931 will find the New Orleans Asso- 
ciation working hard on ratios for comparison with the 
Harvard Research figures as well as other matters relating 
to checking and compiling group cost figures. 

Secretary F. A. Berger states that they also plan to 
show the sales index each month of the entire association 
in order to keep a close check on the trend of business. 

The $5.00 prize was won by Paul Mule of the Tropical 
Printing Company, Inc. 

The next meeting will be held January 13, 1931. 








New York Retail Stationers Association 
The second annual banquet of the Retail Stationers As- 


New York City, Inc., took place on November 


sociation ot 


29, and included not only a banquet but an entertainment 
and dance at which 742 people were present Chis is un- 
derstood to be the largest affair ever held in the stationery 


industry 
Che affair 


committees in charge are t be heartily « 


was an outstanding success and the various 


ongratulated 


Appelbaum on 


Guests of honor President 





JACK APPELBAUM BENJ. 8S. GRAYSON 

the dais included United States Senator Royal S. Cops 
land of New York; and E. Clifton Wilson, Houston, Tex., 
resident: ( B. Mathes of The Conklin Pen Company, 
loled ©., first vice-president; William E. Ward, New 
York, third vice-president; Charles P. Garvin, Washins 
ton, D. ¢ secretary and general manager, and W. L 
laques, New York, regional governor, all (except Senator 
Copeland) executives of the National Stationers Associ 
ition Present also at the speakers’ table were the execu 
tive f the New York Association whose names appear 
below 

Harold S. Budner, counsel for the New York Station 
ers Association, acted as toastmaster and acquitted him 
elf with much credit 

Carnival hats were provided for the guests and others 
by the Reyburn Manufacturing Company. Many interest 
it and useful souvenirs were presented 

\s a mark of the appreciation of his fellow members 
President Appelbaum was presented with a handsom« 
he ? t 7) eT 

The Retail Stationers Association of New York City 
was organized about two years ago to study the problems 
f the retailers as such The association has done good 
work and today there are about two hundred dealers in 
Manhattan Island alone who are members of the associa- 
tion. Many manufacturers and jobbers are doing all they 
in to cooperate with the association and to put the retail 
business in New York City on a substantial basis 

Che association is officered by the following President, 
Jack M. Appelbaum, Atlas Printers, Inc.; first vice-presi 
dent, J. S. Libien, Libien Press; second vice-president, Ab« 
Fineman, Fineman Bros.: secretary, Henry Frank, Henry 
Frank, Inc.; treasurer, Joseph N. Lazarus, Universal Paper 
(ompat " stant treasurer, Charles M. Fox, C. M. Fo» 
mana Ben S. Grayson 


> 


Annual Dinner, New York Stationers, This Month 


Che annual banquet of the Stationers Association of 
New \ will be held on Wednesday evening, January 
1, at the Hotel Astor The Hon. A. Harry Moore, for 

vernor of New Jersey, will be the principal speaker. 
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San Francisco Typewriter Dealers Meet 
meeting of the Typewriter Dealers Asso- 
Elks Club on the 


president, pre- 


The 
ciation of San Francisco was held at the 


December 17, H. J 


monthly 


evening of Hastings, 


siding [here was practically a one hundred per cent 
attendance and much interest and enthusiasm were shown. 
The early part of the evening was devoted to a talk on 
Credits by Albert Herman of the Retailers Credit Asso- 


ciation of which the Typewriter Dealers Association are 


members \ plan was adopted to meet cut rate rental 
competition brought about by a dealer who withdrew from 
the association 


Victor H. Tibbs, the 


owing to pressure 


resigned that 
Lester F. 


secretary-treasurer, 
position of other duties and 
Secor was appointed to act as secretary for the remainder 
of the fiscal 

Che officers of the 
dent, H J Hastings, 
vice-president, W. H 


secretary 


year. 


San Francisco Association are Presi- 
San Francisco Typewriter Exchange; 
Billington, L. C 


treasurer, 


Smith and Corona 


[ypewriters, Inc.: Lester F. Secor, 


Guaranty Typewriter Company. 


> 

Philadelphia Stamp Manufacturers Elect Officers 

The Philadelphia Club 
cently elected the following officers for the 
year President, Richard W. Shindler, Quaker City Sten- 
cil & Stamp Works, Inc president, William F. Beatty, 
Stamp Company; treasurer, Joseph P. Con- 
Edward E 


Samuel F. Curry, 


Stamp Manufacturers met re- 


and ensuing 
». vice 
Progressive 
Evans & ( 


Evans & Convery; 


very, onvery:; secretary, Sedgley, 


trustees, Samuel F 
chairman; Elliott 
Charles F. Holden, S. H. 
D. Hardenburgh, H. Dilks & Company 


These new officers are already working out various plans 


Curry, In Frizlen, Steutzer & Frizlen; 


Quint’s Sons Company; Thomas 


to make the organization even more useful to its individual 
members in the coming year than it has been in the past 
\ credit system has been adopted to aid in reducing to a 
minimum the number of bad accounts. This service is to 
be conducted by the secretary for the benefit of the mem- 
bers of the club 

Although the 
officers look 


spirit of cooperation during the present year 


club has enjoyed a successful year, the 


forward to a manifestation of even a greater 


> 
Kansas City Office Appliance Managers 


At the meeting of the Kansas City, Mo., Office Appli- 
ance Managers Association, held on Monday, December 5, 
the following officers were elected for the ensuing year 
President, R. E. McInnes, The Ediphone Company; vice- 
president, L. J. Wenzel, Wenzel Office Equipment Com 


Shields, A. B. Dick 


Saunders 


pany; secretary-treasurer, 
Company; directors: Thomas W. Atkin, Kee Lox Manu- 
facturing Company, and R. M. Kelso, The Telautograph 


Corporation 
The club plans to hold a dinner the early part of Jan- 
this occasion, a 


members and salesmen On 


Kansas City 


uary lor 


prominent man will be present to make a 


short talk. 
returned to business after 


McInnes 


f illness and is again looking fit 


Robert (Bob) has 


a distressing siewe 


——<— 
Boston Stationers and New England Travelers 
to Meet Jointly 
The Boston Stationers Association will hold a joint meet- 


ing with the New England Travelers Club during the 


month of January. 

Che clerks of all the retail stationery stores are to be 
invited to this meeting \ dinner will be served and 
moving pictures of three manufacturing plants with a 
descriptive lecture will be shown on the screen. 


After will be dancing. 


adjournment, there 
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Montreal Stationers Hold Annual Meeting 

The annual meeting of the Stationers Association oi 
Montreal, Canada, was held in the Queens hotel on 
Wednesday, December 3, at 6:30 P. M. Twenty-four firms 
were represented by the following persons: W. S. Penny- 
cook, chairman; Leon Rolland: O. H. Manning, Armand 
Gauthier; H. L. Brooks, H. Nicholls; G. A. Crites, Ed- 
ouard Gariepy, J. C. Grier, Maurice Gariepy, Robert For- 
tier, W. P. Crites, H. R. Smith, W. E. Leeson, R. S. Hub- 
bell, D. W. Crites, O. W. Barwick, M. A. Reid, J. A. 
Quay, R. W. Folkins, Sam Jason, Paul Rodier, J. A. Savoy, 
Louis Seguin, A. E. Rowlands, W. Ed. Dawson, Percy 
Phillips, F. Dawson, P. Burns, J. W. Benson, J. H. John- 
son, J. Crawford, W. F. Dawson, Eugene Charters, James 
Sutherland, F. Gerald Charters, R. L. Lamb, R. L. War- 
ner, Marcel Rolland, L. A. Frederick, and A. B. Caswell. 


After the minutes of the previous meeting had been read 
and approved, and as no new business was forthcoming, 
the president called on W. Ed Dawson, governor of Dis- 
trict 13 for a few remarks. Governor Dawson announced 
that the regional meeting of the thirteenth district would 
be held in Montreal on Monday, February 16, and that 
contact would be maintained with the Montreal Stationers 
\ssociation in working out further details. The president 
then read two telegrams, one from the Toronto Associa- 
tion and another from James S. Luckett, congratulating 
the organization on the close of another successful year 
and conveying best wishes for the New Year. The secre- 
tary treasurer read a fine report concisely covering the 
activities and financial position of the association. On 
motion duly seconded, the secretary’s report was adopted 
after the report of the auditors. 

L. A. Frederick gave a report on the credit bureau ac- 
tivities. The president then made an address in which 
he thanked the members for their cooperation through- 
out his term of office and stressed the advantage to be 
gained from round table conferences in the career and 
maintenance of fair and honest practice 

The nominating committee then read its report and on 
motion duly seconded the secretary was instructed to cast 
one ballot for the nominees listed. The following officers 
will therefore, serve for 1931: President, William F. Daw- 
son, Charles F. Dawson, Ltd.; vice-presidents, first, O. H. 
Manning, O. H. Manning & Company; second, Roy S. 
Hubbell, Roy S. Hubbell, Limited; secretary-treasurer, 
L. A. Frederick, Index Card Company; executive commit- 
tee: O. W. Barwick, Barwick, Limited; W. P. Crites, 
Crites & Riddell; J. Alf. Guay, J. Alf. Guay Limited; W. 
Ed. Dawson, Dawson Brothers, Limited; Robert Fortier, 
Joseph Fortier, Limited, and W. S. Pennycook of Thomas 
V. Bell, Ltd. 

The retiring president, W. S. Pennycook, called upon the 
new president to take the chair. Mr. Dawson thanked the 
members for his election and stated that everything pos- 
sible would be done to further the interests of the asso- 
ciation and to cooperate with the regional governor. On 
motion of W. P. Crites, seconded by O. W. Barwick, a 
sincere vote of thanks was extended to the past president 
for his fine and untiring work. On motion of M. A. Reid, 
a vote of thanks was given to the retiring secretary and 
his assistant for work throughout the year. 


The meeting adjourned at 8:05 P. M. 
—_>- 


Office Equipment Manufacturers Institute to Meet 
in Washington 

The next quarterly meeting of the Office Equipment 

Manufacturers Institute will be held at Washington, D. C., 

in March. When the date is set, due announcement will 


be made. 


7 


wn 


New York Stationers Square Club Elects Officers 

\t the annual election of officers, December 18, 1930, at 
the Level Club, the members of the Stationers Square Club 
of Greater New York accepted unanimously the slate pre- 
sented by Donald McLeod as chairman of the Nominating 
Committee, to-wit: 

George Nitschke, president; Irving M. Levy, first vice- 
president; Louis Wachtel, second vice-president; Milton 
Van Alst, treasurer; Mortimer Libien, secretary. 

The membership was warm in its expressions of grati- 
tude to Harry Lynn and his group of officers who served 
so efficiently during the past year. 

To George Nitschke and his staff of officers a rousing 
and enthusiastic vote of confidence was registered. 

Hereafter the regular meetings of the Stationers Square 
Club will be held at the Hotel Brittany instead of the 
Level Club. 

<soicamiliailegiaa 
Northeastern Pennsylvanians Hold Fruitful 
Meetings 

Although everyone in and around Scranton, Penna., the 
habitat of the Northeastern Pennsylvania Stationers Asso- 
ciation, seems to be more interested in getting all the busi- 
ness possible, we are informed that they nevertheless have 
found time to hold some very successful meetings, one of 
which in particular evoked a discussion of the Capper- 
Kelly bill which the association endorsed, and sent a com- 
munication outlining the action of the organization to sev- 
eral of the Pennsylvania representatives at Washington. 
Representatives of other businesses were invited to partici- 
pate in the discussions at this meeting. 

The association had a most enjoyable outing last sum- 
mer at the summer home of President Walter J. Kressly, 
near Wilkes-Barre. Mr. Kressly is also president of the 
Kressly Stationery Store in Wilkes-Barre. 


a 
Concerning the Seattle Salesmen’s Club 

The Seattle Office Appliance Salesmen have organized 
a club which meets every Monday at noon and holds also 
a monthly night meeting which is turned over to one of 
the members whose duty it is to put on a demonstration 
of his equipment for the sales forces of associate mem- 
bers firms. The illustration herewith shows a likeness of 
those who attended the November meeting, which was 
held in the showrooms of the George W. Bean Company, 
New World Life building, Seattle, Wash. H. R. Wash- 
ington, president of the Purchasing Agents Association, 





MEMBERS OF THE SEATTLE OFFICE APPLIANCE SALESMEN’S 
CLUB PAUSE FOR A MOMENT DURING A MEETING TO FACE THE 
CAMERA 


was the speaker of the evening and after his remarks 
Henry Saari of the George W. Bean Company, gave an 
interesting and instructive demonstration of the company’s 
lines. These meetings enable the salesmen to be of great 
assistance to each other in exchanging tips, suggestions, 
etc., etc. 

The club is headed by A. W. Newth of the Postage 
Meter Company and the secretary is Frank R. Johnson of 
Fildex Bureau, Inc. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers Association 








OFFICERS: 


Arthur ]. Walker, President, Minneapolis, Minn.; Ed. L. Little, First Vice-President, Wabash, Ind.; B. A. Tuttle, Second 

Vice-President, South Bend, Ind.; E. Clifton Wilson, Third Vice-President, Houston, Tex.; Fred. Christensen, Fourth Vice- 

President, New York, N. Y.; C. A. Stott, Treasurer, Washington, D. C.; Fletcher B. Gibbs, Auditor, Oak Park, Ill.; Charles 
P. Garvin, Secretary and General Manager, Washington, D. C. 


REGIONAL GOVERNORS 


District No. 1. D. D. Mac- District No. 4. Austin Left- 
donald, Bradley & Sco- wich, Tropical Printing 
ville, Inc., New Haven, Company, ew Orleans, 
Conn. La. 

District No. 5. R. M. Tus- 
sing, The Victor Safe & 
Equipment Company, 
Marietta, Ohio. 

District No. 6. H. L. Wat- 
kins, National Bank Sup- 
ply Company, Milwaukee, 

District No 3. W. E, Isc. 

Stockett, Stockett~- Fiske District No. 7. Frank J. 

Company, Washington, Koch, Koch Bros., Des 

D.C Moines, la. 


District No. 2. Charles 
Sinisgalli, Utica, N. Y. 





REGIONAL GOVERNORS 


District No. 8 George District No. 11. Pal Clark, 
Hausam, Hutchinson Of- Clark’s Book Store, Wal- 
fice Supply & Printing Co., la Walla, Wash. 
Hutchinson, Kans. 

District No. 12. Charles R. 
Barry, Charles R. Barr 

District No. 9. L. B. Gard- Co., San Francisco, Calit. 

ner, Hill Printing & En- 


graving Co., Waco, Tex. District No. 13. Percy F. 


Grand, Grand & oy, 
Toronto, Canada. 


District No. 10. L. R. Ken- District No. 14. William E. 
drick, Kendrick & Bellamy Ward, John Ward & Son, 
Co., Denver, Colo. New York, N. Y. 


GENERAL OFFICE and INFORMATION BUREAU—525 Investment Building, Washington, D. C. 


Place of the Next Annual Convention—New Orleans, La. 


Governors and Retail Directors to Meet 
in Washington 
Che regional governors and retail regional directors of 
the National Stationers Association are scheduled to meet 
at the headquarters of the association in Washington, D. C., 
on February 5 and 6. A full attendance is confidently ex 
pected. Plans for the present winter, spring and summer 
will be formulated and a program of regional meetings will 
be laid out, together with topics for presentation, new 


ice as, et 


~~ — — 
First District Stationers to Meet in February 
Che annual banquet and regional meeting of the sta- 


tioners of the first regional district will be held on 
February 9 at the Chamber of Commerce building, Boston, 
Mass Che annual banquet of the district will be held 
at the Statler hotel in the evening 

Che affair will be under the direction of Regional Gov- 
ernor George W. Pratt and Retail Director Donald D. 
Macdonald 

o 
Northwest Travelers Club Activities 

The meeting of the Northwest Travelers Club scheduled 
» be held at the Saint Paul hotel, St. Paul, on December 
27, was postponed and matters which were to have been 
taken up at that time will be discussed at the Nicollet 
hotel, Minneapolis, on January 31. 


* * . 


Che annual banquet of the Northwest stationers will be 


eld at the Nicollet hotel, Minneapolis, on Saturday, Jan- 
uary 31, at 6:00 P. M All members of the Northwest 
Travelers Club are requested to be present. Arthur Gray 

n is in charge of the arrangements and promises a bigger 
and better banquet than ever before \ surprise is sched 
uled to be presented at this banquet. 

‘ 
I. O. Davis of the Miller-Davis Company, Minneapolis, 
vernor of the seventh district, and August Hunn of the 


i. H West {ompany, Milwaukee, rovernor of the sixth 


district. attended the recent convention in Detroit Joth 


gentlemen are putting in a lot of hard work to make suc- 
cessful the next regional conventions of their respective 
districts. 

* * * 

The Fargo Stationery Company is the name of a new 
stationery store recently opened at Fargo, N. D. Travel- 
ing men are invited to call at this establishment. 

* * ” 

The Globe-Gazette Company of Wahpeton and Minot, 
N. D., announce the opening of two new stores, namely 
the Minot store, known as the Minot Stationery Company, 
which was opened November 15, and the Wahpeton store, 
known as the Globe-Gazette Company, which held its 
opening on November 20. 

* * « 

Jertelson Brothers of Minneapolis have recently made 
changes and improvements in their retail store, bringing 
it into line with the most modern types of stationery stores 
throughout the country. 

“ + * 

At the time of the Community Chest Drive in Minneap- 
olis, the employees of the Miller-Davis Company proved 
to be liberal with their money. They not only subscribed 
one hundred per cent, but added to it by their decision to 
take the amount that it would have cost them to hold their 
annual banquet and turn it over to the community fund. 
This act of generosity was greatly appreciated. 

aidnaiagaliaiimains 
Through Inadvertence We Scrambled the Regional 
Meetings 

On the National Association page of the December issue 
were two items referring to coming regional meetings. 
These items were badly scrambled, particularly the last 
part of the first and all of the second, It appears that the 
seventh district has not definitely decided upon the date of 
its meeting, but that the place of the meeting will prob- 
ably be the Nicollet hotel at Minneapolis 

No date nor place has yet been decided on for the meet- 
ing of the sixth district. In the past, this district has held 
its meetings in Milwaukee and Chicago and it is likely that 
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Quick to the immediate need, this new model Mimeo- 3 
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graph does its remarkable job with utmost dispatch. 
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process is designed to spur thought to action. 
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hour. Form letters, bulletins, charts, graphs, office and $ 
































factory forms, etc., are better printed than ever before— 








and with greater ease. This new single-unit model with its Ht 
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simplified controls is the most automatic of all Mimeographs. 

















Easier to operate. The feed table now takes a full ream of 







impression paper at one time. For full particulars of this 


greatest of all Mimeographs and how it may serve you, write 


ALY 


A. B. Dick Company, Chicago, today, or ‘phone nearest branch. 


4++4441 | 


Look for the Mimeograph trademark heading in classified directory. 
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the meeting will be held in one of the two cities named. 


The 


in the 


Midwest Travelers as an organization are not active 
affairs of the district, but their 
activities principally to the eighth district It 
Roy Clarke of the Northwest 
Regional Governor J. O 
Director B. J. carrying out the 
plans of the seventh district. Hoffman of the 
Midwest Travelers, on the other hand, will cooperate with 
the activities of the 


seventh confine 
will be 
Club 


Davis 


President Travelers 


who will cooperate with 


and retail Bristoll in 


President 


eighth district under the direction of 
George Hausam and William Schmiederer, retail director. 
Che meeting of the eighth district will be held in Lincoln, 


in March. Of course, it was obvious that the meeting of 


the seventh district would not be held in Lincoln, becaus¢ 


Lincoln is outside the limits of that district. The commit- 


who will cooperate with the governor and officers of 
the eighth district include Jack Grey of the McMillan Book 


tees 


Company, chairman, executive committee: K. H. Kiesel, 
Che Carter’s Ink Company, and Frank O’Connor, Boorum 
& Pease Company. The entertainment committee will 


consist of P. F. McLaughlin of F. S. Webster Company, 
chairman; Courtney Wahl of the Wilson-Jones Company; 
F. S. Miller of The General Fireproofing Company; a 
Moore of the Columbia Ribbon & Carbon Company, and 
W. R. Braden of the Stationers Loose Leaf Company 


———— 


New York Typewriter and Adding Machine Dealers 
At the 


awain deferred the regular business 


last meeting of the association, the members 


as a number of enter 
tainers had been engaged for the evening by Mr. Schaeffer 
Hutter of the 


of the United Typewriter Company and Mr 


Checkwriter Company, In 
During the dinner the members were in excellent spirits 
and discussed many things which have been accomplished 
during the past vear After dinner, 


by the organization 


1 the evening presented an hour’s in 
Many 


finest of the 


the talent engaged fe 
members 


kind they 


teresting and enjovable entertainment 


said that the entertainment was the 


had seen in a number of years. It is planned to engage 
talent of like sort in the future. 

C. H. Ames of the U. S. Typewriter Parts and Supply 
Company, received the gift of a new Barr-Morse typ 


donated by the Barr-Morse Corporation 


writer 
evening of January 
will be 


Che next meeting will be held on the 
12 \t 


elected 


this time officers for the ensuing year 


. 


Wholesale Stationers to Meet at Atlantic City 


Che sixteenth annual meeting of the Wholesale Station 
ers Association of the United States and Canada will be 
held at the Seaside hotel, Atlantic City, N. J., on Thurs 
day, Friday and Saturday, February 12, 13 and 14, 1931 
Che association will analyze its plans to give manufacturer 
members, with favorable marketing policies, a complete 


distribution service. It will discuss the building of volume 


h the independent retailer group, and the coordina- 


roug 
tion and development of new cooperative activities. All 
wholesale stationers are heartily invited to attend this 
mecting 

> 


Illinois Booksellers and Stationers to Meet May 6 
and 7 


Che Illinois Booksellers and Stationers Association will 
meet May 6 and 7 at Danville, Ill. President W. C. Jac 
quin, Secretary E. A. Nichols and Vice-Presidents Will 
Johnson, Otto Wagner and D. H. Sparks, with R. H. Lewis 


OFFICE APPLIANCES 


of the executive committee and other members are already 
making plans for the meeting. The will be a 
valuable contribution to the sum of business information 
Visitors will find Danville an inter- 


program 


available to the trade. 
esting place, with traditions of hospitality that leave with 
the departing guests a distinct desire to come again 
--—— ~~ 


Sheaffer Executives Visit Canadian Plant 
W. A. Sheaffer, president and manager, and 
W. F. A. Sheaffer 
Pen Company, Fort Madison, Iowa, spent some time re- 
cently at the company’s Canadian factory, 169-73 Fleet 
street, Toronto. They report a continual increase in the 
production of pens and pencils at the Dominion plant, 


general 
Heising, factory superintendent, W. 


which serves England as well as the several dominions. 

3usiness conditions in Canada were noted to be about 
on an equality with those in the United States, with the 
farmer—the backbone of the country—not quite so well 
off as the American. Canada has some high priced wheat 
on hand, prices low, export trade decreased and no arti- 


ficial stabilization of prices being attempted by any 
agency Nevertheless, the Sheaffer executives were en- 
thusiastic about the general outlook for business: as well 


as the new Canadian plant, its products and policies, and 
the accomplishments of Sheaffer salesmen in the Domin- 
ion. The Canadian plant was organized about a year and 
one-half ago, located in a modern steel and brick building 
on a cross country thoroughfare in the better and newer 


part of industrial Toronto. 


— a ee 


Atlanta Printer Adds Stationery 
Establishment of the Universal Stationery Company to 
do an exclusively mail order business in printed personal 
and business stationery has been announced by Ledlie W. 
Conger, proprietor of the Conger Printing Company, 144 
Marietta street. 
The addition to the 


printing and publishing already being done by the Conger 


new business is in varied lines of 
company, while the company will produce fashionable sizes 
of personal and business stationery on a quantity produc- 
entire Southeast in its sales, 


tion basis, and will cover the 


it is announced.—J. H. R. 
——— 


National Brief Case Mfg. Company Moves 
The National Manufacturing Company, Chi- 
Ill., has taken larger space at 512-32 South Peoria 


Brief Case 


CakO, 

street. The announcement of the removal came concur- 
rently with a statement that 1930 was one of the largest, 
in point of business volume, that the company has ever 


had. 
The National line, 
line of stationers leather goods, has been well received by 


which includes brief cases and a full 
the trade. The new quarters are equipped to care for an 


expanding business. 
a 


Brennan Adding Machine Company in Receivership 

On petition of creditors, the Brennan Adding Machine 
Company, 122 South Michigan avenue, Chicago, IIL, went 
into the hands of a receiver Monday, December 8, 1930 
F. M. McKey, 38 South Dearborn street, Chicago, has been 
\ll manufacturing and selling activi- 


named as receiver. 


ties have been suspended At the time of going to press 
the sale of the 
scheduled for December 30, 1930 


the receivership will appear in the 


physical properties of the company was 
Further data concerning 


February issue. 
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Dealers 
Declare 


new 


CORONACASE 
a 


winner 






“SOLD SIX THE 
FIRST DAY. . !” 


= 













HE new Coronacase is a “‘natural’’. Customers 


see it—examine it—buy it. 
That’s what we hear from every part of the 
country. Dealers all applaud this ingenious Corona 
merchandising feature. 


Some report sales on the good looks of the new 
Coronacase. Some say the extra service angle 
turns the deal. Whatever the reason, the new 
Coronacase is a natural winner. 


Feature Coronacase in your windows! Its fine 
appearance and double service feature—together 
with the 22-year reputation of Corona—will make 
1931 your banner Corona year! 





L C SMITH & CORONA TYPEWRITERS INc 


1832 New York Life Building ...51 Madison Avenue, New York City 
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A FEW OF THE MANY BUSINESS FIRMS 
THAT USE AUTOPOINTS 











Bell & Howell Company Ogle Construction Co. Fuller Brush Co. 
J. G. LLEWELLYN J. G. FORSTER Cc. B. ECKMAN 
Assistant Sales Manager Vice Pres. District Supervisor 
























Endorsed by @i 
Big Business a Als 


‘1 





as is no other pencil! 





You reap the benefit of this nation-wide 
acceptance of Autopoint as a sales-builder 










th gs will always stand out!” Big business has set the seal of its 
approval upon Autopoint and from this endorsement dealers 


the country over are the gainers. 






Thousands of dollars spent in advertising Autopoint in the maga- 






zines might not win for it the preference that its use by famous manu- 






facturers gives it surely, unquestionably. For dollars can’t buy personality 






—and business has given Autopoint an unmistakable personality. 






Identify yourself with this favorite pencil of modern industry. Your 






whole trade is sure to benefit if you do. For if business men come to 






you for Autopoints, they'll want other things as well. 







AUTOPOINT COMPANY 
1801-31 Foster Avenue 
CHICAGO, ILLINOIS 















The “Better Pencil” 





Made of Bakelite 
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(New Machines and Devices—Continued from page 37) 


of angular adjustment the coiled spring relieves the 


surface from an uneven shock, insuring the 


pressure uniformly 
\nother 


is achieved by a groove in 


which 
block 


rubber 


feature of this new stamp is visibility, 
front of the 


into which a label carrying an impression of the 


nounting 


is slipped. This label is covered with a sheet of 
keep the 


stamp 
transparent celluloid to stamp impression clear 
and legible 

a - 


Yawman and Erbe Steel Corporation Desk 
Manufacturing Company, Roch- 
desk of steel, for 


The Yawman and Erbe 


ester, N. Zia 


use in large 


produces a corporation 


offices. It provides ample working surface, 


with a center drawer and two pedestal drawers. The desk 


50x34 inches; overall height, 30 inches The 


AS I 


top 1s 





NO. 7861-4 CORPORATION DESK BY “Y AND E’ 


center drawer 1s fitted witha paracentric lock: the pedestal 


drawers do not lock 


Several options as to drawers are available, such as 


card index with one or with two drawers; one vertical 


file drawer in each pedestal; or one vertical file drawer 


and one card drawer, arranged as required by customer. 

The back is closed to the depth of the 

h back panel can be provided if required 
- a 

Ink for Stencil Machines 

Aurora, III, 


stencil duplicating 


drawer pedestal; 


a full dept 


“Miller Line” 
Che Maller 


veloped three 


Bryant-Pierce Company, has de- 


types of ink for rotary 


machines highest grade, is for open drum ma- 


Type 1, 


? 


ype 2, open drum machines; 


grade, for 


chines; bulletin 





“MILLER LINE” DUPLICATOR INK 


fountain feeds. 


type, also suited t 
packed thus No 


glycerin type, for bulletin service), 


Type 3. closed drum 
These are 250 (glycerine base) and No, 


300 (non in one-pound 


containers tor open drum machines. 
No. 286 is made for closed drum duplicating 
and quick 


packed in 


especially 


machines; it has a thinner base, is free flowing 


drying, and is suitable for fountain cylinders; 
half p< und cans, 
ninemsn 
Counter Height Cupboard with Cash Drawer 
Ohio, 


Che General Fireproofing Company, Youngstown, 


type 
application of 
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—NEW— 


A STAMP-PAD INK 
THAT MAKES 


ANY USED 


STAMP-PAD 


SMEARLESS 
NO BLUR 


WATER-PROOF 


ODORLESS ON STAMP PAD 


PENENE 


“QUICK-INK” 


DRIES ON PAPER QUICK AS A FLASH 








MADE BY THE MAKERS OF 


5. PENDING 


NEEDS NO BLOTTER 


Write for Information on Penene 





Writing Fluid and ‘Quick. 
Ink” for USED STAMP PADS 


PENENE CORPORATION 
305 E. 46! ST., N. Y. CITY 
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ARBON PAPE PAPERS 
cuttin N 


THE LINE THAT CANT BE MATCHED 





A line which has both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 
care. 


MANIFOLD 
SUPPLIES 
COMPANY 


188 Third Avenue 
BROOKLYN <Gtationt 2 N, Y., U.S. 
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has added to its “Allsteel” counter height line a combined 

cupboard and cash drawer unit. The drawer has a remov 

able tray with twelve currency compartments and a coin 
G-F"" COMBINED CUPBOARD AND CASH DRAWER 

tray with six cups, Che drawer slides on progressive 

roller suspensions. 

Che cupboard, which forms the lower part of the unit, 
is closed with a disappearing door, and has a flush type 
latch handle. Locks are provided for both the drawer 
and the cupboard As with all other units of this line a 
slip-on linoleum covered top can be provided. 

A New Dating Device 

R. A. Stewart & Company, New York, N. Y., are putting 

on the market a new Regal dater. Its main feature is the 


screw top handle which diminishes or increases the tension 

















THE NEW REGAL DATER 
on the bands, thus facilitating the change from one date 
to another as well as permitting adjustment for wear or 


climatic conditions. The company will be happy to give 


further and fuller information on request 


ee 


“Y and E” File Redesigned 


The Yawman and Erbe Manufacturing Company, Roch- 
ester, N. Y., has redesigned its five-drawer filing cabinet 
line, incorporating important improvements. The letter 


size is No. 5314; the . 5316. The new height 


cap size is Ni 


57\% inches, which permits greater clearance for guide 


and folder tabs, 
New side locking c 


1s 
features. 
New ball 


and allows new construction 


ympressors have been added. 
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FOLLOWING 


THROUGH 


IT IS a tradition of this firm that our responsibility for Oakville products 
merely begins with oursale. . . . We feelitourduty, to ourselves as much 
as to our customers, to follow the Oakville line completely through the 
channels of distribution until the final sales to consumers are made 
and the consumers are satisfied. . To consistent following of this sales 
policy, we attribute a large measure of the success which has resulted 
since the founding of our business in 1848. In 1931 we plan to work 
more closely than ever with our customers in the merchandising and 
final sales of the Oakville line. . Starting with packaging of such dis- 
play value that the retailer’s selling task is definitely lightened, con- 
tinuing with a wealth of printed matter supplied free of charge, and 
finally backing up our customers with a firm trade policy, we offer a 
measure of cooperation that is outstanding in the stationery field. . 
We look forward to a prosperous year, and we intend to spare no effort 
in enabling every distributor of the Oakville line to share the success 


that we expect. 
SCOVILL MANUFACTURING COMPANY 


OAKVILLE-AMERICAN PIN DIVISION 


Waterbury. Connecticut 
PINS. CLIPS, FASTENERS, THUMBTACKS, TAK-A-PIN, ETC. 





New York Chicago San Franeiseo 
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OAKVILLE -AMERICAN 
vane ornoran 
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be A 


Oakvill 


REG. US. PAT. OFF. 

















Torey 
| | °SILK-SPUN i 
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CARBON PAPER 


Orne 


=a Can 


Serve You Best 


HE M. « V. line is com- 

plete. In addition to the 
standard line of Typewriter 
Ribbons and Carbon 
Papers, we manufacture 
inked ribbons for any device 
and in any degree of inking. 
We make a carbon sheet for 
every possible purpose for 
which carbon paper is used, 
in any weight or finish. 


All Mittag & Volger Prod- 
ucts are covered by a strict 
guarantee; all are priced in 
accordance with their super- 
lative quality. Best and 
most favorably known they 
are preferred by particular 
users everywhere. 


te 














Have you our catalogue and 
: : lie 5 
prices? Write 


Mittag & Volger, Inc. 


Principal Office and Factories—Park Ridge, N. J. 
AGENCIES Throughout the World 
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bearing roller suspension slides are standard equipment 
\ general locking device controlling all drawers can be 
supplied to order 

Construction changes embodied in the new cabinets in- 
clude reinforced cross rails: reinforced side construction 
with a 16-gauge channel in the front, “Z” bar in the center 





“Y AND E”’ FIVE-DRAWER FILE 


and at the end; reinforced 18-gauge channel at top and 
bottom; all bottom edges are double reinforced members, 


making the cabinet rigid and smooth at the bottom. 


a oe 
Sheaffer “Autograph” Line 
The “Autograph” is the most recent fountain pen of 
fered to dealers by the W. A. Sheaffer Pen Company. 
This line includes a mechanical pencil also. This pos 


sesses a novel feature, permitting the owner to identify 
himself, as his signature is engraved in fac simile on the 
decorative gold band. Instead of the usual narrow band 
encircling the cap, the “Autograph” has a 14 Kt. solid gold 
band 5/16 inch wide. This item is made only in the “Bal- 
ance Lifetime” type, with barrels in the three basic Sheaf- 
fer colors—black, black and pearl and marine green. 

The variation in the mounting, together with the signa- 
ture idea, makes a rich and refined instrument for the lover 
of the beautiful, and also offers means of identification, 
should the owner be among strangers. The comparison 
of his written signature with the fac simile on his “Auto 
graph” pen would help to clarify what might be an em- 
barrassing situation. 

The manufacturer reports that as a gift article the sales 
possibilities of the “Autograph” are great, as evidenced 
by the satisfactory results shown by the holiday gift buy 
ing season just passed. In order to give this new line a 
thorough introduction the W. A. Sheaffer Pen Company 
is making a particularly attractive proposition to dealers 
at this time. 

as 
Eberhard Fabers at Pinehurst, N. C. 

Mr. and Mrs. Eberhard Faber of New York spent the 
holidays at their home, Seven Gables, Pinehurst. They 
cave a tea at the Pinehurst Country Club on December 23. 
Those at the Country Club tea-dance included Miss Helen 
Waring, Mrs. H. G. Waring, Miss B. G. Bogard and G, M. 
Howard of Yonkers, Miss Martha Magrange of New York, 
Mr. and Mrs. H. B. Emery of Boston, Mrs. Richard S 
Tufts of Pinehurst, Mrs. George P. Vail, of Glen Cove, 
L. I., and Miss Helen Thompson of Canandaigua, N. Y. 
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-|Stock Turnover 
Will be the 1931 
Key to Profits 












































Weis Line Will 
You Need to Make 


The 





We are on the threshold of a new business 
year. With the consumer in full control 
of markets, a sound merchandising policy 
is more important than at any other time 
during the past ten years. 


Probably never before in the history of 
modern retailing was the relation between 
STOCKTURN and PROFIT more 
forcibly driven home to dealers than 
throughout 1929-1930. 


Lured by ‘‘a little extra profit,’’ ‘‘free 
deals,’’ ‘‘exclusive arrangements,’’ and 
other inducements, some dealers duplicated 
their lines far beyond the safety point and 
now find their shelves filled with frozen 
merchandise. They lost sight of the fact 
that TOO MANY DUPLICATING 
LINES IS THE BUGABOO OF RE- 
TAILING. 


During 1931 the tendency of farsighted 
merchants will be to handle as few dupli- 
cating lines as possible. They will con- 
centrate on just enough similar items to 
allow their customers a reasonable selection 
as to style, quality and price. Concentrat- 
ing in this way will greatly increase their 
STOCKTURN, the very essence of profit 
making. 














NI 


Give You the Turnover 





a Profit 


It will enable them to carry a small stock 
which will always be worth what they 
paid for it, instead of a large stock of 
shopworn goods worth less than inventory. 


Their invested dollars will be working and 
earning. Their quick-selling items will 
not carry the burden of slow-moving goods. 
And they will increase the personal interest 
of those few manufacturers with which 
they deal, and give them a real incentive 
to render service and co-operation of a 
helpful nature. 


In selecting lines on which to concentrate, 
look well to the advantages afforded by 
Weis Products. Quality made by a 
thirty- year-old institution, offering wide 
selection as to style and price, supported 
by extraordinary merchandising helps, 
always sold through legitimate retailers, 
and never through factory-owned branches 
or direct, Weis Products offer remarkable 
possibilities for profit-making throughout 
the era ahead. 


The Weis Manufacturing Company 
162 Union Street - Monroe. Mich. 


New York:—A. H. Denny, Inc. Chicago:— Associated Stationers Supply Co 
356 Broadway Quincy and Jefferson Sts. 





Points 


Weis 
Service 


A complete line of wood, 
fibre board and paper 
supplies. 


Merchandise backed by 
liberal dealer-helps. 


A well made line moder- 
ately priced because of 
large production and wide 
distribution. 


A line sold through legiti- 
mate independent dealers 
only. 


A centrally-located factory 
adjacent to 20 great rail- 
way systems. 


Most orders shipped from 
reserve stocks within 24 
hours of the time they are 
received. 


No minimum requirements 
on orders. 
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AGAIN IN 1931 


Vanderbilt leather furniture will make even more profits 
for dealers this year than last. 






Because it sells to an entirely new group of prospects, 
because it sells on a price-basis in competition with other 
types of furniture—Vanderbilt leather office furniture 


Write for portfolio, will make money for you in 1931. 
sample books of : 

leathers and prices. 
They have a real 


story to tell you. 


If you want facts—the actual experiences of dealers who 
have discovered that sales and profits can be made on 
leather furniture that is priced right—just ask us to send 
you our portfolio with complete information. 


VANDERBILT 


MANUFACTURING CO. 
General Offices DETROIT 333 State St 


Chicago Show Rooms, Furniture Mart Building 
Factory, Vanderbilt, Michigan 
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Form 
“ 


GR3 50 4 EXTRA NL C CHICAGO ILLS NOV 23 1930 


SHAW WALKER CO= 
MUSKEGON MICH= 


OUR SHAW WALKER VOLUME AHEAD SAME PERICD LAST YEAR STOP HAVE 
INDICATED FAITH IN PRESENT AND FUTURE SHAW WALKER BUSINESS IN 
BARTLESVILLE BY CARLOAD ORDER PLACED TODAY WITH MCGOWAN STOP 
ANY CONCERN OR INDIVIDUAL BACKED WITH RIGHT PRODUCTS AND WILLING 
TO WORK IS ASSURED SATISFACTORY BUS INESS= 
V T BROADDUS PRESIDENT BARTLESVILLE STATIONERY CO 
NOV 24 1930 736A 














To: The Shaw-Walker Company 
Muskegon, Michigan 


Please send the details concerning a dealership in our territory. 
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Memphis Furniture House Moves 

Farrell-Sexton, Inc., formerly at 294 Madison avenue, 
Memphis, Tenn., has moved to 210-14 Madison avenue. 
The change places at the company’s disposal about 8,000 
square feet of floor space, with abundant natural illumina- 
tion. Several excellent display windows add to the effec- 
tiveness of the new store, which is but a few feet from the 
Sterick building, the largest office structure in the city, 
and very close to connecting street car lines. A ware- 
house is used for reserve stocks. A complete line of wood 
and steel office furniture is carried, the latter representing 
the full range of The General Fireproofing Company’s steel | 
equipment. | 

P. D. Farrell, formerly with The General Fireproofing 
Company, is president of Farrell-Sexton, Inc., and Cramer 
Sexton is secretary-treasurer. 

Before moving into the new location Farrell-Sexton, 
Inc., had the building decorated throughout, and installed 
new electric lighting fixtures. The officers believe that the 
company has one of the most complete and satisfactory 
commercial furniture establishments in its section of the 


country. ant peveencmnes 

Todd Contest Winners to Buy Prizes at Home 

The Todd Company, Rochester, N. Y., has been conduct- 
ing a special Christmas cash bonus plan for members of 
its sales organization. To qualify, Todd salesmen through- 
out the country agreed to spend their prize money in their 
respective communities during the holiday season. 

Walter L. Todd, vice president and general manager 
of the company, said: “This year we offered our sales 
personnel an extra bonus in a special campaign which had 
for its slogan, ‘Make Business Better.’ This offer was pred- 
icated on an agreement with our managers that every 
dollar of prize money received be put into immediate 
circulation among the local merchants. These bonuses 
were telegraphed to each branch office two weeks before 
Christmas, and our salesmen were expected to make their 
contribution to the ‘buy-now’ campaign by spending this 
extra money in their home towns during the Christmas 
season.” ————— 
Flenor Heads McBee Syracuse Agency 

Z. D. Flenor has been appointed manager of the agency 
at Syracuse, N. Y., by The McBee Binder Company. He 
succeeds R. F. Acree, who has been transferred to the 
home office at Athens, Ohio, to do sales promotion work. 
Mr. Flenor has been with the company the past five years. 
The last twelve months he was doing special work for the 
company. He was transferred to Philadelphia from Ak- 
ron, Ohio, and later assigned to Hartford, Conn., where he 
spent six months. Mr. Flenor has spent twelve years in 
the accounting equipment field, and has held some im- 
portant positions in accounting work. 

The McBee agency at Syracuse has been moved to 707 
Hills building, where increased space is available. 


EO 
Boatwright Heads Baughman Stationery Co. 
John L. Boatwright has been elected president of the 
Baughman Stationery Company, Richmond, Va. He is a 
great grandson of George Baughman, founder of the busi- 
ness. Mr. Boatwright succeeds James S. Francis as presi- 
dent of the company. Mr. Francis, who had been presi- 
dent and a director the past ten years, has resigned. The 
election also brought the following into office: Dr. Greer 
Baughman, first vice president; Harry B. Baughman, sec- 
ond vice president; W. Gordon Binns, secretary-treasurer. 


SS 
Steuer Transferred to Oakland by Underwood 


L. A. Steuer, who had been a salesman at Fresno, 
Calif., for the Underwood Typewriter Company, has been 
transferred to a field of greater possibilities. He is now a 
salesman with the Oakland branch, 1916 Broadway. 
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SAMS 


No. 336 


TABLES for the Most 
Beautiful OfficeInstallations 


Samson tables are designed and built 
for use with executive suites and in 
directors rooms of the very finest 
character. The manufacturers of 
these tables begin with the idea that 
correct construction is the founda- 
tion of a good table. To this is then 
added the elements of beauty and 
convenience. 


In design and finish, Samson tables 
are made in variety to satisfy every 
taste, from commercial grades to the 
finest period styles. Nothing is over- 
looked to make Samson the standard 
of comparison. Write for the latest 
Samson catalog. 


MUTSCHLER BROTHERS 
COMPANY 


501 Madison St. Nappanee, Ind. 














No. 321-AT 
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First Union Trust & Savings Sank 


Thicago 








One of More Than 
35,000 Users of 


The New 
Better 
Low-Cost 
Way 

to Do 
Storage 
Filing 
and 
Transfer 


Work 








LIBERTY Files 


f how best proof of the genuine merit 
and profit-making possibilities of 
LIBERTY Files is the list of 
which includes very many of the leading 
banks and industrial and commercial 
firms the country over. The illustration 
above shows one section of the storage 
vault of the First Union Trust & Sav- 
ings Bank. Users prefer LIBERTY Files 
for filing and storing all old papers and 
records because these files are made of 
the best materials, because of their pat- 
ented advantages, and because they mean 
economy and greater convenience. 


users, 


sent with full 
dealers or 
their letter 


1 Free sample will be 

information to interested 

users making request on 
heads. 


BANKERS BOX CO., Inc. 


536-538 S. Clark Street 


CHICAGO, ILLINOIS 
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Atlanta Knows the Dictaphone 

E. N. Brown, manager at Atlanta, Ga., for the Dicta- 
phone Sales Corporation, has impressed the identity of his 
product on the citizens, as an accessory to a recent re- 
The offices had been located at 430 Metropolitan 
building. They were the second floor of the 
Western Union building, and the name, “Dictaphone,” is 
blazoned from eighteen windows. Mr. Brown avers that 
he has one of the best equipped Dictaphone sales offices 


moval. 
moved to 


in the country, and invites friends and associates in the 
office appliance field to The 
Dictaphone suite is located in a corner of the building. 


confirm this during a visit. 


rhe change has enabled the branch to increase the em- 
ployment department, two young ladies being occupied 
in caring for employment detail. The branch gives in- 
structions without The 
tion room is large enough to permit excellent demonstra- 


to operators charge. demonstra- 


tions to prospects who visit the office. Space is provided 
also for an enlarged service department, stock and ship- 
ping room, sales department, bookkeeping department and 
The latter is large enough to 
accommodate attend 
The company occupies about 3,000 square feet of space in 


the manager’s private office. 
the salesmen who sales meetings. 
one of the most modern office buildings in Atlanta. 

Mr. Brown is enthusiastic over his new location, and he 
predicts that his branch will record material increases in 
sales through the improved working quarters provided. 

miieeneidiiiaasian 

Sheaffer Export Manager Back in United States 

Shortly before the end of 1930 C. N. Murray, export 
manager for the W. A. Sheaffer Pen Company, returned 
to the general offices at Fort Madison, lowa. He had spent 
seven months in the British Isles and on the continent in 
behalf of the Sheaffer He made headquarters at 
London, journeying from that world center to Belgium, 
France, Switzerland, Italy, Spain, Austria, Germany and 


line. 


The outstanding country is France, where but 
little unemployment was noted. Regardless of the unusual 
conditions prevailing in other Mr. 
Murray reports that his business was making satisfactory 


Denmark. 


European countries, 
progress, 

Herman Lutz, assistant export man- 
ager, while in England. Mr. Lutz was on the last lap 
of a tour around the world, which began in the spring of 
1929. He traveled to the Orient by way of the Hawaiian 
Islands. After covering the Far East, India and South 
Africa, Mr. Lutz joined his chief in the export department 
and accompanied Mr. Murray during a large part of his 


Mr. Murray met 


European tour. 
in ee 


Preston Typewriter Co. Takes Corner Store 
The Company, Knoxville, Tenn., 
moved to the corner at 701 South Gay street. 
company had been located at 705 South Gay street 


Preston Typewriter 


has store 
The 
since its organization seven years ago, 
two large display windows, and the office and salesroom 


The new store has 


are larger than at the old location. The service depart- 
the the 


facilities are provided in the basement. 


ment is at rear of store. Storage and shipping 


This business was established by R. H. Preston, presi- 
dent, and A. J. Preston, secretary. The company is local 
dealer for the Royal Typewriter Company, Inc. 
saicieatiiadertestaas 

Miss Ward Made “Y and E” Club Secretary 

Miss Frances Ward has been elected secretary of the 
“VY and E” club, an organization composed of employees 
of the Yawman and Erbe Manufacturing Company at 
Rochester, N. Y. Miss Ward Miss Florence 
Mooney, who left the organization to return to her home 


at Geneva, N. Y. 


succ eed Ss 
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-ADVANCED - IN: FEATURES -:-* WORKMANSHIP ===: 
- DESIGN :::: AND: FINISH -::-IN- EVERYTHING: BUT: PRICE: 


“More for the Money” 
Is Our Creed..... 
With Prices In Line 


The Junior Executive Desk 
is a striking example of this 
policy. It was the first desk of 
this type to be placed on 
the market. Its colonial 
design and turned legs, 
together with high qual- 
ity “JoneSteel” con- 
struction and range of beauti- 
ful finishes, have taken the 
public and trade by storm. 


Rapidly increasing produc- 
tion has led to manufacturing 


It’s always good policy to “buy on a 
rising market.” The “JoneSteel” line is 
making notable gains in sales every 
month. 














economies which we are now 
passing along to you and your 
customers. Think of the won- 
derful desk VALUE you can 
now offer for $75.00 to $85.00 
in the Junior Executive! 


And remember that we make 
a complete line of ad- 
vanced metal office 
equipment .. . all BIG 
in value and profitable 
to you. Write us for details 
of our exclusive dealership 
plan. 


JInNTStuai- 
METAL DESKS AND FILE 
EQUIPMENT 


No. FF-2760 
THE “JUNIOR EXECUTIVE" 


There is a handsome table available 
to match the Junior Executive desk. 
Photos and full descriptions supplied on 
request. 


Jamestown Metal Desk Cy.Inc. Jamestown. 1.U. 
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Improving the Package 


Improves the Line 


a 
S- 
F.E.BeeLine 


N** a revolutionary improvement in packaging F. E. Bee- 
Line products has added another superior feature to the 
world’s widest line of filing supplies. The new Metal-Corner 
Boxes! 


. | 7 . _— se 
CLOSE-UP of the new Metal Cornered These new boxes have extra strength and rigidity where a good 
F. E. B. standard package 
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package needs it. They’ve been tested for months. They pass 
the shipping test and the stock-room test without breaking, 
bulging or buckling. For distributor and consumer these 
Metal Corner boxes are the best filing supply packages on 
the market. That’s why we have adopted them as standard. 


New F. E. B. Standards 
of Packaging 


FOLDERS 100 to the box 
VERTICAL GUIDES 1 set to the box 
PLAIN GUIDES 100 to the box (assorted or 
collated as required ) 
CARD GUIDES 4-Z sets in individual car- 
tons packed as follows: 
| 25 subdivisions 20 sets to the box 
| 10 6“ 12 * ss 6% “ 
60 oT) 9 ** ** ** *s 
7 80 oT 6 + +“ oT or 
120 * 1 . ** ** ** 
160 * 3 s+ * ss 
20 ** 2 +. . . . 
320 ** l ** ** ** ** 
100 ** l + ** * . 
500 iT l oT) +s * es 
INDEX CARDS 
Light weight 1000 to the box 
Medium weight 1000 to the box 
Heavy weight 500 to the box 





METAL-CORNERED box at the top of the stack shows 
handy individual cartons in which F, E. B. Guide Cards are 


now packed Follow the F. E. Bee-Line 


For Service and Satisfaction 


Filing Equipment Bureau 


Manufacturers of the Widest Line of Filing Supplies in the World 


F. E. B. Building ” 27 Melcher Street - Boston, Mass. 
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The Swiss Market for Office Equipment 

Commerce Reports.] There is a good demand in the 
Basel district for office equipment from the many im- 
portant banking, insurance, industrial, and commercial 
enterprises established there. During the last few years 
imports of office equipment from the United States have 
greatly increased, and in the case of typewriters, adding 
and calculating machines, cash registers, and some other 
articles, the United States is by far the principal source 
of supply. The local demand for office equipment and 
supplies is expanding, and an opportunity exists for a 
further increase in sales of American products of this 
kind. 

Swiss business men, on the whole, are quick to realize 
the advantages of modern methods in business and 
industry and do not hesitate to discard machinery, equip- 
ment, or methods which have become obsolete. Their 
admiration for office efficiency through the use of Amer- 
ican labor-saving devices has facilitated the introduction of 
such devices from the United States, and it is believed that 
American exporters can take greater advantage of this 
recognition of the superiority of American office ap- 
pliances and other articles for office use. In many in- 
stances in the past, initial orders have been due to the 
eagerness of importers to obtain certain American articles 
rather than to the sales efforts of American firms. 

The holding in Basel, in October, 1928, of an Interna- 
tional Exhibition of Office Equipment illustrates the in- 
terest shown in this district and in Switzerland generally 
in securing greater efficiency in office operation by means 
of modern appliances and furniture and improved organ- 
ization. This exhibition met with considerable success, 
being well attended by business men and officials from all 
parts of Switzerland and by many visitors from foreign 
countries. More than forty per cent of the total floor 
space was occupied by exhibits of the thirty-three Amer- 
ican firms which took part. 

Import Statistics 

Customs statistics are not available to show imports sep- 
arately into the Basel district, and little idea of the volume 
of the Swiss import trade in office equipment can be ob- 
f the country, 


tained from the statistics for the whole « 
since the more important articles are not given separate 
classification. The importance of the trade with the 
United States in certain leading items, however, is shown 
by statistics of exports from the United States (statistics 
of the United States Department of Commerce). The 
values of exports from the United States to Switzerland 
of typewriters; adding, calculating, and accounting ma- 
chines, cash registers; and other office appliances are given 
as follows for 1926, 1927, 1928, and 1929: 


1926 1927 1928 1929 
0 ..$412,143 $ 486,829 $ 493,614 $ 540,874 
Adding, calculating and ac 
counting machines ...... 277,959 486,051 567,003 511,131 
Ce COREG 6 cdc cséscene 104,872 128,322 149,099 254,681 
All other office appliances... 144,302 199,613 250,365 200,684 
. ee eee $939,276 $1,300,815 $1,460,081 $1,507,370 


The foregoing figures may serve as a basis for estimates 
of total imports of the articles named. According to local 
dealers, the United States furnishes at present about eighty 
per cent of all the typewriters imported into Switzerland; 
more than eighty per cent of the adding, calculating, and 
accounting machines, and approximately ninety per cent 
of the cash registers. In the case of adding and calculating 
machines, separate classification is given in the Swiss cus- 
toms statistics, and imports from the United States under 
this heading were vdlued in 1929 at 2,666,067 francs ($514,- 
685), which agrees approximately with the figure given for 
the same year by the United States export statistics, To- 
tal imports of adding and calculating machines in 1929 















AFTER A 
10-YEAR TEST 


“MUN -KEE” STILL THE BEST 


INCE 1921 the ““Mun-Kee™ Stamp Pad 
has held undisputed leadership in the 
stamp pad field by virtue of its scientific 
and sturdy construction and the excellent 
service it renders to users. 


In the trade, too, the ‘‘Mun-Kee”’ policy 
of consistent national advertising and 100% 
cooperation with dealers, has brought 
liberal profits to the stationers and stamp 
men handling ‘“Mun-Kee" Pads, Fillers, 
and Inks. 


AND NOW — 
A GREATER 1931 


In 1931, an improved product—a greater 
advertising program, and more liberal dis- 
counts will bring greater profits and more 
prestige to dealers selling this high-grade 
guaranteed stamp pad. 


If you have not received copy of new 
price list No. 31, send for it today. Also 
remember that circulars, blotters, counter 
and window display material are yours for 
the asking. 


MUN-KEE PRODUCTS CORP. 
Newark, N. J. 





The trade-mark that guarantees satisfaction. 
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HERE IS THE 





BERLOY 
L L N E 


COMPLETE . . . ESTABLISHED 


- IMPROVED . 


O help you meet the challenge of the 
new year, with its new opportunities 
and promises of greater accomplish- 
ments, is the improved . . . the complete 
BERLOY line . . . Some of the items 
are new... the files, for example. Im- 
provements in other items may come from time to 
time but . . . right now the line is complete . . . 
established. Insuring you a stability of value, it has 
back of it the prestige and strength of this organi- 
zation . . . a division of the $350,000,000 Republic 


Steel Corporation. 


We look forward confidently to 193! believing that 
this year will reward those whose merchandise, sales 
methods and services deserve reward. As previously, 
we will continue to do everything in our power to 
serve in a thoroughly constructive way all those who 


handle BERLOY Products. 


THE BERGER MANUFACTURING COMPANY 
DIVISION OF 


Republic Steel Corporation 
CANTON, OHIO 








THE BERGER MFG. CO., CANTON, O. 
Send me your new filing equipment catalog 

My Name 

Company 

Address 


























FILING CABINETS 


A new and complete line of 
28-inch verticals ... added 
filing depth . . . quicker and 
quieter drawer operation 
with ball bearing roller 
suspension ... greater 
strength and rigidity. Safety 
catch on drawers. 





DESKS 
A full range of styles and sizes 


A complete line of executive 
and commercial desks and 
tables fabricated from the 
highest grade furniture steel 
» « « electric and acetylene 


- welded. Exceptional strength 


through extra reinforcement. 
Interchangeable drawers. - 
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LOCKERS 

6 types for every school and 
industrial need 
Of great strength and 
rigidity. Doors strongly 
reinforced; unbreakable 
handle; rubber bumpers 
at top and bottom of 
locking bar assuring quiet 
operation. 





| HORIZONTAL 
| SECTIONS 


BERLOY units insure a 
practically unlimited num- 
ber of combinations by 
using different sections 
such as files for letters, 
checks, legal blanks, doc- 
uments, ledger cards, and 
invoices, box drawers, 
storage and bookcase 


sections. 
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STEEL SHELVING 


3 Types . . . WEDGELOCK, FLEX- 
IBILT ond CONVERTIBLE. 


Flexibilt . wih exclusive 
one-piece ‘boltless divider. 
Convertible . . . allowing 

thousands. of Siffecset 
arrangements with its 








TRANSFER CASES 


Sturdy channel construc- 
tion permits stacking to 
any height without drawer 
binding. High back and 
solid sides to keep out 
dust. Roller construction 
for easy operation. 





BESS Se 





























NEW FILING EQUIP- 
MENT CATALOG 
One of the finest and 
most helpful catalogs 
ever issued .. . just off 
describes the complete 
BERLOY line. A big help 
in your selling. Send for 
copy today.. are 
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DURING 1931 EBERHARD FABER 


orrers 12 oor IN PRIZES 











Every cent of this 


prize money boosts 


your Eberhard Faber S 


$1200 in prizes—$100 per month. $50 for a sketch—$50 for a 















suggestion. Continuous interest throughout the year in the 
Eberhard Faber MONGOL Colored Indelible Pencil! 


The MONGOL Colored Indelible 
Pencil will not break in normal use 
May be “washed” into water colors 
These unusual features make for an 
unusual contest. Mongol black for 
all business and general purposes. 


No elaborate rules. No complicated conditions. No red tape. 


Men, women, children — everyone stands a chance to win. 


It’s a contest sure to make a hit with everyone. Sure 
to focus the attention of the public on the Eberhard 
Faber line. Makes new users of Mongol Colored 


Indelible Pencils and Mongol black pencils. 


Make your store the local headquarters for 


contestants. Send the coupon now for special 


D FABER 


EBERHARD FABER PENCIL CO. (Prize Contest Dept.) 
Dept. O. A. 31-1, 37 Greenpoint Avenue 


display material and folders. 





( » 

4 Brooklyn, New York ; 
Please send your special prize contest display and folders. 

ae » 

..... ) 

4 City State , 
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were valued at 3,258,476 francs ($629,049), the value from 
countries other than the United States being 592,409 francs 
($114,365), of which the value from Germany was 539,064 
francs ($104,066.) 

Of the total imports into Switzerland of various kinds 
of office equipment, about twenty-five per cent is used in 
the Basel district or imported by Basel wholesale firms. 

Domestic Production 

A number of Swiss manufacturers are engaged in mak- 

both 


are 


ing various kinds of office furniture, of wood and 


metal, and in fact the local requirements almost en- 


tirely supplied at present by the Swiss makers. Some Ger- 
man concerns endeavor to sell office furniture in Switzer- 
land, but find it difficult to compete, due to relatively high 
customs duties and the advantage possessed by Swiss firms 
with respect to transportation costs. 

With regard to office appliances, however, the demand is 
supplied chiefly by imported articles. 

A Swiss typewriter offers some competition to imported 
machines, and a domestic concern making high-priced 
types of calculating machines has met with considerable 
success in this country and has also been able to build up 
an export trade amounting to approximately $284,000 an- 
nually. Other domestic manufacture of office appliances 
or office requisites or supplies is of little importance. 

Typewriters 

Although the value of American typewriters sold in this 
section of Switzerland during the last three or four years 
was seventy-five per cent of the value of total sales of all 
typewriters, the competition from German and Swiss ma- 
chines is increasing, and it seems likely that American 
manufacturers will have to exert greater efforts to obtain 
as large a share of the trade as in the past. At present it 
is estimated that sales of German typewriters make up 
about twenty per cent of the total, while sales of Swiss 
typewriters amount to about ten per cent. There are about 
thirteen German makes being sold in Switzerland. 

Most of the principal American makes of typewriters are 
on sale in Basel, the retail prices being as a rule approxi- 
than the established retail 
The most popular standard 
types of American typewriters are sold at around 725 francs 


($140), although two or three makes are somewhat higher 


mately forty per cent higher 


prices in the United States 


in price. The principal American portable machines sell 
retail from 370 to 450 francs ($71.00 to $87.00). 
typewriters sell for approximately 890 francs ($172). 
German typewriters retailed in Basel range from $116 
to $140 for and $72.00 to $87.00 for 
portable machines. 
Basel dealers report that an important business has re- 


Noiseless 


standard machines, 


cently been done in portable typewriters, which are rapidly 
becoming popular not only among business men but also 
among students, teachers, doctors, and other professional 
men, 

Noiseless machines from the United States are also be- 
ing introduced and are increasing in popularity. It is said 
that once a noiseless machine is sold to a business firm, 
other sales to the same firm often follow. 

Efforts to introduce rebuilt typewriters from the United 
States have so far met with little success. There seems to 
be little opportunity for the importation of rebuilt type- 
writers because most dealers always have on hand a num- 
ber of secondhand machines which they have taken in ex- 
change and repaired. Dealers in new typewriters are not 
to the of the 
ground that the market for new typewriters is thus re- 
stricted. Another objection to rebuilt American type- 
writers is that the keyboards do not contain French and 


favorable importation used machines on 


German accent keys. 
In spite of the strong competition offered by Swiss and 
German makes, American adding and calculating machines 


At the Start of Their 
SECOND CENTURY 
of Service to the Trade 


>. K. PIERCE 
6 SON CO. 


SENDS HEARTIEST 
GREETINGS 
And Sincere Wishes for 
A NEW YEAR FILLED 


WITH HAPPINESS, 
EALTH & PROSPERITY 


ew Catalo?, No. 55, and Price List No. 76 
Will Be Sent Upon Request 


la No. 2401-4 W 


| REMEMBER: 
| An Order a Day, 


Drives Depression Away 











ALESMEN ? 


» Or order ta kers? 


THE difference between a salesman and an 
order taker, in the Filing Supplies field at least, is 
often merely a slight difference in knowledge of the 
customer’s needs. The order taker is content with 
any small order his customer is willing to give, 
but the salesman looks into the file and finds out 
what the customer needs. He is then able to make 
worth while suggestions which the customer ap- 
preciates and which result in an increased order. 

The Wabash Cabinet Company is helping make 
salesmen from order takers by supplying much 
needed information through its “Sales Stimulators” 
and carefully compiled literature describing Su- 
preme Supplies in such a way that the newest 
salesman can readily absorb it. Use the coupon to 
ask us what other reasons there are why you 
should sell Supreme Quality Filing Supplies. 


Wabash 


WABASH ~ INDIANA 





MAIL 














S@THISe 
THE WABASH CABINET CO., 
Wabash, Indiana 


Please send us samples of your Sales Stimulators and 
copies of your literature. 


Name 
Firm _ 


Address See. = — — 
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have been obtaining the greater share of the local trade. 
German adding and calculating machines offer the most 
competition, but the Swiss machines, although of an ex- 
pensive type, also have an important sale 

Exports of adding and calculating machines from Switz- 
erland in 1929 were valued at 1,470,852 francs ($283,948), 
and as it is understood that the one important Swiss firm 
manufacturing such machines exports about half of its pro- 
duction, the domestic sales of Swiss machines were prob- 
ably around the same figure Calculating machines of 
Swiss manufacture range in price from $400 to $800, and 
the “Millionaire” from $800 to $1,200. While machines o! 
Swiss manufacture have a reputation for reliability and are 
capable of rapid automatic multiplication and division, they 
are usually found too expensive by small or medium sized 
business establishments. They are principally used in 
Switzerland by large business and industrial concerns or 
government departments which can employ them to ad- 
vantage for complicated statistical work. 

Two of the principal makes of German manufacture are 
represented in Switzerland; one German machine which is 
specially constructed for adding sells in various models 
from $183 to $222, while a well known German calculating 
machine sells in various models from $139 to $222. 

Several of the leading makes of American adding and 
calculating machines are now on sale in Basel. Owing to 
transportation costs, customs duties, and other charges, 
the retail prices are on the average around fifty per cent 
higher than the current retail prices in the United States 
for the same machines. Models of adding machines having 
the largest sale are those of the portable desk type which 
give printed proof of work and retail from 550 to 750 
francs ($106 to $145). 

Bookkeeping or accounting machines from the United 
States have had less competition to meet than adding and 
calculating machines. A few German makes are being of- 
fered, but so far their sales in Basel and the surrounding 
section have been of little importance. The introduction 
of American machines of this kind has therefore depended 
chiefly upon ability to convince prospective purchasers of 
the advantages of such machines, as compared with the 
older methods of bookkeeping. American bookkeeping 
or accounting machines of various types and models are 
now in use by banks, insurance companies, public utility 
enterprises, and important industrial concerns located in 
this district, and the satisfaction which these machines 
are giving should lead to a further development in sales 


of this kind of equipment 


Cash Registers and Other Office Appliances 

As shown in statistics previously given, imports into all 
of Switzerland of American cash registers were valued in 
1929 at $254,681, and it is estimated that this amount rep- 
resents about ninety. per cent of the total imports from all 
countries. There is no domestic production, and the im- 
ports other than from the United States come almost en- 
tirely from Germany. 

Various types of American cash registers are being sold 
in this section, ranging in price from around 500 francs to 
7.000 francs ($96.50 to 
largest sale are priced from 2,000 to 2,500 francs ($396 to 
$483). 

One well known German make ranges in price from 
1,000 to 6,500 francs ($193 to $1,255), and as a rule the 


$1,350). The models having the 


prices of German registers are slightly lower than those 
charged for similar American registers, 

Local dealers say that the trade in American registers 
has increased by 100 per cent in the last three years and 
promises to show a further important increase in the 
future 

In addition to the machines or appliances previously 
mentioned, various other articles from the United States 
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Start your Flexi-Post 
year out right 


\ \ JITH general business conditions improving every day, 
set out right now to get your full share of the Flexi- 
Post business in your trade circle. 


Remember that your customers and prospects are much bet- 
ter acquainted with Flexi-Post Binders than they were a 
year ago. Our advertising has been driving home these 
features: 


Only binder with lifetime guaranty on mechanism 


Disappearing posts—no vault space wasted—no 
scratched desks 


Unlimited capacity—grows with the business 
Direct screw compression—sheets firmly held 


Wider release—more working space for quick re- 
moval and insertion of pages 


Remind your trade of these features—call on your prospects—don’t 


just wait for them to come in. Your Flexi-Post business will grow 
—and how! 


Mail the Coupon Today 
STATIONERS LOOSE LEAF CO. WwistéNsin 
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A LEADER 


C4 Worth Following 


Leadership implies definite and outstand- 
ing qualities not common among those 
who follow. This is true of men; it is true 
of merchandise. 





Steelcase Desks, with their unquestioned 
high quality in design, workmanship, and 
finish, have been “leaders” for years with 
many of America’s best office furniture 
dealers. They can easily be made 
“leaders” for you. 





Steelcase Desks represent a proven op- 
portunity to sell merchandise of acknowl- 
edged reputation, of steady demand, and 
of liberal profit margin. 

With 1931 just getting under way, we be- 
lieve that now is a most opportune time 
to inquire about Steelcase Desks and the 
balance of the Steelcase line of office 
equipment. 


A short letter from you brings the full 
facts. Will you write today? 


(STEELCASE 


Business Equipment 


| el 





... FOUND WHERE BUSINESS SUCCEEDS 








METAL OFFICE FURNITURE COMPANY 


GRAND RAPIDS, MICHIGAN 
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falling under the classification of “office appliances” ar 
being successfully marketed in the Basel district. The fol- 
lowing is a partial list of those which are being sold in 


important quantities: Duplicating machines, dictating ma- 


chines, addressing machines, pencil sharpening machines, 


numbering machines, stapling machines, and special sys- 


tems of visible card index records, 
Office Furniture 

As stated previously, most othce furniture used in this 
district is supplied by Swiss manufacturers. Even German 
firms, with much lower transportation costs than those of 
American concerns, have difficulty in competing, in view 
of the protection afforded Swiss makers by customs du- 
ties. Several Swiss firms are now engaged in large scale 
production of office furniture of modern design and espe- 
cially suited to local tastes and requirements. The man- 
of steel filing cabinets and other steel furniture 
man- 


ufacture 
has been undertaken 
ufacturer located in Zurich. 

Thus the opportunity for the sale of American office fur- 


in recent years by a Swiss 


niture in Basel and in other parts of Switzerland is limited. 
Nevertheless, retail prices for office furniture in this section 
are considerably higher than prices in the United States, 
equal quality considered, and some American manufacturers 
of metal office furniture might find it worth while to in- 
for the introduction of their 
Certain lines, especially filing 


vestigate the possibilities 
products in this market. 
cabinets or other furniture having novel features of con- 
struction, might meet with success if sales were actively 
pushed by a capable agent. 
Office Requisites and Supplies 

Nearly all of the office requisites and supplies used in 
this district are imported, and the United States is the chief 
source of supply for many articles of this kind. 

With to both 
paper, it is estimated that more than fifty per cent of the 
imports come from the United States, while Germany fur- 


regard typewriter ribbons and carbon 


The remainder is divided 
A number of 


nishes around thirty per cent, 
chiefly between Great Britain and France. 
different brands of American typewriter ribbons are on 
sale by Basel two well known brands of 
American carbon paper, especially, have met with success 
carbon 


dealers and 


Typewriter ribbons as well as 


United States are regarded as being of 


market. 
the 
superior quality, and as the Swiss consider quality rather 


in this 
paper from 
than price, the American products are often preferred even 
at higher prices. 

Wholesale prices to 
rang¢ three francs to five francs ($0.58 to $0.96) in 
boxes of 100 sheets. 


retailers for German carbon paper 


from 


German typewriter ribbons are quoted wholesale to re- 
to fifteen francs ($2.32 to $2.90) per 
to francs 


ribbons 


tailers at from twelve 
dozen; British 
($3.47 to 
francs ($4.63) per dozen. 
and American ribbons is thirty-six francs ($6.95) per dozen, 
while German ribbons are retailed at thirty francs ($5.79) 


ribbons from eighteen twenty 


(merican at twenty-four 


The usual retail price for British 


$3.86); and 


or less per dozen. 
Marketing Methods 
A few German manufacturers of typewriters, calculating 
otmce 
branch sales organizations in Switzerland, but the majority 


machines, or other appliances have established 


deal with exclusive agents appointed to cover the whole 
of the country. 
The method 


most American exporters of office equipment doing busi- 


exclusive agency has been adopted by 


ness in this district, and apparently this method has been 
found preferable to the making of direct sales to various 


wholesalers or retailers located in different parts of the 
country. The size of the Swiss market hardly warrants the 





NEW IDEAS IN 
DESK EQUIPMENT 


measuring up to the Fox 
Standard of high quality 


New merchandise—new designs—are the dealer’s valuable aid in build- 
ing up his sales. The Fox principle of producing high grade office items 
only, makes it simpler to close the sale. 





All Wood 
Desk Trays 


with cover 


No. 175C Letter Size 
No. 176C Legal Size 


The Fox Wood Desk Tray with cover is made of the highest grade ma- 
terial and can be furnished in six different colors: oak, mahogany, blue, 


Felt b 


walnut, green or red. Finished to represent leather. ottom. 





Above, No. 1110 


All Linoleum Desk Pads Below,’No. 1111 


Both styles in two sizes, 20x36 and 24x38 inches, green or brown lino- 
leum, felt bottom. These all linoleum pads have no leather or imitation 
end panels. The embossing on No. 1110 is directly on the linoleum. 
The stripe on No. 1111 is gold tooled. Both styles have the effect of 
end panels, colored in contrasting colors. 





Fox desk accessories are in high standing among dealers everywhere. 
Long, satisfactory service to customers assures repeat business. Send for 
descriptive folder. 


GEO. E. FOX & COMPANY 
319 W. Ohio Street CHICAGO, ILLINOIS 


A. H. Denny, Inc., 356 Broadway, New York, Eastern Wholesale Dis- 

tributor; Western holesale Stati s, 228 $. Los Angeles St., Los 

Angeles, Calif., Pacific Coast; Associated Stationers, Inc., Jefferson and 
Quincy Sts., Chicago 
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Your customer doesn’t 
always know— 


EALERS often tell us that Sheaffer pencils 

give them less trouble than any pencil 
they sell. But we wonder if dealers are able to 
point out to the customer the reasons for the 
wonderful success of the Sheaffer Pencil. 


The four-color national advertisin3 tells your 
customer these reasons. This advertisement, 
appearing, in January 31 Saturday Evenin3, 
Post and the other magazines, shows many 
reasons why the new Sheaffer Balance® pencil 
is superior in its class. It is packed with con- 
vincin®, sellin? facts for you to use. 





It shows you why the Sheaffer pencil costs 
many times more to manufacture. The material 
- in the solderless friction block alone, after ac- 
counting, for scrap, is in the neighborhood of Sh 
$5.00 a pound, against a little solder in the % 


ordinary pencil. Za 















The pack rod of eowenenesive Waspalumin, ae 
costs many times more than brass used in other x AN 
pencils. You will find these finer$rade materials SS iy 
and jewelry precision employed throughout eh 
the entire manufacture of the pencil. : Nal 
This Sheaffer excellence appears not only aie 
in the Balance® pencil but even carries over Wy) 
to the leads. Sheaffer has introduced a Special aie 
Selected HBlead,that }ives blacker writin},with <A 
less pressurethan any other HBleadonthemarket. Ks 
Arm yourself with Sheaffer facts on the nay 
Balance® Pencil and Leads, as well as the entire WE: 
line. The time spent will pay for itself in iy 
increased sales durin}, the coming, year. Me 





AT BETTER STORES EVERYWHERE 


SHEAFFER'S 


PENS-PENCILS-DESK SETS-SKRIP 


W. A. Sheaffer Pen Company + Fort Madison, Iowa, U.S. A. 
New York . . Chicago . . San Francisco 
W.A. Sheaffer Pen Co. of Canada, Ltd., 169-173 Fleet St., Toronto,Ont. 
Wellington, N. Z. - Sydney, Australia - 52 Kingsway, London, End. 
7 Blvd. Haussmann, Paris, France 
© W. A. S. P. Co., 1931 


, % +e > aie 5 Reg. U. S. Pat. Of. 
/ Ny Li w yf re ae Q Q cp Ree 
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zine. Holds 
100,000- word 
lead supply 


Balance’ tip; | 


relaxed 





























Propel 





Non-corrosive 
guide tube 


Waspalumin 
push rod and 
lead carrier. Ex- “7 
pelsiead, no 
jamming 


S 
A= 
Solderless Z 


friction block. 
Holds mechanism / 
absolutely firm 4 


, 


Roa 
: ; 
— A f > 
Uv Gold-filled ~\ eS 
2 tip and lead Ye 

guide ~~! > 









The Balance’ pencil— beautiful, 
rugged, precise—is Sheaffer’s alone 


Lay aside your old flat-top pencil and rest a Sheaffer's Balance® 
pencil in your hand. You'll find that it rides your fingers seem- 
ingly without weight. Examine its mechanism—there is a 
distinct reason why it is the world’s outstanding, pencil. Wher- 
ever there is friction, Sheaffer uses non-corrosive Waspalumin, 
whose tensile strenith is extraordinary and whose cost is 
several times the cost of materials used in ordinary pencils. 
This is the reason for their faultless operation and their 
extra long life... the reason why Sheaffer outsells all others. 





















a a See — AT BETTER STORES EVERYWHERE 

u eads, ker, 

| eo te ae sere 5c The ONLY enuine Lifetime® pen is Sheaffer's; do not be deceived! All pens 

& 24 : . are juaranteed against defect, but Sheaffer's Lifetime’ is }uaranteed uncondition- 

. g A ally against everything excepting loss for your lifetime. Jade Green and Jet Black 

& = Lifetime® pens, $8.75; Ladies’, $8.25. Marine Green and Black-and-Pearl De 
e, Luxe, $10; Ladies’, $9.50. Petite Lifetime® pens, $7 up. Pencils, $5. Others lower. 


HEAFFER’ 


PENS-PENCILS-DESK SETS-SKRIP 


W. A. Sheaffer Pen Company . Fort Madison, Iowa, U.S. A. 
New York . . . Chicago . San Francisco 
W.A. Sheaffer Pen Co. of Canada, Ltd.,169-173 FleetSt., Toronto, Ont. 


Wellington, N.Z.- Sydney, Austraiia - 52 Kingsway, London, Eng. 
7 Blvd. Haussmann, Paris, France CRS a \ 


Reg. U.S. Pat ( ape Buy fresh, long-last- x 
Reg. U. S. Pat, Off. OW. A.S.P.Co., 1981 rr GEIS nd Blue Cap Leads 


XD RAINY SEO ¥, = —many colors—from 
\ ay ERO SETI Shs. cawe st dogletsis 
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LEADERS 
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SIR TRADEMARK OF 
(AY, BYRON WESTON CO. fc 
WY DALTON, MASS. 
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BYRON WESTON CO. LINEN RECORD * WAVERLY LEDGER * FLEXO po 
LEDGER * CENTENNIAL LEDGER * TYPACOUNT LEDGER * WESTON’S De 
MACHINE POSTING LEDGER AND INDEX * DEFIANCE BOND ~>o tac 
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establishment of branch sales organizations by American 
firms. Some office supplies or requisites of a nature to be 
sold by several dealers in one center can be satisfactorily 
handled by a manufacturer’s agent who will work on com 
mission and call upon the trade to solicit orders, but type- 
writers and most office appliances are usually sold through 
exclusive agents who are in a position to purchase sufh- 
cient stocks for distribution to dealers and subagents. 
As a rule, a general agent is permitted to appoint sub- 
agents in the principal centers of the country and to make 
such arrangements with them as he may deem desirable 
Distribution Policies 

Some American office appliances are being sold in Swit- 
zerland by exclusive agents who are wholesale distributors 
for a general line of office equipment, in other instances 
the agent devotes the whole of his time to the sale of 
the American product. In making agency contracts with 
wholesale distributors, it is well to investigate whether the 
agent handles other products that would compete with the 
American article to be covered by the contract. It would 
usually not be advisable, for example, that the same agent 
handle a German as well as an American typewriter. 

The success which an American product will find in this 
market depends to a large extent upon the choice of an 
agent, and it is therefore important to select a reliabl 
concern or individual having sufficient capital and in a 
position to cover the whole of the country. In the case 
of an American firm desiring to do business in Switzerland 
and having no European sales office charged with appoint- 
ing and supervising agents, it would be advisable to send a 
responsible representative from the United States to inter- 
view prospective agents and make a selection only after a 
careful investigation. 

It is customary to require general agents for typewriters, 
adding and calculating machines, cash registers, and the 
like, to operate a repair shop and to carry an adequate 
stock of spare parts. 

Quotations and Terms 

German manufacturers of office equipment usually quote 
prices to Swiss agents or dealers f. o. b. factory, although 
in some instances quotations include freight to the Swiss 
frontier. 

Most American manufacturers selling office appliances in 
Switzerland quote prices to their agents f. o. b., New York 

Although most German concerns grant open book credit 
to their Swiss agents, with terms calling for payment on a 
net basis within from thirty to ninety days after date of 
invoice, or with a discount of two or 2% per cent for cash 
payment; payment for American office equipment is gen- 
erally required on terms of cash against documents upon 
the arrival of the merchandise. Agents, of course, prefer 
more liberal terms, but due to the established reputation 
of their products, many American firms are able to insist 
upon cash payment. However, when American articles 
have not established a reputation abroad or have much 
competition to meet from similar foreign products, credit 
is sometimes granted by permitting delivery of shipping 
documents upon acceptance of a draft payable from thirty 
to ninety days after sight. Such terms, for example, are 
sometimes allowed to agents in Switzerland handling 
American carbon paper, typewriter ribbons, or other office 
supplies. 

Customs Duties 

Information regarding the current tariff rates applicable 
to office equipment, office supplies, and office furniture, im- 
ported into Switzerland may be had upon application to 
the foreign tariffs division of the Bureau of Foreign and 
Domestic Commerce. 

A detailed report submitted by Acting Commercial At- 
tache Henry E. Stebbins, Berne, gives considerable infor- 





























The time is ripe— 
the opportunity open— 
for every dealer 


When holidays are over— then comes a period 
when there is time to think about added im- 
provements for the New Year. Dealers in office 
equipment can seize this opportunity to increase 
office basket sales by pointing out to customers 
the increased efficiency of a plentiful supply 
of baskets to save employees’ time—to add to 
office efficiency. 


Feature the nationally known Canco line of 
metal office baskets. Stress fire proof construc- 
tion and style. In this line there are baskets 
furnished in finishes of rich oak, walnut, and 
mahogany, to blend with office decoration. 


ciel 
CANCO 
=—_ 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


City Park Avenue & Hamilton Street 
Toledo, Ohio 

















Illustrated here is the Canco 
No. 82, 13% x 10 « x 14%, 
furnished in green, walnut, 
oak or mahogany. We have 
available also the small size 
corrugated basket No. 160, 
12% x 9% x 11%, also No. 
480, 15°94 x 12% x 18, alarger 
corrugated basket. Both of 
these baskets can be had in 
either green or white. 
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Changed 


Conditions 


made the 
market 


The New Indiana chair meets the need 
of changed conditions—better chairs at 


better prices. 


How was this possible? Simple enough: 





instead of revamping an old factory— 
patching up equipment here and there 
(a costly procedure)—we started right 


from scratch. A complete new factory 


was built with the most modern facilities. 
It was designed tor the purpose of qual- 
ity chairs at volume prices. The result 


has been gratifying. 


Notice the new continental type chairs 
shown here. These with the “Bank of 
England” design and many other New 
Indiana numbers enable almost any 
dealer to solve his chair requirements. 


Write us. 


New Indiana Chair Co. 


Jasper, Indiana 





ai 
il 
Orders may be pooled with shipments from Indiana Desk Company; carload lots require less i 

handling, arrive in first-class shape and cost less per hundredweight than l.c.l. shipments. | 


itl 
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The Salesman who does 
most of the cultivating 
will get most of the orders 


In selling desks, the big order is usually the most profitable, but all 
, of them are worth the effort. And the office furniture dealer in the 

locality is in best position to suggest replacement of out-of-date equip- 

ment, to make specific recommendations and to give best service. 


INDIANA DESKS comprise a line that backs up the dealer’s effort 
all along: large installations or small ones, executive type for the pri- 
vate offices or commercial designs for the clerks and typists. Service 
on shipments, special finishes, etc., the good quality and moderate 
prices are all constructive for the dealer. We should be glad to sup- 
ply full details. Have you our silver anniversary catalog? 


| Indiana Desk Company 


Jasper Indiana 


Orders may be pooled 
with shipments from 
New Indiana Chair 
Company. A pool car- 
load makes a convenient 
stock, easily handled and 
quickly turned. Ask us. 
































| Increased Volume in Sales 


and Profits Comes Through 


The NEW 


Ge tLe 


INLEADS 


Brilliant 
Colors 


Me also Black » 

















| Packed in Highly | 
Polished Nickel 
Tubes 


— 
Colors packed in attractive, highly 
polished nickel tubes—with tube 
caps designating colors; black with 
black caps stamped on top with 
“degree” 
“CASTELL” Thin Leads are un- 
matched in brilliancy of color, firm- 
ness and smoothness. 
100 per cent. accuracy in diameter 
and non - crumbling composition ' 
prevent clogging of mechanical 
pencils. 


Never Say = 
-of CASTELL 


A.W. FABER 


INCORPORATED 
NEWARK,NEW JERSEY, U.S.A. 


Pencil Makers 


For Over 169 Years 
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mation regarding foreign makes of office appliances on sale 
in Switzerland as well as the prevailing retail prices of 
these machines. This report will be sent to American 
firms on a loan basis upon request to the specialties divi- 
sion of the Bureau of Foreign and Domestic Commerce. 

NOTE—Since this report was prepared in November, 
the Swiss government has changed the duties on type- 
writers and adding and calculating machines manufactured 
in the United States, and other countries, which fact should 
be kept in mind when reading this report. The rate on 
typewriters and adding machines was raised from $12.00 
per quintal of 220 pounds to $50.00 per quintal, as the 
minimum, The maximum duty is $160. 

natalia’ 

“Miller Line” Has More Room at Los Angeles 

The Miller-Bryant-Pierce Company has moved its branch 
at Los Angeles from 420 South Spring street to 860 Los 
Angeles street. In the new location B. B. McCall, Jr., the 
manager, has secured increased space in a location which 
makes it possible to give quicker service to customers. 


Bn SS ea 
Merchandising Service for Sheaffer Dealers 
Among the most profitable services rendered the retail 
trade by the W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, is the schooling in selling given by Miss Marta L. 
Br wn, traveling sales instructor. She uses the dealer's 
store as the classroom, and imparts a wealth of informa- 
tion on the relative merits of retail selling methods to her 





MISS MARTA L. BROWN 


students, who are the manufacturer’s direct contact with 
users. 

Miss Brown is a graduate of St. Louis University. Dur- 
ing the more or less extended stays made by her with the 
various concerns in the cities visited, she reveals important 
facts to those who rarely have time during the business 


day to plan and study 


New Address for Thielke-Kuschbert Company 

The Thielke-Kuschbert Company, Milwaukee, Wis., has 
been assigned a new street number. The city is renum- 
bering buildings and residences, and this stationery house 
has for its official address 131 East Wells street. Under the 
former arrangement the number was 53 

This business was founded about fourteen years ago, and 
located at Room 803, First National Bank building. This 
building was Milwaukee’s finest when erected, and still re- 
mains an excellent office building, with a commanding loca- 
tion. More room was needed by The Thielke-Kuschbert 
Company, an expansion which would have been expensive 
in the bank building. So the company selected the ground 
floor at 131 East Wells street. This is an attractive store, 
and realizes the company’s ambition to be “on the street.” 
There is a fine, dry basement, which is used for storage, 
space for which was limited in the First National Bank 


building 
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if installations don’t just “happen”! 

They are the result of years of preparation by the dealer and the manufacturer. 
th When the opportunity arises they know just what to do and how to do it. 

Are YOU in a position to figure on an installation such as illustrated above? This 
ir- complete, modern bank equipment installation was made by SECURITY Dealers 
he for the Clinton Trust Co., Newark, N. J. 

a The possibilities of building up YOUR business in 1931 through such installations 
ee warrant serious consideration. Write today for particulars regarding the 

SECURITY Franchise in your territory. An opportunity may be waiting! 
las 
m- Security STEEL EQUIPMENT CORPORATION 
ise Steel Products AVENEL, N. J. ; 
he Branches: NEW YORK, NEWARK, BOSTON, CHICAGO, NEW HAVEN, PHILADELPHIA 

Safes 

nd Shelving 
his Bookcases 

; Filing Cabinets 
se Desks and Tables 
ca- Storage Cabinets 
ert Transfer Cases 
ive Waste Baskets 
ind Planned Equipment 
re, San ict 
t.” Send for 
ge, General Catalog 
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S The 
DURATAB 
ee OT «=6FOLDER 


to withstand finger wear. Now in stock at 
competitive prices 


in the four popular styles 
NOW IN ACTUAL DEMAND. 


Duratab Folders are made of the same high 
quality stock which has won leadership for 
Oxford Folders wherever folders are used. 
Duratab Folders are double scored near the 
fold for expansion. They are packed in the | 
same strong, attractive boxes and may be 
ordered with other Oxford Folders, for quan- 
tity discounts. 











Send for samples and prices to bh 


OXFORD FILING SUPPLY CO. 
500 Driggs Avenue Brooklyn, N. Y. h 





Note » The economy of Oxford Duratab Folders lies in their durability. 3 

Coil * We do not claim that Duratab Folders will save file space. Such i 
saving is based on the difference in thickness between 1M heavyweight (11 pt.) th 
folders and 1M lightweight (71% pt.) reinforced tab folders. The difference of bi 
6"' per M folders amounts to not over |'' per drawer (average drawer contain- 
ing 150 folders with contents), which is mostly taken up because all light- 
weight folders sag and “‘belly”’ in the file. 


Duratab Folders are available for those who demand a double thick tab. 
They should be sold for durability, not on theoretical claims unproved in 
my 


practice. 3 


Ste 
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The Field in Retrospect 


Paragraphic Bits About the Office Equipment and Supply 
Activities of the United States in Years Past 


{From The American Stationer, January, 1881—Absorbed by Office Appliances] 
Fifty Years Ago 

Wm. Mann, wholesale and retail stationer, and blank 
book manufacturer, Philadelphia, had admitted Joe H. 
Mann, his son, into the business. The firm style was un- 
changed. 

A Christmas item referred to a stationery firm which 
had deducted thirty-three cents from the wages of an 
errand boy, because of the Christmas holiday. A stationer 
wrote a letter for publication, asking the name of the con- 
cern, as he wished to withdraw his trade, fearing to deal 
with a house of that character. 

Eberhard Faber, of New York, visited his cedar mill at 
Cedar Keys, Fla. 

[From The American Stationer, January, 1906—Absorbed by Office Appliances] 

Twenty-five Years Ago 

The United States Forest Service was making a study 
of the red cedar resources of the southern states, this wood 
being excellent material for the manufacture of wood 
cased lead pencils. 

Brothers, commercial stationers, 340 North 
3altimore, Md., had leased space at 221-23 


Lucas 
Charles street, 
East Baltimore street. 

The nation-wide printers’ strike had involved a number 
of stationers conducting print shops, but most of them 
carried on without union members. 

The Liggett Pencil Company, Houston, Texas, was ac- 
quired by the Hudson Lumber Company, Jersey City, N. J. 
The Liggett concern produced slats for pencil manufacture. 

{From Office Appliances, January, 1916] 
Fifteen Years Ago 

The Annual Foreign Trade Section offered thirty-five 
contributions from subscribers in twenty-four countries, 
telling experiences and outlining plans which facilitated 
the introduction of American office appliances and equip- 
ment under many flags. 

Clinton E 
and a director of the Underwood Typewriter Company. 
He was prominent in Brooklyn financial circles. 

The Woodstock Typewriter Company had introduced 
its first model to American business men but three months 


Rossiter had been elected a vice president 


before. The distribution plan had been so successful that 
an addition to the plant was necessary. 

H. E. Hawkins had joined the sales organization of The 
Stationers Loose Leaf Company, Milwaukee, Wis. He 


had been engaged in the loose leaf business many years. 


nenneitiieitiaes 
High Efficiency 


Vancouver Provincial] Efficiency is illustrated by a 
neighbor who had four keys, one for his house, one for his 
car, one for his spare tire and one for his desk. He car- 
ried these separately in his pockets and every now and 
then lost one or another of them. Tiring of this, he 
bought a convenient leather folder containing four hooks, 
fastened the four keys to the hooks, stuck them together 


into his pocket and lost them all at once. 


cumini 
Not the Ancient Sheel Metal Cover 

National Miller and American Miller] 
stop me 


“Don't 


; I’m going into this shop to buy a new cover for 


Sounder: 


my typewriter.” 
“But that 
“Well?” 


Rounder: 
Bounder: 


is a fur shop.” 


FILING CASES 
OF 
MAXIMUM UTILITY 


Attractively Low-Priced 


SleelfAge 





Superlative filing equipmert 


in stock sizes; all the im- 
provements and 
of a 
modest cost. 





Our intermediate quality line; 


a good suspension letter file 


in stock sizes with no sacri- 


fice of special features. An 


exceptional value. 





Built to sell at a price where 
cost must be considered. Un- 


usual strength and 
operation in 2-, 3-, and 4- 
drawer units. 


refinements 
superior line at a4 


ease of 





HESE three lines meet all classes of 
trade, incorporating the highest-quality 








Personal 
Letter 
File 







A low-priced Specialty that 


insures quick turnover. 
steel file that is portable and 
private. Many exclusive fea- 
tures. 


Ask for descriptive folder and 
liberal dealer’s discounts. 











ORRY- 


STEEL 


materials and craftsmanship possible for the 
price. Compare Corry-Jamestown equipment 
with other lines—and remember that no spe- 
cial end panels (which add to cost) are re- 
quired for finished appearance and protection 


of contents. 


We also manufac- 
ture desks and spe- 
cial equipment. Ask 
for Catalog and de- 
tails of our Inspec- 
tion Offer. Address 
CORRY - JAMES- 
TOWN MFG. 
CORP., 

Corry, Penna. 
Cable Address 
CORJAM. 


Warehouse Stocks Carried in 
New York St. Louis 
Chicago San Francisco 

Philadelphia Los Angeles 

Seattle 


FURNITURE 














Yes, Mr. Dealer, the hard, cold matter of dol- 
lars and cents. Very much the subject of 
discussion this year—and every year. 


You know, of course, that the first step to- 
ward increased profits is the selection of the 
right line to handle, but did you know that 
Hoosier is that line? Here are some of the 


tacts: 


With the comprehensive Hoosier line you can 
meet every office requirement with a scale of 
prices for every purse. You can talk price 
and sell quality. You will be in a position 
to build good-will and repeat business by giv- 
ing your customer the greatest value it is 
possible for his desk-dollars to buy. 


We will be glad to send details and catalog to 
interested dealers 


HOOSIER DESK COMPANY 
Jasper, Indiana 


HOOSIER 
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Spring Fair at Leipzig 

The annual international fair at Leipzig, Germany, has 
attracted American business men regularly during a cen- 
tury, to expand their fields in world markets. Today this 
historic merchandise assemblage attracts visitors from sev- 
enty-two countries in all parts of the world 

American participation has increased in the century. in- 
terval more than a hundredfold. The success of the great 
worid exchange throughout the seven centuries of its ex- 
istence, is due to its importance as a stepping stone to 
world markets. The Leipzig Trade Fair will be held this 
year March 1-7 inclusive. 

Che spring fair will comprise 10,000 exhibits, assembled 
from twenty-two countries, thus constituting the largest 
and most varied market in the world. The exhibits of 
allied merchandise will be displayed in the same or closely 
grouped buildings. There are some sixty-seven buildings 
in all, including the largest exhibition halls ever erected. 
rhe visiting buyers at Leipzig find it possible to shop 
through a score of countries quickly and economically. 
An American exhibitor last year found that with an ex- 
penditure of six days time and $2,000 he accomplished 
more than by a four-months’ trip through Europe and an 
outlay of ten times the amount spent to exhibit. 

An attendance of some 200,000 buyers is assured at the 
spring fair, including 30,000 from foreign countries. The 
United States will send more than 100 characteristic ex- 
hibits and upwards of 2,000 buyers from all parts of the 
country. A special American headquarters will be estab- 
lished and every facility offered for transacting business. 

The wealth of opportunities offered at the Leipzig Fair 
may be judged from the number of exhibitors in the lead- 
ing divisions. The Fair will include 823 exhibits of toys, 
of rugs and textiles, 795, office appliances, 882, applied 
arts, 438, household goods and appliances, 895, notions and 
fancy goods, 633, clocks and jewelry, 220, and 694 displays 
of glass and ceramics. Full information concerning every 
detail of the Fair may be obtained by addressing the Leip- 
zig Trade Fair, Inc., 11 West Forty-second street, New 
York, N. Y. 

—— 
The Typewriter in December’s News 

Chicago daily newspapers in December chronicled some 
interesting happenings in which the typewriter played a 
part 

The Rosenwald Museum of Science and History is be- 
ing arranged in Jackson Park, Chicago. This is the Fine 
Arts building of the World’s Fair of 1893, which is being 
rebuilt as a permanent home for the Rosenwald museum. 
Waldemar Kaempffert, the director of the museum, is plan- 
ning the exhibits so that the significance of the items to 
society are made lucid. The typewriter, for instance, will 
be depicted in the various stages of its evolution. Ac- 
companying this will be exhibits showing how the type- 
writer made a place for woman in the business office, and 
gave her a new status in the world’s work. 

\ young chap was arrested for blackmail, his plot being 
the abduction of a young society girl. Four threatening 
letters were written, and brought suspicion on a young 
clerk in a broker’s office. The authorities went to the 
office where he was employed, and found that the threat- 
ening letters had the mechanical peculiarities of one of the 
machines used in the office 

\ Rochester, N. Y., admirer of “Amos ’n’ Andy,” a pop- 
ular radio feature, sent these magnates of the “Freshair 
Taxi Line” an 1883 model of a double keyboard typewriter 
as appropriate equipment for the taxi office. 

~~ 
Office Research by Lingerie Editor 
Virginia Reel] Auditor: “Now let’s see your pink slips.” 
Miss Filing Clerk: “Sir!” 
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TERRECE@ 


STEEL STORAGE EQUIPMENT 
MAKES STORAGE 
PROBLEMS EASY 


—And right there is the real profit reason for your taking on this 
splendid line of merchandise. 


All over the country—in hundreds of dealers’ businesses, Terrell's 
Storage equipment is daily proving a real profit line. Terrell cup- 
boards are adaptable to so many different storage requirements 
that their popularity is easily understood—and easily capitalized 
upon. Twenty-five styles and sizes make the Terrell line complete 
—every storage need is successfully met. They are sturdy in con- 
struction—good-looking in mahogany, oak, walnut, and olive green 
finish—and priced to sell at a moderate price with a good margin 
for you. 


TERRELL’S EQUIPMENT COMPANY 
Grand Rapids - Michigan 


TERRELL 


‘STORAGE EQUIPMENT 




















er Our latest catalog is worthy of a 
place in your files. Send for a 
copy now. 
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= Tune in to this 
National Geographic P 1 
rogram! 


for increasing profits and greater business in red rope 











Literary Digest 














World’s Work goods. We are consistently, year in and year out, ad- 
vertising in a list of national magazines the merits of 
Collier’s Bushnell Red Rope Wallets and Filing Containers. 








Dealers who stock and sell quality merchandise have 
recognized the value of this campaign, and are profit- 


Review of Reviews 




















Rotarian ing to the fullest extent by prominently displaying and 
pushing Bushnell Red Rope Flat and Expanding Wal- 

Kiwanis lets and “Vertex” File Pockets. 

System We invite correspondence with dealers everywhere. 


ALVAH BUSHNELL CO. 


Durable Filing Containers 
13th and Wood Streets Philadelphia, Pa. 





“Vertex” File Pocket Flat Wallets Expanding Wallets 
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House Organ Philosophy 


Do not waste your energy if you have no knowledge of 


what you are after—The Coach (published co-operatively 
by the Boorum & Pease Company, Eberhard Faber Pencil 
Company, C. Howard Hunt Pen Company and Sanford 
Manufacturing Company). 
* * * 
The only thing you can do with Time is to invest it— 
and when invested wisely it pays big dividends.—Faultless 


Loose Leaf Company). 
7 * * 


Bulletin (Stationers 
Being pigheaded won’t guarantee that you will bring 
home the bacon.—The Blank Book News (The Columbus 
Blank Book Manufacturing Company). 
* * * 

Many a man in the public eye is just about as irritating 
as a cinder would be.—The “Y and E” Idea (Yawman and 
Erbe Manufacturing Company). 

a * . 

About the only thing that comes to him who waits is 

whiskers.—Typing Tips (The Miller-Bryant-Pierce Com- 


pany). * * * 


About the only thing that can lay down on the job and 


get results is a hen.—Office Topics (Baker Printing Com- 


pany). a 
A bullfrog’s mother thinks he’s beautiful—lIt’s Said 
and Done (Dictaphone Sales Corporation), 
* * * 


Quite often, failure is the result of the wrong objective. 
Bramwords (The Bramwood Press). 
* * * 

Propriety is the ice of life—The Office Cat (The Rich- 
mond & Backus Company). 

Annual General Meeting of Transvaal Stationers 

The annual meeting of the Transvaal Stationers’ Asso- 
ciation was held at Johannesburg, October 9, 1930. The 


election placed the following in office: F. Durand, chair- 


man (re-elected); vice chairmen—A. Law Palmer, G. Con- 
stable; honorary vice chairman, H. M. Guest; executive 
committee—Messrs. Fowler, Collett, Simpson, Rice, 


Mitchell, Willison, Slade and Cameron. 
The annual balance sheet was adopted, with some com- 


ment on the showing. It had been expected that an im- 


provement in trade conditions would be manifested dur- 
ing the year, to be reflected in the financial statement of 
the association. This was not the case. 

The chairman referred to the better working of the 


Printers’ Association and 


Master 


Association. An 


agreement between the 


the Transvaal Stationers’ appeal was 
made to local manufacturers of branded lines to standard- 
It was felt that this could be accomplished if 


and 


ize prices 


the manufacturers would get together come to an 
themselves 

ncsuiealinaiibaainty 
“Trader Rat” and the Fountain Pen 


Christian Science Monitor the “trader 


agreement among 


According to the 
rat” is native from the eastern slopes of the Rocky Moun- 
tains to the Pacific ocean, and from Canada to Mexico. 
His name comes from leaving something in exchange for 
anything he steals from tenderfeet who feel that personal 
property is secure in the open. Six acorns in the “trader 
rat” code are adequate exchange for a fountain pen pil- 
fered, a pocket knife, bunch of keys, or buttons. 

amnesia: 
Address of Ross Stafford Sought 

The Pruitt Company, 190 North La Salle street, Chicago, 
Ill., is seeking to learn the whereabouts of Ross Stafford, 
who left Chicago recently after spending several years 


with the company. 





































Transfer 
Season’s 





Here 





Stack of Four No. 70! 
Letter Size Cases with 
Base 











No. 701. Single 
Transfer Case 


with stock items. 





INCREASED SALES ASSURED 


WITH 


AURORA 700 LINE 


CASES 


DEALER POINTS 


Letter Size 


New exclusive stacking 
feature. No legs neces- 
sary. 

Completely closed, dust- 


proof construction. All 
cases electrically welded. 


Greater filing capacity. 
Each drawer contains 
26%” of clear filing 
space. 

Each drawer operates on 
rollers, one %@x14” roller, 
each side of case, insures 
smooth drawer action. 


Extra large stamped label 
holder for transfer detail. 


Durable er 
baked enamel finish. 


Variety. 
Low cost. 





Transfer 
Cases can be 
furnished 
with follower 
block and rod 
at a slight 
additional 
cost. 






The Aurora 700 line of Super Transfer Cases 
offers letter, legal, ledger, invoice, check, docu- 
ment and card sizes. 
fer Case requirements can be taken care of 


Your customer’s Trans- 





The new Aurora C-31 catalog covering our complete 


line is now available. 


Write for your copy 













CABINET 
» co. 








435 Woodlawn Ave. 


AURORA, ILL. 














NEEDED IN 
Ss VO) 55 (e1: 


No. 500 
With Vertical 
Adjustment 


Everywhere you will find 
Handistands opening the 
way to added business 
Just show your pros- 
pects how Handistands 
fit into the efficiency 
picture for holding 
books, papers, files, add 
mg machines, type- 
writers. No. 500 is the 
original Handistand with 
vertical adjustment. Nos. 
825 and 850 are of the 
new Harter “desktype”’ 
construction, and have 
the same Harter knock- 
down features as recent- 
ly adopted by several 
large machine manufac- 
turers Handistands are 
sold only through deal- 
ers. Get the details of 
our attractive proposi- 
tion now. 


The 
Harter 
Corporation 
Sturgis, Mich. 











No. 825 
Utility Desk 





Machine Stand 


THE HARTER CORPORATION, Sturgis, Michigan 


Gentlemen: 


Please rush full details about the new Handi- 


Name 


! 
| stands and your dealer proposition. 
} 
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Business Equipment House Opens at Utica 
Ptleeger Business Equipment, Inc., opened a short time 
go to serve the business community of Utica, N. Y., lo- 


& 


cated at Oriskany West and Seneca streets. The company 
is capitalized at $50,000, to carry complete lines of office 
equipment, appliances and supplies, for business and pro- 
fessional offices, banks, schools, mercantile offices and 
factories. 

Ralph B. Pfleeger is president and treasurer of the new 
corporation. He was one of the founders of the Utica 
Othce Supply Company in 1915, and continued as a part- 
ner in the business until 1922. He was engaged in the 
manufacturing business until recently, and has returned 
to the distribution of office equipment and accessories. 

Stanley Cooper, vice president of Pfleeger Business 
Equipment, Inc., was formerly treasurer of the Utica 
Othce Supply Company. Until recently he was sales man- 
ager of a well known office equipment and stationery busi- 
ness at Buffalo. Vernon R. Evans, secretary, had been 
four years sales representative of Grant’s, of Utica; re- 
cently he was traveling representative for The Globe-Wer- 
nicke Company in New York state. 

— ee 
Sundstrand Branch at Chicago Moved 

[The Sundstrand division of the General Office Equip- 
ment Company at Chicago has moved from 864-66 North 
Wabash avenue to 155 East Superior street, where a large 
part of the fifth floor is occupied The offices face the 
street, with a fine north light. The office layout places 
the display and demonstration room near the entrance, 
with private offices adjoining for P. N. Sea, and his secre- 
tary, Miss Estelle Schwartz. The salesmen’s room adjoins 
Mr. Sea’s quarters. Liberal storage space is provided for 
machines and supplies. 

[The new Sundstrand offices are immediately east of 
North Michigan avenue, with unrestricted parking for au- 
tomobiles. The Chicago avenue street car line is one block 


north, connecting with all north and south lines west t 
the city limits. 
_— 

Chicago Seating Company Moves to North Side 

The Chicago Seating Company, operated by W. J. Mur- 
phy, has moved from Suite 772, First National Bank build- 
ing to 325 West Huron street. This business has been 
operated in conjunction with the Dandy Supply Company 
at the First National Bank building address. Stocks have 
been increased and household furnishings added, so Mr. 
Murphy found increased space across the river 

The Dandy Supply Company continues at Suite 772, 
First National Bank building. T. F. Chamberlain, Jr., is 
president. He is assisted by E. W. Walsh. Miss Beatrice 
Rabin has charge of the office and deliveries to customers. 

—__$—~o 
Editor E. L. Sick of Detroit 

Elmer L. Sick, secretary of W. B. Gregory & Son, De- 
troit, Mich, has his name on the masthead of Council News, 
published at Detroit. This is the official monthly publi- 
cation of Cadillac Council No. 143, of the United Commer- 
cial Travelers of America. 

Editor Sick turns out a newsy publication, well arranged, 
and he shows aptitude in extracting news from the affable 
travelers. 

— 
Will on Talking Machine Cylinder Probated 

The clerk of Polk county, Iowa, Des Moines, is re- 
ported as having accepted for probate a will recorded on a 
dictating machine. This will was dictated by Theodore 
Mantz, a Des Moines attorney, in 1919. He had discussed 
the project with friends, and an argument as to the validity 
of the instrument followed. The cylinder also recorded 
e statements of witnesses to this unusual will. 
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any 
aggressive 

merchants 

think this way. . 


GF ALLSTEEL PRODUCTS 


DESKS, SHELVING, 

SAFES, STORAGE CABINETS, 

FILES, STORE FIXTURES, 
FILING SUPPLIES 
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FINISH 





BEAUTY 


fs a Customer comes into my 
store, it's my job to make 
my merchandise more attractive 
than that of my competitors. And 
one way to do that selling job is 
to demonstrate, not merely tell, 
the superior points of GF Aluminum Chairs. 

I'll ask my customer to sit ina GF Aluminum Chair 
and suggest how comfortable it is. ll ask him to 
life it and thus demonstrate its lightness. I'll ask 
him to lean back in one and see for himself how strong it is. And as for finish, 
durability, beauty and low up-keep, I'll back GF Aluminum Chairs against 


all comers. e ° e 


Such aggressive merchants are making money, developing new business and 
getting leads which bring them in other orders—for desks, shelving, cabinets 
and files. Are you thinking along these lines, too? 


THE GENERAL FIREPROOFING COMPANY 
YOUNGSTOWN, OHIO TORONTO, CANADA 





ALUMINUM CHAIRS 
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This Popular 
Period Style 
Office Desk Series 


is Popular Priced 


tre 


BD ay 1930 our sales on 


the 2900 series have mounted steadily, demon- 
strating 4 popular demand for this type of con- 
servative period style office desks of known — 


value and reasonable cost. MYRTLE 


By the addition of several important new im- 
provements Myrtle has made in this series at no 
increased cost, a new impetus will be given to 
1931 sales. Write for full description and 


prices. 


oESKS 


MYRTEE DESK COMPANY 


HIGH POINT, N. C. 
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FOR 32 vEARS 


DESKS 
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Improved Tables on Metal Furniture Exports 
The United States Department of Commerce has ini- N E 
tiated new classifications for exports of metal office fur- A VW 
ture, covered by Special Circular No. 042-8. This is ° . 
<a he guidance of those who foll he Period Series 
reproduced here tor the guidance of those who tollow the 
tables pres¢ nted monthly in Office Appliances Exporters in WALNUT 


have been notified of this change, which goes into effect 
No. 2200 









January 1, 1931. 
The existing classifications for the exports of metal 
office, store, and industrial furnishings, are too broad and 
ambiguous to serve adequately their purpose, and have 
frequently led to errors in classifying these products 
under headings in the export schedule. Further subdivi- 
sion and changes are necessary to make these export sta- 
tistics reasonably accurate and more useful to the export- 
ers of these items. 
A new classification has been drawn up to become effec- 
tive January 1, 1931. Here it is: 
No. 6129—Sheet metal lockers and storage cabinets. 
No. 6130—Sheet metal shelving and wall bins. 
No. 6131—Sheet metal filing cases. 
No. 6132—Sheet metal fire or burglar-proof cabinets 
. No. 6135—Other sheet metal office furniture and fixtures. 
No claim of perfection is made for this schedule, but 
it is expected it will be found more clear and explicit than 
the previous schedule. 
| To make these figures of maximum value to all con- 
cerned, care should be taken to see that export declara- 
tions accompanying outbound shipments be filled out ac- 
curately oad in accordance with es new export schedule. on 
It is urgently requested that document clerks or other 
persons responsible for filling out these declarations be 
impressed with the importance of accuracy. Not only 
should the description of the article be set forth but care 
should be taken to give in the column “Class Number aia eam te D 
Schedule B,” in the export declaration, the number of the Sai 
particular export classification under which the various 
metal products should be classified. Only through co- 
operation of all manufacturers and exporters in this mat- 
ter can efficient and accurate statistical service be insured. 
The glossary given here has been prepared to be used 
in describing exports of metal furniture and fixtures for 
office, industrial, store, and library use, in the shippers’ 
export declarations in accordance with statistical export 
classification Schedule B, effective January 1, 1931. 
Glossary 
(To be used as a guide for manufacturers in properly clas- 
sifying metal furniture and fixtures in the export 
Schedule B.) 
Schedule B. Class No. 
No. 6129—Sheet Metal Lockers and Storage Cabinets. 
This classification should include: 
Clothing lockers for Wardrobe cabinets. 
schools, clubs, barracks, Counter height storage cab- 
factories, etc., both dou- 


Wi 


; inets. 
ble and single tier, as well es . 
Medicine cabinets. 
as compartment lockers. < bi 
es »port cabinets. 
Golf lockers. pore ‘ , 
Storage cabinets for use in Cabinets and lockers other No. 2211 Straight Arm 
storing office supplies, than those mentioned 





raw materials, etc. above. 


A Period styled round4luted post chair 
No. 6130—Sheet Metal Shelving and Wall Bins (for fac- series that correctly matches many of the 
popular desk designs on the market today 
— including the Myrtle Desk suite shown 
Shelving units for use in Stacking boxes for parts on the opposite page. Investigate the un- 
usual opportunities in this line for 1931. 


tory, store, or library). This classification should include: 


office, library, school, fac- and materials handling. 


tory, shop, garage, ware- : ; 
house, filling station or Steel store and shop bins. HIGH POINT BENDING & CHAIR co. 
store (open and closed Metal counter and showcase SILER CITY, N. C. 

back). units. 
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ComPETING WITH 
QUALITY AS WELL 
AS PRICE ~“~we 


T A LMA is meeting low-price 
competition first by in- 
creasing quality thruout the en- 
tire line. Witness the many 
improvements that definitely add 
to the value of every gciece. 


At the same time and while im- 
proving the quality of all mer- 
chandise, Alma has gone still 
further in meeting competi- 
tion and consumer demand, by 
offering still lower prices. 


Just what these improvements 
in the Alma line are, and just 
what values are represented by 
Alma prices are yours for the 
asking. 


ALMA | 
DESKS 





No. 1151 F 


ALMA DESK COMPANY 
HIGH POINT - NORTH CAROLINA 
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No. 6131—Sheet Metal Filing Cases. This classification 
should include: 
Horizontal sectional units. 
Roller shelf map-book units. 


Filing cabinets—all sizes. 
Card cabinets. : 
Posting units. 

ransfer cases. . ~ 1: . 
lranster case Other special filing equip- 


Counter height filing units. ment 
No. 6132—Sheet Metal Fire or Burglar-proof Cabinets. 
This classification should include: 
Fire or burglar-proof cab- 
inets (for protecting rec- 


Fire or burglar-proof filing 
cases of sheet metal con- 
struction. ords, maps, etc.). 

No. 6135—Other Sheet Metal Office Furniture or Fix- 
tures. This classification should include: 

Metal desks and chairs. Metal card ledger trays and 

Metal bookcases. 

Metal tables. 

Shelf cupboards. 

Metal card ledger desks. 

Portable lock boxes, tool Metal conduit, outlet and 
boxes, etc... should be de- 
clared under No. 6188— 
“Other Hardware.” 


caster bases. 
Other metal office furniture 


and fixtures. 


switch boxes should be 
classified under No. 7094. 


Safes of heavy metal construction are to be distinguished 
from fire or burglar-proof cabinets of sheet metal con- 
struction which are used as filing cases or for protecting 
ledgers, maps, etc., against fire, and should be separately 
classified under the appropriate heading which will be: 

No. 6133—“Safes” (of heavy metal construction). 

Several months will elapse before the new tabulations 
will be published by the Department of Commerce. 

SS 
Promotion Budgets of Trade Associations 

The United States Department of Commerce, trade as- 
sociation department, has made a preliminary report on 
a survey covering the promotional activities of trade asso- 
ciations. This shows that 287 associations have carried 
on trade promotion work; some 115 have carried on re- 
search in technical lines; 109 reported on market research; 
155 on advertising; 117 on field service, and 107 on sys- 
tematized education. 

Several associations indicate that they have been en- 
gaged in technical or market research fifty years. Ex- 
penditures in promotion and research work are reported 
for 1930 (estimated)—Technical research, $874,431; market 
research, $298,260; publicity, $696,453; advertising, $5,816,- 
969; field service, $1,225,510; systematized education, $415,- 
862 

[he status of budgets was reported. Eighty-one asso- 
ciations stated that the budget for 1930 was increased; 
fifty-six organizations decreased the budget; eighty-one 
associations made no change in their budgets. Twenty- 
one associations reported the figures for their total bud- 
eets only, the totals being 4,327,180. This total is obviously 
not included in the total for individual items. Summarized, 

27 associations reported a total of $9,327,485 as the 1930 
budget for trade promotion. 

Supplemental inquiry forms have been mailed to trade 
associations which have carried on specific types of trade 
promotion work. With all the data on hand, it is expected 
that the figures will be tabulated and published, one on 
market research and one on co-operative advertising. 

Easily Routed 


The Honolulu Item (Mercantile Printing Company, 


Ltd.)] Breezy: “Have you a good opening here for an 
unusually bright, energetic young man?” 
Business Man: “Yes, I believe we have—and please 


close it softly as you leave.” 
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—and for all papers worth filing, sell Acco Fasteners— 
the certain filing protection that customers need—and 


buy. Every manila folder you sell means a chance to sell 
Acco Fasteners to go with it. 









Filed papers, neatly, tightly bound with Acco Fasteners 
cannot slip out or mix while the file is in use. When ready 
for transfer, the complete Fastener-bound file—a compact 
history of any business transaction—can be stored away 
intact. Acco Fasteners bind the only safe way—by compres- 
sion. Fastener-bound files may be built to any desired volume 
—the bigger their bulk, the bigger your Fastener sales, the 
bigger your Fastener profits. 








Your customers gladly pay a few cents for absolute filing safety. 
Don’t let these swift, easy Acco profits get away! Acco’s sales- 
stimulating counter displays, dealer helps and advertising litera- 
ture will help you reap them. Write Acco now—and learn more 
of these certain Acco profit winners. 








ACCO FASTENERS 


Bound Papers Are Safe Papers ~ she ls 








ACCO PRODUCTS, INC. (American Clip Co.), 39th Ave. and 24th Street, Long Island City, N.Y. 


CANADA: EUROPE: ARGENTINE: BRAZIL: 

Acco Canadian Co., Ltd. Acco Company, Ltd. Fred Berg & Co. J.A. Salicrup & Co. 
454 King Street, W. 18 Whitefriars Street 448 Sarmiento Rua Buenos Aires 104 
Toronto London, E.C. 4 Buenos Aires Rio de Janeiro 
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New Opportunity 


for 


BIGGER 


BINDER PROFITS 


Profit more—and profit more often with Accoflex Binders- 
you will sell MORE binders of this type 


ee Binders are flexible—roll to fit pocket or 


traveling bag—look, feel and wear like leather. 
Customers appreciate their binding facility—the ease and 
speed with which contents can be changed. Samples, price 
lists, catalogs, briefs, etc., can be bound quickly with a 
minimum of time and trouble. Ideal for salesmen, solici- 
tors or professional men. Far superior to old-fashioned 
screw binders, Accoflex Binders demand no time wasting 


for adjustment or manipulation. 





Here is your opportunity for bigger binder profits. Acco’s 
sales-stimulating counter displays, dealer helps and adver 
tising literature will help you get them. Write to Acc 
now—and learn how profitable these Accoflex Binder 


can be. 


ACCO PRODUCTS, Inc. 


American Clip Co. 
39th Avenue and 24th Street, Long Island City, N.Y. 


ACCOFLEX BINDERS 





s. Acco’s 
nd adver 
to Acco 
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Phenomenal 


Strength 


A four drawer, letter size Columbia file 
was used for the test here illustrated. Over 
325 Ibs. of brass parts were placed in each 
of the four drawers. Then 3030 lbs. of pig 
iron bars were piled on top of the file—a 
total load of 4330 Ibs. or well over two 


tons. 


Because of heavy duty construction, Co- 
lumbia files are carrying as much as 800 
lbs. per drawer—an impressive fact dis- 
closed by a letter which was reproduced in 


the December issue of this journal. 


What is the explanation of this max- 
imum strength and rigidity, whereby Co- 
lumbia cabinets withstand every stress and 
strain and render permanently satisfactory 
service? It is found in the unique Colum- 


bia construction. 


One special feature of this construction 
is the use of extra reinforcements between 
the track channels and the walls of the 
cabinet. These compound reinforcement 
formations serve the same purpose in a Co- 
lumbia cabinet as special compound hori- 
zontal girders serve in modern heavy-duty 
steel buildings. 

A new and greatly enlarged catalog il- 
lustrates and describes Columbia heavy- 
duty construction. May we send you a 


copy? 





This cut was made from an unretouched photograph 


Columbia Steel Equipment Company 


Office and Showroom 


Chestnut Street at 18th 


COLU 





P. 0. Box 32244 
Philadelphia, Pa. 


MBIA 





The Super-Quality Line of Office Equipment 
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Send for this a 
brochure .. 
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Here as ith 
die Senctee end wes designed lace foo: fies: | 
corporations. With this suite and the Senator, cor 
porations can have « complete ensemble. Major ex 
ex an he equipped from the S ve suite, Other 
exec iunior official well as the office stall cas | 
be equipped from the Cambridge suite. Both suites | 
their design and finish typify the freshness of tod } 
/ The straight | f the Senator are f ] | 1 \ 
| Combridge, the same finish io alse there, but the 2 
dann ene diddy enalll 
) As in the case of the S he Cambridge enabl 
necutives to < ¢ obbee th «a moders 
ch n off } j way 
| When redesigning your complete office, consider 
} srefully the full beauty of the Senator and Cambridg 
| We think you will find both delighthul 





F you sell oflice furniture you will want to 


read this unusual brochure, “The Spirit of 


Gracious Living Moves Downtown,” which 
shows the modern trend in business offices. 
It's interesting — not simply because it 
shows de luxe furniture in a manner fitting, but 
because it 1s the kind of a booklet that sells 
furniture in complete suites. 
THE 


B ILDERS > F FFICE FURNITURE 


LEOPOLD 


AT 


yp Mh 


As you read your copy, think how profit- 
able it will be to represent a manufacturer 
who not only makes superb furniture, but 
features it so effectively. 

You'll agree, we think, after you have read 
the booklet, that it 1s the kind of sales literature 
you would like to use to help build sales for 


you. To get your copy, simply write to us. 


COMPANY 


BURLINGTON IOWA, SINCE 1876 
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Columbia Executives “Call on the Trade” 

A. B. Holmes and F. R. Nichols, vice-president and sales 
manager respectively of the Columbia Ribbon & Carbon 
Manufacturing Company, Inc., traveled about the country 
considerably during November and December studying at 
first hand the workings of Columbia’s cooperative sales 
plan. 

Mr. Nichols left for Birmingham, Ala., New Orleans and 
various Texas cities about the middle of November, visit- 
ing the most prominent stationers in the South and obtain- 
ing their reactions and suggestions concerning the com 
pany’s sales plan. 

In Los Angeles Mr. Nichols was joined by Mr. Holmes. 
Considerable time was spent with Chas. W. Wallace, west- 
ern representative of the company with headquarters at 
Los Angeles, and Richard Rohrs, at Seattle. Mr. Holmes 
reports that he renewed many old friendships formed when 
he was able to visit the Pacific Coast more regularly. 

Mr. Holmes and Mr. Nichols found business good and 
dealers optimistic everywhere. The intimate knowledge of 
trade conditions gained during the trip will be used to 


perfect Columbia’s cooperative sales plan. 

















MISS AMY JOHNSON, THE ENGLISH AVIATRIX, USES A ROYAL 
PORTABLE IN ANSWERING FAN CORRESPONDENCE.—-She made a 
flight to Australia from England, which won her many honors 








They Make Things of Wood 

Percy Smith of the West Coast Desk Company, Port- 
land, Ore., has been selected as a judge of the interesting 
contest “You Can Make It Out of Wood,” which Port- 
land, Ore., school boys are attempting to prove. Five 
thousand boys taking manual training are demonstrating 
the numerous articles, desks, office furniture, and hosts of 
home equipment, which can be made from Northwest 
woods, to add impetus to the badly shattered lumber busi- 
ness. The judging of the boys’ products took place in 
mid-December in the municipal auditorium, with valuable 
awards to the makers of the best wood products.—C. M. L. 

See es 

Direct Mail Firm Opens Stationery Department 

Commercial Office Service, Printcraft building, 930 H 
street, N. W., Washington, D. C., announces the establish- 
ment of a commercial stationery department under the 
managership of J. C. Runnels. The company has been en- 
gaged in the direct mail advertising business for the past 
fourteen years. Mr. Runnels, an experienced commercial 
stationery man, has expressed the request that manufac- 
turers in the industry send him their latest catalogues and 
price lists. 
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The WINNERS 


in the 6stertiook 


"700° prize 


merchandising contest 


Ist Prize 8150 Elliott D. Haddon, of Stationers Corp., 
525 South Spring St., Los Angeles, Cal. 


2nd Prize 8100 J. Chester Molyneux, 
Monarch Stationery Co., 
221 Main St., Jamestown, N. Y. 


3rd Prizes Edward Harmer, 400 Perrault St., 
850 each P.O. Box 244, Rouyn, Quebec. 


Howard B. Lambert, 
Commercial Stationery & Printing Co., 
1029 Race St., Philadelphia, Pa. 


True Shattuck, of R. E. Obershaw’s, 
44 Main St., Leominster, Mass. 


S. E. Haraldson, Coe Stationery Co., 
152914 Willamette St., Eugene, Oregon 


4th Prizes Harry F. Sanner, of Duggan Rider Co., 
S25 cach 729 State St., Erie, Pa. 


Charles W. Beam, 
14144 North Larchmont Blvd., 
Hollywood, Cal. 


Harry C. Dick, 
of Ziegler, Redeker & Dick, 
308 Sycamore St., Cincinnati, Ohio 


Miss Dora M. Raithel, 
Economy Stationery & Supply Co., Inc. 
1307 E. 7th St., Los Angeles, Calif. 


Charles J. Lofye, 
2527 S. Howell Ave., Milwaukee, Wis. 


S. Gunn, 3104 Harding Ave., 
Kaimuki, Honolulu, T. H. 


I. W. Shockley, 
of Saml. Dodsworth Stationery Co., 
412-14 W. Tenth St., Kansas City, Mo. 


Miss Alma Au, 
P. O. Box 1439, Honolulu, Hawaii 


W. B. Spicer, Transylvania Ptg. Co., 
Lexington, Ky. 


A. H. Miller, of Koke-Chapman Co., 
Medford, Oregon 


s 
JUDGES 
George C. Wheeler of “Office Appliances” 


A. B. Abrams of ‘Modern Stationer” 
J. E. Neary of ““Geyer’s Stationer” 


,* contest revealed many useful, 
interesting ways to sell more pens—and to sell more mer- 
chandise of every kind through featuring pens. The best 
suggestions have been compiled in “‘Pen Merchandising” 
sent FREE, on request, to stationers and their sales- 
persons. Esterbrook Pen Co., 86 Cooper St., Camden, N.J 
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A Sale-A-Day Contest on Flexipost Binders 

‘he Stationers Loose Leaf Company of Milwaukee, Chi- 
cago and New York, in response to suggestions and re- 
quests from Flexipost dealers, has decided to inaugurate 
another Flexipost sale-a-day contest. These contests have 
been conducted for a number of years, but last year the 
contest was omitted. The present contest will be in effect 
for three months only. It began December 1 and will end 
March 1, 1931. 

It is planned on somewhat different lines than the other 
contests. Under the new plan, every Flexipost salesman 
may participate with a goodly prospect of winning an 
award; for the principal element of previous contests—the 
granting of awards for the largest sales only—has been 
modified, although the competitive feature is still included, 
but on a new basis which the company believes to be more 
equitable to Flexipost dealers. The new contest is simpler 
in its operation than former contests, inasmuch as the 
keeping of records has been practically eliminated and re- 
ports of individual sales discontinued. 

There are three classes of awards: One, a monthly 
award to one Flexipost dealer in each dealers’ group; two, 
a contest award to salesmen; three, the final award to one 
salesman in each dealers’ group. Awards are determined 
by a very simple method through the use of coupons by 
salesmen, inserted in the award record column. It is be- 
lieved that the contest will stimulate Flexipost sales and 
that dealers and their salesmen will be keenly interested in 
its possibilities. 

To the dealer in each of the six groups who sells the 
greatest number of Flexipost binders of anyone in his 
group during any one or each month of the contest period 
will be awarded the dealers’ monthly prize of $20. This 
award will be determined through a record of the orders 
for Flexipost binders received from dealers each month 
of the contest period, and will be based on the number of 
binders ordered during the month, regardless of whether 
or not they may be shipped or billed during that month. 

To that Flexipost salesman in each of the six groups 
who reports through the coupon system the greatest num- 
ber of binders sold by him in that group during the three 
months contest period, will be awarded the sum of $25, 
and to each Flexipost salesman who has at any time during 
the contest submitted a completed contest record, an 
award of $5 wiil be given. Every Flexipost salesman is 
entitled to one coupon for each Flexipost binder he sells. 
Chis coupon is issued at the time of the shipment and with 
the billing of orders, which are mailed with the invoice 
covering the order, to the Flexipost dealer to whom or 
for whom the shipment is made. These coupons are 
placed by the salesman making the sale in the contest 
record folder, which is completed with twenty-five cou- 
pons. This completed record with the necessary identiti- 
cation, entitled the salesman to the contest award of $5. 

— 
It Happens in Seattle, Too 

Miss Coaina Imberry, payroll clerk of the Lowman & 
Hanford Company, was robbed recently of $3,595—the 
week’s payroll—by bandits who held her up in broad day- 
light in the center of the financial district. Carrying a 
satchel containing the money, she was waiting for a street 
car when she was accosted by a well-dressed man about 
thirty-five years old, who cautioned Miss Imberry to make 
no outcry, holding his hand in his coat pocket as if ready 
to draw a revolver. He forced her to accompany him in 
silence to a waiting automobile in charge of a second man. 
Here the bag was taken from her and the bandit was 
whisked hurriedly away. 

Although shocked and frightened, Miss Imberry was 
able to give the police several points which may be of aid 
in the eventual arrest of the criminals.—C, M. L. 
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The Automatic 
Drawer permits 
drawer to capacity 
the usual allowance for 
ing space, and four draw 
in an Automatic file do the 
work of five in an ordinary 
file. Compressed, the material 
isin perfect shape, smooth, fire 
resistant. Expanded, there is 9 
inches of working space; filed 
material is visible and can 
be picked from the folder 
without delay. 


,..an exclusive 
e@eéeé wit 


Here’s something no one else can offer 
turnover for one dealer for one year on this 


It sells! It has real sales features that you ca 
it—it’s not just an item on the floor! 


The Desk Companion appeals to every busy exect 
personal file. 

Note the Automatic Clear Vision Expanding feature— a 
makes the complete Automatic line self-selling. Send the 
about our dealer proposition: There is a real opportunity 
progressive representative capable of building up a real 
office equipment business. 


THE AUTOMATIC FILE & INDEX CO. 
General Sales Offices 
900 Butler Bldg. 427 W. Randolph St. 
Chicago, Illinois 
Factory: Green Bay, Wisconsin 
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nnouncing the 


VISIBLE 


A Complete New Line of 


Visible Index Equipment 
 - - - backed bya 


Great Name ~ ~- 


The new “Yand E” line of Visible 
Index equipment, product of Yawman 
and Erbe’s half century of service to 
the public, offers radical improvements 






























over existing equipment. 

For Example — 

vl. Thenewprinciple of flexible card hinges permits cards to 
pass through the typewriter after the system is set up. 

vy 2. Shifting cards from one position to another is accom- 
plished with lightning-like speed. 

vy 3. Single or folded cards or sheets of paper can be used 
equally well. E tach form 100% visible and usable. 

vy 4. Records lie flat in natural or reversed position making 
a firm writing surface. Only one hand needed to operate. 

vy 5. A self lifting and self closing metal top card to each tray 

another one-hand operation. 

Backed by a strong consistent advertising compaign, the new 

Visible makes the ‘“‘Yand E”’ Franchise even more profitable and 

valuable to the progressive dealer. 








“Ya YAWMAN 4x» FRBE MEG. ©. 


1 ” 
E MS JAY STREET = = x ROCHESTER. N. 
Export potesaatatee 568 i ialiins New York, N.Y., U.S. A. 


Steel and Wood Filing Cabinets . . . Steel Desks . . . Steel “ar vo 
Safes . . . Office Systems and Supplies ... Bank and Library Equipment 
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Typewriter Firm Enjoys Success Through Liberal 
Policy 

[he success of the S. L. Ewing Typewriter Company of 
Dallas, Texas, is due in part to the practice of keeping 
employees so well pleased with their work that they are 
glad to remain with the firm and give it their best efforts, 
according to J. T. Boyce, owner and manager of the firm. 

Elaborating on this statement, Mr. Boyce said: “We 
have found that it is important to the success of a firm to 
have employees who have been with the organization over 
a long period of years, and who thoroughly understand 
their work, the policies of the firm, and the clientele who 
patronize the business. 

“When you start a new employee, you are making an 
investment in service—service to your store, and service 
to your customer. If the employee makes good and be 
comes an asset to the business, it is much better economy 
to put forth special effort to make him or her well satis- 
fied than to try to get as much for as little as possible. This 
latter practice makes the employee problem a hazardous 
thing. We are all out to get as much as we can, and the 
employee who is not getting all that he should, is con 
stantly on the alert for something better. 

“We try to make the working conditions in our firm a 
nearly ideal as it 1s possible to make them; and we try to 
make the compensation commensurate with the service 
rendered. Oftentimes we will pay just a little more than 
what a job is really worth in order to encourage the em- 
ployee to better efforts. And it always pays us in the end.” 

The S. L. Ewing Typewriter Company was established 
in 1902 by S. L. Ewing. At his death, approximately nin 
years ago, Mr. Boyce, who is a son-in-law, took charge of 
the business and under his management it has shown an 
excellent increase. In addition to selling new and rebuilt 
typewriters, the firm does a rental business, and is district 
representative for the Victor Adding Machine Company, 
with twenty-seven counties as its territory.—B. C. R. 


dina, 
F. D. Wilson Suffers Injuries in Motor Accident 


On Sunday evening, November 30, Frank Darrell Wilson, 
a sales representative of the Joseph Dixon Crucible Com- 
pany, met with a very serious accident while motoring 
to Monroe, Wis The accident occurred near Belvidere, 
Ill. Mr. Wilson, who was alone in his car, failed to observe 
in the darkness a trailer attached to a truck ahead, with 
the result that he collided with the trailer, suffering a 
broken leg and a broken nos« Another salesman coming 
along behind in his car, extricated Mr. Wilson from the 
wreckage of his automobile and took him to the hospital 
at Belvidere, where instant attention was given him. As 
a result of the practically immediate setting of the broken 
bones no permanent disability will be likely to ensue. On 
being notified of the accident, Mr. Wilson’s wife and his 
parents left immediately for Belvidere, arriving a few hours 
after the accident. 

Inasmuch as Mr. Wilson is a skilled driver and always 
careful, it is believed that the trailer was traveling without 
proper tail lights. It is said that Mr. Wilson’s car was 
rather badly damaged, and that when Mr. Wilson was 
picked up, his clothing was saturated with gasoline His 
many friends will give thanks that the accident, bad as it 
proved to be, was no worse. 

ee 
Seattle Concern Adds Gifts 

Trick & Murray, office stationers and printers of Second 
avenue, Seattle, have installed a gift department for the 
holiday season Besides numerous office appliances ap- 
propriate as Christmas gifts, many social items have been 
added to the stock for the Yuletide season, all reflected 
in counter and window displays.—C. M. L. 
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Give your customer more 
for his money and he 
will come back to you 














New Style Re 
inforced flap— 
double thickness 
for strength— 
prevents the gus- 
set from tearing 
out on each side. 


Cloth Gussets DO NOT break 

open at the corners—greater 

strength at points of greatest 
wear. 





ANUARY 


TRANSFER TIME 








The sales season for file pockets, folders and 
wallets at its greatest peak... . 

Go After the Filing Supply Business Now 
when the larger users are placing orders in 
preparation for transferring their files. 





Vertical File Pockets are the proper con- 
tainers in the file for bulky correspondence. 


We are backing you with large stocks of 
standard styles and sizes in filing con- 
tainers for immediate shipment. 








Phone, write or wire your orders to our 
well-stocked Chicago warehouse. 


QUALITY PARK ENV. CO. 





11-116 Merchandise Mart 
Chicago 


Wholesale Distributors 
A. H. Denny, Inc., 356 Broadway, N. Y. City 


Associated Stationers Supply Co., Chicago 
Factories at St. Paul, Minn. 
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FOR PROFIT 
MAKE THIS A 
UHL YEAR 




















€ 


No. 9606-17 
“Postur-Chair” 








No. 626-28-“C” 










Swivel Seat Stool 
You can make 1931 a bigger and better year— 
a more profitable year—if you make it a Uhl 


year. 


Uhl dealers have much in their favor. The 
Uhl “Postur-Chair” being the pioneer in this 
type of equipment is most widely known. Sales 
eftort results in greater volume than with the 
lesser known, haphazard models. Dealers ob- 
tain much repeat business and thru the rec- 
ommendation of the many satisfied users, 
much new business. 


Uhl steel products include tables, stands for 
typewriters and other office machines, stools 
and chairs for office and factory, tool trays, 
etc. Uhl steel products are economical because 
they are practically everlasting, and need no 
repairs. Even if the price were higher, they 
would still cost less in the long run. 


Pn 





No. 7800 TS 


The No. 50-56 ‘ Y 
Typewriter Stand 


File Stool 


Let 1931 be a Uhl year for you. Start 
by writing for further information now. 


The TOLEDO METAL 
FURNITURE COMPANY 








1470 Hastings St... TOLEDO, OHIO, U. S. A. | 
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Typewriter Figures in Kidnaping Case 


The following news item appeared in the Springfield 
(Missouri) Leader some weeks ago. 

“A weather-beaten typewriter, stumbled upon yesterday 
afternoon by Charles Harper in a timber patch on his 


farm, three miles north of Greenfield, offers the latest clue 
in the search for the man who kidnaped Mrs. Alma Mc- 
Kinley, 24-year-old Ozarks heiress, on October 13. 

“That the machine is the 
note demanding payment of $60,000 for the release of the 
girl and sent to father, Wilson, well-to-do 
Greenfield farmer and oil man, was typed seemed certain 
this morning. 

“In addition to the fact that the letters made by the 
letter, 


scraps of similar paper upon which beginnings to the let- 


one upon which a ransom 


her Benton 


typewriter’s keys correspond with those in the 


ter started and then cast aside were discovered near 
the typewriter, which had been covered by an old quilt. 
The nature of the letter was the same on the frayed scraps 
received Wilson 

Wilson voiced the opinion that the typewriter was 
to find out 


were 


as that by 

“Mr 
stolen and declared that an effort will be made 
if any such machine has disappeared in this section lately. 
The Smith No. 2, its 


number was 58739-2. Being exposed to the weather had 


machine was an L. C. and serial 


injured it considerably in spite of the attempt at covering.” 
f the office equipment industry 


Perhaps some member < 
may be able to assist in this case by providing some in- 
formation as to the history of this particular typewriter. 

ae 
Reliable Issues New Wholesale Price List 

Wholesale Price List and Book No. 700 of 
the Reliable Typewriter and Adding Machine Corporation, 
Chicago, is now off the press. This new list contains in- 
formation of great to Attention is called 
particularly to the complete set of illustrations whereby a 
dealer can show a prospect the machine he is trying to sell 


Reference 


value dealers. 


This new wholesale catalogue and reference book con- 
It gives a 
of information convenient to have at 
hand There of the officers of the 
Reliable organization and their offices and work rooms. 
Information all of office 

presented, together with a full description of the service the 


tains 52 pages and is copiously illustrated 
mass which it is 


are also pictures 


concerning manner machines is 
company performs for the trade. 

In addition to the foregoing, the corporation has just 
1931 


showing 


adding-calcu- 
they will 


allowance schedule on 


the prices at 


issued its new 


lating machines, which 
take in machines. This is available to the trade at thirty- 
five cents per copy. 
oe _ 
Crescent Office Supply Co. in New Quarters 
Fine new quarters have been taken by the Crescent Of- 
fice Supply Company of Seattle to permit of expansion of 
organization under the of Ed Kreesi. 
Che new location is that formerly occupied for many years 
by Trick & Murray at 1005 Second avenue, in the Rialto 
block 
There, the 
moving from a location on Third avenue, Seattle, where 


this management 


Crescent Office Supply Company, which is 


transient traffic has grown less in recent years, will have 

considerably enlarged floor area which will be trimmed 

with the newest of office furniture and office stationery. 
The 


count 


location, identified as a stationery center, on ac- 
of the long tenure of Trick & Murray, is being re- 
modeled and redecorated. 

It is planned to make the business in the Rialto Block 
f the most complete stationery and office equipment 
city, with the stock attractively displayed 
_ 


one ‘ 
stores in the 


over 6,000 square feet of floor space —C 
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STORAGE 
CABINETS & 


A Year Around Best Suilier 
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HE complete ‘‘Yand E”’ line of Steel Storage Cab- 
inets provides convenient, economical storage and 
protection for office supplies, stationery, clothing, 

etc. In constant demand in offices, schools, stores, banks, 

homes, libraries, garages, etc. 

The wide range of models in the complete “Y and E”’ line, are 
adjustable to any storage need and enable you to meet every 
customer requirement. 


Backed by the famed “Y and E’’ name — the complete line of 
“Y and E” Steel Storage Cabinets is but one of the many profit 
possibilities that make the ‘““Y and E” franchise so highly valued. 


YAWMAN n>? FRBE MFG.(O. 


155 JAY STREET  :: ROCHESTER, N. Y. 
Export Dept.: 308 Broadway, New York, N. Y., U.S. A. 
Cable Address: ““Yawmanerbe,”"” New York 


Steel and Wood Filing Cabinets . . . Steel Desks . . . Steel Shelving . . . 
Safes . . . Office Systems and Supplies ... Bank and Library Equipment 








FOREMOST FOR FIFTY YEARS 
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This Year 


There will be millions of dol- 


lars invested in new office 
machines and equipment by 
progressive American busi- 
ness concerns. 


Forward looking manufac- 
turers are planning now to 
show their products to the 
thousands of prospective pur- 
chasers who will be seeking 
better office methods and 
equipment—at the 


NATIONAL BUSINESS SHOW 


New York At the Grand Central Palace 
October 19th to 24th, 1931, inclusive 


Chicago At The Stevens Hotel 
November 9th to 14th, 1931, inclusive 


“It’s the personal contact that counts” 


NATIONAL BUSINESS SHOW COMPANY 


Incorporated 


Frank E. Tupper, President 


50 Church Street’ - NEW YORK 


Chicago: 417 S. Dearborn St. C. H. Hunter, Manager 
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Medford Book Store Purchased by Koke-Chapman 
Company 

Last September the Medford Book Store, Medford, Ore., 
was acquired by the Koke-Chapman Company, Eugene, 
Ore [The Koke-Chapman Company is a well known 
printer and book binder that has been handling county 
office and bank supplies in western and southern Oregon 
for many years. The Medford Book Store began business 
in 1909, devoting its activities mainly to the sale of books 
but gradually worked into the merchandising of office 
equipment and supplies. At the time of its purchase by the 
Koke-Chapman Company books and gift items were being 
closed out with a view of dealing exclusively in office 
equipment. Under the new ownership it is expected that 
the business will be enlarged to include a complete printing 
and ruling plant 

A. H. Miller, one of the original partners of the Medford 
Book Store, has a financial interest in the Koke-Chapman 
Company and has been appointed manager of the Medford 
plant. Mr. Miller is reputed to have sold more steel equip 
ment and other office furniture in proportion to the popula 
tion of the territory in which he operated than any other 
dealer in the West 

Both the Eugene and the Medford plants will continue 
to act as agents in their territories for the General Fire 
proofing line of steel furniture 


oe 
Pencils and Erasers for the Modern Office 


From the hundreds of pencils and erasers which it 
makes, the Eberhard Faber Pencil Company has selected 
six pencils and three erasers as being the right ones for 
use in business offices. 

These nine useful items are mounted conveniently on a 


card, each over a picture and description of itself, so that 
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E. FABER BUSINESS OFFICE ASSORTMENT 


when a pencil or eraser is removed and used its name and 


number can be obtained from the card making re-ordering 
easy. The card holding this “Standard Office Equipment 
Assortment AA” is punched so that it can be hung up for 


reference. 
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BUILT FOR LIFETIME SERVICE 











Share this 


Confidence! 


As long as there is lumber of the kinds and 
grades suited to furniture manufacture, and 
designers and craftsmen capable of working 
it up into equipment meeting the require- 
ments of the period, there will be worthwhile 
demand for the product. 


Bentley-Gerwig 300 Grade office desks offer 
an exterior appealing successfully to a large 
proportion of American business people. 
Even the small illustrations shown here give 
an idea of how the various details of this 
Colonial design are blended in a harmonious, 
delightful aspect. Specifications of this grade 
as well as descriptions and illustrations of the 
many other Bentley-Gerwig Desks are to be 
found in our 43d catalog, sent on request. 


Bentley & Gerwig 
Furniture Co. 


Parkersburg 
West Virginia 














THE HEAVY PANEL LINE 
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Happy? 
eoNew 


Year 


MAY YOUR PROSPERITY IN 
1931 DAZZLE YOU LIKE A 
GLASS-TOP DESK, BUT BRING 
YOU THE COMFORT AND 
PEACE OF MIND WHICH CAN 
COME ONLY FROM THE SOFT 
RESTFULNESS OF NEO-LEUM. 





GRAND RAPIDS, MICH. 
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Central Purchasing Point Proposed for Hotel and 


Institutional Buyers 

Manufacturers of office equipment and business ma- 
chinery have found a major field of activity in hotels, 
restaurants, hospitals and other institutions. They will 
be interested, therefore, in a movement now under way to 
cater to the convenience of purchasing executives of such 
institutions. 

Through the co-operation of manufacturers it is hoped 
to have a central purchasing point where hotel and instt- 
tutional buyers can examine and compare equipment which 
they are interested in purchasing. Co-operation of buyers 
is already assured by the enthusiasm with which all buyers 
to whom the plan has been presented have received it. 

The Hotel and Institutional Mart will open about May | 
and will occupy the Hotel Equipment building, a 42-story 
structure of set-back construction now building at Fifty- 
third street and Madison avenue in New York City. Buy 
ers from all over the country have signified their intention 
of visiting the Mart and using it as a purchasing head- 
quarters when completed. 

[The Hotel and Institutional Mart will be conducted, 
say its sponsors, in such a way as to best serve the in- 
terests both of manufacturers and buyers. A tenant Board 
of Control to further this aim will be established and will 
make suggestions as to services which may be desirable 
both in the internal management of the Mart and as to 
research work and the collection of trade statistics 

That the Mart will be welcomed and supported by hotel, 
restaurant and hospital buyers is evidenced by the recep- 
tion they have already accorded it. The Mart is the idea 
of a practical hotel man, conceived while he was wrestling 
with the difficulties of purchasing for a chain of thirty-one 
hotels. Captain Stephen N. Bobo, as vice-president in 
charge of buying for these thirty-one hotels in the Ameri- 
can Hotel Corporation, found it wasteful of time and 
extremely difficult to take personal trips to factories or 
showrooms of all of the scores of manufacturers from 
whom he expected to buy. His desire to have a central 
point where in one building he could study the equipment 
under consideration, to make comparisons and decide on 
purchases, has crystallized in the Hotel and Institutional 
Mart. 

—»— 
University Bookstore Receives 

\ formal “opening celebration” was held at the enlarged 
University Book Store, 4324-28 University Way, Seattle, 
Wash., recently, when James E. McRae, manager, was host 
to throngs who examined the many new facilities and 
appurtenances of the enlarged and remodeled store, its 
new departments and stocks. A $50,000 volume of busi- 
neds is said to have been done the first day that school 
reopened at the University of Washington, which more 
than justified the expense of enlargement and remodeling. 

Remodeling of the store during the past summer marked 
the climax of that store’s growth and expansion to date 
from a narrow niche in the wall on the college campus in 
1900 Now, off the campus, in the business district de- 
veloped around the University of Washington, the store, 
with its office appliances, stationery, typewriters and col- 
legiate lines, caters to the 7,500 collegians and co-eds, a 
large faculty staff of professors and other instructors, as 
well as the general business and lay public who are resi- 
dents of the “high-brow” section of Seattle i oes oe 

ee 
Haralson Joins Boorum & Pease Company 

Jess Haralson has joined the Boorum & Pease organiza- 
tion and will represent the company in their loose leaf 
division in several of the southern states. 

Office Appliances extends its good wishes to Mr. Haral- 


son for success in his new work. 
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No. 1000 
PERIOD 
DESKS 
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Opportunity jor 


Dealers to'Restock withNew Lines 


A NEW de luxe line of desks in which the luxury of period design is 


combined with the enduring qualities of steel. 


Curved pedestal edges, solid legs, base mouldings, closed backs and 
linoleum tops grained or ungrained to harmonize with the remarkably 


fine walnut finish. 


Drawers fit to precision, operate smoothly 
and close silently against rubber cushioned 
stops. The letter drawer with progressive 
side suspension operates on eight sets 
of roller bearings. This drawer has the 
same new compact follower as built into 
our No. 1000 line files. Tapered drawer 
heads seat all drawers in perfect align- 
ment. 


In every appointment, Invincible Steel 
Period Desks emphasize the remarkable 
quality of skilled craftsmanship. It is a 
line that graces the showroom and dom- 
inates in competitive display. 


Built in a variety of double and single 
pedestal models, a Concealed Safe model, 
and four tables, each table with full side 
panels. 


The extensive new lines of Invincible No. 
1000 Desks and No. 1000 Files will com- 
pletely equip any business home of varied 
requirements. The cost is well in line 
with current price demands. With the 
liquidation of old stocks, resourceful 
dealers will profit by restocking with 
these new advanced lines. Write for 


details. 


@rowboeedoGe_ 
METAL FURNITURE CO. 


810 FRANKLIN ST., MANITOWOC, WISCONSIN 


NEW YORK 


CHICAGO 


LOS ANGELES 
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NEW INVINCIBLE CREATION 
An Exceptional 
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OFFICES OF 
TOMORROW 


\\ VE EY 


e ompany, 


NEW YORK: GRAND RAPIDS, MICHIGAN 
545 FIFTH AVE. 

CHICAGO: 

610 SO. MICHIGAN AVE. 


WHERE NOT EXCLUSIVELY 
REPRESENTED WE ARE 
INTERESTED IN RESPONSI- 
BLE CONNECTIONS. 
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Speare Joins Lyon Metal Products 


Raymond E. Speare is the newest member of the Export 
Division of Lyon Metal Products, Incorporated, 
Illinois, and will sell the complete line of products—steel 


lockers, shelving, steel folding chairs, cabinets, automotive 


\urora, 


parts storage equipment, steel boxes, Steelart folding ta- 
bles, and store fixtures. 
Soon after the first of the year Mr. Speare will con- 


centrate his sales work in the Caribbean territory which 
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RAYMOND E. SPEARE 





includes Mexico, Central America, West Indies, and the 
northern part of South America. 

Mr. Speare will go direct from Aurora to Mexico City 
where he will stay for three or four months. 

After graduating from the New Mexico State School 
of Mines, Mr. Speare spent two years in the Republic of 
Honduras, three years in Chile and two years in Mexico 
engaged in mining engineering work. 

Before his recent connection with Lyon Metal Products, 
Incorporated, Mr. Speare was central superintendent of 
the Smith Premier Typewriter Agency at Mexico City. 

~> 


Underwood Portable Finished in Washington U 
Colors 

The demand for Underwood portables by students re- 
cently resulted in a special creation—a purple and gold 
University of Washington Underwood standard portable— 
which was attractively displayed during “Homecoming 
Week” by the U. Mimeo & Typewriter Company., 4220 
University Way, Seattle 

For two consecutive years the U. Mimeo & Typewriter 
Company has sold more Underwood portables than any 
dealer in the Pacific Northwest. 

The new color combination features a royal purple shell 
and ribbon spools, with gold front and ribbon plates, It 
has proved to be one of the most popular combinations 
devised by any typewriter company and a number of im- 
JCJM 

~~ 

Newell-Thomas Transfer 

The charter of the Newell-Thomas Office 
Company, 69 Walton street, N. E., Atlanta, Ga., 
transferred to the Bryan-Harris Company, of 86-90 Walton 
street, N. E., and the firm will be known as the Bryan- 


mediate sales resulted 


Equipment 


has been 


Harris Company, it is announced. 

The Bryan-Harris Company has taken over the office 
at 86 Walton street, in addition to those at 88 and 90, as 
well as the entire second floor of the building. It will also 
maintain a warehouse on the fifth floor of the old Crumley- 
Sharp building, for the storage of its equipment. 


Officers of the company will be A. T. 


Harris, president; 
Mr. Randall, vice-president, and Felix Bryan, secretary and 
treasurer. Mr. Newell will no longer be connected with 


the firm.—J. H. R. 
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BLOTTERS 








Mahogany or Olive Green 


Yes! There is! When displayed properly, 
blotters move and create sales for them- 
selves because they are seen—and bought. 
This kind of sale is always a real profit 
maker. Displayed in the WRENN 
SHOWBLOTT blotters are seen to their 
full advantage. Sales increase. Profits 
go up. 

Decide now to get all the details of this 
modern display cabinet which comes to you 
fully stocked with a varied assortment of 
Wrenn’s blottings. Installed on a very 
liberal installation plan—so write today. 


The WRENN PAPER COMPANY 
Middletown, Ohio 
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F-XcELLENT 


SERVICE 





TYPEWRITER 








PARTS 





TYPEWRITER TOOLS 





RUBBER PLATEN S 





Included in these three classes of type- 
writer shop supplies are thousands of 
items, many of them in continual de- 
mand among typewriter dealers. Suc- 
cessful dealers all over the country sat- 
isfy this demand by availing themselves 
of Ames service. By concentrating their 
needs in one order, they save valuable 
time and much trouble and expense. 


Ames branch offices are located con- 
veniently for quick service. Orders for 
tools, platens and parts are shipped 
within twenty-four hours of time re- 
ceived. Our service is for the trade 
only; we leave the retail field entirely 
to our dealers. 


If you buy AMESCO platens, you know 
we give every order utmost attention; 
why not obtain the same service for 
typewriter parts and tools? Remem- 
ber that 





—_— 


Ames Means Excettent SERVICE 


oe \ 


AMES . 


Branch Office and Export Dept., 
50 Lispenard St., New York 


‘\ 


SUPPLY ~ 


COMPANY 


564-572 W. Randolph St., Chicago 


Branch Office, 


Great Britain Office: Longs, Ltd. 
78 and 80 Queen Street, London E. C. 4, England 


583 Market St., San Francisco 
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Parker Holiday Showing at Seattle 

An extensive display of the new holiday lines of the 
Parker Pen Company was held recently in the New Wash- 
ington hotel, Seattle, with a large number of gift, sta- 
tionery and other dealers attending. 

The attractive showing in the downtown hostelry of 
the Parker pen, pencil and desk sets in their new finishes 
and styles, was under the direction of Norman S. Lincoln, 
recently appointed a Northwestern representative. E. W. 
Davies, Pacific Coast manager of the company, was also 
in the Northwest for the pre-holiday preview of new styles 
and costume colorings, and reported excellent increase in 
business as well as expectation of record-breaking sales in 
the next few months.—C. M. L. 

ieleeedaitiiiaiaiiinn 
FiberstoK Display Cabinet Improved 

An improved display sales maker has been announced by 
the National FiberstoK Envelope Company, Philadelphia, 
Pa. The new cabinet incorporates changes suggested by 
users of the previous display fixture which was tried out on 
the counters of more than a thousand retail stationery 
stores scattered throughout the United States 

The cabinet is of more sturdy construction assuring 
longer service, and changes in design add to attractive ap- 
pearance. 

The floor of each compartment in the new cabinet has 
been sloped to the rear, bringing the face of the envelope 
into line with the contour of the cabinet and greatly 
facilitating insertion and removal of stock. 

Complete information of size, expansion and price for 
each envelope is provided in full view of the store clerk 
and customer, speeding up sales and service to the patron. 

——— 
Seattle House Adds Salesmen 

[rick & Murray, prominent commercial stationers, office 
equipment dealers and printers of Seattle, Wash., recently 
added two new salesmen to help swell the volume of city 
business. They are Don. Daggett, formerly with Pal. 
Clark’s organization of Walla Walla, and R. G. Stillman. 

The Trick & Murray Company recently added some new 
show cases in the fountain pen section for the accommo- 
dation of a larger stock. The department is under the 
direction of Thomas Bales.—C. M. L. 

Giiciniitierananan 
Kroger Standardizes on Diebold Safes 

The Kroger Grocery and Baking Company, operator of 
one of the largest chain store systems in the United States, 
has placed the largest single order for safes on record with 
the Diebold Safe & Lock Company, Canton, Ohio. The 
order calls for a minimum of 4,500 special Diebold Cash- 
gard chests anchored in concrete encased in steel. The 
number of units will probably exceed 5,000 inasmuch as it is 
the ultimate plan to equip every Kroger store with a Die- 
bold safe. 

ee 
Western House Puts Over New Contest 

Some one in the Western Office Supply Company, Dex- 
ter Horton building, Seattle, is going to get a fine, new 
Spring chapeau for prowess in ink sales. Henry W. Salo, 
sales manager, who has developed sales volume by con- 
tests, is putting over a new contest to develop customer 
volume The prize is a five-dollar hat for the salesman 
who makes the largest number of individual ink sales.—C. 
M. L. 

—__—»- 
Hall Company Opens Third Store in Seattle 

A third store was opened in December by E. W. Hall 
Company, Inc., Seattle, at 1612 Westlake avenue. It is 
in the center of the retail trade. Other stores are main- 
tained at 911 Second avenue and 4320 University Way.— 


J.c.J. M. 
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For 1931 
” New leaves to turn over” 


Start the New Year right . . . get more business in 1931. This opportunity awaits many 


, = alert dealers. 

) 2 = Every profit possibility . . . every market of interest to the office equipment industry . . . is 

Les now brought to the Globe-Wernicke Authorized Dealer. New sales fields, greatly broad- 

‘Globee | ened lines all from ONE source of supply and an unequalled plan of cooperation, offer 

= an exceptional means for securing increased business. 

egeage Make up your mind now to command a broader market in 1931 . . . turn over that ‘new 
SQ leat’ today! Write for particulars on the Globe-Wernicke Authorized Dealer Franchise 

in your territory. 


The Globe-Wernicke Co. 


Cincinnati 
Canadian Representatives, Preston-Noelting, Ltd, 
Stratford, Ontario, Canada 


= lobe-Wernicke= 
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So NEW. 


it's startling... 


A simple turn of the handle 
tightens the bands and holds 


them in perfect 
alignment 


















More Profit 
for YOU 


Here itis...atlast... 
a dater that assures a 
straight, true, clean-cut 
date line at all times. The 


New Regal Line Dater con- 
tains a remarkable new 
principle that CONTROLS 
the bands . . . keeps them f eC 
in PERFECT ALIGNMENT. 


No annoying slipping .. . 
no crooked, uneven sloppy- 


looking impressions . . . no 1. A turn of the handle draws up the yoke and tight- 
Ganger of costly errors. ens the bands. 2. Straight, clean-cut date line assured 

= at all times. 3. Date changed with greater ease and 
, — your <a sed speed through handle control that permits loosening 
end ee a ee of bands. 4. Sharp, clear characters. 5. Heavy, 
packages. nickel plated frame and aluminum wheels. 
R. A. STEWART & COMPANY THE SUPERIOR TYPE COMPANY 

Incorporated 3940 Ravenswood Avenue CHICAGO, ILLINOIS ) 


80 DUANE STREET NEW YORK CITY Branch Warehouse: 268 Market Street, SAN FRANCISCO, CALIFORNIA 
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Adding Machines 


Adding and Calculat- 
ing Machines, Used 


Adding Machine Rolls 
and Paper 
Adding Typewriters 
Addressing Machines 
Autographic Registers 
Bookkeeping 
Machines 
Calculating Devices 
Cash Registers 
Calculating Machines 
Check Endorsers 
Check Protectors and 
Writers 
Check Sorters 
Coin Changers 
Copyholders 
( Mechanical ) 
Dating Stamps 
Desk Lamps 
Dictating Machines 


Duplicating Machines 
and Supplies 


Envelope Sealers 
Envelope Openers 
Eyeletting Devices 
Folding Machines 


Those products Zenerally known as of- 
fice specialties are steadily coming to the 
fore as profitable business builders for 
the commercial stationer. Extending the 
service of the store to include the distri- 
bution of specialties has met with a 
Browing approval throughout the coun- 
try. Contributors to this special section 
write from experience, discussing the 
posstbilities—and the limits—of the sale 
of specialties through the office epuip- 
ment dealer. The thoughts presented are 
not offered as criteria of success, but 
simply as indications of the trend toward 
the merchandising of office specialties 


throu&h the commercial stationer. 


Gum Tape Machines 
Letter Distributors 
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Library Furniture 
Line Indicators 
Numbering Machines 


Paper Fastening 
Machines 


Pencil Sharpeners 

Perforating Machines 

Postal Scales 

Punches 

Seals 

Sorting Devices 

Stamp Affixers 

Stapling Machines 

String and Cord 
Cutters 

Telephone Accessories 


Time Stamps and 
Recorders 


Trimming Boards, 
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Typewriter Cleaning 
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FOREWORD 

Since its inception, Office Appliances has consistently advocated progressive poll- 
cies in the stationery store. The very essence of its purpose is to present and 
recommend the widest possible distribution of those inventions for the office which 
conserve human labor and advance production. What we have done 1s to interpret 
the industry of office equipment—to present the machines and devices which come 
upon the market from month to month and year to year. 

We believe that the commercial stationery establishment—the office equipment 
store—is the logical link between the users of labor-saving office appliances and the 
producers thereof, and for many years we have stood for this tdea. Unless the 
dealer is to be eliminated altogether as a factor in the distribution of office equip 
ment, there is no outlet other than the stationery store by which the work of distri- 
bution can be satisfactorily achieved. Certain of the heavier machines which 
lemand careful demonstration and teaching are sold successfully through direct 
factory branches. For many years typewriters and adding machines, even check 
protectors, were sold exclusively this way, but the rising tide of dealer efficiency is 
breaking away the levees and these machines are appearing all over the country in 
stationery stores as an accepted part of the stock. There is no reason why the 
stationer cannot sell office machines successfully if he will. He has the contact with 
business and professional people; the experience in selling them office requisites in 
yeneral; his store is the logical outlet for everything used in the office, and he 1s 
supposed to know what is up-to-date in office practice and to be able to supply the 
machines and devices to work the systems whose adoption seems to be indicated by 
the conditions which have to be met. In an article published in the June, 1929, 
ssue of this journal, E. Y. Horder touched upon the thought in the following 


( rds 
The twentieth century stationery store—the service station for office and 
home’—offers a life work to young men of brain and vision—work of which any 


man can be proud—and the name of the stationer today stands equal, if not superior 
to, that in any other retail field, for modern business depends very largely upon the 
machines and devices which the stationer demonstrates and sells.” * * * “That ‘eff 
iency and ‘service’ demanded new machines to ensure these factors; with the de- 
mand came the supply; and to the lasting credit of the publishers of Office Ap- 
pliances they insisted and kept on insisting that the stationer was the logical medium 
hetween the manufacturer and consumer.” 

With the advent and increasing adoption of the loose leaf idea and the growing 
use of vertical filing devices, it became more and more evident that the stationer 
must expand with his field. Office Appliances has attempted to interpret this trend, 
helieving that the salvation of the stationer can not be discovered along the old 
paths entirely, but is to be found in breaking new trails to heights which invite bold 
men to courageous approach 


SPECIALTIES NECESSARY 
TO PROGRESS OF 
STATIONERS 


Being an Outline of Views 
Expressed by Fred P. Sey- 
mour, Vice-President and 
Secretary, Horders’ Incor- 
porated, Chicago, IIl. 





MR. SEYMOUR 





—— ituation—I refer to what are called specialties commercial stationer or office equipment dealer—they are 
resolves itself into this,” said Mr. Seymour—‘can the now the same—thus finds himself in a vicious circle which 
stationer exist and make a decent living without them? In will take all his wit and resource to get out of. He must 
my opinion he can not, in spite of the fact that handling do for one reason what he cannot do for another reason. 
specialties successfully involves both salesmanship and The obvious answer to the problem is to sell more goods 
service and thus increases overhead, which, in times like at a profit 

the present, it is of great importance to cut down, The “To any person conversant with the stationery business 
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the character and extent of the competition arrayed against 
us is appalling. Social stationery sprouts from most drug 
store counters, where fountain pens and desk sets, 
mechanical pencils and other stationery store items are to 
be found in no small variety. Nearly every department 
store carries heavy stationery stocks, even to blank books, 
loose leaf devices and in many cases office machines. The 
latter they can sell under the usually accepted prices be- 
cause they assume no service obligations after sale and 
demand no exceptional ability from sales people and dem- 
onstrators. Theirs is a turn-over proposition purely and 
simply. In the largest cities the department store with 
large capital can make quantity purchases at liberal dis- 
counts with resulting advantage in retail prices, provided 
they end every transaction upon payment and delivery. 

“The five and ten cent stores carry stationery, and the 
jewelry stores are not averse to turning a pretty penny 
with certain appropriate lines which the stationer has long 
regarded as his own. 

“And when the holiday season comes, then comes the 
very winter of our discontent if we care at all about Christ- 
mas and New Year greeting cards, for not only do drug- 
gists, jewelers and department stores handle them in great 
array, but novelty shops, kodak stores and the ubiquitous 
‘five and ten’, to say nothing of the vacant stores whose 
windows bloom overnight with cheap cards, flourish till the 
witching hour which ushers in the New Year, and disappear 
until time for the next assault at Easter. And I must not 
forget the greeting-card peddlers who call at our homes 
and offices and plead with us to purchase their tinseled 
atrocities, But in the face of all this, stationers can and do 
make money selling greeting cards, because they handle 
carefully-selected, standardized, modern lines. That is 
another story, yet the principle of it is one with the policy 
whereby the stationer achieves the respect of his fellow 
citizens and wins their patronage. 

“So, in the face of all these things the stationer has got 
to go forward. If he doesn’t lead the pack—possibly a 
maladroit simile—he is quickly devoured. Today the ‘sta- 
tioner,’ once so called because he was permitted to have 
a station on some London corner where he could sell quill 
pens, ink, foolscap paper, sealing wax, etc., from a tray up- 
held by a strap across his shoulder—has gone a long way 
beyond his ancestor of the days of King Charlie, perhaps. 
I do not recall when the first stationer became a merchant 
with a roof over his head, but I am pretty certain that it 
was not so long after that when the book dealer and the 





apothecary began treading on his heels and forcing him out 
of his beloved exclusive paths. His motto has ever been 
‘upward and onward,’ frequently from necessity; not al- 
ways from choice 

“Of recent years the wheels of progress have been turn- 
ing over rapidly, and the stationer has had to run to keep 
up. Not so many years ago he held up his hands in protest 
at the idea of selling loose leaf ledgers and the like. It 
was a specialty idea. There was no demand for it. To the 
manufacturer some stationers said, ‘Establish a demand— 
then we will handle your stuff.’ Others went to it them- 
selves with a will. The manufacturers, however, went out 
and sold loose leaf—and a few of them are still selling it in 
the original way in competition with stationers, every one 
of whom today regards loose leaf as almost the keystone 
of their business structure. We no longer refer to loose 
leaf devices as specialties. They are out of that class. 

“T for one would like to have somebody tell me just what 
a specialty is in a modern stationery store. The specialty 
of this year keeps the business going next year, perhaps. 
Office furniture is not now a specialty as it was once con- 
sidered in the stationery store—it is a necessity. Early sta- 
tioners referred slightingly to fountain pens. Three or 
four years ago we were skirting gingerly around the edges 
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of the visible index idea—and now look at us! There isn’t 
a visible system, form, card index, metal index cabinet, bill- 
ing tray or what not that many stationers can’t supply, 
and most of them they use in their own offices along with 
certain heavy machines for accounting that they do not 
have in stock but can supply and, if necessary, install. 
Anyone observing the multitude of visible indexing sys- 
tems demonstrated at the recent business show would be 
led to believe that the business world had turned to such 
systems exclusively. 

“We have not been led into handling specialties so called 
by any particular idea that that was the thing to do in 
principle, but they have become a part of the business 
through a process of ‘development—they became necessary 
to complete our service to our customers in these changing 
times. We have found, too, that such devices, once regarded 
as outside our proper field, although related to it, have 
broadened the scope of our opportunities and have given 
us entré where we never had it before. Thus the idea of 
being the complete office specialist brings a reward apart 
from the profits realized from exclusive over-the-counter 
sales. 

“Do you know what we have done? We've employed an 
interior decorator. Most offices are arranged by persons 
who have scant notions of unity and harmony. Further- 
more, one office, like this one of mine, may be the result 
of the advice of three or four persons. How much better 
would it probably have been had we left the matter to 
some man or woman of professional standing as a decora- 
tor! I do not mean that this room is not pleasing and 
satisfactory; but four of us gave our time to its arrange- 
ment, when an expert could probably have done a better 
job with less expenditure of energy and with greater unity. 
But this isn’t precisely the point I had in mind. One of 
our salesmen got an order for some equipment for a con- 
cern moving into new offices in a fine building. For some 
reason or other he called in our decorator for advice. The 
upshot of the matter is that we have taken charge of the 
arrangement and decoration of the offices, supplying what- 
ever was needed, even to appropriate desk sets, rugs, Vene- 
tian blinds, drapes, new furniture where required, etc. Our 
customer is an established concern, so we couldn’t sell him 
a full equipment—but think what our expert systems en- 
gineer could have done had he been dealing with a new 
concern! We would have sold them everything, every ma- 
chine, article, device, ornament, even to the rubber mat in 
front of the door, if need be. The interior decorator had 
only to get a look at the premises and see the head of the 
concern, The latter soon gave way to sincere, if artful 
suggestions. This shows how the allied fields—or what we 
have chosen to regard as such—do fit into our activities 
and widen our opportunities. Furthermore, they take us 
out of a profitless competition, and put us in a position 
where we can become genuine enthusiasts over. the work 
we are doing—and believe me when I say that that attitude 
marks the difference between being happy in one’s work 
or indifferent in it. 

NOTE.—Mr. Seymour has kindly set the mark of his 
approval on the foregoing interview, but the reporter 
nevertheless realizes certain deficiencies in his transcript 
of Mr. Seymour’s remarks—4eficiencies caused by a mem- 
ory which registers regrettably less than one hundred per 
cent despite certain long-hand notes. 

That the stationery business is progressive; that it must 
advance and take a forward-looking attitude, is the opinion 
of the leading members of the trade everywhere. A static 
condition is impossible for long, for soon retrogression 
begins. The stationer’s principal assurance of progress is 
in keeping himself abreast of the times, so that he can 
supply and, if necessary, service those machines and devices 

(Turn to page 134, please) 
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because the 


Remington Portable 


meets the modern requirements of smart appearance 
combined with Utility... Speed ... Compactness... 
Durability ... it is inevitable that its sales should con- 
tinue to soar. That it should bring increased business 
to you. Dealership franchises are still available in some 
localities. Write us... today. 


Typewriter Division 


Remington Rand 


BUSINESS SERVICE 


BUFFALO, NEW YORK 
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FORCE 


Model */50 
AUTOMATIC NUMBERER 


A poor seller is like a broken gear-tooth—it holds up the regular turnover of 
your stock, and cuts down profit. But a quick seller works the other way. And that’s 
why the Force Model No. 150 is an important cog in every dealer’s business. For 
here’s the hand numbering machine that practically sells itself. 

From its smooth-working mechanism to the graduated gauge plate that makes 
accurate placing of numbers easy, the No. 150 has all the features of a high-quality, 
high-priced machine. The high quality is obvious, but the price is only $8.50. At 
that figure the No. 150 is way ahead of competition, and every one who sees it realizes 
it. Just make sure every last one of your prospects knows these facts, and sales will 
take care of themselves. 

So lay in a big stock of No. 150’s now—and watch what a husky boost this quick- 
turnover numberer gives your business. 


WM. A. FORCE & COMPANY, INC. 


105 Worth Street, New York City 
180 No. Wacker Dr., Chicago 573 Mission St., San Francisco 
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YVelosogiraph 


An Unexcelled Dupthiator 


IT Is: 
C OMPACT 
A DJUSTABLE 
NEAT 
ORIGINAL 
D EPENDABLE 
EFFICIENT 











All Patents Pending 


Revolutionary Idea in Duplication 


Velosopads—an original composition pad to replace Economical— both in original purchase price and in 


the old type gelatin films. Not a stencil duplicator. upkeep. Our carbon paper, ribbons, pencils, inks, 


Simple—most easily operated machine of its kind on etc., used with the new VELOSOPAD make pos- 
the market. No experience needed. sible the duplication of various kinds of writing and 


drawing at a very low cost. 


Attractive—designed and finished with the style and 


neatness of the highest grade office equipment on 


the market today. Made entirely of non-corrosive Indispensable—in fact, many firms and individuals 
material. All parts easily accessible for keeping 
clean. can reduce their costs by discarding old equipment | 


$50.00—complete, amazingly low price. Liberal dis- and installing VELOSOGRAPH. Unlimited field 


count to the Dealer. for runs up to 500 copies. | 


DEALERS: Territory now open for well rated, live agents. The influx of orders and inquiries 
resulting from our original announcement from all over the U. S. A. and Canada is con- 
clusive evidence of the confidence in the Canode line and the real need of this efficient, economic 

method of duplication. Write for details. 


Canode Ink & Office Supply Co., Inc. 


4534-4538 West North Avenue Chicago, Ill. 
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HINK of all the superlatives you know— 

there won’t be too many to describe the 
new Hotchkiss Wire Stapling Machines 1A 
and 2A. They have all the former refine- 
ments pioneered by Hotchkiss, including the 
Temporary or Permanent Anvil— AND 
they have the greatest improvement of all 
time—a patented feature that makes them 
absolutely fool-proof. 


This new discovery makes it impossible to 
continually feed staples into the raceway— 
until the first staple is clear of the channel 
and clinched the next staple cannot descend 
—therefore the machine can’t clog—inex- 
perienced operators can’t get it out of order— 
it’s perfect. 
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The Last Word 
ae in 
‘Foolproofing- 


Pap er Fasteners 





These new Hotchkiss Wire Stapling Ma- 
chines are just out—never offered before Jan- 
uary 1, 1931—you haven’t any on your 
shelves now—BUT, if you can visualize what 
this great improvement means—if you can 
see what a jump it gives Hotchkiss in the es- 
teem of your customers—if you can imagine 
the clinching sales arguments it provides 
you'll write or wire a trial order now—And 
spend the rest of the year counting your 
profits. 


Made by the world’s oldest and largest 
manufacturers of stapling Machines and 
Staples—Always stress to your customers 
the importance of using genuine Hotch- 
kiss Staples in Hotchkiss Machines. 


THE HOTCHKISS SALES CO. 


Norwalk Connecticut, U.S.A. 
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NEW and 
FINER STAM 


OPENS WITH"A_TOUCH OF THE’ FINGER 


Cash in on this new and remarkable stamp 
pad that has found such favor among users 
in the New York area. One and all 
pronounce it the perfect stamp pad at last! 


The new Munson Stamp Pad opens with 
the touch of the finger. No annoying de- 


4ys—no stained fingers—cover is out of 


the way—occupies no space on your 
lesk. These are exclusive features of the 
A A —_ 

inson. 


lt presents a Full clear inking surface. \W/ith 
its reversible stamping surface it is actually 
two pads in one. The pneumatic rubber 
base makes it noiseless. It always gives 


perfect impressions. 


\ 





er proposi- 
Here s real money in your pocket if 


THE = yeu oc ich 
MUNSON STAMP PAD CO. 


147 FULTON STREET NEW YORK,N. Y. 


RE-INKING IS EASY. The old style pad is re-inked 
by pouring ink on top of stamping surface—e dirty 
unsatisfactory and wasteful procedure. The Munson 

; Ink is introduced into two reser- 


\ f | 
Y/rite for full agency and dea 





— sa, 


voirs in the base opposite the 
sad word “ink.” Surplus ink on 
. the stamping surface is elimi- 
nated in this way. Ink is brought 
to the surfece the instant the 
stamping operation is started. 
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224 Shepherd Avenue 





1931 BUYERS 


will be more careful buyers 


‘*The big boss” will decide even small 
purchases that were formerly a mere 
matter of routine. 

The dealer who can supply the best 
values at the lowest price in 1931 is 
the one who will make the profits. 
The American ‘*5-in-1”’ is the obvious choice 
of careful buyers. It pays the dealer a 
handsome profit and 
fills all numbering 
needs with only a 
single model to stock. 






Retail Prices: 
Model 110 


5 wheel) 


$750 


Model 111 
6 wheel 


$850 


Slightly, higher in 
Canada 


5 Movements 
Consecutive, 
Duplicate, 
Triplicate, 
Quadruplicate 
and Repeat 


Rich crackle finish, 


black and red, with 


St 

colorful handle | 9 9 4 a 
ALL STEEL “Ite 
Fac-Simile Impression 


FAMOUS 


AMERICAN VISIBLE 


Its unique, patented feature 
that prevents mistakes, puts 








this machine beyond com- 
petition in the quality field. 
6 wheel, 3 movement, model 
tl retails for $12.00. 


Slightly higher in Canada. 


N E W % Ready-inked pads on self sell- 
‘ 4 * ing display easel. Send for 
prices on this big repeat profit maker. 


AMERICAN NUMBERING MACHINE CO. 
Brooklyn, N. Y. 


CHICAGO—LOS ANGELES—LONDON— PARIS 
Pacific Coast Representatives: N. L. & K. W. Zeagler 
408 South Spring St., Los Angeles, Cal. 
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Millions applaud and appreciate ... 
veryone is enthusiastic over the 


ROYAL TYPEWRITER 
RADIO HOUR 


The good-will of this vast audience 
is cultivated every week for the di- 
rect benefit of all Royal Portable 
Typewriter Dealers. 

Thousands of regular listeners are 
being influenced to see, to call im- 
mediately upon their nearest Royal 
dealer—and to own Royal Portables! 

Capitalize upon this tremendous 
advertising campaign to the fullest 
extent! By continuously displaying 
the Royal Portable! By featuring the 
distinctive merits of this finest of 


home-sized typewriters! 
Link to Leadership for Greater DOMENIC MAFFEI 


Profits ! 


ROYAL Presents for its Dealers 
THE 


RADIO HIT 
OF THE AIR 


“Royal's Poet of ine Organ’ and The 
Royal Duotones Every Sunday Night—10 
o'clock (Eastern Standard Time) Over 
International Chain of Columbia Broad- 
casting System. 


ROYAL TYPEWRITER CO., INC. 
2 PARK AVENUE, NEW YORK CITY 


More than 2000 Royal Portable Dealers in 
United States 


—_ 
JESSE CRAWFORD LOUIS A. WITTEN PAUL SMALL 
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(Specialties Necessary to Progress of Stationers—Contin- 
ued from page 127) 

which big establishments as well as smaller ones must have 

to meet the drive of modern competition. To get ahead 

the dealer must keep himself mentally alert, sound in 

health, and able courageously to grasp the opportunities 
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which this wonderful field presents dealers on every hand 

We may, perhaps, be permitted to venture the hope that 
the articles presented in this section may inspire someone 
to give closer thought to the future of the business in the 
promotion of which we are all engaged according to our 
opportunities and abilities. 


MERCHANDISING OFFICE EQUIPMENT 
MACHINES AND DEVICES 


HE trade history of the stationery business has been 

associated with merchandising from earliest times, but 
as the trade has developed and expanded into new fields 
by a process akin to evolution, the stationer has taken on 
the aspect of a specialist as well as a merchandiser 

Specialty selling has many features not to be found in 
the merchandising of what may be regarded as commodi 
ties. The stationer today finds it profitable and necessary 
to engage in specialty selling, but as a business in itself 
and as a supplementary or associated line with the main 
business, which is largely built around office utilities. For 
the most part the stationers have done their job well. Ex- 
perience has taught them how specialty selling, whether 
on the sales floor or by canvassing, differs from selling 
merchandise lines. 

A considerable number of stationers have stocked office 
appliances gradually in the belief that they ought to handle 
them. But “handling them” hasn’t meant “selling them,” 
hence their experience has not always been so profitable 
as it might have been. On the other hand, many sta- 
tioners have gone into specialties seriously, making office 
appliances a major part of their businesses. To these the 
results have been exceedingly satisfactory in point of 
profit. Moreover, the prestige of such concerns in their 
respective communities has been enhanced. 

Now that specialties have become an integral part of 
the stationery business, new requirements enter upon the 
scene. Here we have a merchant largely filling a demand 
on the one hand and on the other confronted with a selling 
problem. That is as it should be; one activity certainly 
aids the other 

Some Things About Appliance Selling 

Stationers are learning, first, that office appliances of all 
kinds sell in proportion to the salesmanship put behind 
them—that they are economical factors in every business 
Second, they are learning that appliances cannot be 
“stocked” like bond paper but must be gotten out into the 
open, shown and demonstrated to everybody who will look 
and listen. 

Consequently, it is quite natural that the leading com- 
mercial stationers in the cities, after long experience, have 
segregated their office appliances in portions of the store 
or in adjacent rooms and employed persons who are able 
to actually sell them. The smaller stationer, of course, can- 
not very well go to this extent in such a situation but 
he can recognize the need for the peculiar kind of sales- 
manship when it comes to the appliances he DOES sell 
and apply it. 

Broadly speaking, the main principles of specialty selling 


today are: 
1. Finding the prospect. 
2. Demonstrating 
3. Follow up. 
If there be any doubt as to the value of good display in 


connection with the sale of office appliances, talk with such 


Stationers Must Sell Spec- 
ialties as Specialties Are 
Being Sold—By Henry 
Frommes, Retail Merchan- 
dising Consultant 


stationers as Horders in Chicago. When you “carry” an 
item, you do not necessarily display it up front. Horders 
display their specialties. They catch the eye and every 
customer who comes into the stationery store for even a 
small purchase is a potential customer for some one office 
appliance and device. 

In this respect, the stationer has an enormous advantage 
since he has, every day, the close attention of scores of 
customers all of whom, generally speaking, are concerned 
with and interested in office appliances and devices. 

Among these people, the stationer finds his prospects for 
appliances and thus takes his first step toward appliance 
sales. 

As mentioned previously, demonstration, and an able 
and competent demonstration, is one of the primary factors 
in the sale of any office appliance, or in the sale of any 
specialty, to put it another way. Hence, the need for com- 
petent demonstrations of any and all appliances on display. 

Clerks Should Know 

I admit that many stationers find it necessary to assign 
a certain salesman or salesmen to the study of and the 
demonstration of office appliances. That is all well enough 
if these men know just how to demonstrate the exhibits. 
It is not impossible to go into a stationery store these 
days, ask to examine an office appliance, more or less com- 
plex to the prospective user, and find a salesman who 
doesn’t know any more about the device than the pro- 
spective buyer. That is because so many stationers “carry” 
office appliances just as they carry Manilla envelopes, 
twine and typewriter ribbons 

Office appliances move faster in those stores which as- 
sign a fair amount of window space for their display 
Many stationers widely circularize their commercial cus- 
tomer lists on the appliances they have to sell. These are 
the stationers who clearly recognize the difference between 
selling merchandise and selling specialties. 

Business men are receptive to modern appliances when 
their economy is explained. Everybody wishes to econo- 
mize. They take the initiative in the purchase of station- 
ery and supplies because they know they must have them. 
But the initiative for the sale of appliances must come 
from the seller. 

I have said that there should be one or two people in 
every stationery store who are fully competent to dem- 
onstrate and sell such office appliances as the management 
has seen fit to market. Not that every salesman has to be 
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on the up and up in this respect. There is plenty for the 
rest to do in handling merchandise. Where anybody and 
everybody takes a crack at office appliances as occasions 
rise, sales are not as brisk as they are otherwise because 
everything lies in a good, smooth running know-how dem 
onstration. It is so with all specialties. 

People may not buy important office appliances and de- 
vices on first sight nor upon first demonstration. Few spe- 
cialties are bought or sold that way. That means there 
must be, in some form, a follow up 

The Follow Up 

Hence, those stationers who seriously try to market 
office appliances as a natural and important part of their 
operations provide a follow up. Prospects for this and 
that are carded and notations made; there are calls by 
sellers and follow up by mail and phone—largely by phone. 
There are offers of on approval installations as the situa- 
tion may demand and in this respect the stationer follows 
in the footsteps of the regular specialty house or salesman. 

A great many casual customers enter the stationery 
store, see an appliance that they think they can use, get a 
demonstration, then walk out again. The stationer is used 
to that in the case of his small merchandise and pays no 
attention to it. But, an appliance sale not only involves 
a lot more money—and profit—but also requires many 


SELLING SPECIALTIES 
IN SMALLER COMMUNITIES 


Being the Conclusions of a 
Successful Dealer in Ken- 
tucky, After an Experience 
of Several Years—By How- 
ard D. Happy, Mayfield, Ky. 


Notre: The following article brings out among other things 
the point that to sell successfully in the smaller communities 
the dealer and his staff must do outside selling and be alert to 
opportunities. Store sales are not large enough to be satisfac- 
tory to most men, especially to those who are ambitious to 
establish an increasingly profitable trade. Salesmen must be 
even more alert for business than in larger communities because 
there is less to be had. The dealer in the smaller town who 
is conspicuously successful may be looked upon as a man of 
ability in his chosen calling. 

E OPERATE office equipment and supply _busi- 

nesses from three towns in Western Kentucky— 
Hopkinsville, Paducah, and Mayfield. In two of these 
towns we operate stores in which a fairly complete line 
of stationery and equipment is sold over the counter 
and by outside salesmen. In the third town in which we do 
business, we operate altogether from an upstairs office, 
in which only a comparatively small supply of stationery 
is kept for shipment by mail to out of town customers and 
for what little local business will climb the steps to buy 
from us. 

In checking over the records from our three places of 
business for the past few years, there is quite an interest- 
ing comparison to be made between the sales of the two 
stores, the bulk of which is made up of staple stationery 
items and typewriters in one, and staple stationery items, 
typewriters, and filing equipment and furniture in the 
other, on one hand as compared with the business done 
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more prospective customers per unit of sales achieved. 

One of the important factors in developing office ap- 
pliances sales is store display. 

As a rule, commercial stationers have found it advisable 
to group their appliances—segregate them. Even such a 
display can be arranged symmetrically and pleasingly, 
raising some articles up on tables, others on counters and 
still others on the floor. Such a display attracts a great 
deal more attention than does a scattering of appliances 
here and there all over the shop. 

Manufacturers’ literature should be kept handy to every 
appliance on display. As soon as customers evince any in- 
terest in appliances, there should be a competent salesman 
right on the spot. Important commercial customers 
should be shown the appliances on display and their in- 
terest aroused, 

In other words, what a great many stationers have 
learned by experience in specialty sales is what every sta- 
tioner should know. 

Office appliances are now within a highly competitive 
field and more and more the stationer is becoming the 
logical retailer, first, because he is in direct daily touch 
with commercial houses who can and do buy appliances 
and, second, because he needs the line to round out his 


service to his field. 


MR. HAPPY 








from our office in Mayfield, which sales consist almost 
altogether of what we term specialties, being mainly type- 
writers, adding machines, Mimeographs, cash registers, 
Postindex filing systems and equipment, and safes. 

During the year 1930, our business done through the 
stores has slowed down somewhat in each place, due no 
doubt to the slowing up of business generally and the 
failure of the salesmen from the two stores to go out and 
do creative selling of specialties. 

The business done from our office, which is gotten alto- 
gether through the outside efforts of one salesman trav- 
eling in the surrounding counties as well as from outside 
local calls, has not only held its own, but will show an 
increase over last year. The bulk of sales from this office 
is in the specialties lines, including the repeat supply busi- 
ness resulting from the sale of specialties, such as sten- 
cils, ink, and paper for duplicating machines, adding ma- 
chine paper and ribbons for adding machines, typewriter 
ribbons and carbon paper for typewriters. 

From our experience, the big thing that confronts us 
in the operation of stationery and office supply stores is 
that drug stores and cut price competition are eating in on 
the staple line business and that managers and salesmen in 
the small town stores, who must sell both inside and out, 
spend too much time inside, chatting and quibbling with 
customers over fifty cent sales, instead of being in a pros- 


(Turn to page 138, please) 





136 








Tells the whole 


story ata glance 





The Burns Display Stand on your 
counter or in your window gives a com- 
plete story of the convenience of the 
Burns Hi-Lo Bracket. 


'T DEMONSTRATES 
the up and down feature 
how it swings on the base 
the simplicity of the extension 
the many ways it may be mounted 


ALL AT A GLANCE. 


It requires only a few feet of space in 
return for a constant, untiring selling 
effort. 


—And it costs you nothing— 


When you get the Burns Bracket 
Display, you pay for only those parts 
as may be resold, the base and dummy 
telephone are free. 





1—H87 Hi-Lo Bracket.... Per 
1 i) PE Scskeu ceccvaseeknsucwe 75 
I 85 a TTTUTITTTTTie Trice 75 
I 94 MTT TTT TIT L TTT TT 75 
I 83 —~-  henwes sie ie» See 75 
I 86 Lge eens eere aware ee 1.25 
1—Oak Base hs No Charge 
1—Dummy Telephone No Charge 

DD dkhsdbwewwnedacas ore, 


Less your usual discount 


USE THE COUPON 





American Electric Company, tnc., 
State and 64th Sts 
Chicago. I!!. 


Gentlemen: 


Please send me No. 30 Dealer Displays as 


ted above. 


Street ... Town 
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Genuine 


“Challenge” 
Eyelets 


now sell to the 


Retailer 


at heretofore 


Jobbing 
Discounts 


If you haven’t received our 
latest schedule, please send 
for it. 


Edw. L. Sibley Mfg. Co. 


Since 1886 


Bennington Vermont 











JANUARY, 1931 


137 








here at last § 
ANEW ° 
non- CELLULOSE 





STENCIL 


“THE WORLD'S FINEST DRY STENCIL” 





Now Available in America and Canada—Made in Blue and White 


Coated on a very fine, high grade Silk Tissue, 
specially processed to give strength, long 
wearing qualities and perfect ink control. 


fransparent Velvet Finish, eliminating eye- 
strain while typing and makes stylus cutting 
a pleasure. 


Free from odor—does not cut O’s and other 
loop letters. 


You can obtain either light, medium or heavy 
type impressions by our secret cutting pro- 
cesses. 


Exceptionally long runs may be obtained 
from one stencil, then filed away fer re-use 
in the future. 


Will not harm typewriters or duplicating 
machines. 











“QUALITY AND SATISFACTION PACKED IN EVERY BOX” 


——CGuaranteed Two Years Against Deterioration—= 





Deaters Please Write for 


Vatuable Now 
AvailabieexU/se Coupon 


Territories 











GENERAL STENCIL COMPANY 
306 North Charles Street 
BALTIMORE, MD., U. S. A. 
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(Selling Specialties in Smaller Communities—Continued 
from page 135) 

pect’s office talking to him about the sale of a visible index 
or filing system, a safe to more completely house his 
records, a Mimeograph to speed up his mailings, or a Dix 
taphone to “double his ability to get things done.” In our 
ofhce where we do not encourage drop-in business, our 
salesman is free to spend almost his entire time planning 
sales in his office and selling in his customer’s and pros 
pect’s offices 

An incident recently occurring in our office selling il 
lustrates the advantage of outside selling of specialties 


1 


over the inside selling of staples of which most inside sell 
ing must necessarily consist. Our salesman was in the 
offices of a large si ol out in the Mayfield territory when 
the dean asked about a book of some sort to keep a better 
tab on the absences and tardinesses of his pupils, having in 
mind no doubt something similar to a teacher's record 
book. After a little further conversation on the subject, 
our representative conceived the possibility of introducing 
a small visible index installation and made an appointment 
to see the dean n another day when he had the visible 


index equipment t show and de monstrate. This resulted 
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in the sale of sufhcient cards and equipment to card each 


student and a sale of $98.00 instead of the possible $2.00.— 


Note Chis demonstrates what can be done by a salesman 
who has initiative. 

It would be useless to wait in the store for this kind 
of business, as what would likely have happened in this in 
stance would have been the dispatching of the dean’s sec- 
retary or office boy to the local stationer to buy a teacher's 
record book and the opportunity for discovering this pros- 
pective sale would never have occurred. 

Our conclusion is that in small town stationery stores, it 
will be better to carry only a representative stock to be 
sold only by one or two inside salesmen, preferably 

apable girls who can also do clerical work, the stock to 
be kept and buying done by the manager and salesmen 
before and after outside selling hours of from nine to four. 
This outside selling should consist almost wholly of spe- 
cialties where the profit is greater, the unit sale much 
larger, and the competition less keen, due to the fact, of 
course, that the average salesman prefers to sell staple 
items, about which he does not have to study, following 
the line of least resistance, rather than study his cus- 


tomer’s needs and offer a new device or system to fit them. 


INCREASING THE UNIT OF SALE 


HE view of thoughtful business men today is that the 
immediate future will necessitate constructive effort 
in business building as never before. While viewed at the 
moment as a panacea for business depression, it need not 
be so regarded to make it an important consideration at all 
times 
Stationers and office outfitters have the advantage of a 
most comprehensive study of their field, made by the 
Bureau of Business Research of Harvard University, based 


upon the figures for the year 1928, received by the Bureau 


| stationers and office outfitters, with an 


from 275 retail 
aggregate sales volume of $62,742,861.00. 

The writer will assume that many of his readers have a 
copy of the report of this Bureau and will only refer to the 
highlights of the report for the purpose of leading up to 
the point of this article. The impressive points, from an 
analysis of the statistics, are the following 

l [The net cost of merchandise sold, and therefore 
eross margin, does not vary greatly in concerns do 
ing less than $100,000.00 as compared with those 
doing more than $300,000.00. The actual figure is 
1% in favor of the larger stores 

? The cost of doing business is affected by the size 

f the business only to a maximum of 3% in favor 
of concerns doing $300,000.00 or over as compared 
to tl s¢ doing le SS than $100,000.00. 

3. That the larger concerns in the larger cities do not 
get a greater advantage from their increased vol- 
ume, is due mainly to increased rent and delivery 
expense, which absorb their advantages in other 
rT spects 

4. While the stores with the larger volume in the 
larger cities have the advantage of a more rapid 
turn-over, amounting to an average of 3.3 times per 

year as compared to 2.1 times in the smaller cities, 
and 2.7 times on a volume of $100,000.00 to 


300,000.00, these larger stores still do not have the 


$ 
largest net profit 
On this subject, the Bureau of Business Research has 
this to say 
“Rapid stock-turn is not a general panacea; in and 


of itself it accomplishes relatively little. It is as a 
hall-mark of good merchandising that a fast rate ol 


The Significance of Specialty 
Items to the Dealer—By 
Harry C. Tuttle, President, 
Hush-A-PhoneCorporation, 
New York, N. Y. 


merchandise turn-over is most important. Emphasis 
in management therefore should be directed not 
merely towards increasing the rate of stock-turn by 
reducing the average stock carried, but rather to- 
wards the all-around improvement of merchandising, 
better selection of merchandise, more effective diag- 
nosis of demand, more complete stocks of wanted 
goods, fewer slow-movers. 

“Fast stock-turn is only one good evidence of good 
merchandising; increase in sales volume is another; 
and it is particularly significant that these two con- 
ditions are so frequently found together, accom- 
panied by lower expense and higher profit, and in the 
absence of higher-than-normal gross margin 

“Finally, the reminder may not be amiss that it 
has not been the purpose of this study to present 
ready made solutions to the problems of the retail 
stationery trade, but rather by presentation of facts 
to stimulate thought and prompt a better under- 
standing of those problems by all concerned.” 


The statistics of these 275 stores, after extended separa- 
tion, segregation and analysis, since they do not show any 
assurance of profitable operation on the score merely of 
volume of business, turn-over, size of business, size of city, 
or cost of merchandise, must indicate that some important 
details that come under the head of “Management” are 
responsible for size of earnings 

This brings us to the question—“What phase of man- 
agement can contribute important benefits to earnings— 
financial, store, or sales management?” Statistics show 
that the percentage of gross profits absorbed in interest 
on invested and borrowed capital is very nearly identical 
for these concerns in the trade, so that I think we can 
eliminate financial management. 

Under the head of store management, while it is true 

(Turn to page 142, please) 
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‘hg « “<. “SELL HARD! And sell only items which 


‘ are known for profit and performance «he Robe,, 


This is the way NOW—and always—to 


\ 
KEEP COSTS AND INVENTORIES \ ly Ss 
DOWN-AND PROFITS UP!, 
veryone, dealer and user, knows what can 


be done with ROBERTS “49”—THE 
WORLD’S LARGEST SELLING, LOWEST 
PRICED NUMBERING MACHINE. 
Don’t sit aroundgand wait for business to im- 
prove— youcan bang away and get it now—the 
better business—the bigger profits which intel- 
lizent selling of the numbering idea and the 
world’s best known, popular priced numbering 


machine combine to give you. $ 


Get going! Good busi- 





ness, good profits can 
be had if you go after 
them! 

Write to-day for full 


particulars butturn to 
the next page first! 


ex THE ROBERTS — 
— mae BERING 
ROBERTS NUMBERING Movants SO. 


MACHINE COMPANY BROOKLYN, N.Y 


694-710 Jamaica Ave. 
\ BROOKLYN, N. Y. 





e World's 
rest 3. elling, lowest Priced. 
Numb ering Machine. 








* 
BIGGEST DISCOUNTS — QUICKER TURNOVER 
—SUREST PROFITS 


You can make more than 100% profit 


oe" be satisfied with one chance to profit when you 
can take eight! Don’t sink 


slow-selling items in order to get the profits on one lead- 


a sizable investment in 


er. You've got eight profit-makers —eight leaders —in 


THE ROBERTS BIG EIGHT. 


AA 


ROBERTS 


Select your own ‘‘best sellers’’ 
No 


proposition 


in any order you wish. 
numbering machine 
can be fairer or more favorable to 
you. 

Write for discount sheet. Send for 


a supply of circulars with your im- 


print to use in your mailing list 











THE ROBERTS NUMBERING MACHINE ( 

694-710 Jamaica Ave. BROOKLYN, Nv. 

Western Distributors LOUIS MELIND COMPANY 

362-64 West Chicago Ave. CHICAGO, 
93 Market St. San Francisco, Californie. 


numbering 
machines 








ROBERTS NUMBERING MACHINE CO. 694-710 Jamaica Ave., Brooklyn, N.Y. 
Kindly send your “Lowest Discount Schedule” and other infor- 
mation upon the profit- producing ROBERTS BIG EIGHT. 
NAME 


ADDRESS 
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W hat does 


“DEALER 
PROTECTION” 


mean to you? 


Does ‘‘Dealer Protection” 
mean that, if you go ahead and 
spend your time and money 
in developing local demand 
for a product, you will reap 
the benefit—not only now, but 
—next year—three years 


hence—five years hence? 


At any rate, that's our idea of 
“Dealer Protection,” and we 
are prepared to talk five-year, 
exclusive contracts with dealers 


of substantial standing. 


BARR-MORSE 


Corporation 


General Sales Office 
174 Fifth Avenue New York City 
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WON’T CLOG 


HOGE svaprer 
Sold With a Written Guarantee 


This marvelous machine will give indefinite 
service. Strike plunger a quick blow or, press— 
it performs perfectly. Staples 2 to 30 sheets at 
one time. Is easily converted into a Tacking 
Machine by removing a pin in base—staples 
penetrate wood or fibre. No repairs, holds cus- 
tomers. 

Stationers don’t need to carry large stocks of Hoge 
Staplers—Hoge will take care of your wants promptly 
as needed. 

Order a sample—see this sturdily built Hoge No. 3 in 
action—you are the sole judge of its superiority. 


Your jobber can supply you. If not, write us. 


THE HOGE MANUFACTURING CO. 
23-25 EAST 21ST STREET, NEW YORK 


USE COUPON BELOW 
“THE HOGE MANUFACTURING CO., oe: 
23-25 East 21st St., New York. 
Please send me complete description and trade discounts on Hoge 
**Blue Knob’’ Stapler No. 3 and Vitrocoted wire staples. 
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(Increasing the Unit of Sale—Continued from page 138) 


that some stores are in advance of others in the matter 
of display fixtures, stock arrangement and window dis- 
plays, these being visible appurtenances of business, are 


soon copied by competitors and do not long remain a com- 


petitive advantage. 
The writer believes that the opportunities for initiative 
and enterprise are largely to be found in the domain of 


sales management. In pursuit of some clue from the sta- 


tistics of the research referred to above, an obscure item 


tucked away in a paragraph of text, seems to afford some 


inspiration which is the subject of this article. I quote it 
below 
From int ation given by 23 concerns in Divi 
ion | (General Stationers) it appeared that average 
cash sales commonly amounted to between fifty and 
seventy-five cents For all stores giving the data, 
charged sales appeared to be between six and seven 
times the size of cash sales. Since for Division II 


(Commercial Stationers) and Division IIIT (Commer 


cial Stationery & Printing), a large portion of the 
business was done on a charge basis, the average size 
ft sales tended to be larger for firms in these groups 
than from General Stationers.” 
Increasing the Unit of Sale 
I am not attempting to make any point in regard to a 
distinction between these divisions, but to discuss the sis 


nificance of the average unit of sale. 1 believe it is obvious 
that any practi al and effective effort dk signed to increase 
the average unit of sale is of the utmost significance \ 
moment’s thought on the part of any dealer will win agree 


ment to the premise that the expense of handling a fifty 


handling a 
The time 


cent sale practically equal to the expense of 


sale amounting to ten or twenty times as much 


of salesman, wrapping, delivery and clerical expense is 


practically equal. Interest on capital does not represent a 


material difference What then are the opportunities 
available for increasing the unit of sale? They may be 
summarized as follows 

l. items of office equipment generally, and in staple 


demand, such as office furniture, filing cabinets, et 


> 


Othce equipment items representing new products 


for convenience, comtort and efficiency, of an office 


device or equipment nature; those representing the 


evolution and advancement of the industry. 


In the first category mentioned in paragraph 1, we have 


a highly competitive field by reason of its age, and by rea- 


son of competition existing in the form of agencies, 
branches and dealers specializing in them, as well as com 
petitors in the dealer's own class 

In the second category, however, there is an opportunity 


for dealers to display considerable enterprise in initiating 


the introduction and sale of articles that are just coming 
on the market: or articles which, while not entirely new, 
have never been intensively pushed. Devices and equip 
ment which fall in this latter category are largely units of 
sale much in excess of the average unit of sale in station 
ery stores They therefore answer to the first require- 
ment of products we are seeking as a source of profit. 
Note.—We suggest that this category might be broadened 
to include practically the whole list of specialties men 
tioned at the head of this section. Of course, not every 
dealer could handle all 

What means shall the dealer employ to sell such items? 
1. Store and window display, utilizing opportunities 
for “silent salesmanship” for which rent, light and 

heat is already being expended 
2. Intelligent store salesmanship. By this I mean an 
ability to explain the function and value of a prod- 
uct, demonstrate it where a demonstration is r¢ 
quired, and apply at least some degree of salesman- 


ship to creating a sale 


OFFICE APPLIANCES 
3. To train personnel not to permit the above talents 
to be unemployed but to utilize their contacts with 
the to direct 
thus 


customers visiting store attention to 


new products and capitalize opportunities 
which, in effect, is capitalizing store overhead. 

4. In suggesting the next form of sales effort, namely: 

that 


method of 


“outside solicitation,” I realize many dealers 


have found this an expensive creating 
I anticipate that some dealers have found 
this 
is true largely because their salesmen approach this 


omce 


business. 


the cost prohibitive. I believe, however, that 


as “order takers” on staple items of supplies 


items which run small in amount and many of 


which, in certain territories, are cut-price items 


The larger possibilities of outside solicitation, it 
seems to the writer, are to be derived from train- 
ing the right type of men to be more of the “spe- 
cialty” type salesman. If a salesman can go out 
and make a living selling for his own account as 
the agent of some manufacturer, or as the repre- 


sentative Of some manutacturer, he can function to 


the same effect as a representative of a local dealer. 
His contacts can be capitalized by the sale of staple 
handled by the 


other dealer 


call is thus productive 


items and equipment 


and every of potentialities 


in this respect, as well as advertising the dealer, 


opening new accounts, and in general, creating 


good-will 
“advertis- 


kind of 
it carries the thought that here is a 


Chere is a distinct advantage in this 
that 


that is keeping abreast of the times, in presenting new de- 


ing,” in concern 


vices that represent advancement in the art of the indus- 


try. I recall in my correspondence with a dealer in the 
Orient the statement made by him—‘“In our part of the 
world we can sell very few of your devices, but we like 


our customers to feel that we are keeping up-to-date and 


making new things available to them.” 


What difficulties present themselves to create practical 
and profitable outside solicitation? None that are not be- 


ing surmounted every day by hundreds of concerns selling 
specialties. The dealer, however, really has several advan- 


He has a 


a place to do business; he 


tages store already carrying the overhead as 


has the advantage of a by- 


product of specialty selling activity in the sale of his entire 


offer to his salesmen something 


line; and is in position to 


permanent as a nucleus for their activity 


\mone manufacturers and national distributors the 
thought has recently been growing that “high pressure” 
selling is on the wane This means that it is no longer 


necessary to look for “exceptional” types to function as 
specialty salesmen. What are the present day require- 
ments of a specialty salesman? 

1. Ordinary, average standards in dress, personality 


and intelligence. 


2. Reasonable industry, together with reasonable 
physical and mental stamina 

3. Ability to concentrate on one product in intelligent 

elucidation and demonstration, accompanied by rea- 


sonable enthusiasm. 


You will notice that I have used the terms “average” 
and “reasonable” in describing these attributes, as I pic- 
ture this man as a type re adily availabl He may now 


be an employe in your store, and if not, he is somewhere in 


your town demonstrating these qualities 
Che selection of the right type of man will render prac- 


ticable an arrangement for compensation based upon re- 


sults. This will prevent any large increase in the item of 


salaries and therefore generally reflect an increase of vol- 


ume on the existing overhead 


While the margin to dealers on certain well-adapted spe- 


cialtv solicitation items may be smaller than desirable for 
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this plan of activity, I believe many manufacturers of such 
items would offer increased margins where intensive cov- 
ering of territory and increased volume were assured. It 
can be assured by a reasonable degree of ability in sales 


SPECIALTIES BRING PROFIT 
AND LESSEN COMPETITION 


What Charles L. Mitchell, 
of Topeka, Kansas, Said in 
Response to a Request for 
His Views on the Place of 
Specialties in the Stationery 


Store 


Hi1ERE isn’t an office into which our salespeople pene- 
trate that cannot be made more efficient by the use 
of some machine or device which we carry in stock and 
Customers are ready for 
They await only 


are instantly ready to install. 
They 


to be shown by analysis and demonstration the vital econo- 


the better ways. welcome ideas. 
mies which modern office machines and systems provide. 
This is our reply to your question as to our opinion re- 
garding the place of office specialties in the stationery 
store 
If we are to achieve the success which seems possible in 
the stationery and office equipment business our policy 
must look toward the promotion of wider contacts and 
We must attend to the proper training of 


salesmen in the presentation and demonstration of the 


more sales 
equipment, devices and machines which the modern office 
equipment store must handle to be able to give the service 
which business and professional men have learned to ex- 
pect. Only a few weeks ago we had the privilege of enter- 
taining factory representatives who addressed our sales 
organization upon the growing opportunities for the sale 
of loose leaf devices, carbon paper and typewriter ribbons, 
filing equipment, Mimeographs and supplies, and the re- 
markable possibilities to be encountered in visible indexing 
lines 

Factory men have also recently addressed our sales- 
people on the selling of desks and chairs. 

After mature consideration based upon a study of the 
factors entering into the sale of various lines, we have 
become convinced that the future of the commercial sta- 
tioner lies in the expansion of his business to meet as 
many of the serious needs of his business community as 
his situation and circumstances make possible. 

Concerns with considerable capital, doing business in 
populous and forward-looking communities, have an un- 
doubted advantage. But this fact need not discourage the 
smaller organization. 

The large concern makes money according to the attrac- 
tive power of capital backed by prestige and sound busi- 
practice. The following 
will for a time have to be content with moderate 
Such is the law of growth. 


ness smaller concern, correct 
practices, 
and slowly increasing returns. 
Today we see many cases proving the disastrous results 
of prosperity achieved before a solid foundation has been 
built to sustain the structure. Let the man of moderate 
capital, therefore, practice industry, patience and common 
-in part- 


Let him 


sense. Let him propel his craft with the current 


nership with prevailing forces and tendencies. 
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management in hiring and training men to do this type of 
work, and I hope to read in other articles appearing in 
Office Appliances written by dealers, testimony to the 
practicability of this accomplishment. 


MR. MITCHELL 





He will thus learn 
what he can never get out of books and may not even be 
But the knowledge will be of 
no less value on that account. 


join his fellows in associated activities. 
able to express in words. 


There are very few offices in which the routine work 
can not be improved and expedited by means of the latest 
efficiency methods. All up-to-date stationers are able to 
provide the necessary units to make up a complete modern 
office system, but to sell such systems demands analysis of 
the customer’s methods and this can not be achieved by a 
salesman having insufficient training and information as to 
what goods are available to meet the customer’s require- 
ments. Manufacturers are giving us at frequent intervals 
new ideas and better methods to harmonize with our regu- 
larly established lines and with such new methods which 
are coming out from time to time we can make many times 
more money than we can by confining ourselves to things 
which used to be regarded as the proper stock for sta- 
tionery stores only. 

Importance of Training Salesmen 

What stationers and their salesmen need is more train- 
ing in the selling of specialties. We should have at all 
times close contact with our salesmen and should demand 
from them a daily report on their prospects—whom they 
have talked to; to whom they expect to talk, and what 
propositions are likely to interest customers. With this 
daily information at hand the dealer is placed in a position 
where he can confer with his sales force and work out a 
plan which will often result in a handsome piece of 
business. 

The point is that we must realize the opportunities that 
are now placed squarely in front of us. We do not lack 
the goods. We have or have access to every machine and 
device necessary to bring any office up-to-date. There is 
nothing that we cannot provide and most of it will come 
from our own stocks. It only remains for us to realize 
the wonderful things that can be done and to make our 
salesmen realize them and perfect themselves in the infor- 
mation which they must have to achieve the maximum of 
results. The goods provided by manufacturers whom this 
trade represents form an asset which can be doubled or 
even trebled in value if we will but take the trouble to edu- 
cate ourselves and our sales people in the art of presenting 
and selling those items which our customers will imme- 
diately want when their uses are properly explained. Our 
manufacturers in many cases have spent thousands of dol- 
lars to create opportunities for their dealers and they de- 
serve our most sincere cooperation. 
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Good salesman training often brings astonishing results. make money for himself and the house that backs him. 
I recall two of our salesmen, who each worked a week I am a firm believer in the sale of all manner of office 
with the able, enthusiastic representative of one of our equipment through the commercial stationery store. I be- 
most important filing equipment manufacturers. After the lieve that we should confine our business to those things 
representative had gone, one of these salesmen called at which are purchased for serious purpose, because the field 
the offices of one of our large trust companies and ana- is here almost unlimited and if we help the manufacturers 
lyzed their filing system, with the result that he sold them to move the many valuable specialties they supply us, in- 
a complete layout incorporating a better system by all cluding a variety of office furniture, office machines and 
odds than they ever had before Che other student sales- the like, we will move away from a type of competition 
man called at our state insurance department and sold th« which demands more from us than the returns justify. 
officials there a complete filing equipment. Both these men Many years ago we added gift goods and certain luxu- 
obtained the orders referred to less than a week after their ries to our lines, featuring leather goods and other articles 
preceptor had left for his home office. They made the which today have come to be highly competitive Che re- 
sales because they entered the offices named with entire sults have caused us to entertain the suspicion that such 
confidence, based on the certainty that they knew their lines demand too much attention and careful handling in 
business proportion to their rewards. After experiences not always 

It is the privilege and the duty of every retail stationer fortunate, we are forced to conclude that such lines if gone 
in the country to support the manufacturers whose lines into heavily offer only the gambler’s chance of profit. Our 
he represents and to see that every retail salesman under- policy with such lines is, therefore, to hold our purchases 
stands the opportunities which these lines bring him to down and force the turnover. 


SPECIALTIES THAT CREATE 
REPEAT BUSINESS THE 
IDEAL KIND 


What an Enterprising 
Dealer Has Done in Build- 
ing up a Successful Station- 
ery, Office Equipment and 
Office Specialties Business 
in a Western Town of 12,000 
People—By E. Frank Win- 
field, Grand Junction, Colo. 








MR. WINFIELD 


Not! Mr. Winfield says the subjoined article consists of The better he can satisfy his customers—the more he can 
notes—random, hurried thoughts on specialties which came to interest them—the more customers he will draw and hold, with 
" ma (lft . . La rr whe fe . Lo , col [¢ lL, iL , yy 
him during the pre-holiday activities in the Winfield establish resulting satisfaction and better turn-over on all lines 
men But the “notes,” as he calls them, were born of eight When we read Mr. Winfield’s letter we foresaw the neces- 
on vears experience m the business. and present soun su ' a : : 
on Cons €2} j ; : . MSUNESS, ud | + ” wy eg “1 om sity of taking the cover off the editorial typewriter, twirling 
cere convictions nm an accompanying letter Mr infield says, } | 
' F ' in a copy sheet, and making a nice, smooth article out of the 
im part W muldn't exist without specialties. We wish we erg » , "OF 
, , ; . Winfield “notes. Then we read the notes—and recalled an 
had more that butid repeat Dusines repeat buswmess that car ; ‘ hi : . : . 
rics a prot evening way out west on the old ranch when, as a doy, we lay 
Mr. Winfield paints no rosy picture of the specialties busi in bed one evening and read some pages from Carlyle—rugged, 
! } ough, str g—bre th } ot the rocks an “rag 
mess. Success means hard work. Sometimes the rewards ar rough, strong reathing the spirit of thi ks and crags. 
less than they should bi Manufacturers might help dealers ind we reflected that Mr. Winfield’s notes re the flavor of 
more effectively, perhaps. But after all is said and done, the a not dissimilar ruggedness—breathing the sincerity of the 
progressive stationer today must be a specialist. He must carry mountains and the plains So—here they are, as the lawyers 
what his customers expect to find in th usiness man’s store say—‘‘verbatim et literatim.”’ 


on [ALTIES—of the right kind—and to fit the busi iences of snowed-in mountain passes—-desert mud—and 


ness—can be made of inestimable value to the sta long jumps are our everyday life. 
tioner. The type and kind of specialty depends upon the Without specialties this business could not have jumped 
dealer, his location, his salesmen, his competition, and his from an annual volume in 1912 of eight thousand dollars 
wn method of working—and thinking to one of over one hundred thousand dollars in the eight- 
well t iy that the writer’s opinions and stat een years it has been in existence. 
ments are formed largely trom his own experience in a [Typewriters have contributed to this business—so have 
wn of twelve thousand people located in an isolated sec- adding machines—Mimeographs—safes—steel furniture 
tor Naturally, the specialties we work might not work so and numerous other specialties common to a stationery 
well for a stationer whose location is in a big city line 
Our city is situated halfway between Denver and Salt Naturally, specialties require constant selling. They are 
Lake City, Utah, between the Rockies on the east and the not an item merely for stock. Adding machines require 
Wasatch range on the west. We cover a territory in area even more work, and show, perhaps, less profit. 
as large as the state of Illinois, but with a population of Profits in these items can only be made, however, when 
ess than 300,000—a territory in which all the inconven- (Turn to page 148, please) 
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A HANDSOME NEW 





COUNTER DISPLAY 





TO HELP YOU SELL 








SPEEISTENER 





MODEL 9 


$6.00 











SPEED 
FASTENERS 
ARE 
PERPETUALLY 
GUARANTEED 











BABE 


$3.00 


$3.50 west 
of Miss. 


TRADE MARK REG 
U. 8. PAT. OF} 


a 










Striking in design, compelling 
in color harmony, this new 
Speed Fastener display will 
pay you dividends. 


The New No. 9 Speed Fas- 
tener with its many new and 
exclusive features is the focal 
point of the display. The No. 
9 has a capacity of 250 frozen 
staples at a loading—tempo- 
rary or permanent fastening— 
staples to a depth of 6 inches 
—removing the head makes it 
an efficient tacker. Can't jam, 
clog or pinch the fingers. It's 
a winner! 


At both sides of the display 
is the popular Babe Speed 
Fastener—the smallest efficient 
stapler on the market. Its low 
price and convenient size make 
it a real Pal to every desk 
worker. 


This attractive new display, as 
well as envelope stuffers, is 
offered to every dealer with 
the initial order of the 
new No. 9 Speed Fas- 


tener. 

Here is a real profit 
bringing opportunity. Write 
for full details at once. 





PARROT SPEED FASTENER CORP. 





388 BROADWAY 


NEW YORK CITY 
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Your 
MONEY MAKER 
for 1935I 


IMPROVED 
RENTAL 


UxpeRwoops! | 


Shipman-Ward Improved Rental 
Underwoods are the fastest sell- 
ing machines on the market to- 
day. They enable you to beat 








competition. The prices are right 
—the quality is high—they look 
and work like Rebuilts. 


A SAMPLE WILL CONVINCE YOU. 


Other Shipman-Ward 
MONEYMAKERS 


100% Rebuilt Underwoods 
90% Rebuilt Underwoods 


Blue Ribbon 
Rough Underwoods 


Underwood Parts 


Write Today for Our 1931 Price List. 


SHIPMAN-WARD 
MFG. CO. 


1771 Shipman Bldg. 
4401 Ravenswood Ave., Chicago, Hl. 


Foreign Representatives 


Consolidated Machine & Supply Co. 
48-54 West 25th St. : -: New York, N. Y. 
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NOW READY 
A NEW CATALOG 
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PRESSTEEL @ 
VERTICAL and VISIBLE 
INTER-LOCKING UNITS 





Sell Pressteel Interlocking Units 
for increased profits. For each 
unit sold, others will follow. 
The interlocking rod makes 
available many combinations 
of like and different sizes. 
Units can be bought as the 
need arises an d easily joined to 
previously purchased units to 
form compact, uniform, 
assembled cabinets. 





Double Drawer Assembly 


THIS CATALOG IS A NEW SELLING GUIDE 


Pressteel Visibles are also 
interlocking and can be 
easily and economically 
expanded as records in- 


venient, accura te and 
highly efficient file which 
will handle more cards in 
less space. The 17” depth 
permits placing on desks 
and storage in any stand- 
ard safe for fire protection. 





Write at Once for This New Complete Catalog 


The Pressteel Engineering Corp. 
DERBY, CONNECTICUT 
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Jypi sts do 


THEY MAKE HARD WORK EASIER 
SAVE THE EYES, FINCERS, NERVES 
ALL OFFICE MANAGERS LIKE 
MUNSON KEYS.—> THEY MAKE 
POSSIBLE BETTER WORK AND 
CREATER PRODUCTION.~ALL 
DEALERS LIKE MUNSON KEYS 
THEY SELL EASILY. ~~ STAY 
SOLD. SATISFIED CUSTOMERS 
REPEAT ORDERS. COOD PROFITS 


ONE GRADE KEY ONLY-THE BEST 


SIUNSON 
SUPPLY CO. 
348 Hudson St. 

New York 


THE LARGEST RUBBER KEY FACTORY IN THE WORLD 
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To-day.... 


*““NEW MACHINE BUYERS’? 
are interested in Good 
Re-built Typewriters 


GO AFTER that BUSINESS with 
PREMIER-REMINGTONS 





Business, in these economic times, is buy- 
ing shrewdly and with more thought to 
the value of a penny. When additional 
typewriters must be purchased, buyers are 
more than ordinarily interested in a re- 
built machine of low cost and new ma- 
chine performance. 


With Premier-Remingtons in stock you 
can meet this demand and can fearlessly 
place them in competition with new ma- 
chines. Point out the transfer “Rebuilt by 
Remington, Ilion, New York.” Show 
them the guarantee certifying to this 
statement. Remington reputation is back 
of EACH Premier-Remington. 


The PREMIER-REMINGTON is just 
the right machine 
in performance and 
service to bring you 
a great share of that 
“new machine busi- 
ness.” Our dealer 
plan is an interest- 
ing and profitable 
one. Write in today 
and let us tell you 





We stock a line of 
rough and rebuilt 
typewriters of 
nearly all makes. 
Also 
supplies and acces- 


typewriter 


sories of every de- 


scription. 








THE NEW STANDARD 
Rotary Duplicator 





Radically Different 
Gelatin Duplicator 








about it. 


AMERICAN WRITING 
MACHINE COMPANY 


374 BROADWAY NEW YORK 














Provides a speedier, more efficient and more 
convenient method of making copies—with- 
out any stencil-cutting, typesetting or carbon 
manifolding. 


EXCLUSIVE Standard FEATURES 


200 to 300 copies from one original. 
50 to 60 copies a minute. 

No sponging or washing the Dupli- 
cating Film. 

Delivers copies flat—not curled. 

Uses Bond Paper—coated paper not 
required. 

Produces better copies and more 
copies. 

Assures perfect registration. 

Simple automatic operation. 


OPPORTUNITY 
FOR REPRESENTATIVES 


District Agents—The addition of the new Rotary 
Duplicator, together with Standard’s progressive 
policy of steadily broadening its line, has created 
several attractive positions for District Agents in 
various parts of the country. 

Salesmen—There are also openings for capable 
salesmen in established Standard agencies afford- 


ing permanent connections in a rapidly growing 
organization, with opportunities for advancement. 


Dealers—Standard Machines are so simply and 
durably constructed, so easy to operate, and re- 
quire so little service that dealers find them very 
profitable to handle. Permanent revenue from 
supply business. 


Write for Complete information. 


Handard 


MAILING MACHINES COMPANY 


Revere Boulevard Everett, Massachusetts 


Stamp Affixers 


Postal Permit Machines 


Sealers 
‘olders 


Envelo 
Copy 
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(Specialties That Create Repeat Business the Ideal Kind 
Continued from page 144) 

the dealer is able to keep his stock clean from trade-ins 

that the typewriters 


for helping 


It is unfortunate manufacturer of 
makes no 


Ninety per cent of the standard typewriters sold today re- 


provisions dealers on trade-ins. 


quire the dealer to take a trade-in typewriter. Some man- 
liberal (?) in that they 


large cities to take these ma- 


ufacturers are make arrangements 


with some dealers in the 
chines at fifteen per cent discount from the manufacturers’ 
allowance sheet. Counting in the transportation this would 
mean a sacrifice to the dealer of half of his usual commis- 
Needless to say 


dealer—he 


sion there is not a profit in this transac 


tion for the is working gratis for the machine 


maker 


The portable however, has been almost a 


bread-and-butter item for almost any typewriter dealer or 


typewriter, 


stationer. Competition has broadened on this item. Some 


manufacturers have a certain elasticity on prices and dis- 


counts, hence the item is not so strong as it was. In the 


case of this organization, we have never traded in stand- 


ard machines on portables. But we do trade in portables 


on portables 

Chere is another phase of typewriters as specialties that 
calls for some thought, and that is the lack of creative 
advertising on the part of the typewriter maker. His ad- 
vertising assumes that everyone knows what a typewrite! 
is, and assumes the filling of that need, if it exists. Lit 


tle or none of his appropriation goes to dig out new mar 
kets, create 
want existed. It is almost the 
vertising of portables! There is a distinct need for 
manufacturer to CREATE NEEDS and DESIRES for a 


whether it be portable or standard 


a desire, or build up a want for a typewriter 


where n same in the ad 


some 


typewriter, 


that create repeat business—are the ideal 


He should card index these, 


Specialties 
specialties tor the stationer 


follow them for repeat business—and profit thereby. First 


sales of small specialties are not as profitable as many 


manufacturers would have us believe It is also unfor- 


tunate that some of these manufacturers—yes the most of 


them—do not offer the proper profits on the repeat items 


try to kid the 


to get that repeat business 


dealer into believing it costs him nothing 


Today there is a demand for a good desk stapler. Ther« 
are several on the market—and several to be announced 
this vear. Two or three new ones just announced. Each 


maker is trying to insure himself the repeat business from 


his staples—and some by making their staples to fit only 


their machines. If the same makers were as zealous in 


protecting dealers on the repeat business they should have 


there would be no worries in business! 


OFFICE APPLIANCES 


Specialties for the stationer are not a cure-all—but they 


are a necessity tor the man who can get or has a sales- 
salesmen who can sell specialties—providing he 


and he keeps 


man or 
has enough territory in which to sell them 
properly after these accounts for repeats on the supply 
thereby. Small offer 
his customers—and they also 


items business created specialties 


“something new” to show 
help develop and keep a creative spirit in the organization. 
That is perhaps as important as the stationer wants to 
make it. 
Ribbons and Carbons Profitable 

Carbon paper and ribbons can be made a very profitable 
In fact, there is no excuse for this business leav- 
ing any If he 
attempts to sell price—he can not successfully sell any 


specialty 
stationer’s territory if he can sell quality. 


specialty except in the unusual case. The sale of coupon 
books offers the ideal plan to hold the business created. 
Che coupon books should not be the manufacturer’s books 

but the stationer’s own books under his own name. His 
carbon paper folders should carry his imprint, his ribbons 
His ribbons and carbon should be 
When 


letter 


if possible. 
the best grade, or the top grade of a good maker 

the eleventh book—a 
similar to our own * should be used and a new book issued 


the same, 


coupon comes in from any 


on approval billing, and sent to be sure that the customer 
does not lose out on the usual 25% saved by the coupon 


plan. In creating business for this department—in fact for 


all departments of the stationery line—direct mail letters 


and cards offer the ideal method of sales promotion. 
Customer control is becoming more important than ever. 
There is a tendency for the buyer to give his business to 
whomever happens along. A good salesman, knowing his 
customer, knowing what he is buying and what he is NOT, 


has a fine opportunity to keep this business growing by 


real service. 


* Following is the letter referred to in the next to the 


last paragraph above 

“Dear Mr. Smith: 

“This morning .. . the 
pon from your Winfield coupon book came in 
bon ordered went out next mail 

“You have been saving 25% on BOTH ribbons and car- 
bon paper through our coupon book plan and you 
will naturally not want to pay full retail for these 
much-used items. 

“I am therefore issuing another book 
ing it together with our invoice 
approval. We have marked the billing date ahead to 
make your billing due after your last coupon comes in 

“If there is any other way the writer can be of concrete 
service to you, please command him. 

“Sincerely yours, 


“E. FRANK WINFIELD.” 


eleventh, or next to the last cou- 
Che rib- 


and am enclos- 
subject to your 


SERVICE AND DIVERSIFICATION 
IMPORTANT IN SPECIALTIES 


| gyri NATELY, handling specialties generally re 
quires the establishment and maintenance of a service 
department,” said Mr. X 


“Fortunately! Man. vou must be crazv!” responded Mr 


Y ‘All a service department does is add to overhead ex 
pense. First you've got to provide space for the shop; then 
you've got to equip it; then hire experienced service men 
or else train som« f your own boys And what do you 
have to show f t Nothing but additions to your over 
head—a couple of extra salaries to pay, upkeep on your 
service depa ent equipment, extra cost of an enlarged 


ind a lot of other grief.’ 


Two Factors in Selling Of- 
fice Machines and Systems 
That Present Obstacles 
Which, When Surmounted, 
Set the Dealer’s Feet on the 
Upward Path 


“In considering the value of service,” replied Mr. X, 


“the kind of service that can be offered by a dealer in office 


(Turn to page 153, please) 
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A NEW STAPLER 2 eo avert 





THE CHAMPION 





Acme Staple Company 





BY ACME 


Not just new in the sense of another 
machine in the line but new in stand- 
ards of beauty and perfection. 

Here, in the new Champion, is a stapler suit- 
able for executive offices: Because it is dis- 
tinctive. Its bright chromium plate places it 
above ordinary office devices—in a class by 
itself. This stapler is in step with the times. 
It is modern 

The Champion makes three hundred fasten- 
ings at one loading. It is easily removed 
from the base to make a useful tacker — a 
feature that makes many sales. In the ship- 
ping room, the staples easily penetrate crate 
and box materials. 

The Acme group of stapling machines con- 
tains a model for every stapling need, includ- 
ing foot power and belt driven machines 
for instance, our No. 1 (12 inch reach) 
Special Saddle-Back for printers. Full details 
will be supplied on request. 


1643 Haddon Avenue 
CAMDEN, N. J. 





THE ACME No. 1 SPECIAL SADDLE-BACK 
12 inch reach 











A 


GOODWILL GIFT 
THAT GATHERS 
SALES! 





P EERLESS Eraser Shields—those 
helpful, handy typing aids—so popular 
with typists—come to you—free with 
Peerless Keys—for distribution among 
your customers. Your name imprinted 
on these shields is constantly before typ- 
ists—becomes as familiar to them as 
their typewriter keyboards. When office 
supplies are needed they naturally think 
of you. They come—they buy—not only 
Peerless Keys but other required items 
as well. 


Peerless Shields have rung up many a 
profitable sale on other dealers’ cash reg- 
isters. They can ring up sales on yours. 
Learn more of these Eraser Shields and 
other Peerless dealer helps and displays 
designed to make your business more 
profitable. Write now! 


EERLESS 


KEY CO., Inc. 


176 Fulton Street New York City 


PEERLESS KEY COMPANY, Inc. 
176 Fulton Street, New York City 
Kindly send us, without obligation, details of your 
ee plan for dealers, together with sample 
eerless Key dealer helps. 


PUREE 0.00 cccnbgns+004cees00s 0nnececnene 
Bae o o6.0450c0nkancs cose cinesdee erent 


Adda oon co 0keedbeeeessesensensssnseee 


DIF IFT FAT 
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Attractive Sales Proposition! 


CODY RIGHT yrs. 


The talk of the coun- 
try. Combining fea- 
tures found in no 
other make. Any one 
can work it. Simple 
as A. B. C. Several 
(patents applied) 
features, taking the 
bother and _ guess 
work out of Gold- 


stam ping. 























A New and 
Better Goldstamping Machine 
—THE GOLDPRESS 


Will Tmgsint on Large Variety of Articles 





The first and only copy holder that operates com- 














stely ht . 
pletely vigM. sa grams — ms, trade marks, or letters up to one inch in height, four 
. , TTT? ] f type ne time, may be imprinted on leather, imitation leather 
COPY RIGHT'S eiluloid, hard rubber, wood, paper, silks, etc. Books, suitcases, handbags 
: pens and pencils and thousands of other articles 
Second lever completes the natural down stroke mo- — : 
. : A Money Maker 
tion as in typing. Front plate tilts forward or Unsurpassed for window display. Very productive as an advertising medium, 
ackws ~g , . , Hecte ’ unequaled for sales power in the store; sells goods reg arc lle of wane or 
backward to break up glare or badly reflected light. ee cant daaae 5 eae of ae ulate - og 
‘ nae buying habit; offers non-competitive service; earns a cas sh evenue daily 
COPY RIGHT weer enjoy evreater establishes prestige for the merchant and pays for itself in a very short time 
speed and accuracy with le > ilees Lowest Price Machine 
. , Machine complete, with pen holder, squaring a ce, clam] _—- heater 
' cord, two heating units, one full font of hard special type for leather work, 
WRITE FOR FREE TRIAL one font of the fin ae type for pens and. pencils 10 sheets of real 
> Ln. old 34 x4 , thing else to buy, all for or. 
me guarantee Write for our catalog, fully de cribi ng achine 
ENDURO MFG. CO. 2x2, | The Geldpress Company. 
* . Rochester, N. Y. Bellaire, Ohio. Cable Address—Goldpress 
— te 





APSCO DANDY seater 


AUTOMATIC PENCIL SHARPENERS 


PRICE $12. 585 


“SAVES TIME WHEN MOST NEEDED” 


THE DANDY SEALER is a practical, efficient and 
economical machine which business houses, public 
offices, colleges, labor unions, fraternal organizations, 
letter shops and similar organizations buy readily 
when brought to their attention. 


| h COT 99 We co-operate by furnishing free, attractive circulars 
e and order blanks which help to get the business. 


‘ : , . Liberal proposition to established dealers. 
There’s a Big New Market in Selling 


Pencil Sharpeners for Home Use THE OFFICE APPLIANCE CO. 


1-195 Devonshire St. Boston, Mass. 
Automatic Pencil Sharpener Co. | ff '°™ treats Su ny sate Gos 
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CHECK WRITER 
MENS 


Have you seen SPEEDRITE? 


Anyway, it’s just the figure, set-up ma- 
chine you have been waiting for. In- 
deed, it makes the whole world VIR- 
GIN territory again! 


Striking colors—unquestionably the 
most beautiful device in whole ap- 
pliance field. Two color imprint with 
ink reservoirs. Novel payee name pro- 
tection. Sturdy construction, easy 
quiet action. 


AND, for all its quality, beauty and 
value. SPEEDRITE carries the LOW- 
EST distributor cost! 


A collect wire from any REAL check 
writer man will bring mighty interest- 
ing details. 


HALL-WELTER COMPANY 
INCORPORATED 


180 St. Paul St. Rochester, N. Y. 
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REGAL REBUILT 
ROYALS 


Trade-marked Nation 


Approved by the Manufacturer 


ROUGH TYPEWRITERS 


Stock in 82 Cities 
All Makes All Models 
All Series 1 Types 


Lowest Prices 


REGAL TYPE WRITER COMPANY, Inc. 


524 Broadway, 12-14 So. Jefferson St., 
New York, N.Y. Chicago, Illinois 


Cablc Address: REGALTYPE, N.Y 























QUICK AS A FLASH! 
End Mistakes—Double Speed with 


Precalculated Verified Answers 


Meilicke ready-made answers to routine problems cut calculat- 
ing time in half for Western Union, Western Electric and many 
other users. Any employee can use Meilicke Systems without 
training. There are no keys to punch, no levers to pull. Just 
turn the card and copy the answer. 


The Meilicke line consists 
of the following devices: 


Interest Calculators 
Savings Bank Calculators 
Time Calculators 
Pay Roll Calculators 
Bonus Calculators 
Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculators 
Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Electric Bill Extenders 
Price Checkers 
Vertical Cataloging 
Phone Indexes 
The Dictaform for letters, 
paragraphs and all data. 





Meilicke Systems meet every need. and special Calculators can 
be supplied to meet any special requirements. Let us show you 
without obligation how Meilicke systems can save money for your 
business. Dealers, send for our new catalog. 


eilicke Systems, 


INCORPORATED 


3471 No. Clark St. Chicago, Illinois 

















The og 


“B PAPER 
FASTENER Company 
La Crosse, Wis., U.S.A. 








No. 2 Paper 
Fastener and 
round hole 
punch. . 83.50 





The New No. 3 
Super- Model 


Ties from 2 to 16 sheets Bond 
tt, © aper—Binds 








Bump Serves 
All Over the 


World. Satisfied » 
Users reveal Re- uf” 
y 


| Heavier Pieces 
.00 


Dealer's 
information 
liability and op reguaee. 
Economy. The 
Bump fastens 
important papers 
for mailing and 
filing. 





Always 

Ready 

Insures 

Flat Filing 
No Staples, 
Pins or Clips 
to Rust or Catch 

















— 
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$5,000 ; 
foran IDEA! 


To Stimulate Sales 
To Increase Business 


To Create New Fields 


Many a business has spent $5,000 
for just one idea with earmarks con- 
ducive to these results. 

Yet it only takes a 2c stamp and 
a few minutes of your time to ac- 
quire— 


The VARITYPER IDEA 


—a proved factor in securing those 
same results. 

A big statement, certainly. But 
we'll show you that it can be done. 


Now Is the Time to Do It 








= Oe eee ce ce ce ce ee ee ee ee ee ee ee ae 
| VARITYPER INCORPORATED, 
| 2 Lafayette St., New York. 
| What IS the VARITYPER IDEA? How can 
| it affect my sales—my business—my profits? 
DEED. 00 6 606 6600646660064 6 6066 bn 0 dS ebwCSEEHOSCeCCREREOSE | 

| 
hs. v6 6 wee oh bb bebe ded dS Od ROCCO eS ORONO SE EEED LOSE D ED | 

| 
Cer Se... cos ceeded nss tinh eo006>6o0s0600600008 0000000 | 









RUBBER 
BEST | 
LQUALITy | 











YOU KNOW that rubber stamps are a vital necessity in the in- 
dustrial structure of business, and the many new discoveries for 


their use are making them ever increasingly popular. Get into 
the Rubber Stamp Business Now. Our new method has elim- 
inated all of the difficult work in the making of them. The 
equipment requires very little room and you can learn to make 
them within a few hours by following our simple directions. The 


low cost will interest you. Send for descriptive literature. 


AMERICAN EVATYPE CORPORATION 


DEERFIELD, ILLINOIS 
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BOSTON 


Polar Cub 
PENCIL SHARPENER 


PLAN that can bring big and steady profits to stationers 
has been perfected by us. Any dealer who will follow this 
plan, as outlined, may enjoy a steady income and make 


A 


profits that will be unusually gratifying. 


The time to start is right now. Full details of this plan will be 
sent to established stationers only, who request it on their business 
letterhead. Here is a big opportunity you should not miss. Write 


today. 


BOSTON 
aoe 


MARPENER 








HOWARD HUNT PEN COMPANY 
Camden, N. J. 


C, 








PENDING MATTER FILE 


‘‘All active matter at your finger tips’’ 


This Kohlhaas File eliminates the drudgery of 
searching through thousands of letters in “gen- 
eral correspondence files” to locate live material. 
It segregates pending matter and holds it avail- 
able for instant reference. This file (like other 
Kohlhaas devices) is practically indestructible. 
Light in weight and easy to handle. Indexed to 
fit the individual needs of user. 1, 2 or 3 inch 
tabs. 
Sectional Portable 
Write for full particulars 

stating your requirements. 


THE KOHLHAAS COMPANY 


183 N. Dearborn St. Chicago, IIl. 
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(Service and Diversification Important in Specialties— 
(Continued from page 148) 


specialties, you must remember the things it develops, such 


as customer confidence, personal appreciation and con- 
tinual contacts. These things are intangible, but they 
wield a mighty influence in setting a dealer on the road 


to success. 

“Service is more than simply having men and equipment 
to repair a machine or find out why a certain device ‘doesn’t 
It’s a sort of spirit, 


work like the salesman said it would.’ 


a willingness to go more than half way. When a customer 
calls and says, ‘We've had one of your machines here only 
about a week and it’s out of order already,’ a cheerful re- 
sponse such as, ‘We'll send a man right over and have the 
machine in working order in a jiffy,’ mollifies the caller, 
breaks down his spirit of pugnacity and plants in him the 
seed of good will. 

The 
If the 
service is good on one thing, he'll be willing to try you on 


“Continual contact alone is of inestimable value. 


customer is constantly reminded of your business. 


others, and the personal contact makes it easier to choose 
you rather than somebody else. 

“The value of service insofar as specialties is concerned 
is hard to estimate, but you may be sure that it more than 
pays for the cost of maintaining a service department.” 

The conversation recorded above is fictitious as to actual 
words, but true as to thoughts, opinions and experiences. 
When considered from all angles, the question of whether 
to handle or not to handle specialties generally receives a 
favorable decision. Stationers throughout the country ad- 
vertise such slogans as, “Everything for the Office,” and 
“If It Is Used in an Office, We Have It.” Not so many 
years ago, inclusive statements of this type were rare in- 
The greatest expansion in the scope as well as the 
the individual commercial sta- 


deed. 
actual business volume of 
tionery store came in comparatively recent years, when 
office furniture and office machines were beginning to find 
acceptance as legitimate merchandise for commercial sta- 
tioners to sell. 

Transition from enterprises carrying only a limited line 
of staples to ones with ever-widening boundaries entailed 
the adoption of a policy of diversification on the part of 
Such a policy was not universally 
Refusals even to try frequent. “Sta- 
tioners are handling too many items as it is. Why try to 
foist specialties on us?” was the burden of statements made 
Conversely, a successful stationer in the 


the individual stationer 


welcomed. were 


by many dealers. 
Middle West said, “If by studying the needs of my cus- 
tomers I come to the conclusion that I could sell them cer- 
tain office utilities I am not handling, I’d put in a stock of 
those utilities.” This intimates that a dealer 
should not be hampered by tradition. He should base his 
he should not be hurried into 


Statement 


decisions on careful study; 
contracts that may or may not bear fruit, but he should 
be willing to give new things a fair trial. 

Isolated cases of success or failure in handling spe- 
cialties, cases picked at random, do not necessarily uphold 
or condemn the practice of merchandising specialties 
through stationers. A composite of experiences of sta- 
tioners everywhere, together with a careful consideration 
of circumstances in individual cases, is necessary in order 
to obtain a true perspective of the value of selling spe- 
The general trend is in favor of specialties. Some 
dealers carry only one or two lines. Others handle a wide 
variety. In support of the latter policy, one dealer says, 
“Tf I sell a man a sealing machine and he asks about a 
typewriter, should I tell him that he'll have to get it else- 
Not on your life! I see to it that I handle the 
machines my customers want.” 

To the query, “What is an office specialty?” 
stationer’s reply would probably be something like this. 


cialties. 


where? 


the average 
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It’s an office machine or some sort of a mechanical device.” 
Another way of answering might be, “An office specialty 
is a special piece of equipment intended for a special use in 
an office—something requiring a special selling effort and 
earning a special profit.” 

A few years ago manufacturers considered it necessary 
to sell specialties direct. It was asserted that stationers 
forced manufacturers to develop direct selling organiza- 
tions because, though the dealer was willing to stock a spe- 
cialty, he would not push it; though he was willing to sell 
it, he would not equip himself to service it. The odium 
of the apparently poor service offered by the specialty 
rebounded upon the manufacturer, who in self-defense, 
started selling direct. Nevertheless many stationers took 
on specialty lines, sold them successfully, serviced them 
promptly and earned a fine profit by so doing. The oppor- 
tunities today are better than ever. Manufacturers are 
willing to cooperate with stationers, if they can be as- 
sured that stationers will bend every effort to sell and 
service the equipment as efficiently as a manufacturer's 
direct selling organization. 

Three objections frequently voiced by dealers when ap- 
proached by salesmen representing specialty manufacturers 
are, “Your product costs too much. We'd need a specially 
trained sales organization to sell it, and anyway your dis- 
count is not big enough.” A dealer in one of the smaller 
of the large cities in the Middle West doesn’t raise any of 
these objections. On the contrary he finds the manu- 
facturer’s price acceptable and final; he trains his salesmen, 
with the help of the manufacturer, so that they can and do 
sell the equipment, and he earns a comfortable profit on 
the discount offered. 

In the matter of price this dealer says, “We have only 
one price. Our customers know that the first figure we 
quote is our last and lowest. Very rarely, and then only 
in cases of new customers, are we asked, ‘Is this your best 
price?’ This policy has engendered a respect that is 
pleasantly reflected in a mounting business volume and in 
steadily increasing profits. 

Training salesmen is not as difficult as casual considera- 
tion of the problem might indicate. Manufacturers supply 
all the technical data concerning the equipment that is 
necessary and in addition usually offer a fund of literature 
describing uses and suggesting methods of sale. Further, 
manufacturers frequently send special representatives to 
dealers for the purpose of helping to train salesmen. 
Necessary material is available. Concentrated study and 
enthusiastic application are the remaining ingredients. 


” 


At a gathering of stationers a year or two ago, a promi- 
nent stationer from the Sunny South made an interesting 
comment on that much used and abused term “service.” 
“As stationers,” he said, “we have educated the business 
man to the point of expecting a super-service. When an 
executive wants some new equipment, we send a salesman 
to him. This same business man, if he decides to buy a 
new chair for his library at home, puts on his coat and 
goes to the furniture store to make his purchase.” 

Is not this very condition the genius of the stationery 
industry? Does it not provide every dealer with immeas- 
urable opportunities? The foundation has been so well 
built that the business man expects service from the sta- 
tioner. He looks to the stationer for advice. If it is at all 
possible, he would prefer to buy everything from one 
source. The stationer is the logical purveyor of “Every- 
thing for the Office.” 

Specialties represent a large and important part of this 
“Everything.” Office operations are becoming mechanized 
more and more as improved business methods and systems 
are developed. The stationer has access to this broadening 
market. The reins are in his hands and the opportunity is 
waiting to be grasped. 
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STATIONERS SHOULD SELL 


OFFICE MACHINES 


Some Quotations With Com- 
ment Froman Article 
Written by Charles A. Stott 
of Charles G. Stott & Com- 
pany, Inc., Washington, 
D.C., and Published in the 
kebruary, 1926, Issue of Of- 


fice Appliances 


{ [CT HAS occurred to us that t ftten dealers empha 
size the difhculties of a certain course of action, al 
though agre at the action desirable Over 
emphasis upon difhculties to be overcome, causes inertia 
and gets us nowhere. Mr. Stott is not a believer in this sort 
f inaction. He says that one extremely good reason why 
any stationer s ild carry and sell office machines and 
devices is that t lo so will increase the size of the aver 
ine ile and ‘ t mad n it If, he says, you sell 
in article for a dollar, it may yield a gross profit of fity 
per cent Phe ule f some office machine or device for 
$25 will vield forty per cent, or $10. Here comes the man 
with trouble in eve He tells us that our percentage of 
Pp le i e selling expense greatet Very well 
\ smaller percentage may or may not mean a thing 
Would the dealer prefer to make three sales, each of a 
ledger outfit at $8, showing a fifty per cent profit and 
vielding $12 gross profit, or one ofhce machine or device at 
$50 with a p f forty per cent or $20 gross? One could 
allow the exp e incidental to the latter sale to be in 
creased almost one hundred per cent and still make the 
same profit. It would be rare indeed that the expense of 


selling a well known office machine or device or a new one 


either would not allow a materially her net profit on the 


individual sale than the average sale by the average sta 


tioner It is n uncommon f stationers to try to sell 
machines and office devices simply by proper display in 
the window and the store and some slight education of 


many sales are made without 


sales peopl Now a great 


the need of a trained man and without a large investment 


in stock. In such cases there is practically no increase in 
expense in selling a $25 article over that involved in selling 
a $1 articlk s lar as percentage is ¢ mncerned The fact 
that a ations rddis e devices and machines will 
not immediately or may not eventually sell a great num 
ber of suc ds es not alter the fact that every articl 
sold without the assistance of expensive help increases his 

proht w ut a corresponding increase in expens« 
This lowe the | entage of average expense on all spe 


MR. STOTT 





expense to the 


he must increase 


point 


reduce 


It the stationer can not 
where small unit sales show a profit, then 
the average unit sale so it will take care of his overhead. 
Selling the customer more than he intended to buy is one 
way of increasing individual sales; a good way, but limited. 
Che simple and logical remedy, Mr. Stott believed, lies in 
adding related items that bring larger individual sales and 
of office ap- 
add 


and 


profits. He said a small representative stock 


pliances well displayed and occasionally advertised, 
materially to the atmosphere and tone of the store 
ontribute not a little in building up good will and prestige 
Then, too, ofhce 
Where else 


such goods if not to the stationer? 


in the minds of the public appliances 


belong in the stationery store, would one nat 


urally go for Every 


ofhce appliance the stationer adds to his stock broadens 


and rounds out his lines and gives his salesmen both inside 


and out a greater opportunity to serve the public. 


There are but two general methods of selling office ap 


pliances—agegressive canvassing by trained specialty men 


regular sales 


and by display advertising, and selling by 


men. There is no law against the regular salesman becom 
ing an expert specialty man if he will put the work into 
it that the business requires. Not every stationer can sell 
kind of Not all of 


extra trained specialty men, but beyond and outside of 


machines them can afford 


the same 
all this, every stationer can sell some specialties and add 
unto himself others as his familiarity with the process of 
selling the line increases. 

Mr. Stott that the 


expand his lines to include allied devices be- 


believed commercial stationer will 


eventually 


! his average individual sale and his 


cause he must increase 
average individual profit to take care of increasing costs 
of material and distribution. 

Mr. Stott’s prophecy is coming true. He made it five 
years ago and today practically every stationer carries 


way of office specialties and looks for- 


stock 


something in the 


ward to increasing his and widening his opportu- 


nities 


Here Endeth the Office Specialties Section in This, the 


January, 1931, Issue of Office Appliances. 


In it 


Are Presented Carefully Considered Opin- 
ions, Pointing to the Splendid Oppor- 
tunities That Specialty Selling 
Offers Commercial Station- 
ers 
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Old Dictaphone Records Folk Songs of 
Mountaineers 

Miss Dorothy Scarborough, assistant professor of Eng- 
lish at Columbia University, found an old-type hand-pow- 
ered Dictaphone an invaluable aid in an unusual type of 
research work she conducted during the past summer, 
when she spent three months in the Cumberland and Blue 
Ridge mountain country making a collection of folk-songs. 
Her work was under auspices of the Research Council in 
Humanities of the University, and will be published in 
book form, with the words and music of some 560 songs 
gathered from every corner of the mountain counties 

The Dictaphone was placed in whatever headquarters 
Miss Scarborough used in each community, and the men 
and women came from miles around to sing their ballads, 
some of which date back to Colonial days, to “the machine 
that sings back at you.” The research worker made it a 
point to let each contributor listen back proudly to his 
own singing 

Upon returning to New York recently with several boxes 
of Dictaphone cylinders containing the material she had 
gathered, Miss Scarborough gave a dinner at her New 
York City apartment for the Research Council, which was 
attended by R. T. Harris of the executive office of Dicta- 
phone Sales Corporation. At this time the guests were 
given the opportunity to hear a number of the songs as 
recorded by the machine, and in a talk on her experiences 
this summer Miss Scarborough expressed her gratitude to 
the Dictaphone organization for their cooperation and as- 
sistance. She stated that many of the communities she 
visited had no electricity, so that the hand-powered ma- 
chine was the only practical one for the purpose, and 
further stated that without the machine she would not 
have been able to complete the work in so short a time 
nor to record the tunes which for her work are almost as 
important as the verses of the folk-songs. 


a—etpegliiaiaa 
Business Show at Dayton 

A business show was held at Dayton, Ohio, December 
1-5 inclusive, on the mezzanine floor of the Van Cleve 
hotel. The show was organized by Charles McLean, of 
The Pettibone-McLean Company. It is expected that this 
will become an annual event. The list of exhibitors in- 
cluded The National Cash Register Company, Frigidaire 
Corporation, Marchant Calculating Machine Company, The 
Roth Office Equipment Company, Felt & Tarrant Manu- 
facturing Company, International Visible Systems Corpo- 
ration, L. C. Smith & Corona Typewriters Inc., Monroe 
Calculating Machine Company, Inc., Egry Register Com- 
pany, The Ohio Bell Telephone Company, The Elliott Ad- 
dressing Machine Company, The Todd Company, Elliott- 
Fisher Company, Sundstrand Adding Machine Company, 


and Pettibone-McLean Company. 


Re Sa 
Evansville, Ind., Dealer Reports Good Trade 

“We have lately completed the biggest summer season 
we have ever enjoyed in the history of our enterprise,” 
said A. S. Butterfield, Jr.. of the Smith and Butterfield 
store at Evansville, Ind., dealers in office supplies and 
equipment. “Two major building additions, the new Cen- 
tral Union bank and the new DeJong store, reflected the 
growing tendency of Evansville business men to purchase 
Made-in-Evansville products. Our enterprise is well rep- 
resented in these two new buildings in office equipment, 
desks, chairs and letter filing cabinets.”—W. B. C. 


iliinainensio 
Underwood Opens Agency at Klamath Falls 
The Underwood Typewriter Company has established 
an agency at Klamath Falls, Ore., handling both Under- 
wood Typewriters and Sundstrand adding machines. The 
agency was installed by P. W. Taylor, who has charge of 
the southwestern Oregon district for the manufacturer. 











THE NEW 


GREIF-RAPID 


STENCIL 
ROTARY DUPLICATOR 


with exclusive features 





1. Platform with 4. Ink roller. 
guides for feed- 
ing: the paper. 5. Handle. 

2. Adjustable com- 6. Paper controls. 
pression springs. 7 Platform for re- 


3. Aluminum dia- 
phragm con- 
taining inking 
mechanism. 8. Pressure roller. 


ceiving finished 
copies. 


Why ink the inside of the drum with ‘a brush 
when it can be done automatically, effectively 
without smearing ink over everything? 
Printing surface 844x14¥. 

1. It reduces the process of duplicating to the 
simplicity of turning a handle. 

2. It completely eliminates the inconvenience 
of breakdowns and the expenses of upkeep 
and repairs common to complicated and 
more costly machines. 

3. Materials for this machine cost approxi- 
mately one-third less than for most other 
machines. 

4. Its speed of up to 2000 perfect copies per 
hour satisfies almost any requirement. 


Retail price with supplies 


$652. 


Dealer’s discount attractive 


The Duplicating Machine 
and Supply Corp.. Ltd. 


W. W. ERSKINE, President 
Sole Agents 


370 Lexington Ave. New York City 
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HERE IS THE NEW 


UNIVERSAL 
SLIP-SHEETER 





ROTARY 
STENCIL 


How Many 


Duplicators in Your 


Territory? 


A very large number no doubt and most of them in con- 
tinual use. Also most of them have not been equipped 
with slip-sheeters because there has been no practical de- 
vice available until the Universal was produced. Thus the 
Universal Slip-Sheeter presents a profitable sales oppor- 
tunity. 

The Universal Slip-Sheeter is extremely simple and very 
sturdy in construction. It is absolutely positive in action. 
Operates automatically with any speed of machine. Easy 
running and quiet. Can be attached or detached like a 
receiving tray in a jiffy. Enables Mimeograph to do clean 
work on any kind of paper. 


DEALERS — AGENTS 


Dealers and agents: There is a general need for Universal 
Slip-Sheeters in your territory. Don't delay to get full 
information about this unusual opportunity at once. Write 
today. 


MODERN MAIL 
EQUIPMENT CO. 


240 Broadway NEW YORK 
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A Remarkable Catalogue 
C. Smith catalogue is a fine piece of work, 
It is not in 


The new L 
not only for its contents, but for its style 
colors, but every illustration is to the point and the layout 
of the catalogue suggests the modernistic note. Illustra- 
tions and data are presented under the heads of Touch, 
Ball Bearing, Margin Stops, Interchangeable Platen, Deci- 
mal Tabulator, Segment Shift, etc. 

The different models are illustrated with a variety of 
carriages from twenty-six inches to ten inches. The dif- 
ferent details of the machine are illustrated and described; 
a list of type styles and keyboards is given, and a page 
is devoted to the supplies department and another page 
to the Corona portable. An insert gives the domestic 
price-list of L. C. Smith and Corona typewriters, prices 
of the different parts, and also prices of Corona parts and 


ac¢ essorie s 


> 
New Globe-Wernicke Authorized Dealers 
Lancaster-Talman, Inc., of Winston-Salem, N. C., has 


just been appointed Globe-Wernicke authorized dealer. 
This brings to their local territory the complete Globe- 
Wernicke service and exclusive representation of Glob« 
Wernicke products. 

E. J. Lancaster has been in the office equipment and sta 
tionery business in Winston-Salem, N. C., for twelve 





W. F. TALMAN E. J. LANCASTER 


years. He was vice-president, manager of sales and head 
of office furniture department of Hinkle-Lancaster Book 
Store for five years. 

W. F. Talman has been in the office equipment and sta- 
tionery business for seven years. He was formerly at 
Greensboro, but for the past three years has resided in 
Winston-Salem, 

Mr. Lancaster and Mr. Talman will be pleased to serve 
their many friends in their new capacity as Globe-Wernicke 


authorized dealers 


a 
Franklin Manufacturing Co. to Resume 

The plant of the Franklin Manufacturing Company at 

Franklin, Ind., which has been in the hands of a receiver 

the past two years, is to resume operations, manufacturing 

office desks. E. Vernon Knight, a lumber dealer of New 

Albany, Ind., has given impetus to the concern. The new 

owner is chairman of the board of the United Plywood 

Company, and has interested a number of business men 

of Franklin in the project of resuming production and 
sales of Franklin desks. 


$<» 
Some New Royal Dealers 
The Harrisburg Office Supply Company, 119 Market 
street, Harrisburg, Penna., has just been appointed a Royal 
portable distributor. 
J. M. Angel of Mount Clemens, Mich., is another new 


Royal portable dealer. 
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Ideal Junior 
Moistener — 
Sor finger mois- 
teningand gen. 
eral light duty 
office use— will 


last a lifetime. 








~~ 


January—the open door to 


PROFITS 


Are you ready? 


Sengbusch Self- 
Closing Ink 

stand —air-tight, 
non evaporating, 
supplies clean 
fresh ink to the 


pen. 





Curtailed activity during the past few months has 
marked January as a memorable profit month for the 
office appliance trade. 


Minimum purchases in the past compel business offices 
to bring their office equipment stocks up to standard. 


January, the turn of the year, should mark the turn of 


Dipaday Desk business for alert Sengbusch dealers. 


Set — Pen ad- 


ju stable to any 


The coming demand must be met quickly. It calls for 
full stocks on your shelves. Sengbusch dealers know from 
past experience the value of having, in January, complete 
stocks of Dipaday Desk Sets, Kleradesk, Self-Closing 
Inkstands, Dipaday Pens, Ideal Junior Mois- 
teners, No-Over-Flo Sponge Cups—the entire 
Sengbusch line of office equipment aids. 


position; sock- 
et adjustable; 
many styles 
and brilliant 
color combina. 


tions, 





This January, more than ever before, the 
need for complete, well-rounded stocks is 
imperative. 

Are you ready to go through the open door 
to better business, better profits? Let us have 
your order for Sengbusch stock immediately. 


Sengbusch 


SELF-CLOSING INKSTAND CO. 
any pager qu Oey 115 Sengbusch Bldg. Milwaukee, Wis. 


paper in its place. 
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TIP-TOP 
MANUFACTURING 
CO., Ine. 


Paper Clips 
Fasteners 
Best on the Market 


Representation 
East of Denver 


GATCH BRUSH 
AND 


WIRE GOODS 
CO. 


Original Bar Bee 
Wire Letter 
Trays 
Waste Baskets 
Mail Baskets 
Ticker Baskets 


Representation 
East of Denver 


KING 
FILING SUPPLIES 
CORP. 


Folders 
Guides 
Index Cards 
Scratch Pads 
Legal Ruled Pads 
Red Fiber Folders 


Prong Binder Folders 





POE. 


MFG. & SALES 
CORPORATION 


Up to Date Calendars 
Eyeleters, Eyelets 
Ticket Punches, 

Protractors, 
Compasses 
Clip Boards, Staples 
Ticket Hooks, 
Moisteners 

Paste & Typewriter 
Brushes, Shears, 

Thumb Tacks, Ete. 


ALL 


These Lines 


Represented by 


R. H. Baxter 
Sales 
Corporation 


52 FRANKLIN ST. 
N. Y. CITY 


For All of 
United States 
Except Where 


Specified 





CROW NOLO 
MFG. CO. 


Telephone 
Indexes 
Crownolo Fasteners 
Index Strips 
Reinforcements 
A Line That Will Pay 


Every Dealer to Handle 


A PERFECT LINE 


READY 
REFERENCE 
PUB. CO. 


Calendars 
Diaries 
Year Books 
Bridge Books 
A Line Every 
Stationer 


Should Carry 


CANISTEO 
RULER 
MFG. 
CO. 
Yard Sticks 
Rulers 
**Redi-Rede”’ 
**Kanisteo”’ 


**Boxwoodene”’ 


Representation 


East of Denver 


ATLAS 
EXPANDING 
ENVELOPE AND 
NOVELTY 
CO. 

RED ROPE 


EXPANDING ENVELOPES 
BOOK COVERS 
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Waterman Speaks Before Hartford Rotarians 

Two hundred fifty persons attended the banquet at Hotel 
Bond, Hartford, Conn., on Monday evening, December 8, 
when the Hartford Rotary Club celebrated the twentieth 
anniversary of its founding. After remarks by District 
Rotary Governor Richard E. Dodge, dean of the School 
of Agriculture at the Connecticut Agricultural College, 
Frank D. Waterman, president of the L. E. Waterman 
Company, and former vice-president of the New York Ro- 
tary Club, was introduced by Gustave Fischer of Hartford 
and related a number of humorous incidents in connection 
with a recent trip to Europe, during which he encountered 
Rotarians of various countries. At the conclusion of his 
talk, Mr. and Mrs. Waterman were given a rousing ova 
tion. Fountain pens, the gifts of Mr. Waterman, were dis- 
tributed as souvenirs to the women guests 

Gustave Fischer, president of The Gustave Fischer Com 
pany, who introduced Mr. Waterman, recalled that the 
latter’s uncle, L. E, Waterman, was employed in Hartford 
by the Aetna Life Insurance Company before going to 
Boston, where he invented the fountain pen and founded 


the company which bears his name. 














LINE-O-GRAPH"’ MANIFOLDING DEVICE MADE BY 
THE PHILLIPS RIBBON & CARBON COMPANY, 
ROCHESTER, N. Y At the top of the illustration 
may be seen holding tabs that keep sheets in alignment 
At the lower right is a scale indicating the number of 
lines that can be written before reaching bottom of 


sheet At the bottom is a thumb hole for convenience 
in removing all copies. This device was described in the 
December issue on page 78 





McClure Heads Macon Retailers 
Andrew W. McClure, president of the McClure Office 
Equipment Company, has been elected president of the 
Macon (Ga.) Retail Merchants’ Association for the coming 
year. Mr. McClure has been an ardent supporter of the 
association since it was organized some years ago, and his 
selection to head it comes as a reward for his fine serv- 


ice.—J. H. R. 
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Improvement is the 
order of the age 


POLAR 


Improved Office Items 
offer new opportunities 


for progressive dealers 





Polar folding screen in the renaissance pattern. We 
manufacture a very large assortment of different pat- 
terns and colors. 





New Turned Leg 
Oblong 
Wall Waste Basket 
Let us tell you about our improved facilities for 
production and distribution. Ask for catalog with 


ag and uniform trade discounts. Write to our 
jew Address: 


POLAR MANUFACTURING CO. 


Terminal Commerce Building 


101 N. Broad St., PHILADELPHIA, PA. 
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..and the 


SIKES 
DEALER 


E are not given to prophecy but we 
venture one prediction based on 
actual experience in former years. 


That is...in office furniture as in other com- 
modities .. . the dealers who enjoy better 
business will be those who concentrate 
their best efforts on products which enjoy the 


complete confidence of buyers generally. 


Sikes Chairs are nationally known... 
favorably known. They represent the ut- 
most in value, quality, design and practi- 
cability. As in years past... the Sikes 
franchise will prove its value as a business 
getter for all Sikes dealers in 1931. 


THE SIKES COMPANY 
» PHILADELPHIA « 
Chairmakers for 70 Years 


_ catia 
Sco) 
HILADELPHA 

A complete line of matched office suites and 


commercial desks is manufactured by the Sikes- 


Cutler Desk Corporation at Buffalo, New York. 
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New Dictation Device Records Roads Congress 
Speeches 


new device developed at the Dictaphone 


The “Telecord,” 


Corporation factory in Bridgeport, Connecticut, for con 


tinuous recording of the human voice on wax cylinders, 


recent meeting of the International Roads 


make 


Ss purpose the 


was used at the 
ress in Washington, D. C., to 
proceedings. For thi 


Cong a verbatim record 


of the machine 


entire 


was used in conjunction with a high-grade microphone 


which was placed before each spe aker as if for radio broad- 
casting 
As each speaker began his talk, the machine was set in 


operation The wax cylinders, as soon as they were filled, 
were rushed to the secretariat for exact transcription in 
the original language in which they were dictated. Dele- 
gates from some seventy nations attended the session, but 
all speeches were made in one of the four “official” lan- 


guages—English, Spanish, French and German 


This system eliminated a laborious and time-consuming 


operation which has heretofore been a feature of these 
sessions—the shorthand recording of the speeches, the 
notes in turn being transcribed by the stenographers or 


redictated for transcription by others The old method 

required the presence of a corps of shorthand reporters— 

at least one for speeches in each official language At the 

1930 session only one shorthand stenographer was re- 

quired. His work was to take down proper spelling of 

names, for the use of the transcribing department 
i 


Wright Visits Globe-Wernicke Factory 
\. Stanley Wright, well known as the New York repre- 
The Globe-Wernicke 


factory to several 


sentative of Company, recently vis- 


ited the contracts now 


discuss large 


pending. During his stay at the Cincinnati headquarters, 





A. STANLEY WRIGHT, NEW YORK CITY 
REPRESENTATIVE OF THE GLOBE-WER 


NICKE COMPANY (ON THE RIGHT), 

SHAKING HANDS WITH JOHN F. CAL 

LANAN, ARCHITECT CONSULTANT FOR 
THE COMPANY 


he was introduced to John F. Callanan, an architect for- 


merly of Boston, but now with The Globe-Wernicke Com- 
pany in Cincinnati, as consultant 
Mr. Callanan’s likeness appears at the left of the accom- 


and Mr. Wright's likeness on the right 
_— 


“Bob” Brown Joins Regal 


panying picture 


R. L. (Bob) Brown, one of Metropolitan New York's 
colorful and well known typewriter men, has joined the 
Regal Typewriter Company of New York. Marcus Har 
witz, general manager of the company, is fortunate in the 
acquisition of “Bob,” who brings to his organization a 


wealth of practical experience and knowledge resulting 


from his twenty three years of service in the typewriter 


industry 
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as others see us 


This advertisement is No. 5 in a series of testimonials from America’s Leading Dealers 











One of the foremost figures of the stalion- 
ery trade in the South, and a recently 
elected Associalion Regional Director of 
District No. 9, Mr. Coleman has quickly 
come to appreciate the fact thal it pays to 
specialize in the handling of Columbia 
quality Typewriler Ribbons and Carbon 
Papers. 





“Before we had the Columbia HH 


Line our sales did not compare with what they are today.”’ 


—W. L. COLEMAN, JR., Pres. and Treas. 
E. L. WHITE & CO., Fort Worth, Texas. 





So writes W. L. Coleman, Jr., one of the South’s most progressive stationers, 
in a letter which further states: ‘‘ We employ one salesman who sells nothing 
but your carbons and ribbons and our other salesmen sell this line also.” 


Columbia Ribbons and Carbons must tain way is the Columbia way. Sell the 
be more profitable — Columbia Sales Columbia quality line—backed by one 


of the most attractive, 
profit producing Sales Plans 
ever offered. 

Write Columbia now for 
those details you need to 
know! + 
COLUMBIA RIBBON & 
CARBON MFG. CO., Ine. 
Main Office and Factory, Glen Cove, L. 1.; N. Y. 


Branches and agencies in all prin- 
cipal cities of the United States; 
also Toronto, Mexico City, London, 
Madrid and Milan. 


COLUMBIA (No cirson parers 


THERE LS A DIFFERENCE IN TYPEWRITER RIBBONS AND CARBON PAPERS 
Leading Dealers Everywhere Will Tell You! 


Cooperation must sell 
them faster, or men like 
Mr. Coleman—and other 
prominent stationers in 
every section of the coun- 
try—would not praise them 
so unreservedly. 

Columbia would like to 
prove to others that the 
safer, sounder, more cer- 
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Beauty of lines, 
finish that meets 
requirements, and 
utility which is 
permanent, are 
points easily 
recognized by 
the exacting 
consumer. 


EDCO 
DESKS ac 


Superior Values in 
the Market of Today 





These new designs of striking appearance are calculated to attract 
and interest the business leaders of today. Reference and storage 
room, slides, knee space, etc., are proportioned for greatest con- Evansville 
venience. A winning combination for the great moderate price D k 
demand—the market of today. In merchandise value for the - ‘ 
money, in shipping facilities and all around co-operation, Edco Company : = athay, oe 
Dealers have distinct advantages. Information and catalog on EYWANSVILLE i} 
sequent. INDIANA 
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ROBARCD 





VERTICAL FILE FOLDERS 
TRANSFER STORAGE CASES 


(Wood or Metal) 


for TRANSFER TIME 


File Standard Sizes are furnished from stock, in Storage Wood Cases are substantially constructed of 
qualities and weights to meet all filing re- kiln-dried basswood, mahogany paper covered 
Folders quirements. Cases Will not warp. 
Special Folders—for all special purposes—are Metal cases are made from heavy gauge steel 
furnished promptly to order black japan finish. 
SEND US YOUR SPECIFICATIONS 
vices and de tive matter mailed p 


ROCKWELL-BARNES COMPANY 


1511 West 38th Street CHICAGO 
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Tollefsen Establishes Himself as Manufacturers’ 
Representative 

C. G. Tolletsen, New York City, who has been connected 
with the Sengbusch Self-Closing Inkstand Company in the 
eastern district for the last eighteen years, for the last 
fifteen years of which he has been manager of the New 
York office, gave up his connection with Sengbusch the 
first of the present year to establish himself in New York 
City as a manufacturers’ representative handling various 
lines. 

Mr. Tollefsen has a wide acquaintance in the trade. 
His experience has brought him in contact with many 
corporations and he has many worth-while contacts in 
the metropolitan district. Mr. Tollefsen’s experience jus- 
tifies the confidence of those who may be interested in 
securing representation in this territory. He has estab- 
lished temporary quarters at 154 Nassau street, New York 
City, where he can be reached by anyone interested in 
discussing the appointment of a representative in New 
York and New England 

Mr. Tollefsen leaves the Sengbusch organization with 
regret, and with the most cordial sentiments of esteem and 
regard on the part of his former employers, who join 
with other friends in wishing him all the success he hopes 
for in his new work. 

sien’ 
Knoxville Concern Broadens 

W. AA. Johnston, Inc., has been chartered at Knoxville, 
Tenn., a continuation of the business established twenty- 
four years ago by W. AA. Johnston. The new charter 
provides for a capitalization of $10,000. Mr. Johnston has 
conducted a successiul typewriter business many years. 
He has been joined by George B. Townsend, as executive 
partner. Mr. Townsend is a son of W. B. Townsend, a 
lumberman and financier of Knoxville 

This business has been located on Market street since 
its inception. The present address is 616 Market street. 
About February 1 it will be moved to the new Washburn 
building, on Cumberland avenue, occupying a Market 
street frontage in a space 15 x 50 feet The store will be 
arranged and furnished especially for the new tenant. 

~~ 
wenty-five Years with the Royal Organization 

Anthony Utz, the first man to complete twenty-five years 
of continued service at the Royal typewriter factory in 
Hartford, Conn., was given a dinner not long ago by fac- 
tory officials and their wives. Among those present be- 
side Mr. Utz were Charles B. Cook, vice-president, and 
Mrs. Cook; B. J. Dowd, factory superintendent, and Mrs 
Dowd; Frank Morhardt, mechanical superintendent, and 
Mrs. Morhardt; James Reynolds, assistant factory super- 
intendent, and Mrs. Reynolds; John Koster, assistant 
mechanical superintendent, and Mrs. Koster; Fred Van 
\usdall, assistant factory superintendent, and Mrs. Van 
\usdall, and Mrs. Anthony Utz, wife of the gentleman 
honored. Mr. Utz was cordially commended for his fine 
record of service and achievement. 

>- 


Cellophane Demonstrated for Christmas Packing 

Preceding the holiday weeks a seasonal display empha- 
sizing the attractive packing of Christmas packages was 
shown in a Boardwalk window at the du Pont Products 
Exhibit at Atlantic City. The display included an array of 
gift boxes, holiday decorations and party favors which can 
be made at home. The household packages of Cellophane, 
in gold, green, red, violet, clear transparent and printed 
designs radiating the Christmas spirit were featured. A 
representative of the Dennison Manufacturing Company, 
Framingham, Mass., was present to demonstrate the use 
of this material. Helpful suggestions were taken home 


by many interested visitors, 
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TYCOON 


THE CHAIR FOR MEN 


TYCOON 


COMMANDING THE FORCES 
OF HEALTH AND EFFI- 
CIENCY IN THE BUSINESS 
WORLD. 


TYCOON 


WILL BE SOLD THROUGH 
YOUR LOCAL OFFICE FUR- 
NITURE DEALER. 


TYCOON 


PROVIDES A TRULY SCIEN- 
TIFIC CHAIR FOR MEN. 


TYCOON 


THE COMMANDER-IN- 
CHIEF OF CHAIRS FOR MEN. 


TYCOON 


WILL BE FORMALLY AN- 
NOUNCED SOON. 





DEALERS INTERESTED 
WRITE TO BOX No. AX-29 
OFFICE APPLIANCES 
CHICAGO 
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1931 
STOCKS 
WITH 


Aad 


STEEL OFFICE EQUIPMENT 
THE STANDARD FOR 10 YEARS 











= ASCO Line of office 
equipment is most complete, em- 
bracing everything from a 51-inch 
cash box to a filing cabinet. Here is 
the largest assortment of card index 
boxes, card cabinets, letter trays, 
box files, collapsible transfer cases, 
document cases, law blank cabinets, 
etc., as yet presented to the office 
equipment trade. 
Dealers stocking our complete line 
have doubled and trebled their vol- 
ume with the utmost satisfaction. 
Service dependable — your orders 
shipped the same day they are re- 
ceived. 
Resolve now to stock the complete 
ASCO line in 1931. Select your re- 
quirements from the new ASCO 


catalog. And BLY NOW! 


ART STEEL COMPANY, Inc. 


300 EAST 145th STREET NEW YORK CITY, N. Y. 








REAL 
MONEY 
MAKERS 
FOR ALL 
YEAR 




















OFFICE APPLIANCES 


Western Ribbon and Carbon House in New 


Premises 
& M. 


Fine, new headquarters for the expanding H 
Ribbon & Carbon Company have been selected at 906 
Fourth avenue, Seattle, in the center of a business dis- 
trict. The H. & M. concern has been located at 322 Co- 
lumbia street for some time. Two large windows, and 


considerable floor space, assist in the display of the special 
lines which are handled by this 
include carbon papers, typewriter ribbons, and stencil and 
duplicator supplies. Within the scope of these commodi- 
ties a large volume of business has been developed by this 
in Seattle—C. M. L. 


company, and which 


company 


i 


Rand Visible Name Guide and Folder Display 
The attractive display cards illustrated here have been 
prepared for use in conjunction with Rand visible name 
guides in the new, attractive box sets. 
The cards are four in number, handsomely embossed and 
One of the large cards bears an 
name folder that 
These cards are designed either for 


illustrated in colors. 


actual Rand visible has been in active 


use for eleven years. 

















DISPLAY OF RAND VISIBLE NAME GUIDES AND NEW 
VICTOR REINFORCED FOLDERS 


window display or as a permanent floor display in the 
store. 

results 
Used in 


and in 


Many dealers have already reported excellent 


from their displays of the new Rand Box Sets. 
unusual interest 


have created 


stimulated 


the window, they 
the store they have sales in certain cases to 
a degree never before experienced with this class of mer- 
chandise. 

The Rand visible name displays are distributed free to 
dealers who order this merchandise. The Victor Safe and 
Equipment Company at Marietta, Ohio, will supply further 
information. 

sessilis 
Lowman & Hanford Company Buys Store at 


State Capital 
of Olympia, Wash., the state 
Hanford 


> 


The Olympia Bookstore 
Lowman & 
omee 


capital, has been purchased by the 


Company of Seattle, pioneer stationery, appliance 


Plans are now being executed for 


well known bo 


and printing houses 


remodeling and modernizing the kk store, 


and for the addition of a number of new lines 

books featured, much attention will be de- 
voted to supplies, kodaks, 
According to J. E. MacPherson, 
Lowman & Hanford Company, the new acquisition will be 
developed along the lines of the parent organization. Of 
the Olympia Bookstore, 


Besides the 


office filing equipment, etc. 


general manager of the 


smaller dimensions, nevertheless, 
as a Lowman & Hanford unit, will carry on the traditions 
of the pioneer firm, and will be a store of similar character, 
with kindred lines stocked and displayed. 


Some time ago the Olympia Bookstore passed from the 
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The “CLEMCO” Fairfax Suite as installed in the private office of Mr. Mehl, Secretary of the 
R. H. Bubrke Company, Chicago. Installation made by Marshall Field & Company, Chicago. 
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Make *“CLEMCO” Your 1931 


Resolution 


1931 brings greater determination to make it your biggest 
office furniture year. 


1931 will be bigger and more profitable if you handle 
“CLEMCO”—the finest line of office furniture ever built. 


What will give you a sales advantage upon which you can 
build for 1931 and many years to come? The unequalled 
life-time construction features, the exclusive user conven- 
ience features and the beauty and balance of the original fine 
office suite designs as expressed in richly figured precious 
woods. 


Therefore, make “CLEMCO” Your 1931 Resolution 


Have you seen the new “CLEMCO” Book 
of Reproductions illustrating and describing 
all of the many beautiful fine office suites? 


THE CLEMETSEN CO. 


of a Complete and Exceptional Line of Desks and Fine Office Suites 
for Business, Bank and Professional Use 


3403 WEST DIVISION STREET CHICAGO, ILLINOIS 


of the Wood Office whose work it is to promote better offices through the use of wood 


Makers 


Member Issociates, Inc., 
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The line broad enough to 
meet every need, of out- 
standing merit, obtainable 
at low price will do it. 


Your ribbon and carbon 
business can be increased. 


Users are eager for the best. 


he 
CORDs ETER 


“THE COMPLETE LINE” 


Clean-Cut Impressions, Neater Work 


Storms’ Ribbons and Carbons are being sold throughout the world; increas- 
ing sales prove their ability to meet all competition. 


Storms’ Carbon Rolls for all machines are made with greatest care and in 
such variety as to meet every demand. 


It may be difficult to create a new use for Carbon and Ribbons but the 
right goods for the desired result will increase your sales. Ask for samples. 


Hi. 4. Storms Company 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 Grand Avenue, 
Brooklyn, N. Y. 




















ey 
sededesbsoeeer 





Efficiency 


Correct office furniture stimulates efficiency. 
Imperial creations are correct—in desigjn—in workman- 
ship—and in price. They have been built to conform in the 
most practical way to the day-by-day needs of business. 


IMPERIAL FURNITURE COMPANY 
GRAND RAPIDS MICHIGAN 
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YOU 


CAN MAKE 


MONEY 


—NYJON THE NEW 


> 
New Globe-Wernicke Storage Cabinet Catalogue 
There is a place in every office and factory for a steel 


storage cabinet. This new Globe-Wernicke catalogue 


shows their comprehensive line of steel storage and ward- 
robe cabinets—full height, counter height and desk height Dp _ O N G F A Q T E N E R 


with single or double doors; also wardrobes and combi- 





ownership of “Tom” Lofgren into the hands of a receiver 
It was from this receivership that Lowman & Hanford 
bought the business 

B. F. Grainger, who has been representative of the Low 
man & Hanford organization in the capital city, has been 
appointed manager of the store 

Because Olympia is the seat of the state legislature, 
there is constant travel to that center. The great capitol, 


with its ornamental executive suites and de luxe office | 





furniture, is much admired by all who view it. Mr. Mac- 
Pherson pointed out how travel is stimulated to Olympia 
during the height of the winter season, when the legisla 


| 
ture is in session, at a time when travel all over the bal- | 





ance of the state is practically at a standstill. 

Inasmuch as Mr. MacPherson has sensed the need for 
bridge requisites in that city, and has observed that nearly 
everyone there is a bridge fan, he is installing a large | 
bridge department, a section for prizes, and for general | 





vifts in the new unit of his organization.—C. M. L. 














Here's a prong fastener that’s as 
good as money can buy—one of 
those steady every day sellers that 
make for quick turnover and regular 
profit. 








The new Parrot Prong Fastener has 
many advantages: @ Ideal for permanent 
or temporary binding. @ Fits flat and 


- T — ah sj - : . ; 
nation cabinet . The many uses of storage cabinet in the sinks into papers. @ Requires no extra 
office, factory, home and garage are emphasized in this 





GLOBE-WERNICKE CATALOGUE OF STEEL STORAGE CABINETS 


space in files. @ Prongs fasten securely 


catalogue. Every dealer who keeps on the alert for the J ‘ 

applications of these products can increase his storage with a slight slip to the side. @ Com- 

cabinet and wardrobe business considerably. pressor binds securely and prevents 
> - tearing. @ Distance between prongs 


Wholesale Stationers Association in New Offices 

The Wholesale Stationers Association of the U. S. A., 
formerly located at 1181 Broadway, New York City, moved 
on December 20 to new and larger premises at 250 Fifth 


934”—prongs 134”. 


And now you can make real profit 
from prong fasteners. The new Parrot 
Prong Fastener offers you an exceed- 
ingly liberal discount. 


SEND FOR SAMPLES 
PRICES AND DISCOUNTS 


JACLIN 


STATIONERY CO. 
388 BROADWAY, NEW YORK 







avenue, 
Communications intended for the Association should 
be directed to H. C. Whittemore, Secretary, at the ad- 


dress last above given 





callin 
New Stationery Concern in Seattle 

Wan’s Stationery Company is a new organization which 
has opened a stationery shop in Ballard, a northern dis- 
trict of Seattle, Wash. This new shop is located on| 
Ballard avenue and Market street, for the benefit of resi- 
dents of this community of the metropolis, and brings 
supplies, books, artistic desk sets, fountain pens, novelties 
and gift articles, to this neighborhood.—C. M. | 

oie sue 

Mrs. McChesney a Director of Junior League 

Mrs. Donald S. McChesney has been elected a director 
of the Junior League of America. She is the wife of 
Donald S. McChesney, head of Hall & McChesney, Syra 
cuse, N. Y. 
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LAVENDER BAND 


MI-HE X 


HE DUA 





Have you noticed the 


trend toward Semi-Hex? 


There must be a reason 
why so many business 
houses and so many 
thousands of men and 
women and boys and 
girls are switching to 


this pencil. 


Are you riding in on this 


wave of popularity? 


GENERAL PENCIL COMPANY | 
Jersey City, N. J. 


OFFICE APPLIANCES 


The Old and the New in Office Equipment 


In connection with the National Home Furnishings 
Style Show, Barker Brothers of Los Angeles compared the 
old with the new, eight windows showing rooms furnished 
in the height of fashion from 1895 to 1910, contrasted wit! 
modern rooms, perfectly furnished, according to styles 
sponsored by fashion today. 

Perhaps no contrast thus revealed was more striking 
than the two displays showing an ofhce which might have 








TWO WINDOW DISPLAYS BY BARKER BROTHERS SHOWN DURING A 


RECENT NATIONAL HOME FURNISHINGS STYLE SHOW AT LOS 
ANGELES.—tThe contrast between the past and the present is not a new 
idea in window display, but it always attracts attention. In some details 
of the window showing the supposed styles of 1900 there is room for cor 


cyclists for a decade had been 
And there are 


opening 


rection. Tall bicycles were not the vogue 
riding the safeties that were not unlike the wheels of today 
yr two other details that set the old window back beyond the 


one 
year of the present century However, the idea is interesting to most 
people, and few will observe anything anachronistic The windows at 


tracted attention and helped to concentrate thought on the fact that the 


modern office is a place where artistry and comfort 
been the “last word” in furnishings in 1890 or 1900, and a 
modern office such as Barker Brothers might install under 
their own supervision and from their own office furniture 
department C. M. L 


_— ~> 
Dallas a Lively Town Says Fountain Pen Official 


According to H. E. Waldron of Chicago, vice-president 
and general sales manager of the W. A. Sheaffer Pen 
Company, who visited in Dallas, Texas, in December, that 
ity is very much in the public eye. He says that much 
of the interest of Northern and Eastern business men in 
the city is due to its national advertising campaign. He 
also stated that the business of his company has been 
better in Dallas than in most Southern cities of rré 
ponding size. The business of the Sheaffer company as 


a whole has gone ahead during 1930 despite the depres 
sion, due largely to keeping up its advertising. He said 
that last January when it appeared that business condi 
tions would not be so favorable, the Sheaffer company 
decided not to cut their advertising, and even to increas¢ 
it on the basis of a twenty-five per cent increase in sales 
With advertising, new ideas and new merchandising plans 


progress de spite the 


the Sheaffer c« 


make 


1931 


the 
d 


has been able to 
He stated that in 


company 


sion mpany 


cpres 
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Not Just Another Chair! 
But a SPECIALLY DESIGNED 
Health-Comfort Chair for Women 


ND that means a new market field for chair dealers 
Today's constant demand for improvement in work 
ing conditions for the ever-increasing numbers of women in 
business has necessitated the design of a Health-Comfort 


Chair especially for them 


The new Milwaukee No. 611/,W is the result of two years of 
study and tests by one of the largest insurance companies in 


the country. 


They considered the health and comfort of their women em- 
as it affected their ability to 


ployees of such importance 
that they took over 250 Sil- 


produce more and better work 
houette photographs of women sitting in chairs. This vast 
amount of material was the basis for study, and working in 
co-operation with them, the new MILWAUKEE No. 61144W 


chair was finally developed. 


It conforms perfectly to feminine anatomy. There are four 
personal adjustments to fit it to each individual user. These 
can be made quickly, by each individual user, through con- 
veniently located and easy-to-turn hand wheels. No screw 


drivers—no wrenches necessary. 


Ask Us to Send One for Your Inspection 


1931 is bringing many improvements in business equipment. 
This is one of them. And if you are planning for the biggest 
chair sales in your history, you must carry this chair in stock 


to achieve bigger chair volume. 
Your customers will be glad to have you submit this new idea 


They know that happy, healthy women employees 
Show them this chair 


to them. 
are the most productive workers. 


show them how smiles are promoted nervousness and 


frowns are eliminated—and you have them buying. 


Ask us to ship you one today. And we'll mail you 
prices and complete information 


The Milwaukee Chair Company 
Makers of Finer Chairs for Over Half a Century 
Executive Offices and Factory 


MILWAUKEE, WISCONSIN 


nt 


‘ 


oro 


— hhh Lett LN) SLU 





‘ 


> 
. 


) 


e- “~ 


, en a . 
rh es a ‘ XY 


Y 
ACTA A 


ANNU 


x inti yy 








BUY YOUR CHAIRS UPSIDE DOWN 
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No. 6144W 


Made in Oak, Birch (Mahogany or 
Walnut finish) and Solid Walnut. 
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Wor .op’s QUALITY STANDARD “88 STYLES” 
WELDON ROBERTS RUBBER CO. NEWARK. New JERSEY, U. S.A. 
—————— 
ore additions to the extensive line of 
Standard B & P 
ey S er FOTrmMsS 
Progress Grade 
> 
In our new Loose Leaf Catalog No. L21, we show a 
number of new Ledger forms which you will find listed 
below. We now have practically every Ledger Form 
that is in universal use. 
The Following Is a List of These New Forms 
Number Size Description ! ey 
5109 714” x 1034” Double Entry Led. $10.00 
5209 < @ « Extra Deb. Led. 10.00 
5509 7 oo & Center Col. Bal. 10.00 
5409 34 . = 8 End Bal. Form 10.00 
511534 94” x 1174" Double Entry Led. 12.00 
5215 sa 6 Extra Deb. Led. 12.00 
5265 es Sundry Acct. 3 on 13.20 
5315 sa @ New Sun. Acct. 14.90 
5365 se & Cen. Col. Form 13.20 
a 541534 oa a End Bal. Form 12.00 
W rite for 5415 a. es S Extra Deb. Bal. Form 12.00 
S le 5515 . «ea Cen. Col. Bal. Form 12.00 
ad ihe es 5121 “ i Double Entry Led. 16.00 
of these 
T D) >) 
adhe BOORL M & E EASE COMPANY 
Ledger P. O. Box 272, City Hall Station, New York City 
Forms NEW YORK CITY ST. LOUIS, MO. 
349 Broadway CHICAGO, ILL. 212-214 So. 7th Street 
BROOKLYN, N. Y. 500-532 So. Throop St. at Harrison BOSTON, MASS. 
84 Hudson Avenue 29 Otis Street 
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is going ahead with their big program which they believe 


is warranted as they think conditions will be good. A 
great deal of the depression is psychological, although, of 
course, overproduction has played a big part-—M. H. 


> - 
Trick & Murray Expand Capitalization 
Doubling its prior capitalization of $100,000, Trick & 
Inc., office Seattle, 


bringing out an issue of preferred stock that 


Murray, stationers and printers of 


Wash., 


will expand the capitalization of this company to $200,000. 


are 
The preferred stock will bear interest at the rate of 7% 
Chis is the first financing of the sort ever undertaken by 
the long-established Seattle stationery and printing house, 
as there has been no additional capital invested in Trick & 
Murray since this business was organized twenty-six years 


ago. At that time an initial capital of $1,200 was invested 


which has grown uader the nurture and development of | 


the management which has never changed as the business 
expanded. 

The more than a quarter century of progress experienced 
by the business which has still O. D. Trick at the helm, 
has been marked by continual increase in the annual vol 
ume of business. With satisfactory earnings on the capital 
invested, the company has stated that the volume of busi- 
ness has increased to over $400,000 annually. 

The new preferred stock which is being purchased by 
employees of the large Seattle concern in the form of in- 
stallment notes, which are later to be exchanged for the 
preferred stock of the company, is giving the company ad- 
ditional capital for constructive development and use in the 
of the the bank and other 
loans are being retired. 

The company has recently expanded, added a completely 


conduct firm’s business since 


equipped office furniture department, and is carrying much 
larger stocks of merchandise in all departments. The pre- 
ferred stock issue, therefore, which will be a first lien on 
the assets of the corporation, which assets are two and a 
third times greater than the amount of the preferred stock 
the working capital 
tinued development.—C. M. L. 
——— 

“New Practical Course in Touch Typewriting” 

From Charles E 141 Brooklyn, 
ss Ss copy of the his 
“Practical Course in Touch Typewriting.” 
book the subject of touch typewriting is presented in in- 


Issue, Lives company new tor con 


Smith, Henry street, 
edition of 


In this text- 


comes a seventeenth 


teresting lessons which lead quickly to a mastery of the 
keyboard and furnish exercises to develop speed and ac- 
curacy in the shortest possible time. The entire alphabet 
is completed and the student is able to write sentences by 
touch at the end of the second lesson. This result is ob- 
tained through the use of colored charts and habit-forming 
words so arranged as to lead the student to acquire cor- 
rect habits from the beginning. The succeeding lessons 
organize the fingers for speed and accuracy, giving the 
student an abundance of drill work embodying both repe- 
tition and concentration. Champions who learned from 
Mr. Smith’s text hold the world’s professional, amateur, 
and novice records as well as the world’s highest accuracy 
record made in actual competition. The publisher also 
states that Rose L. Fritz, Leslie H. Coombes, Bessie Fried- 
man, Hortense Stollnitz, Stella Willins, Josephine Pitisan, 
Irma Wright, and the present world’s champion, George L. 
Hossfield, touch typewriting “Practical 
Course.” The 1930 novice championship was won by Miss 
Gladys Mandley who wrote 96 net words per minute. Sec- 


ond place was taken by Miss Josephine Allard who wrote 


learned from a 


95 net words per minute with only four errors, giving her 
the best accuracy record of any contestant. Both Miss 
Mandley and Miss Allard learned touch typewriting from 
a “Practical Course,” 


we are informed. 
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SUNRUCO 
FINGER PADS 





“*ALWAYS GRID 
~NEVER SLIb* 





Here’s a real profit maker and trade 
builder that will sell constantly every 
month of the year! 


The Standard of highest quality and master 
craftsmanship has been excelled in the com- 


| position and design of the ‘‘Sunruco’’ 
| Finger Pad. The many efficient talons or claws 


on the working portion of the pad describe to 
a degree the expression ‘‘ Always Grip—Never 
Slip.” 


Holes for ventilation have been carefully spaced 
on the upper surface. For sanitation as well as 
efficiency. “‘Sunruco”’ pads are practically in- 
dispensable to the typist, clerical worker, mail 


_ service and bank employees and others. 


‘“‘Sunruco”’ Finger Pads are made in six sizes, 
S-00, S-11, S-1114, S-12, S-13, and S-14 in red 
color. Each size is packed one dozen to an 


_ attractive carton, twelve cartons or one gross 


pads to a counter display container. 


_ Samples and prices gladly furnished. 


_ merchandise offerings of rubber office specialties. 


The Sun Rubber Company 
Barberton, Ohio 
U. S. A. 





| SUNRUCO | 
The name “§UNRUCO"”’ identifies exceptional 
It 





is your guarantee of quality and satisfaction. 


Send today for prices and illustrations of the complete 
“SUNRUCO” line. 

















CADCO 


FLEXION 
Chain-Binders 


for 
CURRENT 
RECORDS 





THERE IS 

NO SUBSTITUTE 
FOR GOOD SERVICE 
and ECONOMY 


THE “ARISTOCRAT” 
No Sections Required 
THE “BEACON” 

Sections Added to Chain 


THE “FUTURA” 
Sections Added to Chain 


PRICE RANGE 
Standard Sizes in Bindings 
as High as $17.85 
to as Low as $9.00 


W. G. LLOYD COMPANY 


Accounting Devices Company Consolidated 


626 SOUTH CLARK STREET. CHICAGO, ILL. 
| § | ASK YOUR STATIONER 
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School Test Material of Royal Typewriter Company 
school test 


Royal Typewriter Company in 


service from material 


the 


Increased typewriter 


is the aim of introduc 
+ 


and layout in their practice matter. Val 
itself, the com 


ne 


a new style 


former material proven 


uable as has the 
pany realized that it was developing a facility which 
rarely, if ever, actually used in ordinary business practice. 


to 


Was 


Stenographers only infrequently have occasion copy 


from printed material, the great body of their work being 


transcription from shorthand notes or copying trom type 
written material. 
Naturally, it is in this work that the stenographer should 


ittain proficiency. To aid the instructors and schools in 
; 


their work toward this end, Royal test material henceforth 
sections. The first page consists 
Transcrip- 


the 


will be divided into two 


f shorthand notes, perfectly written in Gregg 


student, 


these notes is 


as a standard of shorthand perfection. 


tion of! excellent practice for 


and 


lo supplant the 


serves as well 


former printed test material, the five 


test matter has been perfectly typed, thus dupli- 


stroke 


ating as far as possible the actual conditions under which 


e operator normally works \bility to copy matter of 
his nature is an important quality of the capable typist 
stenographer. Again, the material keeps before the 


student an example of what rhythmic operation and uni- 


form touch achieve in beauty of typewritten work 


With the 


and with the test material in its more practical form, 


can 
added service of shorthand notes for transcrip- 
tion, 
these practice leaflets have largely outmoded the old style. 
been enthusiastic in their commendation of 
The Re Company 


suggestions for this 


Teachers have 
lypewritet 
will the 


material, which might prove of further practical benefit to 


this progressive step. yal 


welcome any preparation of 


schools 
— 
Butterfield Will Disposes of Big Estate 
Che will of the late Algernon Sidney Butterfield, of the 
rm of Smith and Butterfield, office supply and equipment 


De ce mber 2 


dealers at Ind., who died on as 
the result of injuries received when struck by 
bile, has filed the Vanderburgh 
court at Evansville. With the exception of $1,500 to each 
of his grandchildren, the shared 


equally by the two sons, Dyer Butterfield, of Chattanooga, 


Evansville, 


an automo- 


been in county probate 


entire estate will be 


Cenn., and Algernon Sidney Butterfield, Jr., of Evansville, 


vice-president and general manager of Smith & Butter- 
field. The estate is valued at $150,000, according to letters 
of administration filed with the will, but inventory of the 
holdings of Mr. Butterfield is expected to show actual 


The 


right for 


be will also stipu- 


A. S$ 


approximately $250,000. 


value to 3 
Butterfield, Jr., has the 


1 


lates that two years 


to purchase all or any portion of his father’s capital stock 
in the Smith and Butterfield Company.—W. B. ‘ 
te = 
Capital Weekly Memo Calendar 
For the 1931 “Blade” Weekly Memorandum Calendar 
and the attractive card accompanying it, this journal ex- 
tends its thanks and hearty good wishes to The Blade 
Printing & Paper Company of Toledo, Ohio. The calen- 
lar, nicely bound, is a useful desk accessory, every page 


with seven days, six of which on each page provide space 


for memoranda of appointments, etc. The calendar starts 


vith Sunday, December 21, 1930, and ends with Saturday, 
January 2, 1932 

Che folded Christmas card presents a picture of the com- 
pany’s new location at 232-234 Superior street, Toledo, also 
that 


Paper Company is the oldest 


in expression of holiday cheer and the information 


I he Blade 


printery in Northwestern Ohio 


Printing and 


On the third page is some 


timely comment on the value and influence of faith in 


human affairs. 
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The New Year Will Bring | 

NEW PROFIT and INCREASED SALES 

scith= | 
“The Combination™ 

| 


The New Steel Desk 
with a Wood Top 


| 
Top is genuine oak, mahogany or walnut. | 
Every one who has seen it is enthusiastic. | 
A wonderful product at an exceptionally | 
low price. It ships knocked down at a | 
| 











great saving in freight and may be as- 
sembled in a few minutes without tools. 
Absolutely rigid when assembled. Write 
for descriptive circular and prices. You 
Table and Side Pedestal cannot afford to miss the opportunity this 
Typewriter Desk to Match affords. 








THE STEEL FIXTURE MFG. CO. 
« TOPEKA, KANSAS 



















“SATELLITE” 
PLAYS A 
STELLAR 
ROLE 


In the field of 
typewriter stands, 
“Satellite” is a 
star seller. The 
steady, solid-piece 
top, the accurate 
adjusting mech- 
anism, the large, 
quiet rollers, all 
combine to make 









La Salle Street, Chicago, 
Looking North from 
Jackson Boulevard. 


a stand that sells 


on sight and re- 

mains sold when 

in use. All “Sat- 
— ———— 


ellite’” users are 
thoroughly satis- 
. pe fle because 
“Satellite” stands 
give the perfect 

service desired. 
Model 2X, illus- 
trated above, isa 
simple stand, 
TI ’ WI; T; / Yi made entirely of 
a ‘ ‘ metal except the 
SANFORD ats Why Importan metal except the 
Uv y 4 R d l/s I] solid piece = 
; Oak wood = six- 
VRITIN! CCOVAS AVC USUA Ly Osk weed stz- 
I HH, ’ H; square. The tops 
ja @re also finished 
V1 en wWw1 SP in Mahogany or 
Walnut and “if 
desired, can be had in all metal which is adjustable. 
The metal top is supplied in a baked ebony enamel. 

Write for complete information. 


“ SANFORDS Adjustable Table Company 
P 


REMIUM WRITING FLUID Grand Rapids, Michigan 
“The Ink That Has Defied Time for 70 Years’ 






I 


Model 2X 












































The Ink That Never Fades 


Write for Catalogue and Prices 


Thaddeus Davids Ink Co.. Ine. 
Inks 
NEW YORK, U. S. A. 
ESTABLISHED IN 1825 


Makers of Fine Sealing Wax Adhesives 


95-97 VANDAM ST. 
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PAPER CLIPS 


_U.-S. PAT. Orr 













FILE 
CAPACITY 
INCREASED 


THEY 
HOLD 
BETTER 


Wherever the new Luxon Paper Clip has been introduced it 
has captured the fancy ot clip users It 1s extremely effective 
holding with a bull-dog tenacity. Yet it slides on and off in 
a jiffy 


Luxon clips are finished in the new cadium finish. They will 
not rust, neither will they tear paper on removal. 

Attractively boxed 100 to the box and 1000 to the con- 
tainer. An attractive counter display box sells them for you. 
Get the low down on our prices and attractive dealer dis- 


counts 


ART WIRE & STAMPING CO. 
16-20 BOYDEN PLACI 
NEWARK, N. J. 


OFFICE APPLIANCES 


BRIEF CASE 


and 


TRAVEL BAG 
in One / 













No. 221 
NATIONAL KARYALL 
Fold-apart style 


The National “Karyall,” a new case 
for modern business men, reduces 
luggage to a minimum. A brief case 
and travel bag in one—it is ideal for 
airplane travel or overnight trips. 
“Karyall” is but one of many new, 
unusual styles featured in the Na- 
tional 1931 line of over fifty pieces 
—completely described and illus- 
trated in the new catalog. 


Send for it. 


National Brief Case Manufacturing Co. 
Note our new address. We have moved to larger quarters at 


512-532 South Peoria Street Chicago, Illinois 














For Holding Office Forms 


The Free Hand binder is a simple, inexpensive device 
for holding loose leaf and budget forms, inventory 
sheets, bills of lading, stock sheets, etc., temporarily 
and it holds them as securely as a permanent binder, 
until wanted. But papers are removable instantly 
with one hand, leaving the other free for other work. 
Send for price list. 


FREE 






HAND 


Reg. U.S. Pat. Off. 


FREE HAND BINDER CO. 


74-76 BEEKMAN ST. NEW YORK, N. Y. 
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PASSED AWV-A YT 


A. S. Butterfield, Sr. 


\. S. Butterfield, Sr., seventy-four years old, president 





of the Smith and Butterfield Company, ofhce equipment 
dealers, of Evansville, Ind., and prominent civic leader of 
that city, died Tuesday, December 2, at an Evansville 
hospital from injuries sustained on November 28, when 
struck by an automobil He suffered a fracture of his 
skull and failed to regain consciousness at any time be- 
fore death, An operation was performed in a futile effort 
to save the life of Mr. Butterfield, but meningitis devel- 
oped and his condition gradually grew worse. 


Mr. Butterfield went to Evansville from Cincinnati in 





1878 and entered partnership with the late George Smith 
in a book store and later a large line of office supplies 


THEY MAKE GOOD 
IMPRESSIONS! 


If your carbon copies are clear dis- 
tinct impressions a few months 
after they’ve been filed away and 
forgotten, then they’ve met the 
only true test for carbon durability. 
If your typewriter ribbons can 
withstand their daily poundings 
and tappings and take their beat- 
ing standing up—giving forth 
clear, distinct impressions for 
weeks at a time, they have met the 
only true test for typewriter ribbon 
durability. 


Grand Prize Carbons and Ribbons 


and equipment was added and the firm became known as 
Smith and Butterfield. He was a director and stockholder 
in the Central Union Bank and was financially interested 
in several other large industries in Evansville. Mr. But 
terfield was a member of the Evansville Rotary Club, a 
charter member and past president of the Evansville Coun- 
try Club, member of Reed Lodge of Masons, a Knight 
Templar and a member of Hadi Temple of Shriners. 

Mr. Butterfield also was active in the affairs of the 
Rathbone Memorial Home for Aged Ladies and served as 
president for many years. He married Miss Willie Dyer, 
daughter of the late Judge and Mrs. Azro Dyer of Evans- 
ville on November 1, 1888. His wife died in April, 1930 
Two sons, Dyer, of Chattanooga, Tenn., and Sidney, who 
was associated with the father in business, survive, along 
with four grandchildren. 

Funeral services were held in Evansville and burial was 
at Oak Hill cemetery, Evansville. 

Mr. Butterfield was a good citizen and for many years | 
had been regarded as one of the most prominent civic | 
leaders in Evansville W. B. C. 


Charies Reinach are consistently good ... made 
Charles Reinach, for some time head of the art depart from the finest of materials chosen 


ment of the Davenport-Taylor Manufacturing Company, | 


particularly for their wearing 
Chicago, passed away on November 15, at his home in ability and indelible qualities. 
that city, deeply mourned by his sorrowing wife and 
Write for our attractive Sales Plan, and 
pave the way to better profits in 1931. 
And at the same time, let us send you de- 
tails of a device for testing 
carbons and ribbons. It will 
increase your sales... and , 


daughters, and by a wide circle of friends. 
Mr. Reinach was born in Chicago, October 29, 1868. 





CARBONS AND RIBBONS 


Pactric Carson AND Rippon Merc. Co. 
J. Francis O'Connor, President 





1451 Harrison St. San Francisco, Calif. 
396 Flinders Lane Melbourne, Australia 


THE LATE CHARLES REINACH 


He was the son of Louis and Henriette Reinach, and re- - 
ived his « : SUPER - WRITE 


ceived his early education in the public schools of the city 
of his birth. On finishing school, he studied art, and in A new line of Carbons and Ribbons 
for those who demand the finest. 


his young manhood worked in the art departments of the Woe f , 
_— Te: ¢ rite for samples. 
Chicago Tribune, Herald and Inter-Ocean. Afterward he P 
. . . . . . 101 
continued his art studies in Munich, Germany, and on his 














2Ch5CO 


Profit Makin 
eaders ... .— 


VISIBLE RECORD EQUIPMENT 





Two gracdk urge 

he aller un B ‘ ft I r nm < 

et tl beat f \ ble work 0 

Send for Catalog N 181 

NEW FIBRE LINE 

Ledac Post Binder nd Prong Binde with Vulcanized 
Fibre Cover Practica ndestructible Something real 

wort while with instant appeal Send for B et Ne ] 

NEW LINE OF PRONG BINDERS 

Five different Grad f %” capacity to 4 With and 
without Metal Hinge Fibre, Fabrikoid and Canvas Bind 
g. Send for Booklet N 132B 


AUTOMATIC TRANSFER BINDERS 
Self Locking Post f r ermanent filing f mplete 
} - ae t int I nd ¥ : Send 


Exclusive Agencies Available 


We have a very attractive exclusive agency 
proposition for active dealers in open terri 
tory. Send for details. 











The C. E. SHEPPARD CO. 


271 Van Alst Avenue 
LONG ISLAND CITY, N. Y. 












OFFICE APPLIANCES 


rn from abroad he became a commercial artist, which 
tession he followed until his death. 

Mr. Reinach was a man of deep religious convictions, 
and was a profound student of the Bible. He despised 
vulgarity and indecency. He was a lover of animals and 
flowers, and obeyed literally the commandment, “Thou 
shalt not kill.” He loved his home and found his greatest 
happiness in the company of his wife and daughters. Be- 
lieving in the fatherhood of God and the brotherhood of 


man, it is not surprising that he belonged to leading 


fraternal organizations. He was a member of Masonic 
bodies and of the Independent Order of Odd Fellows, 
faithfully following the high principles of both orders in 


lis daily life. 
Mrs. George C. Pohnke 
Mrs. Frances M. Pohnke, age forty-two, wife of Georgs 
C. Pohnke, manager of the New York factory branch of 
the Stationers Loose Leaf Company of Milwaukee, Wis 


nsin, passed away at 12:15 A. M. Sunday, November 


Che burial took place in Chicago, her former home, on 
Thursday, December 4th 

Mrs. Pohnke was ill for about five weeks 

Born in England, Mrs. Pohnke came to this country 


when a child and lived in Chicago, Illinois, for about thirty 


years and then removed to New York City She was an 
active member of the Columbus Women’s Club of New 
York City 


Mr. and Mrs. Pohnke had been married for eighteen 
years and she is known to many members of the National 
Stationers Association and their wives, by reason of her 
frequent attendance at the National meetings of that or 
ganization. 

She is survived by her husband and a son, George ¢ 
Pohnke, Jr., sixteen years of age 

Office Appliances joins other friends in sympathy to the 
eaved husband and son 


r Y ha 
moe « m4 
s s s 


P. H. Meyers 

Philip H. Meyers, for twenty-one years a resident of 
Bayonne, N. J., died Wednesday, November 26, at his 
home, 17 West Forty-third street. He is survived by his 
widow, Ida; three daughters, Mrs. Wilson Smith, Mrs. 
Jacob Frick and Mrs. Maxwell Chase; four sons, Fred, 
Philip, William and Edward; two brothers, William, of 
Jersey City and Joseph of Jamaica, and two sisters, Mrs 
Michael Kane, of Jersey City, and Mrs. Caroline Blair, 
f Brooklyn 

Mr. Meyers had been connected with the Joseph Dixon 


Crucible Company since 1880, and received a certificate 


during September in honor of his fifty years’ of service 
pls ot ola 
i i t 


J. A. Marlitt 
Julius A. Marlitt, for more than 30 years connected with 
the Pacific Stationery & Printing Company, Portland, 


Ore., died in December at his home on Fairfax terrace, 


that city. Mr. Marlitt at the time of his death was vice- 
president and treasurer of the stationery house which he 
has assisted in bringing to the forefront of busin« affairs 


1 


in the Northwest city for more than a quarter of a cen 
tury He was sixty-three years old at the time of his 
death. Born at Pomeroy, O., May 1, 1867, he spent most 


of his early life at Detroit, Mich., coming to Portland, Ore., 


in 1890, where he remained C. M. | 


ta ¥ Y 
el el po« 
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A. M. Bohnert 


Albert M. Bohnert, 63 years old, director in the Hoosier 


Desk Company at Jasper, Ind., and well known in desk 
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The Why and What For 


About Carbon Papers 






Standard of the 
Market 


VERTLKLIP card 
holders are practi- 
cal, enduring, and 
attractive. Differ- 
ent sizes — nickel | 
plated or mahogany | 
finish. Spring clip ; 
is of clock spring _ 



























“ae | ENGLEWOOD for 1931 


Are you entering the NEW YEAR ready to 
go after business harder than ever? You ARE 







steel. when you sell ENGLEWOOD DESKS. The 
AILIN- ENGLEWOOD dealer can offer more reasons 
_— pa: | why they should buy: 

per clasps The stronger construction, neater appear- 


have ay os d ance, and better finish will help you in mak- 
morgane rem - ——. F iemaiies ing sales. The prompt shipments and unex- 
are made in three sizes. ee oa celled rail connections mean faster turnover 


Number 15 


—greater net profits. Exclusive sale assures 


gfe FrickER CORPORATION repeat business. 


10814 Berea Road, Cleveiland,O Investigate ENGLEWOOD  today—the 
brochure prices, and details of the Englewood 


proposition will be sent upon your request. 


ENGLEWOOD DESK COMPANY 
58th and Lewe Avenue - CHICAGO 














it will help you to sell more 
carbon if you remember 
these tworequirementsand 
if you are always prepared 
for them with our brands 
of uniform quality: <a . 
BLACK DIAMOND Brand eae 
the peak of perfection. SS 

ROCHESTER Brand 

quality at a medium price. 
ECONOMY Brand—the 


best for the money. 





— 


No matter how many deal- ‘ 
ers sell typewriter supplies 

in your vicinity, the leader 30 } ears Old 
will make the profit and and growing bigger every year in the minds of wide- 


you can be the leader. awake dealers throughout the nation. Is your stock 
complete for the “spring clean-ups?” Write us today. 


National Vulcanized Fibre Co. 
Rochester Wilmington, Delaware 


inauntaas” "Sao VUL-COT 


-the national wastebasket 


We solicit your inquiry. 
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GUNLOCKE 












No. 244514 


i 
Business Responsibility j 
Prestige and Credit j 
These things are business assets all to be fostered | 
and built up thru outward appearance. We are j 
judged by what we seem to be and it is a pretty 
sound sign of what we are—indicative of our suc- | 
cess or failure. Appearance creates confidence—or j 
does not. The same principle applies to persons or 
to organizations. j 
This is why executives in business offices every- j 
where are more and more coming to appreciate the 
good business in well furnished offices. This is j 
why Gunlocke dealers find Gunlocke furniture prof- j 
itable. 
t 


The W. H. Gunlocke Chair Co. 


Wayland, N. Y. 


Fe eee te ete ete cet cee ce ce cee cee seer cater cee sete cme cue came emme 


OFFICE APPLIANCES 





Lear DEVICE 











Easy to Sell ..... 
and make a Profit 


A complete Line. Ledgers, Journals, Cash books, 
Catalog covers, Minute books, County Records, 
Photostat Binders, Ruled and Printed Forms. 
Tell us your needs and we will send Samples, 
Suggestions, Prices. 


Grand Rapids Loose Leaf Binder Co. 
Grand Rapids Michigan 


























yous? 
ee 
FOR YOUR CO-OPERATION DURING 
1930 


E have manufactured and seld more 
FILEX filing supplies in 1930 than any 
years previous and are prepared to 
handle a greater volume in 


1931 


THE DUNLEAVY COMPANY 
| 167 OLIVER STREET BOSTON, MASS. 


| Consult our FILEX price list 


No. 5. So as to increase your 














excellent values in filing cards - ] 


f | 
guides and folders. oad 





sales and profits FILEX offers Ze 

















To Get New Business 


is the only way you can increase your 
sales and profits during these times! 


PHILCO 
PATENTED 
PRODUCTS 


Will Do It! 


It is not likely that your present ‘customers will buy more. 
You must have NEW customers. You can get them with 


TAB-EDGE CARBON 
PHILCO HUMIDOR PACKED RIBBONS 
LINE-O-GRAPH 
THE ERASER-PLACER 
CARBO-GRAPH 
HANDY PACK CARBON 
ETC. 


Send for samples, prices, etc., and be prepared to over- 
come the keen competition that will no doubt exist during 
at least the first part of 1931. 


Phillips Ribbon & Carbon Co., inc. 


ROCHESTER, N. Y. 
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and office furniture circles in the states of the middle west, 
died recently at his home in Jasper, death being due to 
pneumonia after an illness of a few days. Mr. Bohnert 
was connected with many business enterprises in the city 
of Jasper and in addition owned a 2,000 acre rice plantation 
in the state of Arkansas. He is survived by the widow and 
six children. Burial was in St. Joseph’s cemetery at Jasper. 
—W. B. ¢ 
oh me 
Juan Frey 
Juan Frey, for many years L. C, Smith & Corona agent 
in Barcelona, Spain, passed away a few months ago. The 
business has been taken over by Rudy Mever of Bar- 


celona. 
¥ J 
| oie Lo xe 


Mrs. Grace Mable Vinton 


Mrs. Grace Mable Vinton passed away at Chicago in De- 
cember. The many friends of George E. Vinton, man 
ager at Chicago for the Yawman and Erbe Manufacturing 
Company, will regret the closing of the long, useful life 
of his mother. Mrs. Vinton survived her husband about 
thirty-five years. Interment was in the family plot at 
Stafford Springs, Conn 


Howard T. Weeks 


Howard T. Weeks passed away December 1 at his home, 
Malden, Mass., aged sixty-seven. He was representative 
of the National Adhesive Company. Mr. Weeks was born 
at Portland, Maine. Four daughters and a brother sur 
vive; Mrs. Weeks passed away a year ago. 

es 
Bankers Box Company Offers Samples 

The Bankers Box Company, 536-38 South Clark street, 
Chicago, Ill, states that a sample “Liberty” storage file 
box will be sent to dealers on request. Complete infor- 
mation on the company’s line of storage, filing and trans- 
fer equipment is sent with each sample file. The files are 





“LIBERTY” STORAGE FILE 


made of waterproofed, corrugated fibre board. Spill-proof 
closing cords and tension button hold covers tightly shut. 
Cloth tape reinforcements protect points subjected to 
greatest wear. End labels and labelling strips are provided 
with each box for identification of contents. 
— i - — --— 
McBee Binder Wins Patent Suit 

On December 4, Judge Goddard in the United States 
District Court for the Southern District of New York, 
handed down a decision in the case of The McBee Binder 
Company vs. Federbush Brothers Loose Leaf Company, 
in which the court found for the plaintiff in the matter of 
the McBee Company’s patent on binder locks. The case 
was referred to a master to take an account. 
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there's 


ALWAYS A 
DEMAND for 


this BASSICK equipment 





2. new 


profitable 
business 





THERE IS A DEFINITE NEED 
in the modern office for 
these items which protect 
floors and floor coverings: 


There are four sizes of NoMar Rests in 
two types. They spread the weight of fur- 
niture on a flat surface and prevent marks 
and scratches. Neat in appearance and 
unbreakable. 

The “Drive-On’”’ NoMar drives on like 
a nail. Will not pull off. Will not split 
legs. ‘““Socket’’ NoMars fit into caster sockets. 

Bassick Casters are the easiest rolling, eas- 
iest turning, most enduring for office chairs. 

There is a type and size for every chair on 
every type of floor. They give lasting satis- 
faction. Sell this equipment and you sell your- 
self and your store more strongly to your 


customers. 
square desk legs. The brown Atlasite ma- 


<- terial is unbreakable and adds a neat, 


ss finished appearance wherever used. 
THE BASSICK CO., Bridgeport, Conn. 
Grand Rapids, Mich. 


Branch Offices in— 
a Pa. 
tlanta, Ga. 
Evansville, Ind. Chico. Ill. 


“For 35 years the buy-word for 4 casters and furniture rests” 








NoMar Desk Cups for both round and 





Branch Offices in— 
New York City, N. Y. 
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1931 is going to be a 
big year for dealers who 
are prepared to show 


and sell IMPERIAL 
Desks and Tables. 


. . . If you are not now allied 
with IMPERIAL’S modern 
merchandising program— 
write at once for complete de- 
tails. Prepare to supply your 
every desk need from this one 
source. 





. » « Here you will find an alert factory 
connection that is equipped to deliver 
merchandise for 1931 conditions—to 
fill all of your requirements as to qual- 
ity and profit possibilities—from a line 
that represents maximum value in 
every price class. 


OFFICE APPLIANCES 


Some Calendars 

Office Appliances acknowledges with thanks receipt of 
1931 calendars from the Columbus Blank Book Manufac- 
turing Company of Columbus, Ohio, and from the Baker 
Printing Company of Newark, N. J 

The former is designed as a wall calendar and contains 
the current month in a panel with smaller panels around 
the margins giving the twelve months of the year. When 
the current month is past, a sheet is torn off under which 
appears the succeeding month. A small calendar for 1930 
and 1932 is also included, likewise underneath the pad are 
foreign and domestic rates of postage, parcel post, etc 

The latter is also a wall calendar having large sheets 
giving the month in black figures with holidays in red. 
Around the margin of the card are shown cuts of a num- 


ber of the different office equipment devices which the 
company handles 
—_————_ ~~. 
Sheaffer Pen Car Interests Atlantans 
The “Educational Display Car” of the Sheaffer Foun 


tain Pen Company has been spending a number of weeks 
in Atlanta, stopping each day before some stationery store 
handling Sheaffer pens and attracting a great deal of atten 
tion. An interesting part of the display that it contains 
steps required in the making of a 
the bar to 


car 1s the 


consists of the sixty 


finished 
of 


from gold the 


The 


R. 


fountain point, 
iridium-tipped point. 


Wallace.—]. H 


pen 


under direction 


Sam T 


—_—~»— 

Training School for Woodstock Salesmen 
The New York branch of the Woodstock Typewriter 
Company organized a training school for salesmen some 
weeks ago. A week was devoted to intensive work, con- 
cluding with an oral examination, and demonstrations and 
Six candidates were put through, demonstra- 


S i Hoops f and 4 F 


approaches 
tions and lectures being given by 


Morrow. 





MARKING DEVICES 


Opportunity for Business 
Chicago, Ul.—-The Davenport-Taylor Manufacturing Company 
amended its corporate charter, increasing the capital stock from 
shares non par value to $150,000 and 50,000 shares non par value 
St. Louis, Mo.—Julius Schrick, of the S. C. Adams Stamp & Stationery 
Company, celebrated the fifty-second anniversary of his connection with 








has 
4,000 


this business December 12 











PENS AND PENCILS 














IMPERIAL DESK COMPANY | 


EVANSVILLE** INDIANA 





Chicago, I!i.—H. E. Waldron, vice-president and general sales manager 
of the W. A. Sheaffer Pen Company, visited the Chicago branch a few 
weeks ago He had been on a trip to the major cities of the south, and 
was on his way back to the general offices at Fort Madison, Iowa 

Fort Madison, lowa.—-After the Christmas holidays two of the foreign 
the W. A. Sheaffer Pen Company returned to the factory 
here T. R. H. Heffernan had been active in England and France before 
coming back to Fort Madison Fritz Pohle completed a tour of South 
American countries prior to his arrival at the factory He had traveled 
west coast to Chile and Peru Andes to the east 
Before returning to the United States Mr visited the 


travelers of 


across the 
Pohle 


the thence 


coast trade 

in Mexico 
Medford, Mass 

$85,000: C 


The Medford Pen-Pencil Company has been chartered 
Kirk, and treasurer. The company 
assembles combination fountain pencils; later the 
pen-pencil will be manufactured complete in the Medford plant 


capital stock, president 


pens and mechanical 


New York, N. ¥Y.—The Postal Pen Company has filed an amendment to 
its corporate charter, changing the name to the Postal Patent Holding 
Corporation 

North Bergen, N. J.—Julius Kahn, of David Kahn, Inc., sailed for an 
extended tour of Europe in December, accompanied by his wife He 
expects to return in February 

San Francisco, Calif.—H. G. Konnersman has been appointed Pacific 
coast salesman by the Blaisdell Pencil Company He succeec is Lew C 
Irvine, who has been assigned to the Chicago and midwest territories 
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NEW CURMANCO 
B-R BOXES 


A reference file or bond 
box in one. Each box has 
a compressor block which 
is discarded when box is 
used for securities. 


To display 
is to sell 


these B-R 


Boxes. 


Priced without cards or guides 


No. 35—3x5 cards, each. . . $2.00 Invoice, each $3.00 
No. 46—4x6 cards, each... 2.50 
No. 58—5x8 cards, each... 2.75 Cap, each ... 4.50 


Regular discount to dealers 


Currier Manufacturing Company 
98 Terminal Minneapolis, Minn., U. S. A. 


Western Wholesale Stationers, Ltd. 


228 S. Los Angeles St., 580 Market St. 
Los Angeles, Calif. San Francisco, Calif. 











181 





Letter, each.. 3.50 


COATS 


are better 
than ONE 


Halco Dry-Blue Stencils 
are DOUBLE-COATED 


because the Yoshino tissue used in the manufacture 
of stencils is a hand-made sheet entirely lacking 
machine-made uniformity. To overcome its un- 
evenness and secure the uniform surface that is 
so necessary to secure good results, two coats of 
material are given to every Halco Dry-Blue 
Stencil. 
This method of manufacture produces a stencil of 
far greater durability, assures protection for the 
rubber parts of the typewriter and other machines 
—reduces type filling and is very easy to cut and 
proof. 
DEALERS: 
high-quality ribbons, duplicating papers, inks, etc. We 
offer a fully-protected territory and complete factory 


co-operation on all special sales problems. Write us 
today. 


The SHALLCROSS COM DRINY 


Manufacturers of 


wy Ribbon-- Stencil Pebers 
FORTY EIGHTH and GRAYS FERRY ROAD 
PIHILAROELPHIA,U.S.7. 


The 100% use of Shallcross Products—Stencils, Ink 
avd Papers—is a guarantee of excellent results. 





Halco Dry-Blue Stencils lead a line of 























Quality starts with the materials that 
go into all Metal- Bilt Cuspidors. It is 
our watchword during every stage of 
manufacture-- and your guarantee of 
customers’ satisfaction and increased 
profits. 


METAL-BILT 


CUSPIDORS * 


Send for Catalog Dept. 12-8 


DETROIT METAL SPECIALTY CORP. 
DETROIT 





























Ps 


For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringin 
out new metals embodying latest developments — 
improvements, this service is exceptionally valuable 
in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 


6816-6824 Arsenal St. ST. LOUIS, MO. 
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IMPERIAL STEEL EQUIPMENT 


for the Exact, 
Individual WH Hi 


Requirement 


The ideas of business men in certain } } } } , } } I S } 


lines, of corporations and public in- 
stitutions are sometimes difficult to 
meet with respect to filing equipment. 
Stock units won’t do because the prob- 
lems are individual to a particular in 
stallation. Here, the equipment must 
be made to fit the needs and not the - 
needs to fit the equipment. ] 

IMPERIAL installations of built-in 


equipment compare favorably in price 
































with stock units. This is possible be- 5 tee 
cause the dealer’s overhead is elimi- ere 7 
nated. No stock is carried. A full Vy pes. 
margin of profit accrues on every sale We. : : 
and there is no loss from blemished : 
surfaces or stock which must be sold : 
at cut prices. That’s why special equip- “ 
ment pays so well. 
+ . 





Send for full details. 


IMPERIAL STEEL CABINET COMPANY 


2130-2152 FULTON STREET CHICAGO, U.S. A. 
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AN IMPORTANT ANNOUNCEMENT 
To Every Buyer of | 
FINE UPHOLSTERY LEATHER 8 


WE have developed a dyed finish on Top Grain Leather which is both sunproof and water- loys 
proof. This leather is known as LACKAWANNA TOP GRAIN FRENCH FINISH. \% 
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It is paint and pigment which makes the ordinary upholstery leather so cold and hard, In the ays 
case of LACKAWANNA TOP GRAIN FRENCH FINISH, there is no particle of paint sco 


or pigment used, and it is for this reason this leather is so soft and warm. 


ca 
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We believe this TOP GRAIN FRENCH FINISH to be superior to any upholstery leather 


produced today, whether from cattle hides, Goatskins, or Vealskins 


> 
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SAMPLES AND PRICES SENT UPON REQUEST 


THE LACKAWANNA LEATHER COMPANY 
850 GRAND AVENUE HO 
pod omg tn ttn HALEEETSIOWN, BN. 5. sa: Geianeene BP. | 88 


PARK AVENI I 
ASHLAND 5041 HARRISON 2941 || Se 


“Look for the Haircell—lt is your guarantee of full Top Grain Leather” 9 
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FURNITURE 


Chicago, t!..-The Chicago Seating Company, former'y : 
National Bank building, has moved to 325 West Huron street Increased 
ally since this company has added household 





space was needed espec 
furniture items to its lines 

Fort Wayne, Ind.—-The Office Machine & Supply Corporation 
chartered to buy, sell and trade in all forms of office machinery and equip 


has been 


ent, furniture fixtures and supplies; capital stock, 1,000 shares @ 


£10.00 each ; incorporators—T. M. Lehman, Irma M. Girardot and Berner 
F. Girardot 


Franklin, Ind The plant of the Franklin Manufactur 
has been bought by E. Vernon 


1931, and it is 


ng Company n 


the hands of a receiver the past two years 
Knight The plant is to be ready for production early in 
expected that when fully engaged the factory will employ about 150 men 
in the manufacture of office desks 

Oakland, Calif.—-The Stanton Manufacturing Company 
manufacture of a pat 


has leased 2,500 


square feet of floor space here, to be used in the 


ented typewriter stand and a collapsible typewriter cover 


Otsego, Mich.—The Office Equipment & Service Bureau has opened for 
business in the Edsell building, handling a general line of office equip 


ment and school supplies 
Utica, N. Y.—Pfleeger Business Equipment, Inc., has been established 
at Oriskany West and Seneca streets, dealing in complete lines of equip 


ment and appliances for the modern business office The corporation 1s 


capitalized at $50,000 
Vicksburg, Miss.-The Van Norman Printing Company has added 
office equipment and stationery lines This work is in charge of O. W 


Tic 
Jones, secretary-treasurer of the company 
Warren, Ohio.—James-Calvin-Weaver, Inc., has opened sales 
912 Union Savings & Trust building, in charge of William Allen 
Winston-Salem, N. C Lancaster-Talman, Inc., of Winston-Salem, has 
operate a book store and place of sale for office equip- 


offices at 


been chartered to 
ment and office supplies; capital stock, $25,000; incorporators—E,. J. Lan 


caster, Minnie E. Lancaster and W. F. Talman 


> 
Printers Now Understand Visual Angle Tabs 

Salesmen endeavoring to interest printers in modern filing systems have 
the co-operation of advertising done by a manufacturer of printers’ fur 
niture The Hamilton Manufacturing Company has brought out a new 
label holder for ‘‘cases,’’ in which the label is placed at an angle, making 
it possible to read the label identifying the type in a given case without 
stooping Heretofore the labels have been placed vertical, and difficult 

to read unless the compositor stooped 
Master printers are reading this advertising, and its effect 
helpful to the salesman of filing supplies aiming to install visual angle 


should be 


guides 





Ashland, Ky.—-The Tri-State Office Supply Company has become a sub 
distributor for John Brushart, Portsmouth, Ohio. The Woodstock type 








writer is handled 
Ashland, Ky.—-G. E. Young has established a typewriter business 
Ashland National Bank building, handling sales and service on Under 


at 316 


wood typewriters 

Boise, idaho..-The Woodstock Typewriter Sales Company has been or 
ganized here by L. E. Stamp The past two years he had been manager 
of a typewriter exchange at Salt Lake City, Utah 

Charlottesville, Va.._R. S. Adams, formerly salesman in this territory 
for the Royal Typewriter Company, Inc., has returned to the Royal service 
in this vicinity, clearing his sales through the Richmond branch 

Chicago, Ili..-F. H. Martin, of the L. C. Smith & Corona Typewriters, 
Inc., called on local dealers early in December 

Chicago, Ili._-F. H. Morse, manager of the Chicago branch, Woodstock 
Typewriter Company, has assigned two experienced men to city territories 
\. V. Grove, who had represented several other typewriter manufacturers ; 
S. Pollins, who had been assigned to the New York branch 

Columbus, Ohio.—-T. Thomas has joined the local branch of the Royal 
Typewriter Company, Inc., as a salesman 

El Paso, Texas..-H. L. Dale has been added to the sales staff of the 
El Paso Business Machines Company, distributor in this territory for the 
Woodstock Typewriter Company 

Erie, Penna._-A. F. Benzee has joined the Erie branch of the Royal 
Typewriter Company, In« His field of operations is in the oil country 

Fresno, Calif.-L. A. Steuer, formerly with the Underwood Typewr-ter 
Company here, has been transferred to the Oakland branch, 1916 Broad 
way 

Gallipolis, Ohio..—-The Mossman Book Store has become a sub-distribu 
tor for the Woodstock typewriter, operating under John H. Brushart, 
Portsmouth 

Glasgow, Ky. Jimmie, The Typewriter Man,”’ has opened a typewriter 
and office supply business in the Mitchell-Terry building, West Main 
street He is authorized dealer for the Woodstock typewriter 

Grand Forks, N. Dak.—-Andy Foss, who had been a city salesman at 
Chicago for the L. C. Smith & Corona Typewriters Inc., has joined Heg- 
strom Bros., local Smith-Corona dealers He drove from Chicago to this 


city to take up his new work 
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COOK’S FILE SIGNALS 


Made by THE H. C. COOK CO. 
ANSONIA, CONN. 














Name 
Address 


Terms wd 














HE color 

tells instant- 
ly. Let each col- 
or mean some- 
thing and Cook’s 
Signals will 
make your rec- 
ords quick and 
easy to use— 
“How to Sig- 
nal” sent on re- 
quest. 


The No. 20 Series “stays put” 
on visible indexes. 
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Cook’s Sig- 
nals are 
heavily 
enameled on 
stainless 
steel. Twelve 
bright colors 
and a style 
for ewery 
purpose. 
Write for 
samples and 
color card. 
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1 Can You 
QUALITY 4 Sell Good 
ONOMENUAS Pb bon 


and 
Carbons? 
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A. P. Little, Inc., are interested in hearing 
from men who can sell high grade type- 
writer supplies—men who know there is a 
difference in ribbons and carbons, and who 
can establish contacts for distribution of qual- 






ity items. 





A. P. Little, Inc., have an established business, 
steadily growing, based on a policy of absolute 
satisfaction. Carbon and ribbon salesmen who can 

sell Quality goods can make a profitable arrange- 
ment with us. Are you interested? Write us. 


A. P. LITTLE, Ine. 
ROCHESTER, N. Y. 
New York Office: Bible House, 







Astor Place 



























PRODUCTS 


Always Convenient 


be 
- 


Everyone in business needs these 
durable envelopes for filing, mail- 
ing and carrying records, mem- 
oranda and various papers. In 
window or counter, these envel- 
opes displayed in actual use, 
demonstrate their protection 
against loss, misplacement or ob- 
literation. 





Ask for samples and catalog 
No. 30 


John F. Diemer Co. 


Established 1869 


519 Broadway 
New York, N. Y. 











OFFICE APPLIANCES 


The Harrisburg Office Supply Company, 119 Mar 
has been appointed a distributor for the Royal portable type 


Harrisburg, Penna. 
ket street 
writer 

Indianapolis, Ind.—-The Indiana Typewriter & 
been chartered to engagt 


Supply ¢ pany ha 
in a general mercantile business; capital stock 
100 shares non par value Henry L. Stenger, Thekla M 
Stenger, James A. Crewes and Marie M. Crewes 

Kalmath Falls, Ore.—An agency has been established here for the 
Taylor, Medford, who is in 


incorporators 


Underwood Typewriter Company by P. W 
charge of this district 

Louisville, Ky.—Russell Kirkpatrick has become a city salesman here 
for the Royal Typewriter Company, Inc. He is a former printer, and a 
brother of the Royal manager at Nashville 

Kansas City, Mo.—J. C. Wood and W. B 
local branch of the Royal Typewriter Company, Inc., as junior salesmer 

Kenosha, Wis.—-Charles E. Turnock, local distributor for the Wood 
stock Typewriter Company, has moved to the United States First National 
Bank building 

Knoxville, Tenn._-The Preston Typewriter Company has moved fron 
705 South Gay street to 701 South Gay street 

Knoxville, Tenn.—-The business of W. AA. Johnston Company has been 
chartered as W. AA. Johnston, Inc., with capitalization of $10,000 Feb 
ruary 1 the store will be moved to the new Washburn building from 616 
Market street 
four years 

Madison, Wis.—-The George Beil Typewriter Company has n 


joined the 


Waterman have 


This business has been located on Market street twenty 
oved to 523 
State street, where increased space is occupied. The company is distribu 
tor for the Woodstock Typewriter Company 

Mount Clemens, Mich.—J. M. Angell has undertaken the sale of Royal 
portable typewriters 

Norfolk, Va.—-The J. A 
typewriters 

Oklahoma City, Okla.—-The Capitol Typewriter Company, 104 North 
Broadway, has been appointed distributor here by the Woodstock Type 


Moore Company has contracted to sell Royal 


writer Company J. E. Wikoff is manager of the Capitol Typewriter 
Company ' 
Omaha, Nebr.—-The Western Typewriter Company, 209 South Fifteenth 


street, has established a branch at 11 South Main street n charge of 
H. H 
handled 

Richmond, Va.—-Mr 
of the Royal Typewriter Company, 


Haver. Used typewriters and all makes of portable 1 hir are 


Gardner has taken charge of the local branch 
Ine He had been manager at Jack 
sonville, and recently handled special accounts at Baltimore 

St. Louis, Mo.--R. C 


for the Royal Typewriter Company, Inc., 


Goldblatt, an outstanding salesman at Chicago 
made a visit to the local branch 
a few weeks ago 

Salt Lake City, Utah._-The Woodstock Typewriter Sales Company has 
increased its personnel by the addition of two new salesmen, Messrs 
istock at Salt 


turrows and Anderson The former had sold the Wo 
Lake City, Utah 

San Diego, Calif.—The Office Supply Company, 634 Third street, has 
been filed as a business title by E. E. Deggendorf 

San Francisco, Calif.._The 0. K. A. Company 
sion street, San Francisco, has moved to 990 Main street 

San Francisco, Calif..-L. W 
here by the Woodstock Typewriter Company. He had been district man 
ager of New York state heretofore 

Seattle, Wash.--The E. W. Hall Company Wood 
stock Typewriter Company, has opened Store No. 3 at 1612 Westland 


formerly at 1155 Mis 
Santa Cara 


Taft has been appointed branch manager 


distributor for the 


avenue. This is an attractive store in the heart of the shopping distr-ct 


Springfield, Ohio. -E 


ton office of the Royal Typewriter Company, Inc., has been made man 


Gibson, who has been repair man at the Day 
iger here R. F. Swadner has joined the Royal, in charge of Miami and 
Shelby counties 

Vancouver, B. C.--The Consolidated Typewriter Company has been ap 
Vancouver and British Columbia by the Wood 
is operated by Sidney Barton 


pointed distributor for 
stock Typewriter Company This business 
and Walter E. Cleland 
Yakima, Wash.—J. W 
stock Typewriters in this 


Brownlow has secured the distribution of Wood 


territory 








ACCOUNTING MACHINES 





Indianapolis, Ind._-The Twin-X Corporation has been chartered to buy, 
handle and store for itself the necessary materials for the 
capital stock 


Walker, Opal L 


manufacture 
thirty shares 
Walker 


non par 
and Daniel 


f bookkeeping machine attachments 
value incorporators—Crawford J 


Raymond Burton 





ADDING MACHINES. 











president of The Dal 


placed in charge of the sales 


Grubbs at one time vice 


Camden, N. J.-H. C 
Adding Machine Company, has beer 


activities of RCA Victor Company, Inc 


(Continued on Page (87) 
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VERTICAL FILING 
FOLDERS AND 


THE 1931 MODEL 


FiperstoK SALESMAKER 


More sturdy, efficient, attractive. Embodying improve- 
ments suggested by the “proving grounds” of a thou- 
sand retail stationery stores 

Decide now to realize increased sales of this profitable 


line and write for our liberal distribution plan 


y s a r “ a . ‘ 
NaTIONAL FiperstoK ENvetore Co. 
429-447 MOYER ST., PHILADELPHIA, PA. 
CHICAGO WAREHOUSE NEW YORK OFFICE 

54 W. Lake St. 150 Nassau St. 




















STEEL 
DESK 

ORDERLY 
LENGTH 11%” 


WIDTH 7” 
HEIGHT 9” 








A very handy desk companion. Adaptable to 
all needs. 

Designed for systematizing and organizing rou- 
tine papers. 

Made of furniture steel, electrically welded 
throughout. 

Six adjustable partitions for separating corre- 
spondence, orders, bills and miscellaneous papers. 

Equipped with rubber domes. 

Finished in rich olive green, grained mahogany 
or walnut. 

Popularly priced for quick turnover. 


Write for catalog and price list. 


Cole Steel Equipment Co. 


33 Crescent St. Long Island City, N. Y. 
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HOTEL FORT SHELBY is located in the heart of Detroit's 
shopping, theatre, financial, wholesale and insurance districts; no 
other large hotel is so close to the principal railway terminals, 
airports and steamship piers. 
The variety of rooms and suites offered by Hotel Fort Shelby 
insures your securing accommodations to meet your needs. 
Here you will find service 
at its zenith . . . efficient, 
unpretentious, thoughtful. 
Four restaurants serve 
your needs or whim or 
purse. 
Hotel Fort Shelby’s 900 
units are paneled and 
servidor equipped . . . all 
have private bath. Rooms 
as low as $3.00 per day 

. suites $10.00 and 
upwards. 
Motorists are relieved of 
their automobiles at the 
door without service 
charge. 

Write for Free Road san 

Map 


HOTEL FORT SHELBY 


**4elow With Friendliness” 
E. J. BRADWELL, Manager 
DETROIT 









































“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(PATENTS PENDING) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatso- 
ever.) 

For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 

95% of filing cabinet drawer slides in United States 
and Canada operate on “Kilian” unground bear- 
ings. 

Samples made to your specifications. 

KILIAN MANUFACTURING CORPORATION 


107 North Franklin Street Syracuse, New York 























PEERLESS SANITARY LINE 





PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all 
sizes, mail and tape baskets, space baskets, 
built up trays, locker baskets, PEERLESS 
paper burners, wire globe guards, office 
partitions, wire guards, etc. SPECIAL 
WIRE GOODS MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 


2720 Ferry Street 


LAFAYETTE, 
INDIANA 
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NEW HEIGHTS 
of INKWELL Service 


are achieved with 
the Eclipse Inkwell. The pneumatic principle 
of design ensures just enough ink at each dip 
of the pen. There will be no wasted ink—no 
blots on the paper from over-full pens—no inky 
penholders or fingers. In addition—the classic 
beauty of design makes them ornamental as well 
as useful. They are practically indestructible—no 
parts to wear out—nothing to clog. 
W rite for dealer offer! 


GENERAL ECLIPSE COMPANY 


Dept. A Danielson, Conn. 
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OFFICE APPLIANCES 


oe 
GRAFFCO MAPTACKS 


IN NEW TRAY BOXES 


260 aoe 





af ied arts 


These trim new orange 
and black containers make Graffco Maptacks even more helpful 
than ever! They are now contained in a new style box—which— 
when opened—forms a convenient and accessible tray. The wide 
flaps mean secure locking—no spilled tacks. Each of the twenty 
brilliant colors in its own box. her containers for Graffco VISE 
and VIZ Signals, VISE Clips, Index Tabs, Cloth-Gummed Index 
Tabs and Hi-Speed Rulers are equally handy. You'll easily spot 
them on your dealer's shelf. 


GEORGE B. GRAFF 
COMPANY 


64 Washburn Avenue 
Cambridge, 


Mass. 


























For the New Year 


veniences for the desk user—and full coopera- 
tion with the dealers in JACKSON DESKS. 
Modern designs, “built like a stone wall” for 
durability. Catalog and full details at your 
service. 


| Finer quality for the desk buyer—better con- 





Jasper Office Furniture Co. 


Ind. —| 
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RIBBONS AND CARBONS 








Baltimore, Md.—The Miller Line service center has been moved to 100 


West Fayette street, in charge of W. U. Medford. The growing business 
here necessitated additional office space 

Chicago, Ill.—J. A. White, manager for the F. S. Webster Company, 
Inc., attended the laying of the cornerstone of the company’s new plant at 
Cambridge, Mass 

Dayton, Ohio.—-A direct service branch has been established at 667 
Dayton Industries building by The Miller-Bryant-Pierce Company. Miss 
Isabelle Broskey is in charge 

Los Angeles, Calif.—-The local branch of The Miller-Bryant Pierce 
Company has been moved from 420 South Spring street to Room 511 
Cooper building, 860 South Los Angeles street B. B. McCall, Jr., is 
the local manager 


Toledo, Ohio.—Clair T. Lienau has been appointed manager of the local 


branch, The Miller-Bryant-Pierce Company, 417-18 Nicholas building 
——— 
(Adding Machines—-Continued from Page 184) 
Temple, Texas.—-The Temple Printing Company has included adding 


machines and typewriters in its lines, handling sales and service 





OTHER MACHINES 





Atlanta, Ga.—-The local branch of the Dictaphone Sales Corporation, 
which had been located at 430 Metropolitan building, has been moved to 
Suite 200, Western Union building 

Dallas, Texas._-F. S. Ward, manager here for the Dictaphone Sales 
Company, has been awarded a gold medal, signifying that he has been 
with the organization ten years 


Los Angeles, Calif.—-The Marr Duplicator Company has opened a branch 


at 406 South Main street, in charge of J. D. Patton He has been con 
nected with the Arlac Company here 
Madison, Wis.—-The Whitlock Metered Mail Company, Ltd., a Dela- 


capital stock, 1,000,000 
is authorized 


ware corporation, has been chartered in this state ; 
the 
to deal in machines for sealing and stamping mail; Vroman Mason, Madi- 


shares non par value, paid in, 360,000 shares ; company 
son, charter representative 

New York, N. Y.—-The International Machines of 
Delaware has filed an amendment to its corporate charter increasing the 


Business Company 
capital stock from $200,000 to $500,000 

San Antonio, Texas._-L. 8 
ager here for the Dictaphone Sales Corporation, on account of ill health 
A. M. Haak has undertaken to carry on for Mr. Jarred. Mr. Haak is an 
old timer with the Dictaphone company, having been service agent in San 
Antonio in 1920-21 

Wilmington, Del._-The Multigraph Company 
porated in this state to make printing devices ; capital stock, 
Corporation Trust Company, charter representative, Wilmington 


Jarred has relinquished his duties as man- 


has been incor- 
10,000 shares 


American 


common ; 
Opportunity for Business 


New York, N. Y.—The Modern Multigraphing Company has been char 


tered; capital stock, $10,000; A. M. Auerbach, charter representative, 
305 Broadway 

Philadelphia, Penna.—Bankers Disbursements Company, 214 South 
Twelfth street, centralized payroll, ete., has been registered in the com- 


mon pleas court as a commercial title by Samuel L. Veitch, PennWynne, 


Penna., and Gerald L. Hooper, 1935 North Sixtieth street 








Le@o6s& +4.4.A4 


formerly with the Irving-Pitt division 
transferred to the general offices 





Kansas City, Mo.--R. J. Dewar, 


of the Wilson-Jones Company, has been 


at Chicago, where he has charge of merchandising, with special attention 


to “I-P’’ student school supplies, catalogue covers and super-finish work. 
Los Angeles, Calif._-The Loopost Binding Company has moved from 
Boyd street to 405-07 Wall street 


New York, N. Y.—Jess Harralson has joined the Boorum & Pease Com 
pany, and is representing the loose leaf division in several of the southern 
states 

New York, N. Y¥Y.—-The Graham-Chisholm Company, 9-15 Murray street, 
has rented from architect's the third, fourth, fifth and 
sixth floors of a printing building to be erected at 157-63 Chambers street 
The high, on a plot 100x77 feet This 
structure building, in memory of the son 


plans second, 


will be fifteen stories 
be named the “‘Bertrand 
of George P. Snyder, president of the Graham-Chisholm Company 


Syracuse, N. Y.—-Z. D. Fleanor has taken charge of the local agency 


building 
will 


of The McBee Binder Company, succeeding R. F. Acree, who has been 
transferred to headquarters at Athens, Ohio, to do sales promotion work. 
Mr. Fleanor’s iast assignment for the company was at Hartford, Conn. ; 
he has been with the company the past five years 

> 


Overtime means extra pay even in a parking space.—The Office Cat (The 


Richmond & Backus Company) 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 





Allen & Company 


11-13-15 Vandewater Street 
New York 
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From 7() NATIONS 


they come to the - ++ + 


LEIPZIG TRADE FAIRS 


- + + for 700 years the world’s greatest markets + - - 


10,000 EXHIBITORS and 200,000 buyers come from every im- 
portant country of the world to attend the semi-annual Trade 
Fairs in Leipzig, Germany. The 1931 Spring Fair opens March Ist. 


American buyers find these trips extremely profitable—95% re- 
peat their visits. This is strong evidence that your firm should 
cover the Leipzig Trade Fairs. Only by covering these fairs, can 
you know that you know what the whole world offers in your lines. 
In one week’s time you can shop all the markets of Europe and 
Asia. 

Among the exhibitors there are 900 firms showing the newest 
developments in office appliances and equipment, stationery, 
books and book-making, the graphic arts; 275 exhibitors of ad- 
vertising, packaging and packing materials; 675 manufacturers 
of furniture and lighting fixtures. 


Every convenience is provided for your trip—both en route and 
while in Leipzig. Use the coupon below to secure more detailed 
information. Kindly indicate which lines interest you most. 


LEIPZIG TRADE FAIR, INC., 11 West 42nd Street, New York City 
5 eam pastioniadiy Satemente’ Ge... «oo 6s cccnrsincssbedavenhesenbaewcessdnns’ 
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WESTAB COLUMNAR 


| PADS 


| High grade materials foster accuracy. Point l 
out the quality of WESTAB Pads, the clean | 
erasing, the uniform line space, the variety I 
which affords just the right sheet size for the | 
purpose. Two colors, white and buff, and two | 


color ruling. Sizes from two to twenty-eight 


columns. 

The American Line includes many printed 
and ruled business forms. Send for catalog of 
commercial stationery items. | 


Kalamazoo Stationery Compan y 


Division of Western Tablet & Stationery Corporation 


Kalamazoo, Michigan 














Dealers can profit materially by 
featuring high grade supplies for 
rotary duplicating machines. 
Hundreds of dealers have built 
up attractive volume on 


ILDACO 


Duplicating Inks 
and Stencil Papers 


new 





The New Ilpaco Stencil is 
packed in a most attrac- 
tive, substantial box 


The reason is obvious. IIpaco 
supplies are attractively pack- 
aged, which gives them the eye 
appeal—an important sales ad- 
vantage. When once used, cus- 
tomers come back for more be- 
cause they are as fine as the 
market affords. Appearances 
help to develop new business 
and the quality holds it. 





Iipace No. 1400—In 
tensely black, free flow 
ing: the finest ink for 
fountain duplicators. Me 
dium consistency, dries 
quickly Guaranteed not 
to harden on the pad 


ILLINOIS 
516 W. Jackson Blvd. 


, ' 
Samples and complete particulars on 
request. 


PAPER CoO. 
CHICAGO, ILL. 








OFFICE APPLIANCES 








Burke has become a salesman for the Atlanta 


85 Walton street He had been formerly with the 


Atlanta, Ga.—Eugene 
Office Supply Company, 
Carithers-Wallace-Courtenay 

Bangor, Maine.—-Amstaco, Inc., 
space at 86 Union 
Federal street 

Boston, Mass._-The Haymarket Printing & Stationery Company has beer 
filed as a commercial title by Hyman Kabachnick, 76 Cambridge street 

Chicago, t1.—The Wallace Stationery Company, 208-10 East Ohio 
has gone into bankruptcy 

Glendale, Calif.-Fred E. Watts, 
Company, has been elected a director of the Glendale Chamber of Con 


Company 
38 Washington 
next to the main store A 


addi 
branch is 


street, has taker 
tional street, 


operated at 134 


street 


president of the Glendale Stationery 


merce for a two-year term 


Kansas City, Mo. Burnap-Meyer, Inc 


joined 
Udan He is a son of 


Charlies E. Meyer has 


erving in the stationery department with John 
Charles Meyer, head of this business 

Los Angeles, Calif..-Robert J. Burns has opened a stationery store at 
410 Wilshire boulevard He was with the Stationers Corporation six 
years, and seventeen years with The H. S. Crocker Company and its pred 
cessors 

Newark, N. J..-The Plaza Stationery, Inc., has been chartered ; capital 
stock, 2.000 share common Barney Larkey charter representative 


Newark 
Newark, N. J The Colonial 


Stationery & Supply Company has been 


chartered to deal in stationery ; capital stock 1,000 shares no par value 
Michael G. Alenick, charter representative, Newark 
New York, N. Y The Unique Printing & Stationery Company has bee 


chartered ; capital stock, $5,000; Kopp, Markewich & Null, charter repre 
sentative »1 Chambers 
Oklahoma City, Okla The Manly Office 
from 126 West First street to 214-16 West First street 
Omaha, Nebr.--The Gate City 


has joined the Omaha Manufacturers’ Ass« 


treet 


Supply Company has movel 


Stationery Company, 1102 Dodge street 


lation 


Philadelphia, Penna The Lansdowne Stationers, 5303 Berks street, has 
been registered as a commercial title in the common pleas court by Earry 
Berman, 5923 Lansdowne avenue 

Philadelphia, Penna The three-story building at 250 North Tentl 
street has been conveyed to C. A. Connell by the Automat Printing & 


property is assessed at $20,000 
Hinds 
Broadway 


Stationery Company ; this 
Redwood City, Calif.—Milton R 
from 219 Webster street to 2517 
Sarasota, Fla Cosmo Williams has 
He had been manager several years of one of the Evans branch stores here 
Seattle, Wash.—-The Office 
proximately 6,000 square 


printer and stationer, has moved 


opened a stationery store here 


Supply Company has leased ap 


Rialto building, 1005 Second 


Crescent 
feet of space in the 
avenue 

Tallahassee, Fla.__J. O. Perkins has opened a stationery business, after 
having been manager for T. L. Appleyard 
Johnson-Hill 
Frank B. Hill; the 


Tampa, Fla.—-The Stationery Company has been estab 
lished by Leo Johnson and 


Hillsboro Printing Company 


latter is owner of the 


Union City, N. J.—The stationery business of A. Margolies, 417 Thirty 
fifth street, has been acquired by Adelman’s Stationery Company, Bergen 
line avenue and Thirty-third street The Margolies stocks have been con 
olidated with those of the Adelman’s Stationery Company Emil M 


Adelman has been in the stationery business thirty years He operated a 


mall store in New York when nineteen vears old This place he sold, 
and opened a stationery tore in Hoboker which he continued twenty 
ears 

Westfield, Mass Lockwood Envelope Speciaities, Inc., has been char 


tered with capital stock of $25,000 


Wilmington, Del.—The General Seal & Lock Corporation ha 


tered to ' 


locks for envelopes and boxe 


Wilmingtor 


seals and 
Nichol 


manufacture 
wk. $150,000 M. M 


Yonkers, N. Y¥.—-The 


Louis Grand Printing Company 


, charter representative 


’ 
. } 


Grand Stationery & Printing Company has change! 


is name te 





CATALOGUES. 











——— reviews of current issues from 
the catalogue and allied fields, classified for 
convement reference. 


Manufacturer 


The Free Hand Binder Company, 74 Beekman 
has issued a folder descriptive of its product 


treet, New York, N. Y 


Envelope stuffers supplied dealers by the L. C. Smith & Corona Type 
writers In included one with the gift appeal to stimulate Christmas 
ules of Corona ; the other played up the Corona combination carrying case, 


titable for transporting the Corona typewriter, or as an overnight bag for 
per onal effects 

From The B. L 
o. 31, which is devoted to business chairs 

trates the complete B. L. Marble line, 


Marble Chair Company, Bedford, Ohio, comes Catalogue 
This, with Supplement No. 1, 
which provides comfortable 
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The Chippendale 
in solid walnut, 
walnut or mahog- 
any finish. 





Cra ftsmanship 


Send for our new catalog and price list 


NEWARK CHAIR COMPANY, Inc., “X'S 





Newark 





Where space 
is very 
valuable 





1850 Fulton Street 








it will pay the office 


equipment dealer to 
display these light du 
rable stcols and stands 
and it pays the user to 
buy them 


Furnished with rubber 
tips, steel caps or cast- 
ers. Descriptive mat- 
ter and prices on 
request. 


Searles Electric Welding Works 


Manufacturers 


Chicago 
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“«Pelouze” ee Scales 


HEY tell automatically the exact amount 

of postage, in cents, required on all mail 
matter, including parcel post rates by zones. 
Warranted accurate. Beautifully finished in 
French gray or gold bronze enamel. 


Made in Several Styles 


Intended for 
individual 
desk, library, 
office or ship- 
ping room. 


TOMO me Yaxit OT KITaS 5 


z 
U 


Dealers Supplied by 
Leading Jobbers 


ASK FOR 
PELOUZE SCALES 


National 


Pelouze Manufacturing Co. 
232-242 East Ohio Street, Chicago, IIl. 


Original Manufacturers Reliable Automatic Postal Sales 


“The Best Scales to Use Are Made by Pelouze™ 


CINTAN TANI TONNTANNT@NNTOXNT@XNTONNT@\ NANTON ANN TONNTONNTANNANNON NON TON NOX ONNOXh YO 











PELL EO ONO OS OG Oe OO ee ee ee ee we wee 


ay 


OOM OMOMUm TOTTORI TE TAN 7 





ADDING! MACHINE 
PAPER 











250 


FEET 
Guaranteed 


Look 


at the 
Core 


Note the standard 

3/4" core on which Val- 
U-Rol is wound. Meas- 

ure the 3 1/2" roll. You 
will see there is no skimp- 

ing of footage. Val-U-Rol 
is always full value and fine 
quality. Order on: or both 
sizes today. 


YANKEE PAPERS & 


SPECIALTY CO. wisca 
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Another Well Made 
SUPERIOR Desk Pad 


that lies flat on desk at all times. Write for spe- 
cial price on our new 19x24 stiff desk pads made 
with genuine leather padded corners of assorted 
colors. Yes! We make flexible desk pads also. 
Have you received our new catalogue and price 
list? Many new items. Mail coupon today for 
more profits. 
Superior Office Specialty Co. 
Manufacturers of Desk Pads, way Tops and Chair Cushions 








544 W. Lake St., Chicago, Il. 
SUPERIOR OFFICE SPECIALTY CO. 

544 W. Lake St., Chicago, Il. 

Centiemet 


Kindly mail us your new catalogue and price list. Thank you 


ADDRESS , peeceeee 


CITY STATI oeéenscooescus 


[ 
| 
| 
| 
| 
| NAMI 
| 
| 
| 
| 
| 








No. 10—3x3 inches No. 20—5x4)éinches 





No. 30—5x8 inches 











No. 50—534x714 inches 


¢ House of 


“DEFIANCE KS 


Service 





wie SALES CORPORATION rw 


72 Spring Street 
e Manufacturers of the Genuine Gem, 
bo Gem and Perfection Desk Calendars. 


New York 
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Gunn 


Early Colonial 
in Genuine Walnut 


CHARACTER 
STYLE 
REAL DESK COMFORT 


Wood or Lino Tops 


THE GUNN FURNITURE CO. 


Grand Rapids Michigan 
Catalog on Request 





Sir Richard Sutton and Quorn Hounds 
(Size 27x35) 


FRAMED PICTURES OF 
DISTINCTION 
Adapted for Office Furnishing 





Visiting Buyers Are Cordially Invited 
to Review Our Extensive Display of 


Color Prints Mezzotints 
Color Etchings English Sporting Prints 
Black and White Etchings Paintings 


Write for full information. 


EMERY BLUM INC. 


Fine Art Publishers and Importers 
225 Fifth Ave. New York 


Suites 418-420-422-424-426 
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seating for business and professional offices. Included are many popular 
chairs which have enjoyed the favor of office folk many years, as well as 
newer items, such as chairs designed to encourage good posture for clerical 
workers 
Direct Mail—Manufacturer 

The Lefebure Corporation, Cedar Rapids, Iowa, sent a mailing to users 
of accounting equipment offering greater efficiency and lower cost 

A broadside suitable as a window feature was dispatched to its dealers 
by The Wahl Company. This featured the ‘‘personal point’ fountain pen 

The Trussell Manufacturing Company, Poughkeepsie, N. Y., notified the 
stationery trade of the new ‘‘Press-To’’ ring binder, with a hair trigger 
booster device This responds to the touch of a finger, yet permits the 
rings to exercise a bulldog grip on the sheets 

A mailing by the Graham-Chisholm Company, 19-15 Murray street, New 
York, N. Y., told consumers about the advantages of Sheaffer pens and 
pencils. ThiS was a picture letter, with the center spread displaying illus- 
trations of various Sheaffer models. It was printed on duplex stock, the 
letter printed on gray, and the center spread on white The letter was 
folded a bit off center, permitting the white to extend beyond the gray 
stock. That gave space for a vertical line of lettering, ‘Gifts that will be 
Appreciated 

Direct Mail—Dealer 

Baers’ of Canton distributed ‘‘Holiday Suggestions,’’ showing and list- 
ing the multitude of items in the modern commercial stationery store which 
merge into the Christmas spirit 

A calendar blotter by the Lester Book & Stationery Company, Atlanta, 
Ga., offered service to consumers requiring new accounting supplies for the 
new year 

Absorbing Advertising 
Curtis 1000 Inc. suggested setter Envelopes” in its blotter series going 


to business houses 


—~»>—___ 
“How to Judge Furniture” 


The National Committee on Wood Utilization, United States Department 
of Commerce, Washington, D. C., is preparing a booklet on ‘‘How to 
Judge Furniture.’’ The project is in the hands of a group under the 
chairmanship of Alexander B. Trowbridge, A. I. A., Washington The 
booklet is for popular distribution, and will contain chapters on buying, 
budgeting, comfort, utility, woods, preparation of woods for manufacture, 
harmonious blending of period styles, and the care and repair of furniture 


1Y1 





Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 


No. 1. 61% inch blade. No. 4. 12% inch blade. 

No. 2. 81% inch blade. No. 5. 15 inch blade. 

No. 3. 10% inch blade. No. 51%. 18 inch blade. 
No. 6. 24 inch blade. 








HOUSE ORGAN S 





Paragraphic reviews of current issues from 
the house organ field, classified for convenient 
reference. 


Manufacturer 


Protectograph Overseas (The Todd Company) offered many interesting 
articles contributed by overseas representatives 

Loose Leaf Notes (Wilson-Jones Company) announced three new book- 
keeping outfits, which are available both as loose leaf and bound books 

The Du Pont Cellophane household package was featured in What 
Next? (Dennison Manufacturing Company). The company’s fastener, for 
stapling papers, was shown also 

The National (National Blank Book Company) published ‘‘When Telling 
Is Selling.’ Word-of-mouth or printed advertising sells when the topic 
is new, or an old truth is expressed anew 

Graphite (Joseph Dixon Crucible Company) showed a picture of the 
annex to the company’s office building at Jersey City, N. J. The pencil 
sales and advertising departments occupy the second floor of this four- 
story building 

Trussell ‘‘Featherweight’"” memo books were shown in The Du Pont 
Magazine (E. I. du Pont de Nemours & Company) The covers are 
*Fabrikoid."”” The same issue told of the “Sitrite’’ chair, which is 
finished in du Pont “‘Dulux.’’ 

Uniformity in inked ribbons was discussed by Typing Tips (The Miller 
Bryant-Pierce Company) Every operation is governed by formula and 
test Thus a given inking is the same now as it was last year; next year’s 
ribbon will respond the same to the typist’s touch and her machine 

Flaps and Facts (Curtis 1000 Inc.) suggested that concerns mailing 
first class matter flat, in large envelopes, print ‘First Class Mail’’ con- 
spicuously underneath the return card Often large envelopes are sent 
third class erroneously by the postal clerks 

The Woodstock Typewriter Company Foremen’s club expressed thanks 
in The Woodstock, the company’s house organ, for the efforts of the sales 
department to keep the plant operating the past year at full speed, six 
days a week This was in antithesis to many other manufacturing plants 
in varied lines, where part time operation prevailed at different times 
during 1930 

A questionnaire by It’s Said and Done (Dictaphone Sales Corporation) 
demonstrated that many readers like humor in the house organ addressed 
to them The list included individuals from company president down 
Naturally their conception was based on the type of humor which The 
Dictaphone house organ provides Cliptomaniac humor doesn’t enter It's 
Said and Done 

The Coach (published co-operatively by the Boorum & Pease Company, 
Eberhard Faber Pencil Company, ¢ Howard Hunt Pen Company and 
Sanford Manufacturing Company) advocated real American salesmanship 
at the beginning of 1931, to create business by studying the store’s mer- 
chandise from the user’s viewpoint, and then convince him of the savings 
or convenience he will secure through the use of the various items 

Art Metal Service (Art Metal Construction Company) reproduced a cer- 
tifieate received from the Direct Mail Advertising Association, Inc. This 
certified that a specimen mail advertising campaign by Art Metal had been 
selected for exhibit because of the results achieved The Art Metal 
exhibit was one of fifty outstanding campaigns from an assemblage of 
500 selected for exhibition and comment 

The mouthpiece (Dictaphone Sales Corporation) cited the collection 
experiences of a representative in the fleld. Collections were difficult, so 
he resorted to the barter methods of pioneer days From different cus- 
tomers he received lumber, wood, hay and other natural products By 
finding an outlet for these some cash came into the hands of the repre- 
sentative for transmittal to headquarters 

An amusing adaptation from one of Mark Twain’s stories was published 
in The Royal Standard (Royal Typewriter Company, Inc.) It told the 
familiar tale about Tom Sawyer and his task of whitewashing the fence 
He made the job alluring to his pals, and so thorough was the demon- 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 
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Give the Biggest 


VALUE 


for 10c 
« 5 wd 


\ /RITES a beautiful jet 

black. Widely used for 
business purposes. Highly 
favored for correct social 
correspondence. Display 
with your fine stationery 
and fountain fens 











Write for prices and sample 
lealer helps 


CHAS. M. HIGGINS 
& CO., Inc. 
271 Ninth St., Brooklyn, N. Y. 
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TYPEWRITER 
RIBBONS 


CARBON 
PAPERS 


An Opportunity 


for Stationers 


One of the functions marking a leading 
stationer is the exclusive merchandising of 
quality lines. More than a mere symbol 
of position, such arrangement is evidence 
of recognition by the manufacturer and is 
frequently an aid to greater profits. 

Bucki supreme typewriter ribbons and 
carbon paper have been sold thru dealers 
for over thirty years—always high grade, 
produced by processes developed in life- 
long study of available materials and of 
business requirements—conceded by com- 
petent authorities to be among the best 
upon the market. 

In certain cities Bucki ribbons and car- 
bons are now handled by the leading 
dealer on an exclusive basis. If you are 
interested in establishing a Carbon and 
Ribbon department, specializing in the sale 
of these products, and building a profit- 
able business, better write us; we may 
have a proposition to offer in your terri- 
tory. 


The BUCKEYE 
RIBBON & CARBON CO. 


1458-1468 East 55th Street Cleveland, Ohio 
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stration that they offered to pay him in boyhood merchandise for the right 
to swing the brush a while The Standard held that Tom would be a 
good typewriter salesman, because he rated so high on demonstration 
Dealer 

Sectional bookcases of period designs for office and home were given 
prominence in Office Topics (Baker Printing Company) 

Phunnygrams (Lester Book & Stationery Company) published infor 
mation about timely items for holiday gifts, offered at a special sale 

Graham-Chisholm Company's Stationery Suggestions included a coupon 
entitling customers making a purchase of $50.00 or over to an $11.00 
Parker ‘“‘Duofold”’ pen and pencil set 

Stationery Suggestions (A. Carlisle & Company, Upham & Rutledge, 
Inc.) offered an amazing array of Christmas suggestions A four-page 
supplement told the good news about the Conklin pen and pencil line 

A powerful cartoon adorned the first page of Stationery Suggestions 


(Springfield Office Supply Company) This showed the entrance to the 
store the night before Christmas, with a crowd jamming to get inside 
There ought to be a law against it,’’ said the legend 

The Blank Book News (Columbus Blank Book Manufacturing Com 
pany) editorialized on ‘“‘Mistakes.’’ The conclusion is lucid: ‘‘How much 


better it is to have a mistake reported by an employee rather than by a 
customer. There will be less worry, and the customer will be satisfied.’’ 
Are You ‘It'?’’’ asked Baer Facts (Baers’ of Canton) in citing the 

qualifications of those who aspire to trade with this ursine stationer. By 
setting a high standard for his customers Pap Baer naturally creates an 
exalted level for his merchandise and the personal service which goes 
with it 

“‘Have Mercy on Your Eyes,”’ said The Office Cat (The Richmond & 
tackus Company) This article showed the advantage of using machine 
ruling for accounting forms, permitting concentration without eye strain 
The soft colors used in pen ruling enable the eye to follow a specific col 
umn without strain, whether in making entries, or in analyzing accounts 

Internal 

The Y and E” News (Yawman and Erbe Manufacturing Company) 
printed a half tone reproduction of an oil painting of President Gustav 
Erbe, presented to him on his seventy-eighth birthday. Contributions from 
the home office and field provided the means by which Joseph Cummings 
Chase was retained to paint the portrait 

A contributor to The Gill-O-Gram (The J. K. Gill Company) suggested 
that store employees might take some of the store's advertising matter and 
leave it at the restaurants and stores they patronize. Someone might pick 
it up, read the advertising matter, and go to the Gill store. But little is 
risked in such an effort, and goodly results are possible 


A 
Adding—Calculating—Billing—Tabulating 
Machine Exports 


United States exports of adding, calculating, bookkeeping and billing 
machines, etc., by countries, in September, 1930. In exports under this 
classification where the machine is driven by an electric motor the valuc 
of the motor is included with the machine. Parts of adding and calculat- 
ing machines are not shown separately. They are included under a general 


classification Other machinery and parts of,’’ which is not segregated 
for publication ty the Division of Statistics, U. S. Department of 
Commerce 

Listing Typewr 

ndding bookkeeping Non-! r I r 

kkeeping billir iding rdding 
aC ne achines machir achin 
Countries N No No N 
Austria 5 10 $2 S88 
Belgium 56 3.675 
Czechoslovakia 1 $1,212 6 $2,148 152 11,879 
Denmark 6 6,576 l 634 12 2,808 
Finland l 816 20 2 400 
France 13 9.909 123 80.360 a2 2? 100 
Germany 16 15,684 10 8,242 120 8,846 
Greece ‘ 3 240 
Hungary : 14 1,210 
Iceland : 5 300 
Italy 1 1.056 9 5.065 204 19,515 
Netherlands 2 1,848 32 11,498 38 3,777 
Norway 1 1,131 2 1,259 , 102 6,433 
Poland & Danzig l boo +1 2.962 
Portugal l 781 12 945 
Kumania : Ser ; 360 
Sov. Rus. in Eur ‘ 1 150 
Spain l 1,098 2 1,842 seas 
Sweden l 1,131 l R31 162 10,560 
Switzerland ! 1,623 10 6.872 26 2.022 
U Kingdon 4 8.610 116 69.534 127 21.092 
Yugo. & Albania : ‘ 25 1,900 
Canada . 6 5,392 12 } 831 58 3,871 
B. Honduras : l 75 
Honduras 10 756 
Panama 2 125 10 1,179 
Mexico l 1,617 6 3, 283 l $22 4 2,812 
Newf. & Lab = 72 
Trin. & Tobago : 1 75 
Cuba l 120 
Virgin Islands . ) 200 
Argentina 20 3 596 51 3.824 
Bolivia ‘ 588 
Brazil 20 18,678 39 4,626 
Chile 85 7,634 
Colombia l 293 3 624 
Ecuador l 1,261 
Peru I 6 2 225 
Uruguay 6 100 
Venezuela l 684 19 1,343 
B. India 12 1,670 l 75 
China 2 2,179 : 
Java & Madura 1 1,656 5 416 
Other Neth. E. lr 
dies a 3 138 

F. Indo-China 2 150 
Japan . S », 298 
Philippine Is 1 Sil : l 143 
Australia : l 632 3 1,040 . 29 3,789 
New Zealand 1 1,096 i) 807 
Union of So. Afr 3 2,853 5 375 17 1,974 
Egypt 2 1,102 ‘ 
Madagascar , 1 36 
Morocco 12 10,078 1 273 


Total . Tl $68,449 413 $238,527 10 $2,256 726 $171,015 
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The Day That Is Coming 


Business is looking toward it estimating its po- 
tentialities, counting on it, that day when de- 
pression and fear will fall away and the world 
is cheerful again. 

isn’t 


Your ability to create business where there 


supposed to be any business is a priceless asset. 


Your sales efforts are hampered without a Quig- 
ley Catalogue, sales can be increased with our 
products and by our instant shipping service. 


Unnumbered firms are about ready to buy. 


Are you ready for Creative Selling? 


THE QUIGLEY FURN ITURE CO. 
MEMBER (hESC 


Whitesboro, ( 
ws 





New York City 
Office 


130 W. 42nd St. 
Room 414. 





1S WATURAUY 
BETTER 


















































STEEL FOLDING 
CHAIRS 


in All Finishes 
Wood or Upholstered Seats 


WARK-BEACON 


STEEL FURNITURE CO. 
1410 S. Wabash Ave. CHICAGO 
— I) 


——-- 























193 





Sherman-Manson Tu- 
bular Steel Stands, in 7 
Improved Models cost 
less today than ever 
before. 


Sign and mail the cou- 
pon below for further 
full particulars and 
prices. 








Style 22-A 
SHERMAN-MANSON MFG. CO. 


% 621-31 S. Kolmar Ave., Chicago 


Please send folder with full information regarding your new, lower prices, 


Name 





State 


_ i 


City 





aia 








1931 Should Be A Banner Year! 


Start It Right— 
Let Your First Purchase 
Be a Simplex 








MODEL “R” 
The 


University 
Special 


Can you devote two square feet of your 
space to better advantage than 
—to gain your customers’ goodwill 
and at the same time make an un- 
believable percentage of profit? 
—to reduce your returns and credits? 
You know you can’t—then why hesi- 
tate? 
Thousands are in use all over the world. 
Innumerable warm letters of recom- 
mendation have been sent us unsolicited. 
One wrote on pens alone receipts in 
twelve months were between $4,000 and 
$5,000, 
There are twenty (20) reasons why! 
Simplex users are Simplex boosters all 
over the universe. Write our service 
department today. 


Simplex Gold Stamping Press Co., Inc. 


425 Fourth Ave., New York, N. Y., U. S. A. 
Cable Address: MILDOHEIL, New York 
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lhe LooseLeat 
E. bY HOLDER 


Security for Transferred Records 





The F. B. Loose Leaf Holder presents the 
efficient and economical method of keep- 
ing transferred ledger sheets, invoice car- 
bons, order duplicates, etc., whether for 
large or small offices. F. B. is as superior 
for five hundred sheets as for five million. 
F. B. is adjustable to size of records and 
distance of centers. Its capacity can be 
regulated by interchangeable posts. Re- 
tails at $3.50 per dozen sets F.O.B. New 
York. Ask for samples. 


The F. B. Mfg. Co. 


1228 Intervale Ave... New York 
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TRINER AIR MAIL SCALE 


Selected on Competitive Bids by U. S. 
Post Office Department Using 
30,000 No. 9 Scales 





EQUIPPING THE 
SERVICE WITH THIS 
SCALE IS THE GOVERNMENT’S 
MARK OF APPROVAL AND JUDGMENT 


It is entirely built of steel, with a brass beam and poise 
Each half ounce is clearly cut in beam with deep “V"’ shape 
notch—attaining easy and accurate weight. 

Price moderate for FAST SELLING. Write your Jobber for 
Triner No. 9 Air Mail Scale. 


TRINER SCALE & MFG. CO. 


2714 W. 21st Street Chicago, III. 


We also manufacture Parcel Post and Mail 
Automatic Scales used by the Post Office Service 
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WITH THE BANK BUSINESS 


Banks don’t change their supply sources without 
good reason but if you can show them a positive 
advance in the quality of some common item at no 
additional cost, you have a good chance to get in 
with other products as well. 

CERTIFIED Adding Machine Rolls offer better 
service. They are slit accurately, full length, lint- 
less, smooth, tough paper. Write for samples and 


prices, 


U.S. LACE PAPER WORKS, INC. 


163 Union Ave. Brooklyn, N. Y 





TRADE MARK REG. U. 8. PAT. OFI 


ADDING MACHINE ROLLS 





Polytype 


SIGN PRINTER 





A word or two with each impression 


Every Stationer can profitably handle the Polytype sign printing out 
fit, whether or not he regularly carries rubber 
stamp goods. Useful in retail stores, 
real estate offices, restaurants, schools, 
churches, clubs, newspaper offices, etc. 


Single characters or letters, or complete 
words or phrases are easily and clearly 
printed. Fhe letters are one inch high 
and, by means of the Polytype aligning 
rubber and loc king stick, can be grouped 
in words or phrases up to eight inches 
in length, thus printing a complete sign 
in one or two impressions, neatly and in 
perfect alignment. For window and 
counter display signs, Polytype offers a 
method superior to that of outfits hitherto 
introduced. Order one today; demon- 
stration will sell many others. Lilus- 
trated folder and price on request. 


HANS H. HELLESOE 


2444 Ainslie Street, CHICAGO 
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Listing- Typewriter, 
ndding bookkeeping Non - listing 
bookkeeping billing addin 
‘ nes machines machine 
‘ n N N N N 
Shipments from the United States to: 
Hawaii 2 $2,849 
Porto Rico 2 1,962 
Card 
punching, sorting 
Calculating and tabulating 
hine machines 
Count ri« N N 
Austria 
Belgiun 64 $8,740 2 $750 
Czechoslovakia 12 1,685 
Denmark 44 5,400 
Finland l 3,112 2 § 000 
France 20 4,930 ‘4 7,757 
Germany ; 640 is 14,496 
Creece ll 1,026 . 
Italy ; 5,950 
Netherlands l 275 2 2,000 
Norway 1 1,600 
Portugal Ss 1,825 
Soviet Russia in Europe S 2,403 
Spain 2 770 
Sweden i 98 Ci 
Switzerland 18 5,178 2 2,000 
United Kingdom ; 76 28,888 
Yugoslavia & Albania ) 945 
Canada 11 $535 18 0 
Costa Rica 13 3,230 
Guatemala ; 382 
Panama 6 800 
Salvador ; 391 
Mexico 17 5,545 
Newfoundland & Labrador l 225 
Trinidad & Tobago l 195 
Cuba l 300 
Haiti, Republic of sees « 
Argentina : , ; 1,182 5 2 800 
Bri azil cece . l 4100 
Chile ° 
Colombia 
Ecuador ; , j 305 
BOSD cccccce : l 180 
Uruguay l 195 6 2,312 
British India 2 365 
China . . 18 4,198 
Java & Madura 6 300 
Other Netherland East Indies 8 990 
Japan : 6 1,322 11 27 ,O2¢ 
Philippine Islands l 200 
New Zealand ; 
Union of South Africa ) 925 
Egypt oeeee , 13 1,265 
Total ...... ésen $20 «$95,645 153 $76,341 


Shipments from the United States to: 
Hawaii . 6 $1,300 
Porto Rico . ; SRR 


Metal Office Furniture Exports 


List 


her 


ng 


ncluding used 
and rebuilt 


No 


United States exports of metal furniture by countries during 
ber, 1930. By the Division of Statistics, Department of Commerc 
Safes and B ank and 
cabinets, Other 
fire de offi_e¢ 
and vaults furn 
burglar and ture 
I ng ca proof equiy and fix 
Countries N No ment ures 
Austria 7 $109 
Belgiun : 131 $3694 5 $516 306 
Bulgaria 2 204 
Czechoslovakia 180 6,904 27 
Denmark 104 1.184 l 105 320 
Estonia ) s2o 
Finland : 11 649 9 
France . oY 2,293 l 10) 5,333 
Germany ; 21 oe sas 79 
Greece 13 457 l 120 : 
Hungary : 151 
Iceland baie 65 
Italy } 110 70 
Netherlands oe 182 9,983 % 514 721 
Norway 15 895 13 880 125 
Poland & Danzig 6 210 ‘ 
Portugal : 26 1,078 2 785 3 
Rumania , 8 361 
Spain ‘ 369 13,328 102 
Sweden 149 7,792 799 
Switzerland 21 434 107 
United Kingdon 612 21,791 22 1,409 5,468 
Yugo. & Albania 24 948 . 54 
Canada 314 9,727 134 5,289 $4,142 13,049 
British Honduras... l 13 33 
Costa Rica 2 SS bs) 237 28 
Guatemala , ; 215 l 112 1,362 122 
Honduras , 180 ».109 21 1,083 315 
Nicaragua 6 191 602 
Panama .... 27 944 l 63 166 
Salvador : 22 692 1 180 180 
Mexico ‘ 183 19,348 37 2.559 100 10,092 
Newf. & Labrador 7 421 
Bermudas ; i 151 18 
Barbados 3 151 ° ‘ 
Jamaica . ; 13 550 ll 36 50 
Trin. & Tobago..... 2 70 60 


Other B. W. Indies.. 
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THIS ATTRACTIVE ASSORTMENT IS YOURS 
for the asking 

This assortment of Coit’s Ball Bearing Lettering Pens will 
be sent for thirty days’ sales trial—for the asking. You can 
then see for yourself how quickly these useful lettering pens 
sell. But don’t delay; write today. 
THE BRIDGEPORT PEN 
239 John Street 


COMPANY 


Bridgeport, Conn. 
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To Maintain Good Will i= 


NY desk that is at all presentable might ||| 

be sold—once. But how about repeat ||) 
sales, and sales to those with whom the first 1 
[| buyer comes in contact? Word of mouth is 
far reaching. It travels fast. That’s why it 
pays to have satisfied customers. It means 
business from unlooked for sources. So—in ; 
considering a line of desks, make sure of 
this after effect. Make sure that it will be 
favorable. You can make sure by selling the 
line that hits the mark, 
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All your customers 
can use 


Moore Push-Pins 


Glass Heads, Steel Points, 2 Sizes 














on >: . 
lo Pin Up 

Photographs, posters, pen- 
nants, maps, charts, draw- 
ings, draperies, curtains, 
ec. and 


To Fasten Up 

Small pictures, calendars 
and many light weight ar- 
ticles without marring 
wall paper or plaster. 


Small Style “G” As- 
sortment of 48 10¢ 
window front packets 
always attracts attention 
and makes sales. Order 
one or more from your 


jobber. 








_= 7 


MOORE PUSH-PIN COMPANY, 
Wayne Junction Philadelphia, Pa. 


manufacturers of Moore Push-less 
hang up framed pictures. 


Also 
Hangers, to 




















The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





SPECIMEN IMPRESSION LEVER SEALS 


a i 


Self - Inking Numbering 
Rubber Stamps Machines 


POCKET SEALS 


u 


ooke 
Rotary Dater 








Ne 


METAL CHECKS 





NAME PLATES 





MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 28 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 











iD 
Countries No 
Cuba 
Dom. Republic 
Neth. W. Indies 
Haiti, Rep. of 


Argentina 
Bolivia 

Brazil 

Chile 

Colombia 
Ecuador 

B. Guiana 
Peru 

Uruguay 
Venezuela 

B. India 

B. Malaya 
Ceylon 

China ‘ 

Java & Madura 
F. Indo-China 
Hong Kong 
Japan 
Palestine 
Philippine 
Siam 
Syria 
Australia 
F. Oceania 
New Zealand 
Ethiopia 
Belgian Congo 


Islands 


B. E. Africa 

Union of So. Aft 

Other B. S. Africa 

Gold Coast 

Egypt 

Alg. & Tunisia 

Morocco 

Other P. Africa 

Canary Islands 
Total 


Shipments from the 


Hawaii 


Porto Rico 





Safes and 


128 $4,333 27 
99 3,500 8 


OFFICE 


cabinets, 
fire 
and 
burglar 
ling cases proof 
No 
196 6,575 2 198 
2 200 
33 1,190 1 91 
18 2,093 Ss S74 
394 12,974 2 249 
t 324 , 
188 6,566 3 635 
125 3,980 . 
76 5,081 20 1.699 
18 636 
3 148 ; 750 
42 1,523 l 207 
264 3,536 5 156 
97 3,446 
23 740 
12 413 
14 1,885 
279 6,815 2 202 
8 199 
37 918 
28 900 
159 1,070 39 5510 
6 341 
; 116 
l 66 
l 15 
24 1,217 
+1 1,093 1 85 
ll 282 
a 2555 
209 5.760 
1S 361 
103 2 368 
12 1,956 
3 141 
523 $184,881 361 $24,470 


$446 
232 


sa 
de 
va 
a 
eq 
" 


Bank and 


fety 


posit 
I 


ults 
nd 
iy 

ent 


140 


32,500 


740 


1,171 


United States to: 


314 
60 


APPLIANCES 
Other 
ffice 
furn Onhe 
ture metal 
and fix furn 
tures ture 
so 
t58 1,853 
18 
1,740 8,792 
180 
13,132 868 
6.511 3,718 
1507 1.018 
62 415 
328 
105 70 
76 226 
7 , 568 
924 
125 
88 176 
27 198 
17 
160 &) 
0 231 
R55 4573 
891 
210 35 
629 
tt) 2,173 
140 
69 
2,455 560 
13 
25 118 
194 60 
$73,783 $93,265 


Ribbons and Carbons Exports 


United States exports of carbon paper, typewriter ribbons, 
index cards and other office forms in October, 19 
Statistics, United States Department of Commerce: 


Countries 


Austria 
Belgium 
Czechoslovakia 
Denmark 
Estonia 

Finland 

France 
Germany 
Creece 

Iceland 

Irish Free Stcte 
Italy 

Latvia 
Netherlands 
Norway 
Rumania 

Spain 

Sweden 
Switzerland 
United Kingdom 
Canada 

British Hondurss 
Costa Rica 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 
Mexico 


Newfoundland and L 
Bermudas 

Barbados 

Jamaica 

Trinidad and Tobago 


Cuba 


Dominican Republic 


Netherland West Indies 


Haiti, Republic of 
Argentina ; 
Brazil 
Chile 


Colombia 
Ecuador 
Surinam 

Peru 

Uruguay 
Venezuela 
British India 
British Malaya 
Ceylon 

China , 
Java and Madura. 


brodot 97 


Filing 
folders, index 
ecards and 
other office 
forms 


$17 
288 
299 


am 


325 


145 


30 


Carbon 


paper 


Pounds 


18,7 
9 


189 


66 
340 


mre 


684 
659 


794 


199 


228 
157 
358 
124 


917 
392 


$1 


' 


m= to 


By 


488 
145 
378 

58 

"848 


955 


$2.453 $7,022 
1,35 5 


filing folders, 


the Division of 


Typewriter 
ribbons 
en 
71 $135 
61 1,72 
208 611 
03 523 
60 105 
§26 1,56 
233 74 
146 617 
28 67 
IAS 1.0906 
175 448 
212 474 
17 81 
3,252 9.507 
1,532 $503 
a) 164 
40) 126 
11 53 
23 109 
2 42 
2Rt 940 
$7 157 
2 10 
” i2 
14 18 
S74 2,372 
M4 27 
b 47 
793 2,158 
326 1,252 
55 1,457 
393 1,024 
135 430 
254 977 
246 S78 
S6 395 
635 1,731 
6 12 
ur) 77 
108 406 
142 382 
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Mone y 
Saving 
Features 





CROWN PRODUCTS, for more than a 
quarter century, have been making ‘‘Good 
Impressions”’ and afford: 






}/e STORAG: 
Collapsihl FILE 


1: Exceptional durability. No waste of space. One of the 90 stock sizes 
2: Excellent opportunity for energetic and fits exactly the transferred matter. Smooth 
capable distributors. surfaces inside and out. No projections nor 
anything to impede filing or finding. Sag- 
proof, Tutiepoool and moisture resisting; 
light in weight and unusually durable 
Dropping the lid locks it automatically, which 
prevents spilling. 
Show QUIK-LOKS in your display—feature 
the low cost and extra conveniences. A ware- 
house with complete stock of all sizes is 
located near you. Write for literature and 











3: A large percentage of repeat orders. 


They are backed by nearly thirty years 
of manufacturing experience. Samples 
and exclusive sales proposition upon 
request. 


| Crown Ribbon & Carbon Mfg. Co. | 








le ee ee 


| Rochester, N. Y. | discounts. 
| Br es | THE KAY-DEE COMPANY 
3644-3664 S. 36th St. Lincoln, Nebr. 



























SALES LETTERS Feature the clear, lasting impressions 
Need the Support o 
SALES LETTERHEADS | | WICTORYSTAMPPADS 


Your trade will appreciate the extra quality in 
Victory Stamp Pads. Made of high grade, long 


Your letterhead frequently is all that wearing materials, inks of brilliant hue and fast 
your prospective customer sees or knows — Six sizes, from 2 x 334 inches to 4x9 
inches. 


of your business. In appearance, it ought 
to be on a par with your best dressed 
salesman. 


In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 


Le PAT OOF. 


TAM P_ PAD] 


your business; should suggest the prin- 
ciples of action which have directed the 


progress. 





We make good letterheads. We can 





make one that will represent you worth- 


ily, every business day of the year. If 





you are interested, we should like to ask YOUR OWN BRAND 

> Herine 1eChi ” can be used to play up your rubber stamp depart- 
you some pertinent questions and make ment and to ed caine Cal All ene 
some valuable recommendations. items can be put up under your imprint. Our 


price-list (sent on request) includes many sta- 
tionery items: 
STAMP PADS INKS MUCILAGE 
PASTE SEALING WAX 


A i Embossing C 
Cea dca | Peether Ink sad cteme fee: ae 
a eecta | 55-57 EAST PARK ST. NEWARK, NEW JERSEY 
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Are Easier 
to Get 


ROFITS always 

come easier on items 
of outstanding merit 
and value to your cus- 
tomers 

If you want real sales 
turn-over, real profits— 
stock the Sanymetal 
Steel Costumer 

Compare Sanymetal 
Steel Costumers their 
strength, finish, rigidity, 
balance and even their 
price—with wood cos- 
tumers You'll find 
them more durable, 
more economical, more 
attractive 

It's their extra serv- 
iceability and attractive 
modern design and fn- 
ishes that make Sany- 
metal Costumers so 
popular in up-to-date 
offices 

Make sure of your 
share of costumer prot- 
its. Write for the Sany 
metal folder today 


THE SANYMETAL PRODUCTS ; 
COMPANY 


1695 Urbana Rd Cleveland, Ohio 





<3: 


ional COSTUMER 


Profits -:-:.-:: 






OFFICE APPLIANCES 








‘= 
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IN BUSINESS, one’s office 
should come first 


In business, the fice | the center from which all activities radiaté 

sequentiy it should come in for first consideration Equipment should 
r both efficiency and comfort Present day methods require that office 
equipment be not niy practical but attractive A well furnished office 

f decided benefit to office morale and inspires confidence of outsiders 











Sainberg has given considerable study to the subject and made available t 
the trade the finding in a booklet, teautifying the Office sent free 


n request 


Sainberg & Company, Inc. 
Manufacturer of Desk Pads and Office Accessories 


37-43 W. 26th Street New York 














The use of 
Genuine Woods in Manufacture 
is a strong advantage in selling 


ORPIN 
200 GRADE 


Genuine is a simple word; practically everyone understands 
it. Amn article of furniture constructed of combination woods 
and finished to simulate something else is not nearly so de- 
sirable as “genuine mahogany”—‘“genuine walnut.” 

There are so many degrees of quality in substitutions that the 
actual worth of such a product is difficult to establish. With 
the genuine, it is not so. The word is a pledge of value and 
it makes the Orpin 200 Grade outstanding. Metal knobs or 
wood pulls are regular equipment There is all over harmony 
of design. The delivered price compares favorably. 

These are powerful advantages. Why not check up our 
complete proposition. Let us send catalog and particulars 


ORPIN DESK COMPANY 


121 MEDFORD ST.--- CHARLESTOWN, MASS. 




















There is a 





difference po 3 





in filing 


supplies 








Filing supplies prove it 


Compare Gussco filing supplies piece by piece—folders, guides, 
cards, etc. Test the quality of material and workmanship. 
Notice how complete the Gussco line is. And then compare 
Gussco prices. 


You will realize why an ever growing number of dealers find 
the Gussco line of filing supplies is the line for real profits. 


Samples and catalog will be sent to any dealer who will make 
this test. Just drop us a note and say “show me.” We will! 


GUIDE SYSTEM & SUPPLY CO. 


“The House That Sticks to the Trade”’ 
335 CANAL STREET NEW YORK, N. Y. 
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I ng 
i ndex 
is at Carbon Typewrit 
er office paper ribbon 
Coun I Pounds Dozet 

French Indo-China 182 
Hong Kong jaun 155 115 130 ; 133 
Japan 411 9,945 5,349 74 941 
Philippine Islands 1,085 1,032 676 22 69 
Siam 146 10 26 
Turkey s0 2 090 $595 
Australia 183 9,262 >, 237 1,353 3,247 
British Oceania 79 . 
French Oceania 2 
New Zealand 12 1,507 1,665 702 1.977 
Belgian Congo . ; 22 140 108 100 235 
British East Africa 132 34 104 
Union of South Africa 1,521 916 72 244 
Egypt awe 13 103 
BEGOR: ccncesece OS 
Other Portuguese Africa 32 26 24 2 S 

$47,368 85,912 $62,943 17,634 $49,051 

Shipments from the United States to: 
Hawaii $32,558 548 $595 So $125 
Porto Rico 6,003 1,220 775 121 252 
Writing Instrument Exports 
United States exports of writing instruments during September, 1930 
By the Division of Statistics, United States Department of Commerce 
Re able 
pen ar Metallic pens, 
l Other pen except gold Fountain pens 
Countr:¢ leads D Gross Dozen 

Austria i. | 136 $2,206 
Belgiun o6 ; 128 
Czechoslovakia 56 161 2.448 
Denmark 1,467 1,464 $296 re) 19,089 
France 9,799 13,172 1,029 12 3,731 
Germany 29 672 174 1,280 $640 BL 3,128 
Creece SS . 
Hungary LS 15 343 
Iceland x0 152 
Italy 217 0 27 5 772 
Netherlands 3. 306 240 0 233 2,181 
Norway 240 92 64 22 
Poland & Danzig 307 l 19 
Portugal i 6 174 
Rumania 2,257 270 6,597 
Spain se 119 68 1,746 
Sweden .. 21 108 101 108 437 
Switzerland 262 180 151 . lll 331 
United Kingdon 22,624 18,706 1.563 51,974 24,957 3,082 40,188 
Yugoslavia and 

Albania 109 14 286 
Canada 8,159 129,807 24,353 62 29 114 391 
British Honduras 108 26 3 j 28 
Costa Rica : 118 32 3 83 238 
Guatemala a1 2,734 S01 s 132 
Honduras 1,764 129 6 : 
Nicaragua 87 1,740 237 30 29 saa 
Panama 28 3,921 1,023 1,238 747 193 
Salvador 9 3.010 72 25 15 36 47 
Mexico 3.337 56,530 6,170 620 396 610 8 820 
Newfoundland and 

Labrador : 102 1,768 211 25 25 10 148 
Bermudas , , 939 96 10 22 i 129 
Jamaica , 83 1,757 P30 59 4 
Trinidad and T 

bago . 1,014 235 ‘ 6 21 
Cuba . 403 41,921 1,941 503 B35 171 2 066 
Dominican Rep 6 672 76 25 1% ; 130 
Netherland West 

Indies : . 17 168 65 25 165 
French W. Indies 6 8 36 
Haiti, Republic of 21 1,104 373 2 99 
Argentina os 2 aee 237 1,626 204 6 621 
PE taé¢ean 68 ‘ 9 S4 
. ; 559 1,845 279 415 1.993 
Chile ‘ - 2,170 51,110 052 2,813 2,382 14 5,075 
Colombia 647 1,470 27 2 2 27 1,134 
Ecuador . 146 5,964 612 194 783 
British Guiana ° 146 $65 16 100 23 l 55 
Surinam ... 10 2 52 
Peru : 1lS)=6.12,878 1,489 238 146 13 328 
Uruguay . 4 ; 77 
Venezuela : 177 5 926 627 300 172 134 23 
British India 1,706 833 10,964 
British Malaya , 34 740 131 12 1,256 
Ceylon : a8 ) 190 
China : 1,287 15,288 7 1,500 1013 1,587 >. 792 
Java and Madura 1,626 302 10,396 
Other Netherland 

East Indies : 7 23 230 
Hong Kong 14 6.222 1.310 172 1,003 
Japan . 4 1,168 1,866 2 82 
Philippine Islands S11 8.394 1,957 1,254 o4 263 2,283 
Siam aan 37 1,200 253 O8 1.045 
Syria . 9 se 
Australia , ~ 8,590 25,065 2,722 189 4,152 
French Oceania... 14 13 32 
New Zealand . S64 527 189 36 1,169 
Belgian Congo a 205 18 168 
British East Africa 154 70 200 
Union of So. Africa 2,401 183 186 100 9 77 937 
Other British So 

Africa : 91 348 101 2 114 
Mozambique 12 ~ 

Total . $77,919 429,451 $71,7 62,520 $32,080 12,190 $154,765 

Shipments from the United States to: 

Hawai . $426 41,204 $8,347 161 $160 79 $1,848 
Porto Ric ; 245 30,196 2,785 175 82 394 1,940 
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A PRACTICAL NEW YEAR’S PRESENT! 














Your Customer Will Want to Give His 
Desk the Time and Worry-Saving— 


| eee 


DI RIBUTOR 


ByVERY SALE means a good profit. Every sale 
| means a pleased customer, with whom desk- 
_chaos changes to desk-order. 


Keeps papers near at hand but uncrumpled and 

neatly segregated. Eight to twelve times the ca- 
pacity of trays for the same desk space. Made in 
four sizes. 


| “Order Out of Chaos” 
Stanley R. Bristow West Orange, N. J. 











7692-2 
SWIVEL TO MATCH 
7692-6 
CROCKER CHAIR COMPANY 
SHEBOYGAN, WISCONSIN 


CHICAGO NEW YORK OAKLAND 

















OFFICE APPLIANCES 








and Cases = PROFITS 








Your Ink+These Cards 








Wiggins Patent Scored Cards printed in Printers everywhere are averaging a so 
your shop and put up in neat Wearwell _ per cent profit on these cards and cases. 
Lever Binder Cases will prove big money You can get started at once towards this 
makers for you. big extra profit. Send for one of our three 





Filling an already established demand sample orders today! 


they practically sell on sight. Protected 
by Wearwell Cases, Wiggins Cards are WIGGINS 


always fresh and clean and detach from 


Stubs of cardsheld firm- nah wel ight edge. There Peerless 
pw Ba te ae ip case with a smooth, straight edge. There CARDS 


is, therefore, no waste from spoilage. 




















Trial Assortment Order Special 
Price 
No. 1 200 cards, 2 styles, and 2 Cases, 2styles, $1.00 THE JOHN B. WIGGINS Co. 
No. 2—1200 4 * gs“ 4 5.00 1157 Fullerton Ave. CHICAGO 705 Peoples Gas Bldg. 


Moe ern Now dine om this Advertisement © Wiggins Patent Scored Cards + Wearwell Lever Binder Cases 


Order Now direct from this Advertisement 
,——— EE Ee Ee ee | 


Sell Modern Lighting 


| SILVERGLO lamps are up to 


a 




















Letter Trays the minute in design and in light- 
ingeffects. New models for 
changing trends are I eing devel- 

Letter Baskets oped constantly. The dealer who 
sells SILVERGLO is in a post- 
Waste Baskets - tion to meet satisfactorily all 
desk lamp requirements for 
offices, banks and public buildings. 

Mail Baskets Cr m ple te information on request 
if left: No. 47— Toile de Joie Shade, Hex- 
agonal 18 nehes height 31 inches ase 


Filing Hooks wqhe Le 
SILVERGLO LAMPS, Inc. 


300 East Federal Street 



































No. 62 Letter T 
eo “ BALTIMORE, MD. 
Worcester Wire Novelty Co., Inc. “Modern Genii of the Lamp”’ 
540 Hearst Tower Bldg., 
mpgpte Soca "YOUR QUESTIONS) 
Baskets and ANSWERED FREE | 
Trays retinned i rthaniiparemeneagesiieonitinjetrsimiitas ee 
after making. Subscribers to Office Appliances have free 
access to a competent service bureau which 
All Trays come is prepared to answer almost any question 
‘th bb relative to office equipment. 
wit 
__ -" A considerable number of our readers have 
feet attached. found that this service in itself is worth 
many times the subscription price. 
Write Ea ssesessisssiiiaiameessseniinenininiatnnntianaiiieail 
for Catalogue The Office Appliance Company, 417 South | 
Dearborn Street, Chicago, U.S. A. :: 2:23 | 
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INCREASED SALES & PROFITS IN RIBBONS & CARBONS 


Expand your ribbon and carbon business with 
meritorious products at small investment. 

A business built with TYBON RIBBONS 
and CARBONS is built 
on the solid foun- 
dation of quality. 








Our latest booklet, “YOUR OPPORTUNITY,” shows the way. 
Send for a copy and our new special offer NOW. 
“HIGH QUALITY” 

TYPEWRITER RIBBONS AND CARBON PAPERS 

TYBON CORPORATION 


1026 FILBERT STREET PHILADELPHIA, PA. 
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SIMONSON 


For Vertical Letter Files, Ledger 
Check Files, Are 








NONE GENUINE UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 


Roger A. Simonson & Co. Manufacturers 122S. Michigan Ave., Chicago 







PATENTED 

METAL TIP C3U IDES 
Posting Trays, Card Systems and 
Indestructible 








Send for Free Sample and 
a Eee Discount 








Othello Stabilo 


eg Golden Swan 
asino 

Van Guard Fortuna 
Notabene Flora 

Valuta Tiger 


SWAN PENCIL CO., 


221 Fourth Avenue 
New York, N. Y. 


STURGIS 


POSTURE CHAIRS 


Speedy adjustments. 
Genuine Leather 


and DuPont Duco 


Sold exclusively through Office 
Furniture Dealers 





Sturgis Posture Chair Co. 
STURGIS, MICH. 














NEW! 


Different! 


Remarkable Office Offset 
LITHOGRAPHIC MACHINE 
QUICKER— BETTER— CHEAPER 


For erty reproduction purpose 


Shed er, typewriting, photos, halftone prints 
enla a oF reduced and without screen distortion, 
blue pri nts, line, wash and crayon drawings, trac 
ngs, ske tches anything—and in - simile—NO 
engravings NO stencils NO gelat NO elec 
t NO stereos NO type to pr nt fom NO 
lox k up NO make-ready NO ~ psheeting NO 


Ww efu 11 outlay aut omati . at speeds varying from 
2 400 o 6,000 an he ——— any ordinary clerk 


WRITE TODAY FOR PARTICULARS 
this REINER’S ROTAPRINT, Inc. 


E10—One Park Ave., New York 





Leok Into 











DIEBOLD 


For seventy years synonymous with 
safety and protection. There are Diebold 
Safes and Cashgard Chests for every busi- 
ness. They are made with the same care 
and precision as Diebold Vaults and Vault 
Doors for Banks. The Diebold Line is 
nationally advertised, complete and 
profitable. 


DIEBOLD SAFE AND LOCK COMPANY 
Canton, Ohio 
Seventy Years of Bank Service 





LISTO Choice of a Million Users 
.. The Friendly BUSINESS PENCIL 
for Every Pocket—for Every Desk 


N the Listo exclusive center-turn with the locked-in mech- 

anism—here is perfect balance. Its slender, aristocratic 
barrel of non-metallic material, such as fine fountain pens are 
made of, gives—light weight. The “‘easy-grip”’ of its knurled 
lower barrel com . ol positive assurance of the ut- 
most comfort and relaxation—greater writing ease PRICED 
than can be obtained in any other mechanical fencil. LOWAT 
Made in a variety of colors and color combinations. 50c 
Leads all colors. Address Dept. G. 


LISTO PENCIL CORPORATION 


ALAMEDA, CALIFORNIA 


Eastern Distributor: C. P. Willems, 202 S. State St., 
Chicago, Ill. 


EASY-GRIP - - - - CENTER-TURN 


‘*Steel-Strong”’ 
The Quality Line of Coin Handling Supplies. 


4 Styles Coin Wrappers 
2 Styles Bill Straps 
Coin Bags -Coin Storage Trays 


Coin Bag Seals - Seal Presses 
Manual Coin Counters 
Currency Racks — Tellers Moisteners 
Handy Wrapper Cabinets 





Nationall eo Leading Bank Journals. 
iy heel dealers 
Write for Gatclines Salesman’s Sample Case 





The C. L. Downey Co., 943 Clark St., Cincinnati, 0. 
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& TB BIANKS 2 


THE STEEL ENGRAVED BLANKS FOR BONDS OND STOCK ( \ 
CERTIFICATES AND ALL PAPERS OF VALUE G ¥ 


KINN BROTHERS BANK NOTE ENGRAVERS 
205-209 WEST 19TH STREET NEWYOR 





. SOLO | 
SELF INKING 


SAD ee me 
Serer naeue sss 8 8 


STAMP PAS 


TO RE-INK URN PAD UPS my DOWN INT 
POUR ONLY evel le INK ON FELT 










commend SOL oO ood perfect peer stamp impressions at 
a4 times Cann become floode insures ‘first- class service 
from rubber stamps under any —. »spher onditions, Not 
a felt pad the secret is in the self-ink ng ‘saben 
PEERLESS CARBON & RIBBON MFG. CO. 
476-478 Broome Street, N. Y,. 


enn ee A EE ERE 


éé 99 Non-Inflammable 
N U T YPE TYPEWRITER 
TYPE CLEANSER 








No brush or cloth requirec Just apply dauber and type are clean. 
Dries instar ntly Dealers se i *‘Nutype."’ 50c and $1.00 sizes. Unusual 
liberal discount on small orders. Every bottle guaranteed against 
evaporation 





Build yourself a repeat business with “NUTYPE.” We 
will imprint your name on the labels in orders of one gross + 
or more if desired 





Walter G. Gies 
Company 


3 Commerce St. 
BALTIMORE 
MARYLAND 











See we aiee teenie Se eee, 


a COLLINS 


' AIL One 


INK ERADICATOR 
REMOVES —_ 


Retails for 
25 Cents 
Large Profit 


COLLINS 
ALL IN ONE 


INK 
2 ERADICATOR 


ONE HALF GROSS OR MORE IMPRINTED FREE OF CHARGE 
Attractive Display Card With Each Order 
Send for Free Sample and Prices 
Order From Your Jobber or From 


H. H. COLLINS INK ERADICATOR CO. 
1325 CRAND STREET HOBOKEN, N. J., U. S. A. 


Shiny 
es 





AND 


i 
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Have You 


a Friend —or business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with 

our compliments. 


THE OFFICE APPLIANCE COMPANY 
417 S. DEARBORN STREET, CHICAGO, U. S. A. 











5,000 Staples in 
(1) Loading | 


TO wobbly tin gadget, 
this Eveready Stapler. 
No, sir! It's built to | 

work right, and finished 
to do credit to any desk. 
Makes its own staples 
cannot clog or jam. In 
attractive enamel Olive 
Green finish. 


“The Result of Long 
Experience and Knowl- 
edge of Requirements’ 


EVEREADY MFG. CO. of BOSTON | 


34 Southbridge Street, Worcester, Mass. 
GENERAL SALES OFFICE: 50 Church Street, New York, N. Y. 





MODEL A 











te 
——— 


NEW AUTOMATIC PENCILS 
One a Combination Pencil 
(Beautiful Colors) and Letter Opener 


Pens — Penholders — Steel Ink Erasers 


MILLER BROS. PEN CO. 


305 Broadway, NEW YORK CITY MERIDEN, CONN, 
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RIBBONS 


Dealers 


Sansom at Tenth Street 


U. S. TYPEWRITER RIBBON MEG. CoO. 





ESTABLISHED 1895 


Inquiries Solicited 


CARBONS 


Philadelphia, Penna. 











XTRA—VJust out! 


NEW WHOLESALE CATALOG 
AND REFERENCE BOOK No. 700 


24 pages full of information. . . . Information and Prices 
on all makes of Typewriters, A Machines, Calculating 


dding 
Machines, Duplicating-Addressing-Folding Machines, ete 
Write, Phone or Wire for your copy today! 


JELIABLE 


Typewriter & Adding Machine Corp. 
‘All That the Name Implies" 
303 W. Monroe Street, Chicago, III. 














OE <<. -. e 


4 


mn 


TIP TOP 
TRADE-MARK 


3 sizes 


‘LOOK 


FOR THE 









—the guide to qual- ©), 


ity in paper clips 


NO. 0 
: Precision made 7] 
brass or nickel finish. bb 
aan NO.1 4% y 
Your obber » 
or direct from 4 
factory. ) * 
g 
NO. 2 
THE TIP TOP MFG. CO., Inc., Syracuse, N. Y. 





ae we Brown "Bres.. Ltd., Toronto 








Sell This 


A bathroom or health scale 


that can be sold for $12. At- 
tractive, with appealing 
lines. Colors:  six-spring 


mechanism—250 Ibs. capac- 
ity. This scale cannot tip. 
Write for prices on this 
7 popular item. 


Hanson Scale Co. 


525 N. Ada St., Chicago 














Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 





GARDNER’S HOT 
GOLD LETTERING 
MACHINES 








Write for Samples and 
Prices 


P. A. GARDNER 
LEATHER WORKS 


709 Pine St. St. Louis, Mo. 








Lo") S #.\ ARO LAS) 





STOP evertastinc NOISE 





Made for L. C. Smith, Remington, Royal and Underwood 
typewriters. 

When ordering state make of machine. 

Saves repair calls, does away with desk drumming, makes 
typewriter more quiet and snappy 

The typewriter is quickly and automatically attached and 
as quickly removed, without aoe from the desk. 

Sold at all offices of The L. C. Smith & Corona Typewriters, 
Inc. Ask for trial. 

Dealers write for liberal proposition. 


Smith Noise & Shock Eliminator 
303 Kellogg Street Syracuse, N. Y. 




















WHY 


USE OLD FASHIONED PRODUCTS? 
PROGRESS WITH PROGRESS 


SELL ap A 
say 


O.K.A,. 
An unbeatable combination. Cleans type- 
writer type like magic. Adds a sure grip to the 
a rubber roller. No muss—no fuss—no mess. 


O. K. A. COMPANY 


1155 Mission Street San Francisco, Calif. 


DEALERS 


Write for our 
special discount 
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BALTIMORE INDEX MFG. CO. 


(Specialists in Metal Tab Guides) 
AN ASSORTMENT OF FIVE COLORS 


BLUE - ORANGE - GREEN 


Your Name Can be Stamped in the Metal Tab 


RED BLACK 


WRITE FOR 


PARTICULARS 


@ Full cabinet line 
(2) Wide price range 
@) Variety of finishes 
@) Known toconsumers 
() Small dealer stock 
6) Good profit margin 


LYON 
OFFERS— 


For complete information write 


Lyon Metal Products, Incorporated 
Aurora, Illinois 


LYON 


| STEEL CABINETS 

















112-114 S. Calvert St., 


Baltimore, Md. 











we pa P slice _ s 
|AT LAST! THE PERFECT 

—- —— STAMP PAD 
Ink dries immedi- 
ately on paper, 
but pad remains 
moist indefinitely 
The only pad | 


suited for use in | 
tropical countries. | 








| —<z —— —————— 


DRI-AWZT 
STAs 


lint tty ee Rubber Stamp Ink 
Daters 
Numberers 
Rubber Type 


Toy Printers 


‘FULTON SPECIALTY COMPANY 

















| ELIZABETH, N. J. 











LOOSE LEAF AND CARD FILING INDEXES 


INDEX TABS AND TABBING 
Celluloid, Leather or Vellum 


CARD INDEX GUIDES 
9) Plain, Printed or Celluloid Tabs. 


1 FILE GUIDES and FOLDERS 


Metal Tip, Plain or Celluloid Tabs. 
\|. t 
il. 
j ] 


G. J. AIGNER CO. 


LOOSE LEAF SPECIALTIES 
Stock and to Order. 


Manufacturers of 


LOOSE LEAF SUPPLIES 
503 S. Jefferson, Chicago. 











2525 


YPEWRITERS. 


ROUGH and REBUILT 


Adding—Calculating—Bookkeeping Machines 
Large Stocks—Prompt Shipments 
COMPARE OUR PRICES 


Send for our latest price list 


ORSE TYPEWRITER CO. 


305 Canal Street, New York, U.S. A. 


Cable—*Morsetypco”’ 
Coe eee oe oo 252525 2525e25e5 





The Vis-A-Memo 
Desk Pad 





every one at 
a desk a user 
—face to face 
with facts. 


Ravenswood Office Specialties Co. 
1800 Newport Ave., Chicago 


ROSCO Desk Necessities 








For Quality in Felt 
Top Cushions 


Esco is the original in felt top chair 

cushions and pads. From the begin- 

ning, it has been noted for the qualitv 

of materials used. And that quality 

has been consistently maintained 
Price list on request. 


Economy Products Corp. |» 


| 2901 Indiana Av. Chicago | 


se ee oe 
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Boost your 


PROFITS 


A quality item that is making sales history! 
Sells on sight. You make an unusually liberal 
profit on each ribbon. Write today for 
trial order. i 


“OLD TOWN HERMETIC’’ RIBBONS 


Manufectured by Old Town Ribbon and Carbon Co., 
Inc., Johnson and Prince Streets, Brooklyn, New York, 
makers of a complete line of ribbons and carbon paper. 












PACKED IN 
er aaa AIR-TIGHT TINS 


. always fresh 

















AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are mak- 
ing typewriting easier for thousands 
of users. Sales, both new and re- 
placement, are large. Write for prices 
and discounts. 






AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 


Above Below 
THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 


PAT. DECEMBER 21. 1915 


















BOEHNER 













Improved 
Stationers and printers 
use it to build up their perenne Hasrnette Cee 
volume on business and LEATHER NOVELTIES 
personal cards. It takes 
the regular loose cards, 
holds them firm, keeps 
them clean. Holds = 
one as securely as a 
full case Imported morocco binding—metal parts highly 
nickeled—28 different sizes 
We manufacture leather novelties only—we do not compete 


with engravers or printers Please mention size in asking 
for prices 
Address, Department OA, 


roved Boehner Binder Co. 
1 am Fox Street Aurora, llinois 











MAR KILO 


CELLULOID 
ENVELOPES 











have the welded 
reinforced flexible 
edge seams. Ex- 
tra strong and 
finished in appear- 
‘ance. (Patented 
processes.) 










MARKILO Envelo are made in all -book sizes. 
MARKILO INDEXER Strip (blank-label) ready-to-cut. 


The Dozen System vs. Decimals, Booklet Mathamerica 25c 


Markilo Co., Mfrs., 936c,W. 63d St., Chicago, U.S.A. 


Transparent signals, card cases, etc. Sample on request. 


REBUILT 
MIMEOGRAPHS 


Every Mimeograph we rebuild is 
absolutely guaranteed. In our 


twenty-six years of experience we 
have learned how. All models 


completely rebuilt. Investigate 
now ! 


MIMEO SERVICE BUREAU 


132 Nassau Street NEW YORK, N. Y. 








You will Re-order this Item 


Thousands of dealers stock Clarotype—year after 
year—bécause it is the one type cleaner that stenog- 
raphers and purchasing agents re-order regularly. 


cLAR-O-Type 


THE MODERN TYPE CLEANER 
Clarotype is a staple item with the profit of a specialty. It 
is a repeat order article—a consistent profit-maker that is 
worthy to be on the counter and shelves of every carefully 





managed stationery store and in the stock of every progressive 
typewriter dealer. Write us today for our informative 
brochure on this office necessity. Clarotype is an item you 


can well afford to carry for 1931. 


THE CLAROTYPE COMPANY, INC. 
16-A Hudson Street New York 

















CONT Ao 


**Make Your Show Windows 
Pay Your Rent”’ 

“Don't Forget! Many Sales 
Are Made on the Sidewalk.” 
ONKEN TOWER Merchandise Dis- 
layers m4 Window Trimmings 
ffective and Easy 

ONKEN TOWERS are Wonderful 
for making quick changes in your 


window. 

ONKEN TOWERS have inter- 
changeable Features, Two-in-one. 
ONKEN TOWER Merchandise _— 
dow 5 ae are made in 5 si 
from 27 48°’ high and 12°’ "to 
36’’ wide. 


ONKEN ‘TOWERS range in price 

from $6.00 up and made like a 

piano. A 

Write for Description Matter No. 24 
THE OSCAR ONKEN CO. 

624 W. 4th St., Cincinnati, O. 
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Loose Leaf Rings 


No Large Brass 
Joint to Tear Nickel Plated 
Paper FIVE SIZES 


Inside Diameters 
\%"—1.35 Per 100 














Open Easily, 4"—1.50 
Close 1 ” mm | .75 o o 
1m“ 65 “ « 
Securely >” yy « 


For loose leaf books, binding reports, blueprints, etc. 
Write for informatio Loose Leaf Metals 


on our lime of...... 


|The E. W. Carpenter Mfg. Co. 
| Bridgeport, Conn. 











Mens Bega 2 2\8 8 2 2 Sey 
_ SILICATE BLACK BOARDS 


Madc of the best material thoroughly 
seasoned—Framed or Unframed—All 
Frames are Oak Finished. U. S. Gov- 
ernment Contracts and New York City 
Board of Education Specifications for 
40 Years 


s CORK BULLETIN BOARDS 


Sizes 18x 24 inches 
to 4x6 feet 


ffs) 


Framed or Unframed 
Frames are Oak Finished 


Dealers write for catalogue 
N. Y. SILICATE BOOK SLATE CO. 
20 VESEY STREET NEW YORK CITY 
Bee eauenepnna ams 22 ese 


MEET THE DEMAND 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 


demand. In the supreme test of use, Union 
Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 
Union dealers. Do you wish to meet the 
demand—profitably? Write us. 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 
PHILADELPHIA, PA. 


OFFICE APPLIANCES 
ow, 


Templar — 


The Aristocrat of Pencils 


I LRN RED CEDAR 


Bits popular leader of the 
RELIANCE LINE 


AND ERASERS 


' rN 


RELIANCE PENCIL CO. 








Elliott-Fisher 


Flat Surface Accounting-Writing Machines 


Product of Underwood Elliott Fisher Company 
Distributed by 


General Office Equipment Corporation 


342 Madison Avenue, New York City 


“Underwood, Elliott-Fisher, Sundstrand 
Speed *he’ World's Business” 














CARD and PRICE 
TICKET HOLDER 






STAYS PUT 


Special Rudor Clamp with %” 


opening assures rigidity. Balance 
prongs extending to the rear hold 
the device in correct positions on 
Bins, Glass Dividers, Boxes, etc. 
For prices on this and other items 
send for descriptive circular. 


THE ADJUSTIT DISPLAY SPECIALTY CO. 











Rapid Service 


FR 


ADJUSTABLE 


DESK RACK 


Holds all city telephone direct- 
ories; numerous other uses 

books, folders, catalogs, sheet 
music, ete Lacquered wood 
base, seven bronze finished 
steel supports. Price in olive 
green, $1.50; in mahogany or 


—<—<, = 
IMPROVED : 
FILE & RACK 


COMPANY 
86 Park Pl., New York 




















TZOLomema 












































> R. ORTHWINI 
SINGLE FLUID 


438 West 37th St., N. Y. C. 
, ft N re vaaae 
Nad ERADICATOR 


~ 
zmovet ONE APPLICATION 
FROM 1 BOTTLE 
ONLY 


Hundreds of thousands in 
daily use round the world 


TRY IT 


Send 25c¢ for One Large 50c Size 


TRIAL BOTTLE 


INK-OUT MFG. CO., INC. 
MONTCLAIR, N. J. 
Lo Gradually Displacing Old Style Two-Bottle Eradicators 4 











a, Peer, clot 
At npury te Four 
a 
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Quick Sellers—Big Money Makers] | THE COLYTT “REDI-ROLL” 


“Instant” Desk TELEPHONE MEMO 
a and Handy Files A neat, compact writing abelf. Z 
e ages keep papers vith ll, wv attaching 7 
der ‘but Instantly accesnible, in- Yo the telephone stand—for y/ vy 


dexed A to Z, 1 to 31, or specially memorandums. sf 



















classified by celluloid covered re- 





movable index tabs. Has continuous writing sur- y/, F 
Idea Books face for standard paper roll. 
with pasteless pocket pages for | yam edge for tear- 
news clippings. striking advts.. ng on, 
etc., instantly accessible. Takes up small space. cq 
Albums for Every Fuspese porns room ‘? r . 
h, Camera, ortrait, and grip on tele- 
Posteant, Dive yy Greens phone. 
Card, Memory. A 8A ‘ : 
Handsomely illustrated School Easily attached. ory 
Girl Diaries. i ; 
Backgammon, Scrap Books, rm ag and black$ 
Games, Double Dummy Bridge ; 
: Boards Dealers Write for Discounts 
Est ; & 
W. C. Horn Bro. & Co., i 200 5th Ave., New York (Baginesring) Chicago, Ill. 
= = sonnei ova! 











A Distinctive Line lee oe aes 
LUV DSFOCECaA 
that will hold your trade LG ff WY “sy 


TURNER & HARRISON COLUMBIAN CLASP 


STANDARD, SILVER-ALLOY 


and GOLD-PLATE PENS ENVELOPES 


Smoothest, slickest pens made 








© N273Gri ar 


PHILAOEL PHA US A 





TURNER & HARRISON 


osvee So 
” 






Catalog on request The most satisfactory mailing envelope 
TURNER & HARRISON PEN MFG. CO., Inc. UNITED STATES 
. re ENVELOPF COMPANY 
' PHILADELPHIA, PA. The world’s largest manufacturers of envelopes 
y IMPRINT PENS A SPECIALTY SPRINGFIELD, MASSACHUSETTS 


With thirteen manufacturing divisions covering the country 


















Bieter Protection || WAREHOUSING 
AND 
FILIN DISTRIBUTING 


Generally acknowledged as the IN METROPOLITAN NEW YORK 


mark of Quality Protection. We can save you money handling and distributing 
“Pool Cars” L C L and Car Load Lots of merchan- 


dise for Dealers, Banks, Hotels, Libraries and other 


Universally recognized as Better buildings. We uncrate, unpack and make installa- 


Protection. tions at minimum cost with real efficiency. 
Write for full information 
The Meilink Steel Safe Co. METROPOLITAN FURNITURE SERVICE 
Toledo. Ohio 611-627 WEST 43RD STREET 
’ NEW YORK 

















“The Link Between Shipper and Receiver” 


"DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business te 
selling 


The Master Key 
















Thousands 
Use Harvey's 
AUTOMOBILE EXPENSE 


; K (No Rubber to wear out) 
Big Profits Write for Samples 
Get Your Share and Pri 
It Repeats 


Speed Key Mfg. Co. Inc., 
29 Columbus Place 
Brooklyn N. Y. 


SEND FOR A SAMPLE 


FRED W. HARVEY CO. 


206 E. Genesee Syracuse, N. Y. 

















OFFICE APPLIANCES 


208 








Transfer profits belong 


We Specialize on Steel Transfer Cases ,,. ... wien you Stock these, Benteon 
Your Order deen aphy Without Delay—aAll Standard Sizes Steel “Transl r_ Cases og et Bear 


ides. the channel 


make draw | ite no matter w high the sections are stacked The locking device is secure; yet it enables the 
stack dis1 led readily fe ‘ving or rearrangement. Write for Prices and Discounts. 
A. H. DENNY, Ine FRED C. FUNKE, VERNON J}. senvecun. 
356 Broadway Near Leonard Street, New York P. 0. Box 244, Detroit, Michigan, 800 N. Spring St.. Los Angeles, Calif., 
Eastern Wholesale Distributors Michigan and Ohio Representative Western Representative 
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& 66 99 To us “M. B.” stands for “MON BUREAU * 
$3 ‘“ ” ‘“ ” * 
« e Toyou“M. B.” stands for “MORE BUSINESS” 32 
: : 
33 

és — : , 3 
3 [his magazine has been in France the pioneer of modern 4 
i business methods; it is the reason why it has gained so high & 
bai a reputation among the most progressive business men of 3 
& MON this country 3 
33 2 <e 
i BU REAU If you advertise your goods in M. B. you are sure to reach 3 
S LE MAGAZINE DE L ORGANISATION the very public that is interested in your goods: office fur- 3 
& SSeS niture and general modern office equipment of every descrip- % 
~ ' tion. Not only will your ads be read by a large and 2 
2 ‘i sympathetic public but_your copy stands every chance of 4 
3 being believed, as M. B. in its capacity of an expert in 3 
$3 he kee sound business methods has won the confidence and affec- & 
i ; tion of its readers 4 
< ; = ~ 33 
3 If you want to appeal to the most progressive French firms, 3 
$3 M. B. is the very medium for your advertising. You need = 
3 not apply to any other. Just concentrate in M. B. Remem- * 
3 _ ber that its initials stand for “‘MORE BUSINESS" for you 3 
” and write today for a free copy of this live wire publication. 3 
: | | : 
% The Advertising Manager 3 
33 ‘e 
: “MON BUREAU” : 
: ) : 
* 

= 186, Faubourg St-Martin PARIS Xéme Arrt. (France) § 
3 & 
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The leading 


trade paper 


for the 
Office Equipment Industry 
in 


Germany 





BB 





“Biiro-Bedarf-Rundschau 


(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 


Speaking Countries 


Subscription Rates 


$4 per year $6 for 2 years 


Specimen copy free 


Buiro-Bedarf-Rundschau 


Berlin-Charlottenburg 5 
Germany 








THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE $900 POST FREE 


The most valuable money- 
making volume ever placed 
before the Stationer Trade— 
Contains nearly 200 hints in 
connection with every depart- 
ment of your business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equipment. 
It is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stationer may find sugges- 
tions on the particular phase of his business that he may be 
interested in at the time. The subjects run all the way from 
account books to window dressing and are written in such a 
way that the volume is an excellent reference book. 


—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome. —The British Printer. 


A good idea in itself and admirably carried oui. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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YASpER. INO 





As pioneer desk makers of New No. 800 Series Chairs in 


Jasper, Indiana, we can offer = Solid American Walnut: A 
you the best in high quality 
desks, time tried and quality 
tested for fifty-two years. Rich, Durable Finish. 


Pleasing Design, with a Deep, 


The JASPER q The JASPER 
DESK CO. ™° CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. We solicit your inquiries. 


JASPER, INDIANA 


|ESSIMORE, Chicago Representative, Telephone Longbeach 4821, 1467 Catalpa Avenue, CHICAGO, ILL 














More Business for You 
In the British Empire 


An executive subscription circulation amongst similar firms in the British 
covering a large percentage of the up- Dominions and Colonies (except Can- 
to-date firms in the United Kingdom, ada), including high spots in European 
plus a valuable subscription circulation business centres. 


BUSINESS 
db a AF i 
THE JOURNAL OF MODERN METHODS & MANAGEMENT 
(Estab. in England in 1907 as SYSTEM, The Magazine of Business) 











| AN IDEAL MEDIUM FOR 


Testing the Britishand ] Backing up a British ({ Direct Mail Order re- 
Imperial Market Branch or Agency sults 


A report on general business conditions or specifically on opportunities for specific equipment or services 
will be sent free without obligation on application to:— 


~ 


~ 1 @' @* ‘ ‘lite Street, L , 
Advertisement Manager BR U - ad N E & ~ 6, Carme 2’ London 
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Triple your Transfer Case business with 


No. 24-L 
Made of Wood with Steel Cover 


Letter Legal and Bill Sizes 
The Cheapest and Best 


Send for samples and quotation 


Imperial Methods Co. 


FOREST PARK ILLINOIS 


Western Wholesale Stationers, Ltd. Gerard D. White Earl H. Prentzel 
228 S. Los Angeles St. 580 Market St. 1859 Greenwood Ave. 123 S. Broad St. 
Los Angeles San Francisco Far Rockaway, N. Y. Philadelphia 




























An authority on the subject says--- 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 


Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 





“The Line of Lowest Ultimate Cost” meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U.S. A. 














OFFICE APPLIANCES 


212 


Burroughs 


ELECTRIC CALCULATOR 














A STURDY, LOW-PRICED 
MACHINE WHICH, BECAUSE 
OF ELECTRICAL OPERA- 
TION, IS EXCEPTIONALLY 
FAST AND ACCURATE 























FOR FASTER FIGURING 


Faster, because a light key touch actuates the motor —the 
motor instantly completes the operation, each key register- 
ing its full value on the dials. Also more economical because 
electrical operation increases operator production by elimi- 


nating operator fatigue. 


Thousands of firms use Burroughs Electric Calculators 
for taking inventory, checking invoices, extending time 
tickets, pro-rating expenses, distributing sales and pur- 
chases, auditing payrolls and all statistical work. 


For a demonstration on your own work, 
call the local Burroughs office or write 


BURROUGHS ADDING MACHINE COMPANY, 6411 SECOND BLVD., DETROIT, MICH. 
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YOU MAKE LARGER PROFITS— 


WHEN YOU SELL REBUILT WOODSTOCKS 


You have heard about the Rebuilt Woodstock, but do you 


know how much actual profit you make on each machine? 


It will really surprise you—you will wonder why you have 
been allowing dollars to slip through your fingers, for that is 
just what you have been doing. The Rebuilt Woodstock offers 
you a higher margin of profit than you have been accustomed 


to receiving. 


Typewriter dealers can still purchase these machines at the 
same low price at which we have been offering them. They 
come to you like new machines—ready to sell. No servicing, 
cleaning, adjusting or other mechanical attention of any kind 


is needed. 


If you want a quick selling machine—one that will make 
you money, one that will give your customers complete satisfac- 


tion—sell the Rebuilt Woodstock. Prove to yourself that what 


we say is true. 


Compare this machine with any other—compare the appear- 


ance, compare the operation and lastly the profit. 
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The Woodstock rebuilt actually looks 
like a new machine—only an expert 


could tell the difference. 


Every machine is re-enameled and 
re-nickeled. Platen is brand new, all 


worn parts are replaced. 


Every machine is complete with new 
cover, bolts for fastening to desk, brush 
for cleaning, oil can and book of in- 


structions. 


They really give new machine serv- 
ice. That is why they sell so quickly— 
buyers prefer a machine that looks and 
operates like new but costs only half 


as much. The Woodstock Rebuilt is 


such a machine. 


A letter will tell you how to make more money handling Woodstock Rebuilts. Write for full information today. 


Me Be Me oe Mn Ah Ml, A A A An, A ln, A la, lin lin, A li. Ml, lin. Alin ln ls. i, i A ln, i, li atl. Ll ln. ll. 








Ae te tn tn 


WOODSTOCK TYPEWRITER COMPANY 


35 EAST WACKER DRIVE 


CHICAGO, ILLINOIS 


Woodstock Typewriter Company, Ltd., 46, Kingsway, London, W.C,.2 





Lerrens THAT ARE HEARD 
ONLY AT DICTATING TIME 


| 






































--- they’re 
typed ona 
Noiseless 
Underwood 








N THE executive office, letters need be heard only at dictating 
I time—they can be typed quietly just a few feet away, on the 
Noiseless Underwood Typewriter. 

The Noiseless Underwood Typewriter is strong and well bal- 
anced, always dependable—unobtrusive. Its feather-key action 
enables the stenographer to produce easily a large amount of 
work...saving energy and time. And you—when you must 
concentrate—need not hear even the tap of a typewriter key! 

The Noiseless Underwood, backed by Underwood reputa- 
tion, Underwood resources, and Underwood service, is the ideal 


modern machine for the executive office. 


UNDERWOOD TYPEWRITER COMPANY 
342 Madison Avenue, New York, N. Y. 


Distributors of Underwood Standard, Noiseless and Portable Ty pewriters 
and Bookkeeping Machines, Products of Underwood Elliou Fisher ¢ ompany. 


" UNDERWOOD, ELLIOTT-FISHER, SUNDSTRAND—SPEED THE WORLD’S BUSINESS” 


The NOISELESS UNDERWOOD 


THE EXECUTIVE OFFICE MACHINE 





